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Toronto,  January,  1912 


Rubb  e  r 
footwear 


"Miner"  and 
"Shefford"  Brands 

Made  in  a  Plant  Noted  for  High  Efficiency  "  MINER"  and 
"SHEFFORD"  Brand  Rubbers    are  BOUND    TO  WIN. 


"  First  Because  They 
Are  They  Best " 


What  has  14  MADE  GOOD  "  for  others  is  sure  to  make  good  for  you. 


MINER    MEANS  MERIT 


The  Miner  Rubber  Company 


Head  Office  and  Factory 
GRANBY,  QUE. 


Limited 


Ontario  Branch 
93  to  99  Spadina  Avenue,  TORONTO 


(not  in  any  trust) 


FOOTWEAR    IN  CANADA 


"Classic"  Shoes 

FOR  MISSES 
AND  CHILDREN 


"Classic"  Shoes  possess  quality  characteristics  which  have  earned 
for  them  enduring  fame  and  country-wide  sale. 

Unquestionable  superiority  in  style  and  comfort  has  made  "Classic" 
Shoes  the  easiest  sellers  in  the  field.  In  fact  you  don't  have  to 
"  sell  "  them,  you  just  "  take  orders." 

Our  rapidly  increasing"  business  proves  that  it  has  paid  us  to 
specialize  on  children's,  girls'  and  ladies'  shoes. 

We   are   better  equipped   than   ever   to   serve   you   well   in  1912. 


Getty  &  Scott,  Limited 

GALT,  ONTARIO 
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1912    "McCready"  1912 


The  Test  of  Popularity  is 
Quality  and  Value 

as  found  in  the  McCREADY  Shoe. 

That  our  customers  realise  this  fact  is  proved  by  the  great  increase  in  the 
volume  of  orders  for  Spring  delivery. 


MADE  Br 
AMES-  HOLDEN-M'CREADY  Ltd 


"McCREADY" 

The    Smartest    Range  of 
Footwear  ever  offered 
in  Canada 


See  our  1912  Spring-  Samples  and  BE  CONVINCED. 
Order  EARLY  to  ensure  prompt  shipments. 

Large  stocks  for  sorting"  carried  at  our  branches  : 


St.  John  Toronto 


Winnipeg 


Edmonton 


Calgary  Vancouver 


Ames  Holden  McCready,  Limited 

MONTREAL 

P.S.    DO  NOT  BUY  FELTS  or  RUBBERS  for  next  fall  until  you  see  our  proposition. 

KIMMEL  FELTS,  the  best  ever  made  GRANBY  RUBBERS  MAPLE  LEAF  RUBBERS 

DOMINION  RUBBERS  ANCHOR  RUBBERS 
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Shoes  With  Brassy  Eyelets  Look  Old  at 
Every  Stage  of  their  Wear 

DIAMOND 
FAST  COLOR 
EYELETS 


Can't  Wear  Brassy.  They 
Always  Look  New. 

The  little  Diamond         Mark  on  the  eyelet  guarantees  the  wear. 
None  but  the  genuine  Fast  Color  have  it. 


United  Fast  Color  Eyelet  Co. 

of  Canada 

Office  and  Factory  : 

Lagauchetiere  and  St.  Monique  Streets,  Montreal 
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Buffalo  Wont-Leke  Shoes 


No.  A211 


The 

Protector 


For  Heavy 
Service 

Foot- Comfort 

Foot- Freedom 


SHAPE 

FLEXIBILITY 


COMFORT 


WEIGTH 
SMOOTHNESS 


(3)  TEMPERATURE 

PROTECTION 


BUFFALO  WONT-LEKE  SHOES 
have  the  tightest  sole  seam  ever  built. 
NIAGARA  waterproof  soles  are  as 
dense  as  ebony.  Two  thicknesses  of  this 
impervious  mineral  tanned  leather  fast- 
ened to  a  plump,  closely  tanned  upper 
by  an  unbelievably  strong  patented  seam 
form  the  warmest  most  weatherproof 
leather  footwear  made. 


TEMPERATURE 
LIQUIDS 


PROTECTION. 


SLIPPERINESS 

ROUGHNESS 


Send  for  our  Catalog  to-day 


Buffalo  Shoe  Company 

Offices  and  Warehouse:   BUFFALO,  N.  Y. 

Factory  :    East  Pepperell,  Mass.  Tannery  :   920  Seneca  Street,  Buffalo 
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Rubber 


Footwear 


"Miner"  and  "Shefford"  Brands 

are  marks  of  quality,  indelibly  branded 
(where  it  won't  wear  off)  on  each  line 
of  rubbers  we  make. 

^  They  carry  with  them  our  guarantee 
absolute  and  unrestricted,  a-money- 
back-if-not-satisfactory,  guarantee  that 
"MINER"  and  "SHEFFORD"  brands 
possess  style,  wear  resisting,  comfort- 
giving  qualities  you  won't  find  in  any 
other  line. 

€j  Look  well  to  your  selection  of  rubber 
footwear,  but  make  none  till  you  have 
seen  the  "Miner"  and  "Shefford"  lines. 


FREIGHT  PREPAID  ON 
SHIPMENTS    OVER  100 
POUNDS 


"MINER" SERVICE 
NEVER 
DISAPPOINTS 


The  Miner  Rubber  Company 


Limited 


Head  Office  and  Factories 
GRANBY,  QUEBEC. 


Ontario  Branch 
93  to  99  Spadina  Ave.,  TORONTO 


Jackson  &  Savage 
MONTREAL 


Selmnc  Agencies  : 

J.  M.  Humphrey  &  Co. 
St.  JOHN,  N.B. 


Dowling  &  Creelmen 
BRANDON,  MAN. 
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To  the  Shoe  and  Leather 

Trade  :~ 

We  call  the  attention  of  the  trade  to  the  fact  that  we 
are  the  original  and  only  manufacturers  of  Nubuck 
Leather.  It  is  our  invention.  We  spent  our  time  and 
money  perfecting  it,  introducing  it  and  advertising 
it  extensively  to  shoe  manufacturer,  shoe  wholesaler, 
and  shoe  retailer.  It  has  become  deservedly  popular 
and  well  known  throughout  the  country,  not  only 
because  it  is  a  new  thing  in  leather,  but  because  of 
its  downright  merit. 

Because  of  its  merit  and  its  popularity  it  is  necessar- 
ily being  imitated,  but  the  imitations  are  not  Nubuck 
nor  can  they  be  represented  or  sold  as  Nubuck. 

For  the  protection  of  those  who  are  buying  Nu- 
buck, and  for  our  own  protection,  we  shall  prevent 
by  legal  action  the  unlawful  use  of  this  trade-mark 
name,  and  we  warn  the  trade  accordingly. 


A.  C.  Lawrence  Leather  Co. 

95  SOUTH    STREET,  BOSTON 


NEW  YORK  CITY,  621  Broadway 
CINCINNATI,  O.,  632  Sycamore  St. 
GLOVERSVILLE,  N.Y.,  50  So.  Main  St. 


If  in  doubt,  send  sample 
to    our  laboratory 
for  identification 


CHICAGO,  ILL.,  180  N.  Franklin  St. 
ST.  LOUIS,  MO.,  705  Lucas  Ave. 
ROCHESTER,  N.Y.,  605  Powers  Bldg. 
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JAMES 


JAMES  ROBINSON 


11ERE  is  my  first  appearance  to  you  for  191 2. 

The  coming-  year  needs  all  our  attention, 
so  only  a  passing"  reference  to  191 1. 

My  selling-  force  had  much  success  last  year, 
orders  came  in  for  large  quantities  of  Kant- 
Krack  Dainty  Mode  and  Royal  brand  rubbers 
and  the  factory  was  overtaxed  before  1  realized  it. 

Honest  Publicity  Removes  Doubt ! 

There  were  disappointments  in  1 9 1 1 ;  some 
orders  were  not  filled  completely  at  first.  My 


house  was  not  the  only  one  that  had  trouble; 
Canada  now  uses  immense  quantities  of  rubbers 
and  many  firms  were  found  oversold. 

I  frankly  acknowledge  my  191  ]  trouble  and 
assure  my  customers  I  am  fully  prepared  for 
191 2.  New  machinery  and  better  facilities 
assure  this. 


My  New  Year  resolution  is  —  Complete 
shipment  of  all  orders  in  19 12.  I  will  do  it  and 
at  prices  meeting  any  of  same  quality. 


MON 
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As  to  your  sales — How  to  increase  these 
sales  is  a  subject  brim  full  of  interest  to  you. 
Let  me  help  you. 

My  Letter  Order  Department  will  interest 
you.  You  may  want  to  sort  up,  perhaps  only 
a  few  pairs  are  required  or  only  one  pair  for  a 
a  certain  customer.  In  any  event  you  want 
your  special  order  in  a  hurry.  No  matter,  what 
size  your  letter  order  is,  it  will  be  shipped  same 
day  as  received  if  in  stock  or  if  obtainable  in 
Montreal. 


This  Letter  Order  Department  is  our 
Hurry-Up  Department.  My  organization  is  at 
your  service;  I  am  out  to  assist  you  in  1912 
more  than  ever  and  to  help  you  keep  your  stock 
ri^ht  up  to  standard. 

When  low  on  some  size,  do  not  wait  for  a 
salesman ;  use  my  Letter  Order  Department. 


IEAL 


IO 
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Famous 
Life-Buoy 
Rubbers 


To  the  Trade  : 


Nineteen  Hundred  and  Eleven  has  been  a  busy 
year  for  our  Company  ;  a  year  of  constant  struggle 
to  keep  up  with  the  rapidly  increasing  demand  for 


Life^Buoy  Rubbers 

and  while  we  taxed  the  capacity  of  the  above  plant  to 
the  utmost,  we  were  compelled  to  refuse  much  new 
business,  and  in  many  instances  cause  inconvenience 
to  our  old  customers. 

We  have  had  under  construction,  since  last  March, 
a  large  addition  to  above  plant,  and  as  this  is  now 
complete,  we  will  have  greater  capacity  for  the  coming 
year. 

We  wish  to  thank  the  Trade  for  the  generous  support 
accorded  us  during  1911,  and  wish  all  a  prosperous  191 2. 


The  Kaufman  Rubber  Company 

Limited 

Berlin       *  Ontario 
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Famous 
Life-Buoy 
Rubbers 


Our  Plant  as  it  Now  Appears 
with  the  Recent  Large 
Addition 

equipped  with  the  newest  and  most  modern 
machinery,  prepared  for  the  coming-  year  to 
produce    a    largely    increased    volume    of  the 

Now  Famous  Life-Buoy  Rubbers 

and  we  fully  expect -to  be  able  to  give  all  customers 
prompt  and  efficient    service  for   the  coming  season. 

The  Life-Buoy  Line 

for  1912  will,  as  in  the  past  seasons,  be  down  to  the 
minute  in  modern  lasts  and  patterns,  and  bright  with 
new   ideas   of  construction  and  design,    AND  THE 

Quality  will  he  maintained 


The  Kaufman  Rubber  Company 

Limited 

Berlin       «  Ontario 
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Introducing 

The  Educator 

Shoe 

to  the  Canadian  Trade  is  One 
of     Our    New     Year  Resolutions 


The  Educator  Shoe  is  a  ready 
seller, — it  is  designed  to  conform 
to  Nature's  plan  of  the  foot,- 
gives  absolute  comfort  combined 
with  style  and  the  best  of 
materials. 


"Educator  Shoes  are  Made  for  Every  Member  of  the  Family" 

(Tiade  Mark  Registered) 

Educator. 

5  HOE® 

(Trade  Mark  Registered) 
Correspondence  from  Canadian  Shoe  Merchants  Earnestly  Solicited 

RICE  &  HUTCHINS  Incorporated 

20  High  Street,  Boston,  U.  S.  A. 

World  Shoemakers  for  the  Whole  Family 
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In  trod  u 


c  1  n  g 

All  America 
Shoes 

to  the  Canadian  Trade  is  Another 
of     Our     New     Year  Resolutions 


All  America  Shoes  are  made 
of  the  very  best  materials  in  the 
most  distinctive  styles  by  the 
best  workmen.  They  are  worn 
in  America  and  in  England  by 


gentlemen. 


"It's  the  Quality  That  Makes  All  Americas  Worth  the  Price" 


Correspondence  from  Canadian  Merchants  Earnestly  Solicited 

RICE  &  HUTCHINS  Incorporated 

20  High  Street,  Boston,  U.  S.  A. 

World  Shoemakers  for  the  Whole  Family 
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High  Grade  Felt  Shoes 

for  the 

High  Grade  Merchant 


Kimmel  Felt  Shoes  and  Slippers  are  the  kind  that  will  roll  up  new  customers  for  the  Retailer  who 
makes  quality  the  basis  of  his  business  success. 

Felt  Shoes  and  Slippers  that  carry  the  quality  all  the  way  through  from  the  raw  material  to  the 
finished  product. 

Light,  strong  and  comfortable,  specially  treated  Felt  to  give  best  wearing  results,  bright,  non-fading 
colors.  Felt  Shoes  that  combine  more  than  all  others  the  necessary  qualities  that  only  the  highest  grade 
material  and  honest  workmanship  can  produce  guaranteeing  to  the  wearer  that  protection,  comfort  and 
warmth,  and  to  the  Retailer  a  quick  selling  satisfaction  and  sure  profit. 

They  are  Kimmel  Felt  Shoes  and  Slippers  with  the  above  mark  of  high  grade  quality  stamped 
on  every  pair. 


Ames  Holden  McCready  Co. 

Sole  Selling  Agents  for  All  Canada 
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The  Guarantee  Mark  of 
Merit  on  Felt  Footwear 

Stamped  on  all  Genuine  Elmira 


Years  of  Practical  Proof  by  test  of  wear  have  earned  for  ELMIRA  Felt  Shoes  and  Slippers 
the  title  of  LEADERS  ALWAYS. 

Elmiras  have  attained  first  place  in  the  Felt  Shoe  industry  of  the  world  by  superior  Merit  and  the 
determination  to  KEEP  THE  QUALITY  UP,  and  Elmiras  have  held  their  high  standard  against 
all  competition. 

The  1912  Elmiras  will  include  all  the  old-time  wear  and  comfort  that  has  made  Elmira  Felt  Shoes 
and  Slippers  the  BUSINESS  BUILDERS  that  they  are,  and  the  Elmira  reputation  of  Felt  Shoe 
Style  and  Snap  will  be  more  than  maintained  in  1912  samples  now  in  the  hands  of  Jobbers. 

Important  to  Retailers 

When  specifying  order  for  1912  "  Elmira,"  insist  that  not  only  the  name  Elmira 
but  the  above  registered  trade-mark  design  is  stamped  on  bottom  of  every  pair— they 
are  the  only  Genuine  Elmiras. 
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Felt  Footwear  ^  1912 

PLACE  YOUR  ORDER  EARLY 

AND 

ENSURE  PROMPT  SHIPMENT 

Our  Salesmen  are  now  on  the  road  soliciting  your  placing"  orders  for 
Felts  (BERLIN  BRAND),  and  other  specialties. 

In  addition  to  our  regular  line  of  Felts,  a  specially  attractive  assort- 
ment of  SLIPPERS  will  be  shown;  also  Lumbermen's  Knitted  Socks. 


Highest 
Grades 
Finest 
Quality 


Remember  "  BERLIN  "  Brand  of  Felt  Footwear  is  the  first  and  best 
known  in  Canada. 

The  range  carried  by  our  Travellers  this  year  will  be  the  finest  and 
most  complete  ever  shown  in  Canada. 


Depend  on  us  for  Quality  and  Service. 


Order  from  the  nearest  Branch. 


Canadian  Consolidated  Rubber  Co. 

LIMITED. 

Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Picton,  Moncton,  Charlottetown,  MONTREAL, 
Quebec,  Granby,  Ottawa,  Kingston,  TORONTO,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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"BERLIN"  WARM  FELT  FOOTWEAR 


Exclusive  Selling  Agents 


Canadian  Consolidated  Rubber  Co. 

Limited 


Place  Your  Order  Early  and  Avoid  Late  Shipment.  Twenty-Six  Branches  throughout  Canada 

.  
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The  Old  and  the  New 


The  Old  Size,  10  cents 


WATER PRO0I 

^rlack  Polish 

Unequalled 


trade 

REGIS 


MARK 
TERED 


^teATHERFR0N,c^6 

^For  Patent,  Glace  Kid.Box, 
^Calfand  other  Leathers. 

London  S.E. 


The  New  Size,  10  cents 


The  "Nugget"  way  of  showing  appreci- 
ation for  support  received  in  the  past, 
is  by  giving  a  larger  tin  of  polish  in 
the  New  Year. 

Remember 

The  tin  will  be  twice  the  size 
Exactly  the  same  in  Appearance 
Exactly  the  same  in  Quality 
Exactly  the  same  in  price 
Will  not  freeze. 


Black  or  Brown,  10  cents  a  tin. 


"Nugget"  Polish  Co. 


Limited 

TORONTO 
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Why  You  Should  Buy 

"Great  West"  Felt  Footwear 

"1TL7E  manufacture  our  own  Felt  with  Modern  Machinery 
"*  designed  by  our  own  experts  —  labor  saving-  methods 
— large  capacity  for  producing-  highest  class  Felt  Shoes  and 
Slippers — which  enables  us  to  offer  the  trade  lines  of  felt  foot- 
wear superior  to  any  in  Canada. 

The  "Great  West"  Felts  are  thoroughly  up-to-date  in  all  that 
is  new  in  felt  footwear  styles,  made  on  modern,  good  fitting 
and  fashionable  lasts. 

The  "Great  West"  Brand  is  stamped  on  every  "Great  West"  Shoe. 

When  placing"  your  order  for  Felt  Footwear  insist  on  being" 
supplied  with  the  "Great  West." 

Order  early  and  in  sufficient  quantities  to  protect  your  trade. 

Sold  by  most  jobbers.  If  your  jobber  cannot  supply  "Great 
West"  Felts  we  can  tell  you  where  your  order  will  be  filled. 

Positively  not  in  any  Combine  or  Trust 


The  Great  West  Felt  Co.,  Limited 

ELMIRA,  ONTARIO 
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To  come  in  out  of  the  wet 
may  be  wise-but  not 
always  practical 


The  man  who  wears  the 
DOCTOR'S  Special  Shoe 
may  stay  out  in  the  wet,  but 
he  is  wise  just  the  same — 
wiser  than  the  man  who  has 
to  come  in  when  it  rains  to 
keep  his  feet  dry. 

These  DOCTOR'S  Spec- 
ial Shoes,  so  much  talked 
about  at  present  all  over  Can- 
ada, are  a  purely  Canadian- 
made  product. 

They  are  made  from  the 
most  expensive  and  highest 
quality  hides  obtainable. 

They  are  made  after  a 
design  patented  in  Canada 
and  the  United  States. 


They  are  stylish  enough 
for  the  town  man  and  strong 
enough  for  the  man  in  the 
country. 

They  are  wet-proof  snug 
fitting,  flexible  and  give  com- 
fort from  the  first  like  an  old 
shoe. 

They  are  thoroughly  estab- 
lished in  hundreds  of  towns 
from  the  Atlantic  to  the  Pacific. 

Retail  shoe  men  who  want 
a  shoe  with  a  good  selling  point, 
backed  up  with  actual  merit  and 
showing  good  profit,  will  find 
in  the  DOCTOR'S  Shoe  a 
trade  builder. 

By  all  means  look  at  them 
and  be  satisfied. 

Ask  your  shoe  man  to  show 
them. 


The  Tebbutt  Shoe  &  Leather  Co. 

Factories  at  THREE  RIVERS,  Quebec  Limited 

Handled  by  the  following  Western  Wholesale  Firms: 
THE  K1LGOUR  RIMER  CO.,  LTD.,  Winnipeg  A.  McKILLOP  &  CO.,  Calgary 

THOMAS  RYAN  &  CO.,  Winnipeg,  Regina,  Saskatoon       J.  LECKIE  &  CO.,  Vancouver 
H.  G.  MIDDLETON  &  CO.,  Winnipeg  DAMER  LUMSDEN  &  CO.,  Vancouver 


FOOTWEAR 


A  Journal  of  its  Findings,   Making  and  Sale. 
Published    for    the    Good   of  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 

HEAD  OFFICE  -  -  220  King  Street  West,  TORONTO 
Telephone  Main  2362 


MONTREAL  -  Telephone  Main  2299  -  B34  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2010  -  Hutchison  Block 
BOSTON  Room  33,  No.  82  Lincoln  Street 

CHICAGO      -  -  4059  Perry  Street 

LONDON,  ENG.     ------    3  Regent  St.,  S.W. 


SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.S.  and  Foreign,  $1.50. 


Vol.  2  January,  1912  No.  1 


Doing  Things  Right 

The  rush  and  bustle  of  the  holiday  season  is  over 
and  the  shoe  retailer  has  time  for  reflection  on  the 
past  year  and  planning  for  the  new-  He  is,  or  should 
be,  reviewing  last  year's  business,  looking  foT  the 
holes  in  it  that  caused  the  leaks  and  planning  to  stop 
them.  The  way  to  prevent  loss,  as  well  as  to  derive 
the  greatest  possible  profit  from  the  business,  is  by 
doing  things  right. 

What  do  we  mean? — Well,  we  all  have  our  ideas 
on  the  subject.  The  private  citizen  thinks  he  knows 
how  the  street  railway  service  could  be  improved, 
and  the  man  who  has  never  driven  an  automobile  can 
tell  you  all  about  how  to  regulate  the  traffic  and  the 
speed  limit.  But  every  man  to  his  trade.  The  shoe 
dealer  himself  is  the  best  judge  of  his  own  require- 
ments. Nevertheless,  there  is  room  for  improvements 
in  even  the  best  conducted  and  most  scientifically 
managed  business. 

Shoe  Buying. — To  begin  with,  shoe  buying  should 
be  done  right ;  with  a  cool  and  calculating  eye  having 
in  view  the  anticipation  of  the  wants  of  the  store's 
trade,  based  on  sales  records,  and  with  careful  refer- 
ence to  stock  on  hand  and  to  current  sales.  It  should 
take  note  of  the  maximum  sales  possibilities  of  the 
locality,  not  overdoing  the  matter,  but  still  maintain- 
ing a  reasonable  amount  of  "nerve"  in  trying  out  new 
ideas.  The  standard  of  the  past  is  the  only  sure 
gauge  of  the  future.  If  you  have  few  odds  and  ends 
left  over,  if  you  have  discovered  that  everything  has 
been  saleable,  continue  in  the  same  path.  Do  not 
wander  and  order  everything  in  sight  or  put  in  a  new 
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line  just  because  A  has  done  so,  or  B  is  going  strong 
on  it.  This  line  may  suit  their  trade,  but  you  have  to 
cater  to  and  satisfy  your  own. 

Buy  from  the  firms  that  have  given  you  satisfac- 
tion, but  it  is  not  always  good  policy  to  stock  their 
entire  lines.  No  manufacturer  can  excell  in  all  class- 
es of  footwear.  Each  has  its  strong  points  and  indi- 
viduality, and  factories  are  specializing  more  and  more. 
Use  your  judgment  and  pick  only  the  best  goods- 

Part  of  the  buyer's  duty  is  to  fix  the  retail  prices 
—to  mark  the  goods.  He  knows  every  style  he  buys, 
whether  it  is  a  staple  which  can  be  safely  sold  close, 
or  a  novelty  which  must  be  made  to  pay  its  way  quick- 
ly. Price  marking  is  not  so  simple  a  matter  as  it 
used  to  be.  It  requires  careful  study  and  no  shoe 
dealer  can  afford  to  merely  put  a  flat  rate  of  percent- 
age on  all  his  stock.  If  he  does  he  will  be  undersold 
on  staples,  or  his  novelties  will  not  pay  their  way. 
It  is  folly  to  mark  goods  at  a  certain  fixed  percentage 
of  profit,  as  some  retailers  do,  by  adding  thirty  or 
forty  per  cent,  to  the  cost.  Size  up  the  shoe,  its  style, 
build,  appearance,  etc.,  and  then  decide  what  it  is 
worth  to  the  purchaser  in  style,  comfort,  wear  and 
fit.  Shoes  that  do  not  sell  quickly  and  easily  are  not 
bought  right,  no  matter  at  what  price  you  buy  them. 
There  is  something  wrong  somewhere.  Buying  right 
does  not  mean  beating  the  traveller  down  in  price, 
making  him  split  his  commission,  getting  a  secret  re- 
bate or  extra  discount.  Such  methods  are  not  good 
business  and  do  not  pay  in  the  long  run.  If  the  goods 
are  not  right  they  are  dear  at  any  price. 

Stock-keeping. — The  stock-keeping  should  afford 
the  greatest  possible  facility  in  keeping  track  of  what 
is  selling,  the  greatest  efficiency  of  guidance  to  the 
buyer  in  re-ordering,  and  the  greatest  possible  econ- 
omy of  time  in  handling  shoes  in  the  store.  If  your 
stock-keeping  system  is  right  you  can  keep  close  track 
of  the  sizes  and  quantities  sold ;  you  know  exactly 
where  you  stand  and  what  your  customers  require. 

Floor  Management — The  floor  management,  if  it 
is  right,  will  secure  the  best  results  in  distributing 
authority.  Each  employee  should  be  directly  respon- 
sible for  his  own  work  and  answerable  for  it  to  his 
superiors,  and  the  proprietor  or  manager  should  have 
full  knowledge  of  just  what  his  subordinates  are  do- 
ing. 

The  Sales  Force. — Anyone  can  sell  shoes,  but  it 
takes  a  real  salesman  to  sell  them  right.  Not  only 
must  a  sufficient  quantity  of  shoes  be  sold,  but  they 
must  be  sold  to  the  right  persons,  with  a  view  to  the 
customer's  needs,  wants,  occupation  and  station  in 
life.  The  salesman  must  use  judgment  and  discrim- 
ination and  it  pays  to  employ  "live"  clerks,  even  if 
they  demand  a  higher  salary  than  the  drudges.  The 
sales  force  should  be  so  trained  and  drilled  that  each 
clerk  comes  as  near  as  possible  to  representing  the 
proprietor,  taking  into  account,  of  course,  their  dif- 
ferent temperaments  and  personalities.  The  import- 
ance of  this  point  increases  with  the  growth  of  the 
store.  Teach  the  sales  force  to  sell  your  way ;  to  push 
hardest  the  shoes  you  want  sold  first ;  to  work  with 
you  every  hour  of  the  day  in  reducing  the  stock  to 
the  best  advantage ;  to  make  his  work  fit  in  with  your 
plans  so  as  to  justify  your  expenditures  in  advertis- 
ing, etc. 

Shoe  Fitting. — The  shoe  fitting  should  be  done 
right.  This  is  a  very  important  part  of  the  business 
— in  fact,  it  is  a  semi-profession  in  itself  and  should 
be  raised  to  the  dignity  of  such.    Too  many  shoe 
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clerks  are  still  working  on  the  old  plan  of  making 
the  foot  fit  the  shoe  and  many  of  the  customers  seem 
to  be  willing  to  let  them  do  this.  But  a  shoe  so  fit- 
ted, or  misfitted,  does  not  satisfy  the  buyer  in  the 
long  run  and  the  store  gets  the  blame  for  it;  he  thinks 
you  have  swindled  him — and  so  you  have ! 

A  shoe  must  be  fitted  so  that  the  customer  gets 
the  greatest  possible  amount  of  both  wear  and  com- 
fort. This  is  to  his  advantage — and  yours.  You  gain 
in  reputation  for  every  sale  made  right.  The  satis- 
lied  customer  is  a  walking  advertisement  that  beats 
the  sandwich-man  "all  hollow" 

The  Departments. — The  men's  department  should 
specialize  on  men's  shoes,  men's  styles  and  men's 
way  of  shopping.  Most  men  shop  differently  from 
women.  The  former,  while  they  may  be  just  as  hard 
to  satisfy,  make  up  their  minds  more  quickly;  they 
treat  it  as  a  business  and,  as  such,  economize  on  time. 
To  the  average  woman  shopping  is  a  pleasure  and  she 
takes  her  time  and  goes  about  it  differently. 

The  women's  department  should  present,  in  the 
clearest  possible  manner,  the  latest  shoe  fashions. 
Emphasize  the  fact  that  in  regard  to  style  your  shoes 
are  just  right.  It  is  the  style  reputation  that  counts 
most  with  this  class  of  your  trade. 

If  your  children's  department  is  managed  right, 
it  should  get  you  at  least  your  fair  share  of  this  class 
of  trade  in  your  locality.  Your  store  will  be  looked 
upon  as  "the"  place  to  send  children  to  for  shoes. 

In  your  rubber  department  should  be  kept  shapes 
that  will  fit  every  style  of  shoe  in  your  store.  If  not, 
some  of  your  customers  will  have  to  go  elsewhere  for 
their  rubbers,  or,  if  they  buy  from  you,  they  do  not 
get  satisfaction.  If  the  rubber  does  not  fit  the  shoe 
exactly  it  is  bound  to  wear  out  quickly,  no  matter 
how  good  its  quality  may  be,  and  you  will  get  the 
reputation  of  handling  poor  goods,  or  selling  second 
quality  for  first.  The  goods  should  be  handy  and  the 
salesman  should  know  just  where  to  find  any  particu- 
lar style — at  once;  for  the  call  for  rubbers  usually 
comes  with  a  rush. 


IN  CANADA 

The  great  majority  of  your  customers  would  pat- 
ronize your  findings  department  if  they  were  not  ig- 
norant of  the  benefits  and  comforts  they  would  de- 
rive therefrom.    Educate  them ! 

Advertising. — The  window  display,  if  managed 
right,  is  the  most  effective  way  of  attracting  new 
trade.  It  should  give  the  clearest  possible  idea  of 
what  you  are  selling.  The  prices  marked  should  be 
genuine,  the  goods  displayed  actually  for  sale,  and 
the  salesman  should  know  just  where  to  put  his  hand 
on  them-  The  display  should  be  very  carefully  plan- 
ned in  advance. 

Your  advertising  should  be  so  systematized  that 
you  will  know  the  best  way  of  reaching  the  people 
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you  are  after.  It  should  be  planned  carefully  with 
due  consideration  to  your  location,  class  of  trade,  etc. 
If  done  right,  it  means  largely  increased  profits.  If 
done  wrong,  it  is  money  thrown  away ! 

Make  your  advertisements  tell  something  and  let 
that  something  be  just  what  your  trade  is  most  in- 
terested in  hearing.  Think  it  out — it  pays.  Do  not 
be  bombastic ;  do  not  lie.  Have  a  real  talk  to  your 
customers  in  a  natural  tone.  It  will  give  them  con- 
fidence in  you  and  you  will  gain  the  reputation  of 
doing  things  right. 


«H  PUSH! 

€]j  That  is  the  word  on  the  door 
leading  into  the  Hall  of  Achievement. 

€ff  The  door  opens  to  the  man  who 
is  going  forward,  the  man  who  is  ad- 
vancing with  force,  the  man  who  is 
PRESSING  ON. 

€ff  It  is  closed  to  the  man  who  waits 
for  the  door  to  open  itself,  the  man 
who  waits  for  some  one  to  open  it  for 
him — the  man  who  waits  for  anyone 
or  anything  to  do  his  work  for  him. 

<[f  On  the  door  s  other  side  is  the 
word  PULL.  It  is  used  only  by  the 
man  who  is  coming  back. 

€f|    Apply  the  pressure.  Go  forward. 

€f|  PUSH! 
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5  Price  of  Footwear  Increase  ? 

Opinions  of  Manufacturers  and  Wholesalers — Cost  of  Leather  and 
Other  Material,  as  well  as  Labor,  Has  Increased — Prices  Go  Up  in  U.  S. 


"The  increase  in  the  wholesale  price  of  shoes, 
which  will  be  inaugurated  in  March  by  the  Brockton 
Shoe  manufacturers,  will  be  put  into  effect  at  the  same 
time  by  the  Lynn  Association,  and  by  most  of  the 
New  England  manufacturers.  The  matter  will  be  tak- 
en up  later  before  the  conventional  association  in  New 
York.  Lynn  makers  say  that  their  advance  in  price 
will  probably  be  from  5  to  7  per  cent.  Retailers  will 
add  enough  to  retail  prices  to  protect  themselves." 

The  above  paragraph,  which  appeared  in  all  the 
newspapers  in  Canada  and  the  United  States,  was 
shown  to  a  Toronto  jobber. 

"Have  I  heard  it  before?"  he  asked.  "Why,  I  have 
heard  nothing  else  for  the  last  three  months.  My 
shoes  have  already  gone  up  in  price.  I  am  asking 
25  cents  more  on  a  pair  of  men's  shoes  and  12  cents 
on  a  pair  of  women's  than  I  was  last  year.  An  old 
customer  of  mine  was  just  in  here  with  a  $4,000  or- 
der. He  wanted  the  same  prices  as  last  year,  but  I 
was  forced  to  quote  the  increased  rates  to  him.  Of 
course  we  can  sell  shoes  at  the  same  prices  as  last 
year;  they  may  look  much  the  same,  but  they  will 
not  be  of  as  good  quality." 

"You  see,"  he  continued,  "with  the  scarcity  of 
leather  and  with  the  price  of  that  commodity  soar- 
ing higher  and  higher,  the  price  of  shoes  must  go 
up  in  proportion  ;  in  fact  the  public  have  been  getting 
too  much  value  for  their  money  for  the  last  two  years. 
The  cost  of  leather  and  everything  else  employed  in 
the  manufacture  of  shoes,  has  gone  up,  but  the  price 
of  footwear  has  not  shown  a  corresponding  increase. 
At  present  the  demand  for  footwear  is  greater  than 
the  supply  and  the  consumer  will  have  to  pay  more 
for  his  shoes.  To  show  how  prices  have  already  gone 
up  in  the  United  States,  I  might  quote  the  fact  that 
little  bare-footed  sandals  have  gone  up  from  5  cents 
to  7l/2  cents  a  pair  in  price-" 

"With  the  scarcity  of  leather,"  continued  the  job- 
ber, "the  retailer  will  put  out  much  poorer  shoes  in 
the  next  six  months  than  he  ever  did  before.  The 
scarcity  and  prices  are  such  that  some  manufacturers 
are  tempted  to  put  a  cheaper  grade  of  leather  into 
their  footwear." 

"There  are  not  enough  calfskins  in  the  market  to 
supply  the  demand  at  any  price  and  the  same  is  true, 
in  a  lesser  degree,  of  other  leathers ;  in  fact,  the  only 
thing  in  this  line  that  has  not  gone  up  enormously  in 
price  is  goatskin.  Shoes  made  from  the  latter  skins, 
however,  such  as  vici  or  glace  kid,  will  also  go  up 
in  price  on  account  of  the  dearness  of  sole  leather." 

"As  a  result  of  the  high  price  of  leather  you  will 
find  a  larger  demand  for  fabric  shoes  for  spring  and 


summer  wear  and  for  evening  wear  in  the  fall.  It  is 
impossible  for  the  public  to  be  supplied  with  enough 
of  these  in  New  York.  Women  want  them  to  match 
their  gowns.  Of  course  they  could  buy  colored  lea- 
ther footwear,  but  fabrics  come  cheaper.  More  white 
shoes  will  be  worn  next  summer  than  ever  before  in 
the  history  of  the  world.  The  clothing  houses  are 
laying  in  extra  large  stocks  of  white  goods  and  people 
will  demand  footwear  to  match.  One  Chicago  firm 
of  jobbers  recently  gave  an  order  for  over  $80,000  of 
these  shoes." 

"Why,"  continued  the  wholesaler,  warming  up  to 
his  subject,  "A  buyer  was  just  in  to  see  me  yesterday 
and  I  was  telling  him  of  the  demand  there  would  be 
for  whitewear  and  advising  his  placing  an  order  at 
once.  'But  I'm  afraid  I'll  have  them  left  on  my 
hands,'  he  exclaimed.  'If  you  do  I'll  take  them  back,' 
I  answered.    'I  guarantee  that  they  will  sell.'  " 

Swift  &  Company,  the  big  packers,"  he  resumed, 
"'have  spent  $20,000,000  in  buying  hides  in  the  Ar- 
gentine Republic  alone.  They  control  the  market  in 
all  kinds  of  hides-  Of  course,  there  are  plenty  of 
sheep  skins,  but  no  one  wants  them.  The  United 
States'  market  is  getting  shorter  and  shorter  in  hides 
all  the  time  and  I  believe  that  in  the  end  they  will 
have  to  get  some  substitute  for  leather  in  the  manu- 
facture of  footwear.  One  reason  for  the  shortage  of 
leather  is  that  the  trusts  would  pay  so  little  for  lea- 
ther in  the  last  few  years  that  many  ranchers  have 
been  forced  to  give  up  breeding  cattle  and  go  in  for 
some  more  profitable  line  of  business.  Fifty  per  cent, 
of  the  shoes  sold  in  Europe  at  the  present  time  have 
fabric  uppers.  The  dealers  are  selling  fancy  stuff  as 
fast  as  it  can  come  in.  In  New  York,  one  of  the 
strongest  sellers  is  a  colored  top  shoe  with  a  patent 
leather  vamp.    Staples  are  dead." 

A  Contrary  Opinion 

Another  Toronto  jobber,  in  response  to  our  inquir- 
ies, said : — 

"We  are  always  hearing  of  the  price  of  leather  and 
shoes  going  up.  It  is  mostly  talk.  Of  course,  we 
often  put  up  the  price  of  a  certain  line  of  shoes  our- 
selves, if  we  find  that  we  are  not  making  sufficient 
profit  on  it,  but  anything  like  a  wholesale  increase  in 
the  price  of  shoes  in  the  near  future  is  not  to  be  ex- 
pected." 

"How  about  the  scarcity  of  leather?"  we  asked. 

"Say,"  he  replied,  "I've  heard  that  story  till  I'm 
tired  of  it.  If  you  have  $10,000  to-day  and  want  to> 
buy  hides  or  leather  with  it  you  will  not  experience 
any  difficulty." 

"In  regard  to  shoes,"  he  resumed,  "the  staple  goods. 
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manufacturers  advanced  their  prices  slightly  several 
months  ago.  A  certain  Quebec  manufacturer,  also, 
wrote  to  his  trade  recently,  withdrawing  all  former 
quotations  and  stating  that  lie  would  give  prices  on 
application,  but  we  are  not  worrying  over  the  mat- 
ter." 

A  Manufacturer's  Statement 

A  leading  Toronto  shoe  manufacturer  stated  that 
he  did  not  know  whether  an  increase  in  the  price  of 
footwear  in  the  United  States  would  mean  a  corres- 
ponding rise  in  the  cost  of  the  Canadian-made  article- 
There  is  certainly  a  shortage  in  good  leather,  particu- 
larly calfskin.  The  reason  for  the  latter  is  that  more 
calfskin  and  less  patent  leather  is  being  used. 

"I  certainly  believe,"  said  the  manufacturer,  "that 
we  should  be  getting  more  for  our  products.  Wages, 
rents,  etc.,  have  gone  up,  and  all  materials  used  in  our 
business,  such  as  silks,  inks,  etc.,  have  advanced  from 
10  to  15  per  cent,  in  price  in  the  last  ten  years.  The 
price  we  are  getting  for  our  footwear  has  not  increased 
proportionately.  However,  I  do  not  look  for  any 
immediate  large  increase  in  the  price  of  Canadian- 
made  shoes.  We  are  busy  now  filling  our  contracts 
and  must  do  so  at  the  prices  we  have  already  quoted. 
If  an  advance  occurs  it  will  be  in  the  next  line  of 
samples." 

Another  Manufacturer's  Opinion 

Another  of  Toronto's  leading  shoe  manufacturers 
was  interviewed.  While  agreeing  entirely  with  the 
opinion  of  the  first  manufacturer,  he  had  a  few  facts 
to  add. 

"The  change  in  styles  has  been  so  sudden  and 
complete,"  he  said,  "that  we  have  been  forced  to 
spend  nearly  $15,000  on  new  lasts.  The  old  ones  are 
absolutely  useless  and  if  you  go  down  to  the  engine 
room  now  you  will  see  the  fireman  shovelling  them 
into  the  furnace.  Next  year  these  lasts  we  have  just 
purchased  may  be  out  of  date  and  have  to  be  similarly 
cast  aside.  We  have  to  get  the  latest  last  or  let  our 
competitor  get  the  trade,  and  the  present  price  of 
shoes  does  not  pay  the  manufacturers  a  proper  divi- 
dend on  his  investment  " 

"For  instance,"  he  continued,  "we  will  have  to  get 
the  $15,000  that  we  have  expended  on  lasts  back,  with 
interest,  and  we  must  get  it  back  this  year.  If  we 
don't  the  styles  may  change  and  we  lose  heavily  on 
our  investment.  As  long  as  the  public  and  the  re- 
tailer demand  these  constant  changes,  the  manufac- 
turer cannot  give  them  a  cheap  shoe." 


Among  Halifax  Retailers 

The  slushy  streets  and  the  colder  weather  have 
been  helpful  to  retail  trade  during  the  past  fortnight, 
not  as  helpful  as  they  would  have  been  were  the 
streets  and  sidewalks  of  Halifax  in  a  poorer  condition. 
The  new  pavements  make  a  great  difference  as  com- 
pared with  the  old  days  when  one  waded,  not  walked, 
over  a  crossing.  Now  there  may  be  some  bad  spots 
temporarily,  but  they  do  not  take  long  to  disappear 
once  a  storm  is  over,  and  with  a  pair  of  thick-soled 
boots  the  average  man  can  make  his  way  about  town 
and  escape  wet  feet,  whereas  in  the  old  days  he  dared 
not  budge  without  a  pair  of  rubbers.  And  so  the  rub- 
ber trade  has  lessened  so  far  as  their  need  for  muddy 
streets  are  concerned.  But  if  rubber  sales  are  smaller 
those  of  heavy  walking  boots  are  larger.  A  Granville 
.street  retailer  remarked  that  there  is  now  a  very  large 
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demand  for  all  kinds  of  thick-soled,  heavy  laced  boots, 
with  a  decided  preference  for  tans  among  young  and 
middle  aged  men.  Quite  a  lot  of  the  high  legged  laced 
boots  are  being  asked  for,  but  these  are  not  so  much 
for  city  use  as  for  people  on  railway  and  other  con- 
struction work  in  the  country.  In  the  old  days  the 
boots  worn  by  men  in  construction  camps  were  the 
old-fashioned  long  legged  with  soles  full  of  hob  nails. 
To-day,  however,  they  want  something  better  fitting 
and  more  comfortable  and  less  clumsy.  Some  of 
these  handsewed  boots  retail  as  high  as  $12  per  pair; 
the  machine  made,  however,  are  sold  at  $4.50  to  $5 
by  Halifax  retailers-  Halifax  shoe  stores  complain 
that  collections  so  far  this  month  have  been  slow,  but 
this,  they  say,  is  no  new  experience  in  December.  The 
four  weeks  previous  to  Xmas  is  a  bad  time  for  getting 
in  money  on  old  accounts.  Everybody  needs  all  the 
spare  cash  obtainable  for  Xmas  presents  and  the  shoe- 
man  as  well  as  many  others  similarly  situated  must  be 
content  to- wait. 

Speaking  of  ways  of  creating  new  business  the 
merchant  referred  to  above  remarked  that  it  would 
pay  the  haberdasher  and  the  shoe  store  man  to  ad- 
vocate dancing  as  a  more  general  form  of  amusement. 
A  big  dance,  like  the  Children's  Hospital  Ball,  which 
is  held  in  Halifax  annually,  means  hundreds  of  dollars 
worth  of  new  business  for  the  stores  that  sell  men's 
shoes,  gloves,  ties,  etc.,  etc.,  to  say  nothing  of  the 
purchases  that  are  made  by  women.  "I  should  like 
to  see  such  tilings  more  frequently,"  said  the  shoe 
man,  "for  dancing  pumps  under  normal  conditions  are 
not  tremendi  insly  sw  ift  sellers." 

Shipments  of  rubbers  to  country  points  have  been 
very  active  during  the  past  fornight  and  by  this  time 
stocks  are  as  well  assorted  as  usual  at  this  season  of 
the  year.  A  wholesale  man  in  discussing  present  trade 
conditions  a  few  days  ago,  said  that  it  had  been  many 
years  since  the  retailer  has  had  as  good  an  opportunity 
to  make  money  on  rubbers.  The  fight  between  the 
manufacturers  as  well  as  the  decline  in  raw  rubber, 
have  enabled  him  to  secure  his  stock  at  rock  bottom 
values,  and  if  he  does  not  succeed  in  cleaning  up  a  tidy 
profit  this  season,  it  will  be  because  of  some  foolish 
work  for  which  either  he  or  a  competitor  is  respons- 
ible. 

W.  B.  Taylor,  of  the  Robert  Taylor  Company,  is 
getting  to  be  a  believer  in  advertising.  He  says  they 
have  had  so  many  inquiries  for  their  Anti-Rheumatic 
shoes  from  people  on  whom  their  travellers  had  never 
called  and  with  whom  they  had  no  acquaintance,  he 
is  forced  to  conclude  that  the  medium  of  communica- 
tion must  have  been  printer's  ink.  Mr.  Taylor  tells 
us  that  the  sales  of  "Anti-Rheumatics"  have  been  a 
great  satisfaction  to  him  personally  as  he  believed 
from  the  first  that  it  was  just  such  a  shoe  as  this  which 
the  average  man,  who  is  afraid  of  damp  feet,  was  look- 
ing for. 


A  Correction 

In  our  December  issue  it  was  stated  that  the  Davis 
Leather  Company,  Limited,  of  Newmarket,  Ont.,  con- 
templated erecting  a  three-storey  shoe  factory  at  a 
cost  of  $60,000.  We  have  since  been  advised  by  Hon. 
E.  J.  Davis  that  the  statement  is  erroneous.  They 
never  lia\  e  contemplated  entering  into  the  shoe  manu- 
Eacturing  business,  but  are,  however,  planning  large 
additions  to  their  tannery,  having  outgrown  their 
present  premises- 
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srs  of  Canadian  Footwear 


W.  F.  MARTIN— SALES  MANAGER 


"Considered  by  most  people  more  as  a  friend  than 
a  business  acquaintance"  is  an  apt  description  of  Mr. 
W.  F.  Martin,  director  and  sales  manager  of  the 
Kingsbury  Footwear  Company,  Limited,  Maison- 
neuve,  Montreal.  Success  in  business  is  often  largely 
due  to  temperament — the  ability  to  make  and  hold 
freindships,  and  Mr.  Martin  has  this  characteristic  to 
a  remarkable  degree.  He  was  born  in  Howick,  P.O., 
and  very  early  in  his  commercial  life  went  to  Mon- 
treal, where  he  became 
book-keeper  for  Whitney 
&  Brown,  shoe  manufac- 
turers. From  there  he 
joined  G.  T.  Slater  & 
Sons,  Limited,  and  after- 
wards became  a  traveller 
in  the  Lower  Provinces 
for  Sovereign  shoes.  But 
he  was  not  satisfied  and 
decided  to  strike  out  for 
himself ;  consequently  he 
founded  the  firm  of  Mar- 
tin Bros.,  for  the  manu- 
facture of  over-gaiters.  In 
1902,  however,  Mr.  Mar- 
tin went  again  on  the 
road,  this  time  for  the 
Kingsbury  Footwear 
Company,  and  in  addition 
jobbed  a  few  lines  on  his 
own  account.  Thus  be- 
gan his  connection  with 
the  company,  with  which 
he  has  been  identified 
ever  since- 

In  July,  1906,  Mr. 
Martin  was  appointed  a 
director  of  the  company, 
also  taking  over  the  sales 
managership.  The  busi- 
ness increased  so  rapidly 
that  Mr.  Martin  was  forc- 
ed to  forsake  the  road 
and  to  take  part  in  the 
gene  ra  1  management. 
The  Kingsbury  Company 
is  an  example  of  consist- 
ent and  rapid  progress. 
Founded  in  1898  by  Mr. 
Raoul  Lanthier  and  Mr. 
N.  Dufresne,  in  Montcalm  street,  Montreal,  the  busi- 
ness grew  so  fast  that  it  soon  became  necessary  to 
remove  to  larger  premises  in  the  Laurentian  Build- 
ings, Craig  street.  Later  Mr.  E.  H.  Lanthier,  father 
of  Mr.  Raoul  Lanthier,  became  interested  in  the  firm, 
resigning  the  managership  of  the  James  McCready 
Company.  In  1900  another  move  was  made,  on  this 
occasion  to  Maisonneuve,  where  a  large  factory  had 
been  erected,  the  town  making  special  inducements 
in  order  to  secure  the  industry.  Since  them  many 
shoe  firms  have  followed  suit,  and  Maisonneuve  is 
now  the  centre  of  the  boot  and  shoe  business  in  that 
part  of  the  country.  Six  years  later  the  Kingsbury 
concern  was  turned  into  a  limited  liability  company, 


Mr.  W.  F.  Martin 


and  Mr.  Martin  was  appointed  one  of  the  directors. 

The  company  turns  out  over  a  million  and  a  quar- 
ter shoes  per  annum,  specializing  on  ladies'  shoes 
and  boots.  It  manufactures  medium  grades,  for 
which  there  is  an  ever  increasing  demand.  "Shoes 
for  the  masses"  is  the  motto  of  the  company,  and  it 
is  on  this  foundation  that  the  business  has  been  built 
up.  All  the  men  at  the  head  of  the  firm  have  had 
a  practical  training,  and  as  a  result  have  been  able 

to  put  goods  onto  the 
market  which  have  stood 
the  test  of  time.  The 
firm  started  in  a  very 
modest  way,  but  it  now 
has  the  largest  single  fac- 
tory in  the  whole  of  the 
Dominion,  well  equipped 
with  machinery.  When 
a  start  was  made  there 
was  apparently  a  dearth 
of  medium  priced  shoes, 
and  the  success  of  the 
venture  was  no  doubt  in 
part  due  to  the  lack  of 
this  description  of  goods. 
Another  favorable  factor 
was  that  Canada  was  just 
recovering  from  a  period 
of  depression,  and  as  the 
country  developed  and 
limes  improved,  the  firm 
felt  the  benefit  of  these 
brighter  commercial  days, 
and  has  shared  in  the 
gradual  business  expan- 
sion of  the  Dominion. 

It  is  acknowledged  by 
other  directors  that  Mr. 
Martin  has  had  a  big 
share  in  the  rise  of  the 
company.  He  is  ener- 
getic, and  added  to  this 
has  a  thorough  know- 
ledge  of  customers' 
wants,  born  of  an  inti- 
mate acquaintance  with 
conditions,  gained  by 
years  of  experience  on 
the  road.  The  large  cir- 
cle of  business  friends  he 
then  made  both  in  the  wholesale  and  retail  ends  he 
has,  by  his  geniality,  kept.  No  man  ever  calls  on 
him  but  is  treated  courteously.  Mr.  Martin  recog- 
nizing that  every  man  has  the  right  to  expect  a  cour- 
teous hearing,  in  the  same  way  that  the  firm's  travel- 
lers look  to  be  received,  whether  they  sell  goods  or 
not.  Many  a  good  fellow  has  been  spoiled  by  suc- 
cess— not  so  Mr.  Martin,  who,  to  use  the  phrase  of  a 
friend,  is  known  to  have  "worn  the  same  size  in  hats 
for  a  number  of  years." 

Naturally  a  business  of  this  kind  requires  the 
manager  to  be  in  touch  with  the  latest  ideas  and 
shapes  in  boots  and  shoes,  and  Mr.  Martin  keeps  him- 
self posted  on  these  points  by  monthly  visits  to  the 


26 


FOOTWEAR    IN  CANADA 


leading  American  shoe  centers-  But  he  is  not  wholly 
immersed  in  money-making,  for  he  is  a  good  golfer, 
and  in  the  winter  takes  a  big  interest  in  the  'roarin' 
game"  of  curling.  It  need  only  be  added  that  Mr. 
Martin  lives  in  the  aristocratic  district  of  Westmount, 
the  model  suburb  of  Montreal. 


Meeting  of  Tanners'  Section 

The  Tanners'  Section  of  the  Toronto  Board  of 
Trade  held  their  annual  meeting  at  the  National  Club, 
Toronto,  on  December  19th.  Mr.  J.  J.  Lamb,  of  Ome- 
mee,  Out.,  the  retiring  chairman,  read  the  following 
report : — 

"During  the  year  1910  manufacturers  in  general, 
in  Canada,  had  a  busy  year.  Immigration  will  show 
a  record,  with  probable  yearly  increases  for  a  long 
time  in  the  future,  which,  accompanied  with  agricul- 
tural prosperity,  will  ensure  continued  activity. 
While  adverse  circumstances  of  different  natures  af- 
fected the  crops  in  most  sections  of  the  Dominion,  the 
aggregate  yield  has  been  the  largest  in  the  history  of 
the  country,  and  the  high  prices  prevailing  for  all 
descriptions  of  agriculture  products  must  have  a  good 
effect  on  the  business  situation. 

"In  the  tanning  business,  the  year  1910  opened 
with  lower  prices  for  hides,  but  during  the  year  there 
have  been  steady  advances,  with  but  slight  fluctua- 
tions, and  at  the  present  time  record  prices  prevail, 
the  figures  being  from  three  to  four  cents  per  pound 
higher  than  one  year  ago.  In  mentioning  high  prices 
of  hides,  at  present,  we  must  also  remember  that  qual- 
ity at  this  season  of  the  year  has  very  much  deterior- 
ated. There  appears  to  be  a  shortage  of  hides  in  all 
the  large  markets  of  the  world.  There  has  been  a 
decrease  in  slaughter  of  over  425,000  cattle  in  large 
centres  of  the  United  States  from  the  1st  of  January 
to  date,  compared  with  last  year.    Tanning  materials 


Mr.  J.  J.  Lanil) 


also  continue  at  a  high  level  of  prices,  and  marked 
advances  in  all  classes  of  leather  are  imperative,  in 
the  near  future. 

"The  tanning  industry,  exacting  as  it  is,  and  re- 
quiring the  closest  attention  in  all  the  different  stages 
of  its  manufacture,  does  not  yield  profits  commensur- 
ate with  the  large  capital  required  in  the  business, 
nor  as  good  as  those  of  most  manufacturers  in  other 
lines  of  business." 

The  report  was  adopted. 


The  officers  elected  were: — Messrs.  F.  G-  Clarke, 
chairman ;  J.  Sinclair,  vice-chairman ;  F.  G.  Morley, 
secretary ;  Executive,  Legislation  and  Transportation 
Committees,  comprising  Messrs.  J.  C.  Breithaupt,  C. 
G.  Marlatt,  A.  O.  Beardmore,  S.  R.  Wickett,  George 
P.  Beal,  Charles  King,  W.  D.  Beardmore,  G.  C  H. 
Lang,  A.  R.  Clarke,  J.  J.  Lamb,  George  McQuay,  E. 


Mr.  A.  ().  Brardinore 

J.  Davis,  H.  B.  Johnston,  R.  M.  Beal,  and  S.  Morley 
Wickett.  Mr.  A.  O-  Beardmore  was  made  representa- 
tive to  the  Board  of  Trade  Council. 


Early  Samples  of  Footwear 

It  cannot  be  stated  with  certainty  how,  when  or 
where,  the  wearing  of  shoes  began.  It  can  only  be 
surmised  that  some  contemporary  of  the  stone  age, 
finding  his  way  beset  with  stones  or  strewn  with 
thorns,  thought  to  fasten  about  his  feet  the  raw  hide 
of  the  animal  he  had  slain,  and  that  then  was  born  the 
germ  of  utility  that  through  the  centuries  has  evolved 
into  the  modern  shoe. 

The  earliest  shoes  worn  in  the  northern  part  of 
Europe  were  undoubtedly  like  the  moccasin  of  the 
American  Indian,  and  were  made  of  raw  hide  with  the 
hair  outside.  They  covered  the  whole  foot  and  partly 
enclosed  the  ankle,  about  which  they  were  fastened 
with  thongs  that  laced  through  slits  in  the  hide.  Such 
were  the  shoes  worn  by  the  ancient  Germans  and  the 
Celts  of  Brittany. 

In  sunnier  regions  the  first  foot  apparel  was  prob- 
ably a  sandal  of  straw,  wood  or  hide  fastened 
to  the  foot  by  a  thong  passing  between  the  big  and 
the  next  toes  and  laced  about  the  ankle.  Sandals  of 
this  kind  are  not  unlike  those  of  the  old  Hebrews,  the 
ancient  Egyptians,  and  the  Assyrians  and  Persians. 

The  earliest  mention  of  shoes  in  the  Scriptures- 
is  in  the  14th  Chapter  of  Genesis,  (about  1913  B.C.), 
where  Abram  tells  the  King  of  Sodom  he  "will  not 
take  from  a  thread  even  to  a  shoe  latchet,"  lest  the 
King  claim  he  made  Abram  rich.  Again  (about  1491 
B.C.),  where  Moses  is  commanded  to  remove  his 
shoes  before  the  burning  bush,  for  the  ground  upon 
which  he  stood  was  holy.  The  shoes  that  the  traveler 
sees  at  the  doors  of  Mosques  and  Eastern  temples 
point  back  to  this  act  of  early  reverence,  as  well  as 
does  the  custom  of  removing  the  shoes  in  the  pres- 
ence of  Eastern  potentates. 


FOOTWEAR 
Salesmen  and  Salesmanship — No.  4 

By  W.  P.  Willis 

The  non-accomplishment  of  business  matters 
which  come  within  the  scope  of  a  salesman's  duties 
is  occasionally  of  such  import  that  an  explanation  is 
demanded  and  "lack  of  opportunity"  is  frequently 
given  and  too  often  resorted  to  as  an  excuse  when  it 
becomes  necessary  to  justify  one's  self-  It  has  been 
well  said  that  we  don't  as  a  rule  forget  something 
which  was  given  us  to  do, — we  didn't  absolutely  for- 
get, but  didn't  do  it  when  we  remembered  it  and  the 
opportunity  was  present. 

The  salesman  is  an  essential  adjunct  to  any  busi- 
ness enterprise  which  aspires  to  occupy  a  prominent 
place  in  the  line  of  trade  it  represents,  and  the  suc- 
cess of  the  venture  in  which  somebody  risks  their 
capital,  rests  more  heavily  upon  his  faithfulness  and 
constant,  unremitting  vigilance  than  the  majority  of 
them  realize.  Therefore  when  through  procrastina- 
tion (that  unpersonified  thief)  or  a  self-convinced 
condition  of  mind  which  shows  him  that  he  has  al- 
ready rendered  sufficient  service,  and  therefore  allows 
business  to  escape  him,  offers  the  undisputable  ex- 
cuse "lack  of  opportunity,"  deceives  everyone  but 
himself,  and  the  effects  of  these  omissions  are  felt 
throughout  the  whole  body  politic  of  which  he  is  a 
member  and  a  participator,  in  the  effects  which  his 
delinquencies  may  occasion. 

It  is  but  fair  to  allow  that  opportunities  present 
themselves  at  inopportune  times,  and  it  is  problem- 
atic which  one  it  is  best  to  grasp,  but  such  occasions 
are  rare  in  a  salesman's  experience  and  the  presumed 
loss  which  might  subsequently  be  attributed  to  a 
necessarily  hasty  decision,  none  of  his  superiors  could 
justly  criticise  him  for. 

Perhaps  the  road  salesmen  as  a  whole  possess 
talents  particularly  adapted  to  their  line  of  work  and 
their  wide  range  of  action  may  also  teach  them  a  more 
diversified  element  of  diplomacy  than  those  whose 
duties  keep  them  near  the  home  base,  but  admitting 
that  this  is  so,  the  fact  that  they  are  far  from  the 
eye  of  the  firm  and  largely  thrown  upon  their  volun- 
tary conduct,  honor,  and  mercantile  sagacity,  makes 
the  results  of  their  failure  to  seize  upon  all  available 
opportunities  much  more  conspicuous  than  the  one 
whose  territory  is  limited  to  the  home  market. 

While  it  is  easier  to  preach  than  to  practice,  the 
foregoing  will  do  no  harm  even  to  those  it  may  not 
strike.  As  a  matter  of  fact  among  the  large  number 
of  travelling  salesmen  there  are  frequently  found  many 
who  possess  superior  mercantile  qualifications,  and  it 
is  regarding  such  that  "lack  of  opporunity"  presents 
another  phase.  However,  while  these  lines  may  be 
read  with  profit  by  all,  they  are  particularly  applic- 
able to  the  chronic  fault-finder  and  the  tender  fresh- 
man who  has  been  selected  to  fill  this  important  posi- 
tion. 

Merchants  are  not,  immune  to  the  contagious  in- 
fluences of  this  subtle  foe  to  mercantile  advancement, 
and  while  they  are  flattering  themselves  over  shrewd 
discoveries  of  certain  shortcomings  of  others,  they 
have  been  known  to  imbibe  this  business  error  which 
they  so  strongly  denounce  in  their  subordinates. 
Many  times  has  it  happened  that  through  their  pre- 
rogatives as  proprietors  they  have  indifferently  listen- 
ed to  a  returning  salesman's  suggestions  which  he 
went  miles  to  obtain,  and  by  their  self-conceit  and 
assumed  superior  knowledge  of  commercialism  de- 
clined to  entertain  the  facts  their  agents  voluntarily 
offer  them,  which  future  events  forcibly  bring  to  their 
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attention  the  fact  that  it  was  not  "lack  of  opportunity" 
but  rather  a  false  sense  of  pride  which  they  heeded 
more  than  they  did  the  free  gift  of  their  travelling 
salesman. 

The  relationship  between  merchants  and  their  em- 
ployees has  been  for  some  time  passing  through  a  state 
of  evolution  which  tends  to  form  a  concrete  mass 
working  to  the  advantage  of  all  concerned,  which  fea- 
ture is  prominently  set  forth  in  the  rapid  growth  and 
expansion  of  many  firms  and  corporations  in  the 
States,  where  there  are  quite  a  number  of  shoe 
concerns  doing  a  business  of  one  million  dollars  per 
annum,  which  amount  but  a  few  years  ago  answered 
as  a  record  mark,  but  to-day  a  business  volume  of 
from  five  millions  to  twelve  million  dollars  is  not  un- 
common. Surely  no  one  merchant  or  an  associate 
body  of  merchants  would  be  so  egotistical  as  to  claim 
all  the  credit  belonging  to  a  business  the  above  fig- 
ures represent.  It  is  a  self-evident  fact,  therefore, 
that  all  connected  with  these  large  industrial  plants 
have  worked  in  unison  and  harmony  to  the  conserva- 
tion of  things  which  would  tend  to  the  further  de- 
velopment of  the  business.  From  a  poor  feeble  mind- 
ed boy  came  the  suggestion  to  punch  holes  in  a  sheet 
of  postage  stamps  that  they  might  the  more  easily  be 
torn  apart,  so  from  this  example  let  the  twentieth 
century  merchant  eliminate  from  his  mind  and  meth- 
ods the  ideas  inherited  from  the  old  mercantile 
princes,  who  if  brought  in  contact  with  the  up-to-date 
business  man  of  this  period  would  surrender  their 
titles,  for  they  are  holding  the  thought  of  dependence 
not  independence,  and  therefore  advance  with  confi- 
dence, knowing  that  they  have  a  power  behind  them 
in  which  reliance  is  not  misplaced,  having  confidence 
that  full  advantage  will  be  taken  of  all  opportunities. 


A  Newfoundland  Factory 

The  Harbor  Grace  Boot  &  Shoe  Manufacturing  Co., 
Limited,  of  Harbor  Grace,  Newfoundland,  makes  fine 
McKays  and  contemplate  adding  high  class  Goodyear 
shoes  for  1912.  When  their  factory  was  built  four 
years  ago,  allowance  was  made  for  expansion,  so  there 
will  be  room  for  the  new  machinery  without  building 
an  addition.  This  year  the  firm  intends  introducing 
cloth  tops  and  all  the  popular  shades  of  tan  goods  in 
fine  ladies'  footwear.  They  make  men's,  women's, 
children's,  boys'  and  youths'  fine  McKays  at  present 
as  well  as  a  special  line  of  men's  sporting  boots  named 
"Storm  King."  They  also  turn  out  a  special  boys' 
boot  called  "Jane's  Special,"  which  is  in  great  de- 
mand. 

They  expect  next  season  to  be  a  record-breaker 
in  Newfoundland  in  men's,  women's  and  misses'  tan 
goods,  both  for  manufacturer  and  jobber.  The  goods 
required  will  be  mostly  of  the  golden  brown  vici 
variety  in  oxfords  and  bals  for  men  and  women.  A 
good  demand  for  cloth  tops  in  low  button  shoes  and 
bals  is  probable.  The  shoe  trade  in  the  island  is  in 
excellent  condition  and  this  firm  has  its  fair  share 
of  the  business. 


Drop  in  Price  of  Rubbers 

The  price  of  rubber  has  dropped  fifteen  per  cent, 
but,  according  to  a  prominent  dealer,  this  will  not 
affect  the  price  of  footwear  for  several  months,  prob- 
ably not  until  next  spring.  This  is  due  to  the  fact 
that  all  this  year's  stock  has  been  sold  to  the  retail 
merchants  at  a  certain  price,  which  could  not  be  low- 
ered for  some  time. 
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Our   Wioctow-Dressiinig  Competition 

Entries  from  Atlantic  to  Pacific — Good  Examples  of  Well-Dressed 
Windows — Remarks   of   the   Judges  —  The    Four  Prize  Winners 


That  the  retail  shoe  dealers  of  Canada  took  an 
interest  in  our  Christmas  window  dressing  competi- 
tion is  shown  by  the  number  of  entries  we  received 
as  well  as  the  wide  area  they  covered.  From  the 
Maritime  Provinces  to  the  ocean-washed  shores  of 
British  Columbia,  shoemen  hastened  to  send  in  the 
results  of  their  best  endeavors  in  this  line.  Every 
window  was  a  veritable  work  of  art  and  reflected  the 
results  of  careful  planning  and  years  of  experience  as 
well  as  the  artistic  tastes  of  the  designers.  Unfor- 
tunately, however,  the  photographs  did  not  do  many 
of  them  justice ;  in  fact  some  were  so  poor  that  they 
could  not  be  reproduced  and  left  the  details  largely 
to  the  imagination.  In  some  cases,  too,  the  photos 
reached  us  too  late  to  be  judged  and  in  this  way  many 
of  the  best  windows  had  to  be  left  out  of  the  com- 
petition. 

We  placed  the  judging  in  the  hands  of  Messrs. 
H.  C  Macdonald  and  Arthur  S.  Hardy,  the  window 
dressers  of  the  Murray-Kay  Co.,  Limited,  of  Toronto. 
These  two  gentlemen  are  without  doubt  in  the  fronl 


rank  of  their  profession  and  no  more  competent  judges 
could  be  found  anywhere.  The  names  of  the  stores 
and  their  locations  were  not  given  the  judges.  They 
based  their  opinions  only  on  the  photos  and  descrip- 
tions sent  in  by  the  various  contestants. 

The  first  prize  of  $10.00  for  the  best  dressed  win- 
dow in  cities  of  over  10,000  population,  goes  to  the 
Regal  Shoe  Store,  110  Yonge  street,  Toronto.  This 
window  was  designed  and  dressed  by  Mr.  W.  E. 
Smith.  The  second  prize  of  $5.00,  in  the  same  class, 
has  been  awarded  to  Mr.  R.  B.  McPherson,  of  C.  E- 
McKean's  Shoe  Store,  Hastings  street  west,  Vancou- 
ver, B.C. 

Mr.  Byron  Burr,  of  the  H.  G.  Hodges  Shoe  Store, 
Chatham,  Ont.,  is  the  winner  of  the  first  prize  of 
$10.00  awarded  for  centres  of  10,000  population  and 
under.  The  second  prize  of  $5.00  goes  to  Mr.  A.  L- 
Wright,  of  A.  W.  Redden  &  Co., '"Glace  Bay,  N.S. 
Cheques  have  been  mailed  to  the  successful  com- 
petitors. 


Window  of  Regal  Shoe  Store,  Toronto,    Awarded  First  Prize  in  City  Class 
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Description  of  Windows 

In  the  window  of  the  Regal  Shoe  Store,  Toronto, 
the  flooring  and  space  above  the  mirrors  were  covered 
with  white  felt,  the  pillars  and  cross  pieces  on  the 
mirrors,  forming  a  frame  covered  with  the  same  ma- 
terial. A  row  of  the  foliage  ran  along  close  to  the 
plate  glass.  The  vine  effects  were  made  with  poin- 
settia.  Sprigs  of  holly  are  strewn  among  the  brass 
shoe  stands.  Two  or  three  cartons,  wrapped  suitably 
as  Christmas  gifts  in  paper  bearing  a  wreath  of  holly 
and  tied  with  red  sating  baby  ribbon,  were  placed  in 
each  window.  The  electric  light  over  the  mirrors 
was  hidden  in  colored  leaves,  giving  the  appearance 
of  a  poppy.  Greeting  cards  with  the  picture  of  Santa 
Claus  were  at  the  back  of  the  scene.  At  the  front 
of  the  window  was  a  card  bearing  a  question  regard- 
ing the  size  desired  in  case  of  purchase.  In  the  win- 
dow were  shown  a  fine  range  of  Christmas  slippers 
for  women  and  pumps  and  other  dainty  creations  in 
footwear. 

The  photos  of  two  different  windows  were  sent  in 
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by  Mr.  McPherson,  of  C.  E.  McKean's  Shoe  Stores, 
Vancouver.  The  winner  of  the  second  prize  in  the 
city  class,  and  which  is  shown  on  another  page,  is  a 
ladies'  window  and  is  dressed  in  pink  and  white.  The 
mirrors  with  pink  crepon  paper,  of  2-inch  widths.  It 
is  then  placed  across  the  mirror  in  the  shape  of  lattice 
work.  The  shoes  are  hung  by  a  designed  pink  baby 
ribbon,  while  around  the  mirrors  is  a  tightly  twisted 
pink  crepon  border  representing  a  rope.  The  finish- 
ing touch  is  a  holly  vine  running  up  the  lattice  work, 
setting  it  off  to  great  advantage-  The  body  of  the 
window  is  covered  with  sheet  wadding  drawn  apart 
to  represent  snow.  The  wadding,  which  is  of  the  best 
bleached  material  procurable,  gives  the  window  a  soft 
delicate  appearance.  The  design  is  constructed  of 
wood  and  made  of  old  packing  cases  in  the  form  of 
steps  leading  up  the  balcony,  having  posts  and  rail- 
ing covered  in  white,  while  banisters  and  fancy  trim- 
ming is  done  in  the  designed  pink  ribbon.  Standing 
at  the  head  of  the  stairs  is  a  large  doll  dressed  in 
white ;  the  sash  and  ribbon  in  hair  are  of  pink  satin 


Window  of  the  C.  E.  McKeen  Shoe  Store,  Vancouver.    Awarded  Second  Prize  in  City  Class 
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ribbon.  It  is  bolding  tbe  reins  of  ribbon  leading  to 
eight  of  leading  American  made  shoes  of  the  latest 
models.  A  sprig  of  holly  is  on  every  shoe  displayed. 
The  latest  nickle  plate  glass  top  stands  are  used  and 
the  show  card  is  done  in  color  to  match  the  display. 

The  window  of  the  H.  G.  Hodges  Shoe  Store, 
Chatham,  Ont.,  is  described  by  Mr.  Burr,  as  follows: 

"The  floor  of  the  window  is  of  white  fluffy  material 
similar  to  cotton  batting  sprinkled  with  tinsel  to  re- 
present freshly  fallen  snow.  The  three  panels  in  rear 
of  window  are  draped  with  white  satin  and  tied  with 
red  silk  bows,  as  is  the  mirror  in  the  end.  The  shoes 
and  Christmas  goods  are  arranged  on  glass  shelves, 
on  white  stands  covered  with  holly  mats  and  on 
brackets  at  the  back.  Fancy  slippers  are  suspended 
by  wire  twined  from  the  ceiling.  The  wood-work 
about  the  back  is  covered  with  strips  of  holly  paper. 
There  is  holly  over  the  top  of  the  window  in  rear." 

The  flooring  of  the  window  of  A.  W-  Redden-  & 
Co.,  Glace  Bay,  N.S.,  was  made  of  sheets  of  mirror 
glass  and  pieces  of  cork  wood  of  various  sizes,  the 
latter  painted  white  and  covered  with  cotton  batting 
and  diamond  dust  to  represent  ice  blocks  floating  in 
water.  The  lighthouse  had  a  revolving  red  light  and 
electric  bulb. 

Remarks  of  the  Judges 

Messrs.  Macdonald  and  Hardy  made  the  following 
comments  on  the  prize  winners : 

"The  window  of  the  Regal  Shoe  Store,  Toronto, 
is  by  far  the  best  submitted  to  us,  of  the  city  class, 
in  appealing  power,  both  to  the  purchaser  and  the 
passer-by." 

"The  photograph  did  not  do  justice  to  the  window 
of  the  Vancouver  shoe  store  and  it  is  the  photo  that 
we  must  be  guided  by  in  making  our  decision." 


"In  the  "centres  of  10,000  population  and  under' 
class,  the  H.  G.  Hodges'  window  was  by  far  the 
best,  on  account  of  the  simpleness  of  the  back-ground 
and  the  clearness  of  the  window  itself,  which  shows 
everything  off  to  advantage  and  gives  the  shopper 
a  good  idea  of  the  style  of  shoe  and  price.  It  is  the 
best  business  window  in  its  class." 

"The  window  of  A.  W.  Redden  &  Co.,  is  good  and 
very  well  done,  but  it  lacks  the  business-pulling  power 
of  the  Chatham  one.  Probably  the  photograph  does 
not  do  it  full  justice." 


The  Shoe  Trade  in  Montreal 

Although  during  the  early  months  of  1911  the  con- 
ditions in  the  boot  and  shoe  trade  were  decidedly  dull, 
owing  to  some  extent  to  the  uncertainty  as  to  styles 
— particularly  in  regard  to  freaks — there  was  a  decided 
improvement  in  the  latter  part  of  the  year.  Naturally 
the  early  position  exerted  a  conservative  influence, 
and  retailers  did  not  place  orders  with  freedom.  Those 
for  the  spring,  however,  were  on  a  very  large  scale, 
and  most  of  the  factories  are  now  running  to  their 
capacity  to  meet  the  demand.  The  business  in  hand 
will  keep  the  majority  of  the  manufacturers  busy  for 
three  or  four  months,  and  some  report  that  they  are 
at  their  wits'  end  in  order  to  deal  expeditiously  with 
their  orders.  The  good  harvest  in  the  West  gave  an 
impetus  to  trade,  and  the  buying  from  this  quarter 
showed  a  satisfactory  increase.  The  advance  in 
leather  contributed  to  the  greater  cost  of  production, 
but  there  was  but  little  change  in  the  wholesale  prices, 
except  in  calf  leather  lines,  which  appreciably  ad- 
vanced. 

The  leather  market  was  characterized  during  the 
past  year  with  two  or  three  outstanding  features.  In 
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January,  1911,  there  were  enormous  transactions  in 
sole  and  belting  descriptions,  due  to  the  enforcement 
of  new  terms  of  discount  at  the  beginning  of  Febru- 
ary. These  terms  did  not  meet  with  the  approval  of 
buyers,  but  as  the  tanners  were  firm  in  their  inten- 
tion to  enforce  them,  consumers  bought  heavily  in 
order  to  obtain  the  benefit  of  the  old  rates.  Natur- 
ally, when  this  demand  was  supplied,  business  became 
very  slack,  until  towards  the  middle  of  the  year,  when 
trade  picked  up-  From  then  on  there  was  a  general 
improvement,  prices  advancing  from  Yz  to  1  cent  per 
pound  on  sole  and  upper  leather.  There  is  now  an 
active  demand,  with  quotations  firm,  Messrs.  Beard- 
more  &  Co.  stating  that  their  business  during  the  last 
two  months  was  the  largest  in  the  history  of  the  com- 
pany. The  domestic  requirements  were  in  fact  so 
large  that  in  some  instances  orders  for  export  had  to 
be  refused.  The  foreign  trade  was  very  brisk,  with 
prices  firmer. 

Hides  were  a  strong  market  almost  throughout 
the  year.  Reduced  offerings  in  the  early  months  led 
to  a  distinct  recovery  in  prices,  and  these  continued  to 
gain  strength  until  an  advance  of  3  to  4  cents  was 
established.  Tanners  bought  freely  at  the  higher 
range,  and  although  there  was  a  partial  decline,  values 
soon  firmed  up,  and  towards  the  end  of  the  year 
quotations  reached  the  high  water  mark.  The  gen- 
eral scarcity  was  the  main  factor  in  the  rise  of  prices. 
Complaints  are  made  that  the  quality  of  the  hides 
depreciated  during  the  year. 


Business  in  rubbers  during  the  month  was  natur- 
ally less  active  but  was  fairly  satisfactory.  Reports 
from  the  principal  companies  indicate  that  the  general 
volume  of  trade  during  the  year  was  on  a  large  scale, 
with  a  big  rush  during  a  short  season. 

The  Canadian  Consolidated  Rubber  Company, 
Limited,  intimate  an  increased  demand  for  felt  goods. 
Their  travellers  are  on  the  road  with  next  season's 
samples,  which  include  special  lines  in  moccasin 
style.  The  company's  new  mill  in  Montreal  is  now  in 
full  operation. 


Delay  in  Filling  Rubber  Footwear  Orders 

Is  your  rubber  order  filled  yet?  If  not,  is  it  your 
fault  or  that  of  the  manufacturer?  We  have  been 
hearing  complaints  from  retailers  all  over  the  country 
lately  about  the  difficulty  in  getting  their  rubber  or- 
ders filled  and  blaming  the  manufacturers  for  the 
delay.  In  conversation  with  the  head  of  one  of  the 
biggest  rubber  footwear  manufacturing  firms  in  Can- 
ada recently  Footwear  heard  the  other  side  of  the 
story. 

"Yes,,"  said  the  manager,  "we  are  having  trouble 
with  some  of  the  retailers  because  their  orders  are 
not  yet  filled  but  the  fault  is  their  own.  They  did  not 
order  early  enough.  We  are  working  day  and  night 
and  are  turning  out  more  rubber  footwear  now  than 
ever  before,  but  we  must  fill  the  orders  in  succession 
as  they  came  in." 


Window  of  A.  W.  Reddon's  Shoe  Store,  Glace  Bay,  N.  S.,  awarded  Second  Prize,  10,000  population  and  under. 
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Construction  of  the  Modern 


Efficiency  is  Most  Important — The  Economy  of  Space  and 
Time — Every  Trifle  Counts — Good  Examples  of  Shoe  Stores 


The  key-note  of  the  construction  of  the  modern 
shoe  store  is  efficiency.  The  up-to-date  modern  store 
is  planned  with  a  view  to  the  greatest  efficiency  of  the 
show  window,  in  design,  area  and  lighting.  It  is  the 
most  effective  agent  for  attracting  new  trade  and 
architect  and  shop-man  devote  the  best  of  their  talent 
towards  making  it  as  efficient  as  possible.  In  the  in- 
terior arrangement,  the  experience  and  endeavors  of 
years  have  borne  fruit  in  producing  a  very  high  de- 
gree of  efficiency  in  economy  of  time  and  space,  com- 
fort and  general  attractiveness.  The  modern  shoe 
store  is  simple,  yet  attractive  in  design;  is  well 
lighted ;  is  well  ventilated  and  free  from  the  unpleas- 
ant smell  of  stale  leather  and  rubber  which  used  to 
permeate  the  atmosphere  of  the  old  fashioned  one. 
The  high  ceiling  of  the  store  of  to-day  serves  a  double 
useful  purpose.  It  aids  ventilation  and  allows  for 
more  shelving  space. 

The  division  of  the  store  into  departments  is  also 
a  great  step  forward  in  efficiency.  The  ladies  will 
patronize  a  store  where  they  have  a  department  to 
themselves  and  it  saves  the  clerk's  time  as  well.  The 
shoes  he  wants  are  by  themselves  in  their  own  de- 


partment and  he  can  lay  his  hands  on  them  at  once. 

In  constructing  or  rebuilding  the  interior  of  a  shoe 
store  one  of  the  first  problems  is  the  size  and  capa- 
city of  the  stock  racks.  This  is  gauged  in  a  large 
measure  by  the  number  of  cartons  that  you  expect  to 
file  on  the  wall  or  floor  areas  of  the  salesroom,  and 
the  facilities  you  have  for  reserve  filing  in  the  base- 
ment or  extra  stockroom. 

Filing,  if  it  is  to  be  made  an  easy  operation,  must 
in  it  overtax  the  capacity  of  the  salesroom.  The  ar- 
rangement should  always  be  made  with  a  thought  of 
easy  access  to  every  part  of  the  room  or  section,  and 
with  some  thought  to  the  necessity  of  bringing  extra 
cartons  on  to  the  floor  during  sales  hours  to  refill 
stock  racks. 

The  arrangement  of  the  shelves  is  based  upon 
three  dimensions:  the  total  length  of  wall  space,  the 
maximum  height  and  the  available  width  of  the 
room.  If  the  total  space  is  long  enough  the  stock 
racks  need  not  go  higher  up  than  a  man's  arm  can 
reach — the  model  arrangement  for  a  store.  If  the 
store  has  a  limited  total  length,  stock  shelves  must  of 
necessity  expand  upwards.    If  the  store  is  sufficiently 
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wide  the  aisles  can  be  duplicated  and  four  feet  high 
stock  racks  can  be  placed  on  the  floor. 

The  city  store  with  its  limited  space  for  the  filing 
of  cartons  usually  runs  its  stock  racks  from  floor  to 
ceiling  on  three  or  four  sides  of  the  room.  There  are 
three  systems -of  filing  in  common  use,  one  carton  to 
the  rack,  two  cartons  to  the  rack  and  three  cartons 
high  to  the  rack.  When  more  than  three  cartons  are 
filed  vertically  within  the  one  rack  considerable  diffi- 
culty is  found  in  extracting  the  lower  cartons,  making 
this  system  almost  impossible  for  efficient  use. 

The  city  shoe  shore  that  runs  its  racks  from  ten 
to  eighteen  feet  high  must  of  necessity  use  a  ladder, 
and  in  this  case  the  most  efficient  racking  system  is 
either  the  one  or  two  carton  arrangement.  There 
should  be  a  one  carton  system  if  the  first  need  of  the 
store  is  speed,  for  the  total  capacity  will  be  dimin- 
ished considerably  by  the  doubling  up  of  shelve- 
lumber.  If  both  capacity  and  speed  are  of  equal  im- 
portance the  double  carton  racking  should  be  tried, 
cartons  to  every  ten  feet  in  height  making  a  fair  ca- 
inasmuch  as  standard  cartons  can  be  filed,  twenty 
pacity  for  any  store. 

In  order  to  ensure  the  greatest  efficiency  and  econ- 
omy of  time,  stores  with  high  shelving  should  be  fit- 
ted with  the  rolling  step-ladder.  Every  trifle  counts 
for  efficiency — and  efficiency  is  no  trifle. 

The  illustration  and  plans  we  publish  are  of  To- 
ronto shoe  stores  that,  for  design,  fittings  and  general 
attractiveness,  will  compare  favorably  with  any  in 
Canada.  The  Right  Form  Shoe  Store  on  the  corner 
of  Yonge  street  and  Trinity  Square,  Toronto,  is  one 
of  the  most  modern  and  up-to-date  stores  in  Canada. 
The  glass  front  consists  of  four  plate  glass  lights 
about  13  feet  wide.  The  transom  is  of  colored  glass 
and  is  leaded.  Fifteen  tungsten  lights  supply  the  il- 
lumination for  the  show  windows,  which  end  in  two 


marble  pilasters.  The  entrance  to  the  store  is  laid 
with  tiles.  The  floor  and  shelving  is  of  oak,  the  latter 
reaching  to  the  ceiling,  which  is  covered  with  heavy 
embossed  paper-  The  show  cases  are  so  arranged 
as  to  allow  of  three  different  departments,  viz. :  men's, 
ladies'  and  children's.  The  size  of  the  interior  is 
about  100  feet  x  28  feet.  Mr.  A.  J.  Rattray,  123  Bay 
street,  Toronto,  is  the  architect  who  designed  this 
store. 

The  Regal  Shoe  Store,  110  Yonge  street,  Toronto, 
is  a  typical  modern  shoe  store  of  the  better  class  in 
its  interior  arrangements  and  fittings.  It  is  an  old 
store,  but  was  remodeled  by  Mr.  C.  J.  Gibson,  archi- 
tect, of  110  Yonge  street,  Toronto.  The  store  is  79 
feet  long,  15  feet  wide,  and  the  ceiling  is  11  feet  6 
inches  high.  Shelving  runs  down  both  sides,  being 
eight  feet  high  in  the  front  half  of  the  store  and 
reaching  to  the  ceiling  in  the  rear.  The  floor  and 
shelves  are  in  light  grained  oak  and  the  ceiling  is 
covered  with  embossed  metal  sheeting.  The  entrance 
is  of  Mosaic  tiles,  laid  in  cement.  Chairs  run  down 
the  centre  of  the  store,  which  is  divided  into  gentle- 
men's and  ladies'  departments ;  the  former  being  in 
the  front  and  the  latter  in  rear. 


The  Dr.  Brandon  Cushion  Shoe 

The  Brandon  Shoe  Company's  factory  at  Brant- 
ford,  Ont.,  is  one  of  the  best  equipped  and  most  mod- 
ern shoe  factories  in  Canada.  They  make  men's 
Goodyear  welt  shoes  exclusively  and  years  of  experi- 
ence have  made  them  specialists  in  that  line.  They 
make  the  "Monarch  Brand,"  the  "Brandon  Shoe"  and 
the  "Dr.  Brandon  Cushion."  The  latter  has  a  shoul- 
der on  the  outsole,  which  prevents  spreading  or  rip- 
ping, felt  anti-squeak  inner  sole  and  leather  lining. 
It  is  one  of  the  best  made,  comfortable  and  stylish 
shoes  on  the  market. 


Horth  Elevation 
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Happenings  in  the  Boston  Shoe  Trad 

A  New  Field  for  Canadian  Manufacturers — English  Shoes  Invade 
U.  S.  Markets  —  Reports  Promising  —  A  Good  Season  Expected 


December  is  always  a  dull  month  in  this  shoe  mar- 
ket, the  salesmen  being  on  the  road,  and  what  few 
buyers  visit  the  citv  remain  but  a  short  time.  The  re- 
cord shows  that  about  fortv  came  into  this  market 
during-  the  past  month-  Reports  from  the  men  in  the 
mercantile  field  are  extremely  promising  and  a  good 
season's  business  is  expected.  Trade  in  the  so-called 
"cotton  belt"  was  a  little  slow  on  account  of  a  slump 
in  cotton  prices,  but  this  was  largely  by  contrast,  as 
the  balance  of  the  country  was  having  a  good  winter 
business  and  buyers  were  willing  subjects  for  the 
salesmen  to  work  upon. 

Most  of  the  road  men  have  now  returned  and  no- 
thing but  "good  luck"  and  confidence  that  the  season 
which  opens  this  month  will  be  a  lively  one,  was 
heard.  Prices  may  serve  to  retard  activity  somewhat, 
still  the  trade  lias  had  sufficient  information  in  that 
regard  to  become  familiar  with  the  situation.  Market 
reports  are  available  to  all  interested  parties,  there- 
fore a  feature  which  affects  prices  either  way  is  of 
such  easy  access  that  stock  values  and  all  other  in- 
formation incident  to  the  leather  market  may  become 
common  knowledge  before  they  are  manifested  in  the 
price  of  shoes.  However,  manufacturers  do  not  ex- 
pect buyers  to  easily  submit  to  the  advance,  therefore 
the  season,  which  will  open  up  in  January,  bids  fair 
to  be  a  strenuous  one. 

The  low  tariff  on  shoes  (which  may  be  entirely 
wiped  out  by  Congress  now  in  session)  has  already 
brought  competition  from  England.  Shoes  made  in 
that  country  are  now  on  sale  in  some  of  the  depart- 
ment stores  up  town.  Your  correspondent  examined 
a  line  of  foreign  footwear  carried  by  one  of  the  large 
stores  here  and  is  free  to  acknowledge  that  it  com- 
pared very  favorably  with  shoes  of  the  same  quality 
made  here,  and  the  occasion  suggested  the  thought 
that  Canadian  shoemakers  would  do  well  to  carefully 
consider  the  trade  which  lies  much  closer  to  their  base 
of  operations  than  some  which  they  now  have. 

About  fifty  Western  factories  will  be  represented 
here  during  the  visit  of  the  buyers,  besides  a  few  from 
the  Old  Country,  and  it  is  time  that  some  of  those 
who  advertise  in  Footwear  should  extend  their  activ- 
ity across  the  border.  Prejudice  in  favor  of  home  pro- 
duction is  not  so  strong  in  an  American  as  many 
Canadians  suppose, — as  a  matter  of  fact  there  is  a  dis- 
position among  the  merchants  this  side  of  the  border 
to  obtain  lines  different  from  what  their  competitors 
carry,  as  it  creates  a  distinctive  feature  and  gives  their 
selling  force  something  new  to  offer  the  trade.  The 
condition  in  the  factories  is  satisfactory,  and  while  it 
may  vary  some,  as  is  always  the  case,  the  majority 
are  running  full  time.  Men's  fine  shoes  have  had  a 
record  business,  both  as  regards  volume  and  steadi- 
ness of  trade;  also  the  length  of  the  run  has  never 
been  equalled.  Styles  of  staple  goods  have  not  chang- 
ed much  ;  the  tendency  towards  a  more  sightly  toe  is 
the  most  conspicuous  change.  The  high  heel  has 
been  modified  with  a  toplift  having  more  tread.  Fancy 
effects  are  attempted,  but  such  creations  have  a  limit- 
ed sale.    Their  attractiveness  brightens  up  the  lines 


and  breaks  the  monotony  which  is  difficult  to  over- 
come in  staple  grades. 

The  men's  medium  grades  or  semi-fine  shoes  are 
selling  readily,  many  of  the  plants  being  worked  up 
to  capacity  limits.  Doubtless  the  firmness  of  fine  shoe 
prices  has  benefited  its  reliable  imitators,  as  it  is  often 
obligatory  for  buyers  to  get  a  shoe  at  a  price-  Men's 
heavy,  serviceable  shoes,  cut  from  chrome  side  leather, 
nailed  or  Goodyear  welts,  also  Kangaroo  and  satin 
goods  closed  a  year  of  activity  quite  beyond  expecta- 
tions. On  some  grades  a  liberal  reserve  is  reported. 
These  lines  show  little  change  in  style  from  year  to 
year,  their  chief  merit  being  durability.  It  is  these 
shoes  that  increased  values  have  most  affected.  Prices 
are  very  firm  with  an  advance  running  as  high  as 
15  cents  per  pair. 

Ladies'  footwear  has  occasioned  more  thought 
and  a  closer  application  to  prospective  demands  than 
ever.  Reports  that  fabrics  and  "fashion's  freaks" 
were  no  longer  a  feature  are  not  manifested  in  the 
sample  lines  for  1912.  "The  wish  is  father  to  the 
thought,"  for  the  fact  is,  that  there  is  not  a  reputable 
line  on  the  market  where  colors,  in  both  leather  and 
fabrics,  do  not  form  a  conspicuous  part.  Then  note 
the  white  goods, — there  is  white  velvet,  white  satin, 
white  buck,  white  vesting  and  white  canvas.  Some  of 
these  are  expensively  decorated  with  ornaments  and 
high  cost  buckles.  All  to  this  bewildering  combina- 
tion of  uppers,  button  boots  cut  higher  than  before, 
heels  in  regard  to  which  the  best  information  obtain- 
able may  prove  erroneous,  and  Canadian  shoemakers 
can  see  that  it  is  no  easy  task  to  put  an  up-to-date  line 
on  the  market.  Vici  kid  seems  to  be  "coming  back." 
The  buyers  have  sampled  quite  freely  of  them.  The 
factories  are  busy  and  no  break  in  the  run  is  now  ex- 
pected. 

Misses'  and  children's  shoes  are  having  a  good  de- 
mand. Manufacturers  are  rushing  their  works  and 
are  more  anxious  about  what  business  is  already 
booked  than  what  the  feature  may  bring.  Most  of 
these  goods  show  an  advance  of  2l/2  to  5  cents  per 
pair,  which  figures  are  very  firmly  held,  in  fact  the 
trend  of  the  leather  market  is  upward,  and  prices  of 
manufactured  goods  must  follow  or  trade  will  be  serv- 
ed at  the  expense  of  the  business. 


"Just  as  good,"  is  seldom  good  and  never  just. 
It  isn't  the  small  shoe  that  hurts;  it's  the  big  foot. 
Anybody  that  is  worth  doing  is  worth  doing  right. 
Excuses  are  used  when  explanations  are  not  to  be  had. 


The  Tanners'  Federation  of  England  has  issued 
the  following  statement  to  leather  manufacturers  and 
factories :  "In  view  of  the  general  depletion  of  stocks 
of  leather  in  this  country  and  the  present  unprofitable 
prices  of  hides,  tanners  are  strongly  advised  to  hold 
their  leather  for  higher  prices." 

It  is  expected  that  the  many  varieties  of  upper  lea- 
ther produced  in  Leeds  will  rise  at  least  2  cents  per 
pound.  East  India  kips,  which  are  largely  dressed 
in  Leeds,  have  never  been  so  high  in  price  in  the  his- 
tory of  the  leather  trade. 
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tore   News   from   the   E„  C.  Capital 

Cold  Weather  Causes  Run  on  Skating  Boots— Cosmopolitan 
Population  Demands  Great  Variety  —  Christmas  Features 


What's  come  over  old  Victoria?  Has  the  climate 
suddenly  changed  to  a  Yukon  severity?  Certainly,  to 
judge  by  the  different  shoe  stores'  showing  of  hockey 
boots  and  skates.  Hitherto  not  a  skating  boot  could 
be  sold,  for  the  simple  reason  that  there  never  was 
any  ice,  but  the  opening  of  a  big  ice  rink  here  has 
caused  a  great  demand  for  a  popular  priced  boot.  The 
lines  selling  best  are  the  ladies'  $3.00  and  the  men's 
$4.00  qualities,  although  the  more  durable  higher 
price  ones  will  be  in  greater  evidence  after  the  first 
heel  and  toe  trouble.  Travellers  should  bring  sam- 
ples of  some  good  lines  with  them  on  their  next  trip 
as  there  will  be  profitable  future  business  here. 

R.  E.  White,  Douglas  Street,  the  Victoria  Agent 
for  the  "Slater"  shoes,  has  sold  out  his  business  to  a 
Vancouver  shoeman,  Mr.  E.  Stark,  who  has  com- 
menced an  inauguration  sale  and  promises  to  make 
things  lively  in  Victoria  Shoedom.  The  Stark  firm 
have  a  chain  of  shoe  stores  and  .large  experience  in 
successful  merchandising  in  British  Columbia. 

Victoria  boasts  of  one  of  the  most  cosmopolitan 
populations  in  Canada.  In  one  morning  it  is  no  un- 
common occurrence  to  serve  in  a  shoe  store,  one  after 
the  other:  a  Chinese,  Japanese,  Hindoo  from  Punjab., 
Siwash  Indian,  Italian  or  Greek  and  then  possibly  a 
few  Britishers  with  every  sort  of  dialect  from  Broad 
Scotch  to  Cockney.  Naturally  their  shoe  needs  vary 
as  much  as  their  language  and  this  ensures  a  lively 
time  for  the  clerks.  The  Chinaman  who  shuffles 
around  all  week  in  his  Cantonese  slippers,  the  embodi- 
ment of  all  that's  slovenly  and  careless,  will  put  on 
with  his  dress  suit,  a  pair  of  fine  patent  shoes  and 
pay  a  good  price  for  them  too. 

The  Japanese,  on  the  other  hand,  completely 
adopts  white  man's  attire,  and  from  his  fashionable 
footwear  to  his  latest  haircut,  appears  a  firm  believer 
in  the  old  adage  to  "when  in  Rome  do  as  the  Rom- 
ans." They  affect  neat  footwear  and  a  great  favor- 
ite with  them  is  the  swing  toe  in  short  vamp- 
Victoria's  latest  shoe  establishment  is  being  con- 
ducted by  Messrs.  Mutrie,  senior  and  junior,  trading 
under  the  name  of  Mutrie  &  Son,  in  the  new  and  up- 
to-date  Sayward  building  on  Douglas  street.  They 
have  both  had  considerable  experience  in  the  shoe 
business,  Mr.  Mutrie,  jr.,  having  been  for  some  time 
with  Hudson's  Bay  Co.,  Vancouver. 

The  firm  intend  carrying  a  very  complete  range 
of  men's  and  women's  American  shoes  supplemented 
by  the  best  in  Canadian  makes  at  lower  prices.  Mr. 
Mutrie,  Jr.,  has  some  good  ideas  in  regard  to  priced 
window  tickets.  "Our  $4.00  and  $5.00  shoes  all  bear 
priced  tickets,"  says  Mr.  Mutrie,  "as  this  class  of  trade 
demands  a  knowledge  of  price  before  purchasing, 
whereas  we  find  that  the  man  wanting  a  $7.00  or  $8.00 
shoe  cares  not  what  they  cost,  and  until  the  sale  is 
completed  seldom  asks  the  price.  On  the  other  hand, 
to  prominently  ticket  in  the  window  a  high-priced 
shoe  conveys  an  impression  of  dearness  to  the-  aver- 
age individual  and  may  possibly  lose  his  custom." 
This  is  an  aspect  of  the  case  worth  considering.  The 
firm  are  carrying  a  large  stock  of  ladies'  satin  .and 
colored  slippers  and  match  the  various  shades  with 


hosiery,  thus  saving  customers  the  needless  worry  of 
scouring  the  town  to  effect  the  same  purpose- 

Wm.  McDonald  is  steadily  building  up  a  good 
heavy  wear  trade  in  his  store  on  Douglas  street.  Pie 
is  the  only  retail  shoe  man  in  Victoria  who  will  under- 
take to  make  a  boot  to  order  on  the  bench.  Although, 
in  the  multiplicity  of  shoe  styles,  nowadays,  one 
might  think  it  wellnigh  impossible  for  a  man  to  es- 
cape being  fitted,  yet  there  are  some  people  who  be- 
lieve in  the  made  to  measure  boot.  Mr.  McDonald 
is  a  thoroughly  practical  shoemaker  with  a  certain 
amount  of  Scotch  caution  and  perseverance  and  is 
building  on  the  right  foundation  for  lasting  business. 

The  Victoria  Boot  Manufacturing  Co.  have  recent- 
ly dissolved  and  sold  their  business  to  Mr.  P.  Webb 
and  J.  E.  Wintworth,  members  of  the  previous  com- 
pany, who  will  continue  to  trade  under  the  old  name. 
The  firm  have  started  in  earnest  to  make  loggers'  and 
prospectors'  boots,  suitable  for  the  rough  British  Col- 
umbia interior.  They  have  installed  some  up-to-date 
English  machinery  for  this  purpose  and  hope  to  make 
inroads  on  the  existing  eastern  trade  with  British 
Columbia  in  this  class  of  boot. 

Some  Special  Christmas  Features 

James  Maynard  had  a  pretty  display  in  his  win- 
dows, this  Christmas,  as  usual.  Easterners  cannot 
appreciate  how  bright  and  inviting  a  window  trimmed 
with  real  holly  really  is.  Holly  grows  in  profusion 
hereabouts  and  is  a  favorite  for  this  purpose.  Mr. 
Maynard  has  an  attractive  display  and  featured  skates 
and  skating  boots  largely  as  Christmas  gifts- 
Watson's  Shoe  Store  made  a  strong  window  dis- 
play of  Christmas  slippers  and  in  their  newspaper  ad- 
vertising forcibly  impressed  the  fact  that  "Santa  Claus 
always  brings  slippers"  with,  good  business  results. 

H.  E.  Mundy  also  caters  largely  to  the  slipper  de- 
mand for  Christmas  presents  and  finds  that  in  ladies' 
felts,  those  retailing  at  from  $1.00  to  $1.50  have  by  far 
the  largest  sale.  In  his  Johnston  street  store  he  fitted 
up  a  Christmas  tree,  hung  with  toys  galore  and  pre- 
sented them  to  the  children  of  customers  at  the  fes- 
tive season. 


The  Standard  Clothing  Company,  Limited,  deal- 
ers in  clothing  and  men's  furnishings,  of  Edmonton, 
is  opening  a  boot  and  shoe  store  in  Calgary,  Alta. 


J.  E.  Jones  has  opened  a  harness  and  boot  and 
shoe  store  at  Halkirk,  Alberta. 


"The  pump  ankle"  is  the  newest  foot  trouble  di- 
agnosed by  Everett  Dunbar,  the  footologist,  of  Lynn. 
He  says  that  it  is  caused  by  women  wearing  pumps 
that  are  too  short.  The  pumps  press  on  the  foot,  at 
heel  and  toe,  and  buckle  up  the  arch,  and  a  broken  up 
arch  results.  Many  victims  of  "the  pump  ankle" 
think  that  they  are  suffering  from  broken  down 
arches,  when  in  reality  they  are  suffering  from  broken 
up  arches. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity  -Examples  of  Good 
Display —Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


The  object  of  all  retail  advertising  and  the  ultimate 
object  of  almost  all  other  kinds  of  advertising  is  to 
sell  goods. 

One  man  believes  in  large  space, — once  in  a  while. 
Another  uses  small  space,  but  uses  it  steadily,  per- 
sistently, effectively,  week  in  and  week  out  all  the 
year  round.  One  lets  his  advertising  "copy"  run  off 
into  comedy  and  clap-trap,  another  pins  bis  faith  to 
illustrations,  to  fancy  border  effects,  to  preferred  posi- 
tion or  any  one  of  a  dozen  other  means  to  the  one 
common  end — to  sell  goods. 

But,  if  you  get  right  down  to  business,  it  is  what 
an  advertisement  really  says  that  counts.  Good  cuts 
are  helpful.  An  attractive  border  design  and  good 
display  make  an  attractive  advertisement.  But  cuts, 
border,  display  and  space  combined  amount  to  very 
little  after  all  if  the  great  essential  of  salesmanship  is 
lacking. 

Put  yourself  in  your  customer's  place.    You  want 
to  buy  a  pair  of  shoes,  and  you  want  to  buy  the  very 
best  pair  of  shoes  for  the  money  that  are  to  be  had. 
Then  what  do  you  want  to  know  about  them? 
*      *  * 

The  advertisement  of  the  Goodwin  Shoe  Co.  oc- 
cupies useful  space,  and — if  we  begin  at  the  bottom 
instead  of  at  the  top  and  say  first  all  that  can  be  said 


i  ■-  -     -  -  ,  i        —    ■    i 

\&\         A  Final  Word  Hy 

i    '"  !      If  you  are  (nuking  tor  honctt  Footwear  Tomorrow  al  about  50  per      ,  ^■ZT' '"'        !|  I 

1  2$ 7Sc  „„,.  k„  ifcMl  olhrr  dealer.,  come  to  the  Bis  Shoe  Home  ■-■=■-     .  _75cJ 

Johnston's  Big  Shoe  House  Ltd 

409  Heatings  Street  West.  Sign  of  the  Big  Electric  Shoe 


for  rather  than  what  might  be  said  against  it — the 
signature  is  clear  and  distinctive,  the  phrase  "nearly 
opposite  Pantages  Theatre"  in  connection  with  the 
street  address,  "places"  the  store  at  once  to  the  aver- 
age city  buyer.  In  the  matter  of  display  the  space 
is  not  crowded,  there  is  a  sufficient  margin  of  effective 


white  space — a  point  that  will  often  go  a  long  way 
towards  redeeming  an  otherwise  indifferent  setting — 
but  put  yourself  in  the  position  of  the  shoe  buyer  for 
a  moment.  Can  you  find  one  single  argument,  one 
lonely  reason  or  inducement  that  would  send  you  run- 
ning to  the  Goodwin  shoe  store — that  would  influence 
you  in  any  way  towards  buying  Goodwin  shoes 

The  heading  is  not  well  chosen.  It  has  nothing 
to  do  with  business, — and  nothing  to  do  with  shoes- 
Would  it  not  also  occur  to  you  at  once  that  the  man 
who  hates  to  sing  is  just  the  man  the  public  hates  to 
hear  sing.  People  don't  like  such  singing,  and  they 
are  inclined  to  give  very  little  thought  or  attention 
to  what  the  singing  is  about. 

The  effect  of  the  two  displayed  lines  in  the  body 
of  the  advertisement  is  also  unpleasing,  while  the  lit- 
tle play  upon  words  is  too  evidently  the  only  excuse 
for  their  being  there  at  all.  Whether  the  closing 
statement  would  carry  off  the  prize  for  modesty  in 
open  competition  might,  perhaps,  also  be  open  to 
question.  The  impression  created  by  the  advertise- 
ment is  an  impression  of  too  much  straining  after 
effect, — and  too  little  salesmanship. 

*     *  * 

Years  ago — and  not  a  great  many  years  ago  either 
— punning  headlines,  play  upon  words,  comic  cuts  and 
tricks  and  "stunts"  of  all  kinds  were  very  generally 
used  by  advertisers  and  were  supposed  to  be  almost 
necessary  to  catch  the  eye  and  the  dollars  of  the  pub- 
lic. The  advertising  man  was  obliged  to  tie  himself 
in  knots  in  order  to  produce  some  verbal-handspring 
more  startling  than  his  competitors.  Such  advertis- 
ing has  had  its  day,  however,  and  good  advertisers 
and  good  advertising  men  are  getting  down  more 


FINAL  CLEAN-UP 

Johnston's  Startling  Shoe  Announcement 

Wonder  How  We  Do  It 

«vh'.';40c 

We  Want  the  Money  Tomorrow 
Tomorrow  is  the  Last  Day 

50c  : 

Ladies'  and  Genl 
Hockey  Boots  by 
Express 
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WE  HATE  TO  SING 

our  own  praises.  Luckily,  now,  we,  don'l 
bav<to.  The  number  of  pleased  and  proud 
possessors  of  the 

Goodwin  Good  Shoes 

chorusing  the  praise  of  the  ' 

Goodwin  Good  Shoe 

relieves  us  of  the  necessity.    Wc  modestly 
confirm  "they  are  the  best.'' 


1 23  Hastings  Street  East 
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closely  than  ever  to-day  to  straight  business — to  ef- 
fective illustration  and  talk  and  description  of  the  ac- 
ual  goods  that  are  to  be  sold.  "Shoes  that  fit  well 
and  wear  well,"  or  some  similar  heading,  would  have 
brought  the  reader  right  down  to  shoes.  It  makes 
positive  claims  as  to  shoe  quality.  And  in  the  re- 
maining space,  the  body  of  the  advertisement,  there 
would  have  been  opportunity  to  say  something  inter- 
esting, something  descriptive,  something  compelling 
in  regard  to  the  quality  and  the  value  that  are  put 
into  every  pair  of  Goodwin  shoes.  What  are  the 
points  you  would  want  to  know  about  a  pair  of  shoes? 
What  would  induce  you  to  buy  Goodwin  shoes  in 
preference  to  shoes  of  any  other  brand?  You  can 
make  up  your  mind  that  it  is  just  such  points  that 
the  average  buyer  of  shoes  is  looking  after  too.  If 
he  came  into  your  store  for  shoes  what  would  you  tell 
him?  Why  not  handle  him  in  the  same  way  in  your 
"salesmanship-on-paper  ?" 

The  second  advertisement  that  we  illustrate  this 
month,  from  Johnston's  Big  Shoe  House,  Ltd.,  Vic- 
toria, B-C,  is  an  excellent  example  of  large-space 
turned  to  good  account.  To  use  large  space  to  good 
advantage  requires  far  more  careful  planning,  a  truer 
sense  of  proportion,  better  advertising  "composition," 
a  better  knowledge  of  display,  than  to  use  small  space 
effectively.  The  cost  of  large  space  is  another  all- 
important  point  that  the  advertising  man  cannot  af- 
ford to  overlook.  Every  sentence,  every  word  in  such 
an  advertisement  must  tell.  Space  filling  is  one  thing, 
space  using  is  quite  another. 

The  heading  of  the  Johnston  advertisement  is  bold 
and  comprehensive.  It  is  suggestive  of  a  special  op- 
portunity, and  an  opportunity  that  must  be  seized  at 
once.     The  sub-headings  throughout  the  page  are 

The  BMsieess  Back 

By  _Ralph 

There  are  still,  at  the  beginning  of  1912,  many  shoe 
dealers  who  advertise  little  and  poorly  or  who  do  not 
advertise  at  all.  But  never  before  were  there  so  many 
who  advertise  persistently  and  well.  Never  before 
was  the  show-window  used  to  such  good  effect.  And 
although  there  is  still  plenty  of  room  for  improvement 
in  both  newspaper  advertising  and  the  still  more  di- 
rect appeal  of  the  show-window  the  general  standard 
of  salesmanship  in  the  trade  is  higher  to-day  than  at 
any  other  time. 

The  fact  is  the  progressive  modern  merchant  must 
advertise  in  one  way  or  another — he  has  no  alterna- 
tive. Lie  buys  goods  in  order  to  sell  them  ;  he  must 
sell  them  in  competition  with  other  live  dealers  in 
his  own  town  and  at  a  distance, — and  the  quickest — 
the  modern — way  to  sell  is  by  effective  advertising. 

But  it  is  an  axiom  of  sound  advertising  that  before 
reaching  out  after  increased  "demand"  there  must  be 
the  facilities  for  increased  "distribution."  In  other 
words  there  must  be  goods,  organization,  then  adver- 
tising— not  the  other  way  about.  There  must  first 
be  business  upon  a  business-like  basis  before  reaching 
out  after  larger  business. 

Applying  this  to  the  business  of  the  ordinary  retail 
shoe  dealer  let  us  see  how  it  works  out-  In  the  first 
place,  then,  the  goods  themselves  must  be  right. 
Low-quality  goods  will  not  build  up  a  high-quality 


also  well  chosen  and  well  displayed.  The  various 
panels  are  nicely  balanced  and  proportioned,  and  in 
every  case  they  give  a  word  or  two  of  clear,  concise, 
businesslike  description,  supported  by  the  outstand- 
ing argument  of  prices.  The  four  corner  panels  in 
particular  are  timely  and  effective.  The  men  in  need 
of  a  pair  of  cosy  slippers  for  the  long  winter  evenings 
in  the  home,  for  instance,  sees  the  very  thing  he  has 
wanted;  it  is  clearly  pictured,  there  is  just  enough 
description  to  tell  him  of  the  style  and  quality  that  is 
offered,  and  it  is  offered  for  a  special  reason  at  a  very 
special  price.  He  drops  in,  sees  the  goods,  and  sales- 
manship closes  the  sale.  Even  the  man  who  didn't 
know  he  wanted  slippers  can  scarcely  let  such  an  ad- 
vertisement pass,  and  if  he  once  reads  it  he  is  almost 
persuaded  to  purchase  solid  comfort  at  such  a  tempt- 
ing price. 

"We  Want  the  Money  To-morrow"  is  used  as  an 
effective  hurry-up  call  to  the  bargain-buyer  in  foot- 
wear, while  the  "Final  Word,"  which  can  hardly  be 
overlooked  in  glancing  at  the  firm  name  itself,  offers 
a  strong  final  inducement  for  quick  buying  and  a 
quick  clearance  of  Christmas  stock. 

Almost  the  only  criticism  that  might  be  urged 
against  this  excellent  announcement  touches  upon  the 
one  point:  Wonder  how  we  do  it?  The  reason  given 
for  such  a  wholesale  clean-up  and  such  sweeping  re- 
ductions is  not  convincing.  It  is  not  an  uncommon 
thing  for  late  shipments  of  special  season  goods  to 
give  a  really  sound  reason  for  special  clearance.  Ov- 
er-buying the  annual  inventory,  the  fact  that  special 
season  goods  cannot  profitably  be  carried  over  to  an- 
other season — these  and  many  other  reasons  may  be 
used  perfectly  legitimately  and  with  good  effect,  and 
the  Johnston  advertisement  might  be  strengthened  by 
a  little  more  plausible,  a  little  more  definite  statement 
as  to  the  "why"  of  such  a  special  opportunity. 


Francis 


trade,  and  although  low-quality  goods  may  find  cus- 
tomers for  a  while  they  won't  hold  them.  After  all 
the  "sample  store"  is  really  a  worse  nuisance  to  the 
public  than  it  is  to  the  trade.  It  sells  faked  goods  at 
faked  prices,  and  although  such  illegitimate  and  un- 
scrupulous competition  is  exasperating  to  the  honest 
dealer  and  is  often  apparently  successful  it  won't 
stand  the  test  of  time.  The  man  who  sets  out  to  build 
a  successful  shoe  business  is  not  here  to-day  and  gone 
to-morrow.  He  is  where  a  dissatisfied  customer  can 
find  him  at  least  six  days  in  the  week.  It  is  absolute- 
ly necessary,  therefore,  that  he  should  gain  and  hold 
the  confidence  of  his  community,  and  the  only  way  for 
him  to  do  this  is  by  running  a  "four-square"  business. 
He  cannot  afford  to  handle  doubtful  or  unsatisfactory 
goods.  He  must  make  up  his  mind  to  meet  competi- 
tion— even  unfair  competition — by  live  business 
methods,  by  selling  honest  shoes,  carefully  fitted,  in  a 
comfortable  and  attractive  store,  and  at  fair  prices. 

Some  people  are  everlasting  "bargain-hunters,"  it 
is  true,  but  there  is  in  every  community  a  still  larger 
proportion  of  level-headed  buyers  who  know  that  in 
the  long  run  "honest"  shoes  are  always  the  cheapest. 

To  gain  the  confidence  of  the  public  takes  time,— 
it  would  not  be  worth  much  if  it  didn't.  The  mer- 
chant must  have  faith  in  himself,  faith  in  his  goods, 
perseverance  enough  to  keep  steadily  pegging  away, 
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and  sufficient  patience  to  wait, — while  leaving  nothing- 
undone.  And,  if  it  is  to  be  successful,  whatever  ad- 
vertising he  may  do  along  other  lines  must  be  backed 
up  by  a  trim,  up-to-date  store,  a  well-dressed  and 
frequently  changed  show-window,  by  efficient  and 
courteous  store  service,  and  by  a  reputation  for  all- 
round  integrity. 

This,  indeed,  is  profitable  advertising,  and  not  un- 
til he  has  business  well  in  hand  on  this  kind  of  basis 
is  the  shoe  dealer  ready  to  sit  down  and  plan  an  ad- 
vertising campaign  that  shall  reach  out  after  larger 
business  from  a  wider  field.  Let  him  remember  that 
there  is  a  great  advertising  value  in  appearances. 

Business  advertises  business.  Work  comes  to  the 
busy  man.  And  it  is  the  store  that  has  a  business- 
like appearance  that  attracts  business-like  people. 

Of  first  importance  in  this  direction  is  cleanliness- 
An  ill-kept  store  and  a  dingy  window  create  a  bad 
impression  that  even  good  goods  and  right  prices  are 
not  able  to  overcome.  When  the  store  itself  is  kept 
clean  and  orderly,  on  the  other  hand  it  is  a  compar- 
atively eas^  matter  to  keep  stock  in  good  order  and 
in  good  condition.  Nor  is  the  value  of  neatness  and 
orderliness  in  business  a  value  of  appearances  only. 
By  their  means  labor  is  reduced,  time  is  saved,  busi- 
ness-like attention  to  customers  is  facilitated,  stock- 
keeping  is  simplified, — in  fact  in  every  department  of 
modern  business  neatness  and  order  are  invaluable. 

Next  in  importance  to  a  clean  store  is  good  light. 
People  will  cross  the  street  to  do  business  in  a  bright 
and  attractive  store.  Well-planned  expenditure  is, 
therefore,  the  only  sound  lighting  policy  for  the  shoe 
man.  Let  him  economize  on  old  stock,  on  unsatis- 
factory work,  on  long  credits, — most  businesses  might 
cut  expenses  under  some  of  these  heads.  But  the 
shoe  dealer  who  practises  the  economv  of  a  dull  store 
and  dingy  window  not  only  misses  his  own  best  ad- 
vertisement, but  he  is  indirectly  advertising  his  more 
wide-awake  competitor. 

Another  detail  in  which  appearances  carry  a  dis- 
tinct advertising  value  is  in  connection  with  your 
store  stationery.  Stationery  of  good  quab+ -  and  a 
business  letter  that  is  neat  and  correct  will  always 
create  a  good  impression ;  poor  stationery  or  a  slip- 
shod scrawl  the  reverse ;  albeit  unintentional  they  are 
an  implied  slight  upon  vour  customer. 

These  are  a  few  of  the  important  points  in  which 
appearances  are  profitable  or  unprofitably  advertising 
your  business  from  day  to  day.  Your  printed  adver- 
tisements may  or  may  not  command  attention,  but 
these  are  signs  known  and  read  of  all  men.  By  them 
the  public  will  estimate,  and  from  them  it  will  judge. 
A  store  becomes,  indeed,  a  faithful  index  of  the  busi- 
ness qualities  of  the  man  who  is  running  it.  No  de- 
tail in  its  management  is  too  trifling  to  create  a  false 
impression,  no  false  impression  too  insignificant  to 
guard  against.  The  very  messenger  bo1"  who  delivers 
your  parcels  advertises  your  business  for  better  or  for 
worse. 

Upon  the  advertising  value  of  the  show-window, 
particularly  when  used  in  direct  support  of  newspaper 
advertising,  there  is  much  that  might  be  said.  Effi- 
cient store  service  might  also  be.  considered  from  the 
standpoint  of  effective  advertising.  The  point  I  want 
to  drive  home  just  now,  however,  is  that  the  solid 
backing  for  the  general  advertising  of  the  store  must 
be  thoroughly  live  up-to-date  business,  otherwise  the 
business  and  the  advertising  will  not  pull  together. 
The  one  will  constantly  negative  the  other. 
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Dainty  Footwear 

Evening  shoes  and  slippers  are  uncommonly 
pretty  just  now.  Walking  shoes  have  shown  them 
the  way  and,  of  course,  the  shoe  for  the  evening  must 
surpass  its  outdoor  rival  in  beauty  and  dainty  ele- 
gance. 

For  evening  and  afternoon  wear  the  slipper  or 
shoe  should  match  the  gown,  and  often  the  woman 
of  fashion  will  have  her  evening  shoes  made  to  order 
of  the  same  material  as  her  gown,  and  it  is  often  hard 
to  get  kid  or  velvet  to  match  in  texture  and  color. 
White  kid  beautifully  embroidered  in  gold  beads  and 
thread  are  most  used  this  season.  High  heels  are 
still  in  vogue,  though  professional  dancers  prefer  the 
hcclless  shoes,  and  they  were  the  choice  of  our  grand- 
mothers, when  short,  tight  skirts  were  in  favor  before 
Jane  Austin's  time.  But  the  present  style  of  dress 
shows  the  feet  boldly,  and  so  high  heels  are 
worn  to  show  the  foot  to  greater  advantage. 


An  Up-to-date  Finding  Factory 

Jackson  &  Dowdell,  manufacturers  of  findings, 
moved  into  the  premises  lately  occupied  by  the  Vic- 
toria Shoe  Co.,  on  Adelaide  street  west,  Toronto,  on 
December  1st.  This  firm  has  been  in  business  for  five 
years  and  were  formerly  at  103  Adelaide  street,  west, 
but  found  their  quarters  at  that  place  too  contracted 
to  cope  with  their  growing  trade.  Thev  have  added 
new  machines  and  made  the  plant,  which  has  a  ca- 
pacity of  3,000  pairs  of  heels  a  day,  up-to-date  in 
every  respect. 

A  specialty  is  made  of  the  top  soles  and  the  Haver- 
hill heel,  although  all  kinds  of  heels  are  manufactured 
as  well  as  top  pieces,  for  the  jobbers  in  the  finding- 
trade.  Collar  pads  for  harness  are  also  turned  out. 
They  have  leased  two  storeys  of  the  building,  but 
sub-let  one  of  them  to  Rivett  &  Stevens,  Shoe  Manu- 
facturers. Mr.  Jackson  is  not  actively  connected  with 
the  factory,  devoting  most  of  his  time  to  his  piano 
string  manufacturing  business.  Mr.  Dowdell  de- 
votes his  entire  attention  to  running  the  plant  and 
inspecting  the  work.  He  has  practically  grown  up 
in  the  leather  trade  and  understands  it  thoroughly. 
Mr.  Webb,  the  third  partner  in  the  firm,  looks  after 
the  office  and  financial  end  of  the  business  and  does 
some  of  the  outside  work. 


Specializing  Progressing  in  Canada 

Among  the  newer  factories  in  Ontario  making  the 
higher  grades  of  footwear  is  T.  Sisman  Shoe  Com- 
pany,  Limited,  of  Aurora.  The  business  is  owned  by 
Thomas  Sisman  and  his  three  sons,  all  practical  shoe- 
makers. The  building  is  solid  brick,  two  storeys  high, 
and  of  the  newest  construction,  situated  in  close  prox- 
imity to  the  railroad,  and  thus  afforded  the  best  facili- 
ties for  shipping. 

This  business  was  instituted  by  Mr.  Sisman  re- 
cently when  the  firm  of  Underhill  &  Sisman,  manu- 
facturing shoes  in  Markham,  Ont,  was  dissolved  after 
an  existence  of  some  years.  Mr.  Sisman,  Sr.,  has  been 
connected  with  the  shoe  industry  for  forty  years  or 
more,  having  served  an  apprenticeship  in  England  for 
seven  years  before  coming  to  this  country.  In  1876 
he  became  foreman  of  a  factory  in  Hamilton,  Ont.,  and 
in  1885  was  appointed  superintendent  of  the  new  To- 
ronto factory  of  Orr  &  Harvey,  who  had  moved  from 
Hamilton.  Sisman  shoes  are  rapidly  becoming  popu- 
lar in  the  trade  and  the  business  is  growing  fast. 
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With  the  Genial  Keights  of  the  Grip 

What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


Mr.  Rousseau  Out  of  Hospital 

The  many  friends  of  Mr.  Frank  Rousseau,  of  the 
Relindo  Shoe  Co.,  Toronto,  will  be  glad  to  hear  that 
he  has  so  far  recovered  from  his  painful  accident  that 
he  was  able  to  leave  the  general  hospital  at  Wingham, 
Ont-,  on  December  29th.  He  is,  at  present,  in  Ham- 
ilton at  the  home  of  his  mother  and  is  confident  that 
he  will  be  covering  his  old  territory  next  spring.  His 
customers  are  all  looking  forward  to  seeing  his  cheer- 
ful face  again  when  the  season  opens. 


has  sold  shoes  in  a  retail  store  and  made  them  in  a 
factory  and  it  is  perhaps  due  to  these  facts  that  he 
has  had  so  successful  a  career  "on  the  road." 


A  Man  Who  Does  Things 

Mr.  Chas.  J.  Silver,  of  the  travelling  staff  of  the 
W.  B.  Hamilton  Shoe  Company,  Toronto,  was  elected 
on  December  28th  to  the  Toronto  Board  of  Directors 
of  the  Commercial  Travellers'  Association.    To  those 


Popularity  Counts 

Mr.  E.  O.  Zimmerman,  the  popular  and  successful 
traveller  of  the  F.  F.  Dalley  Co.,  Limited,  of  Hamil- 
ton, Ont.,  was  elected  to  the  board  of  directors,  for 
that  city,  of  the  Commercial  Travellers'  Association. 
The  high  esteem  in  which  he  is  held  by  his  fellow 
salesmen  was  shown  by  the  fact  that  he  polled  the 
second  highest  vote  of  all  the  candidates. 


A  Military  Shoe  Traveller 

Mr.  H.  B.  McGee,  who  travels  Northern  and  East- 
ern Ontario  for  the  Minister  Miles  Shoe  Company,  is 
having  his  territory  extended  to  the  Province  of  Que- 
bec. In  our  last  issue  we  stated  that  he  was  being 
transferred  to  the  latter  province  entirely.  This  was 
a  mistake,  as  he  will  still  cover  his  old  territory.  In 
the  illustration,  Mr.  McGee  is  in  the  uniform  of  the 
South  African  Constabulary,  which  force  he  was  a 
member  of  for  two  years.    He  was  promoted,  step  by 


Mr.  H.  B.  McGee 

step,  from  trooper  to  Quarter-Master  Sergeant,  which 
is  the  second  highest  non-commissioned  rank  and  is 
generally  spoken  of  in  the  service  as  "Quarters,"  or 
"The  Quarter  Bloke."  Mr.  McGee  understands  the 
shoe  business  thoroughly  from  every  standpoint.  He 


Mr.  Chas.  J.  Silver 

who  have  the  pleasure  of  knowing  the  genial  Mr.  Sil- 
ver, this  will  hardly  be  news  and  certainly  will  cause 
no  surprise.  When  he  goes  after  a  thing — he  usually 
gets  it.  Not  that  he  was  seeking  the  office ;  he  is  one 
of  the  kind  that  habitually  have  honors  "thrust  upon 
them." 

Mr.  Silver  is  one  of  the  best  and  most  favorably 
known  travellers  in  Ontario  and  is  a  member  of  the 
executive  of  the  Drummers'  Snack  Club.  His  popu- 
larity is  perhaps  largely  due  to  his  kindness  of  heart 
and  the  energy  with  which  he  pushes  any  project 
that  this  "weakness"  leads  him  to  take  up.  In  this 
connection  it  may  be  mentioned  that  he,  along  with 
Mr.  Cornelius,  of  the  McPherson  Shoe  Co.,  Ham- 
ilton, collected  the  sum  of  $1,700  among  their  fellow 
travellers  for  the  benefit  of  Mr.  Frank  E.  Rousseau, 
who  unfortunately  lost  both  legs  in  a  railway  accident 
last  October. 

Mr.  Silver's  experience  in  the  shoe  business  began 
when  he  was  employed  with  his  brother,  Wm.  Silver, 
Jr.,  who  was  engaged  in  the  shoe  manufacturing  busi- 
ness in  Hamilton,  Ont.  He  has  also  been  with  the 
J.  D.  King  Co.  and  J-  Whitham,  of  Montreal. 


New  Salesmen  for  Consolidated  Rubber  Co. 

Mr.  Frank  Burrell,  who  represented  the  L.  H. 
Packard  Co.,  Montreal,  has  joined  the  travelling  sales 
force  of  the  Canadian  Consolidated  Rubber  Co.,  Lim- 
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ited,  and  will  cover  Eastern  Ontario.  Mr.  E.  Davig- 
non  has  also  joined  the  staff  of  the  company,  and  will 
represent  them  at  points  west  of  Quebec  City. 


Drummers'  Snack  Club  Banquet 

The  Drummers'  Snack  Club  held  their  semi-an- 
nual meeting  at  the  Walker  House,  Toronto,  on  De- 
cember 29th.  The  meeting  opened  at  2.30  p.m.  and 
dinner  was  served  at  6.30  p.m.  About  forty  were 
present  consisting  of  officers  and  committee-  A  very 
appetizing  and  unique  dinner  was  served  at  which 
toasts  were  drunk,  in  water. 

The  organization  is  about  14  years  old.  It  origin- 
ated through  an  idea  of  Mr.  Robt.  Algie,  of  George- 
town, Ont.,  who  asked  the  boys  down  to  visit  him 
for  two  days.  They  enjoyed  themselves  so  well  that 
ii  was  decided  to  make  it  an  annual  affair  and  an  or- 
ganization with  that  end  in  view  was  started.  There 
were  552  members  last  year  and  a  big  increase  is 
looked  for  in  1912.  The  object  of  the  club  is  "to 
renew,  increase  and  develop  the  kindly  feeling  of  good 
fellowship  among  all  commercial  travellers." 


The  Trade  in  Vancouver,  B.C. 

"The  eyes  of  the  world  are  on  Vancouver ;"  so 
said  one  of  Canada's  captains  of  industry.  The  amaz- 
ing progress  it  has  made  in  a  few  short  years  fully 
justifies  the  optimism  of  her  citizens.  Its  many  na- 
tural advantages  coupled  with  the  adjacent  territory, 
rich  in  minerals  and  timber,  the  oreat  sea  fisheries, — 
all  these  resources,  though  only  partiallv  developed, 
have  helped  to  make  Vancouver  what  it  is,  and  in  the 
near  future  it  is  confidently  asserted  that  with  the 
expansion  of  its  trade,  it  will  become  the  New  York 
of  the  Pacific. 

Throughout  the  past  year,  the  shoe  trade  has  been 
in  a  good  condition.  The  market  is  well  catered  for. 
Hunters,  prospectors,  miners,  loggers,  mechanics,  etc., 
have  a  large  stock  to  choose  from,  and  the  alert  clerk 
is  ever  there  to  suit  the  buyer.  You  have  but  to  look 
at  some  of  the  stocks  held  here,  and  you  will  realize 
how  well  the  trade  is  looked  after-  Outside  indus- 
tries such  as  mining  and  lumbering  have  been  pros- 
perous. The  wages  earned  in  the  camps  are  mostly- 
spent  here.  When  a  man  enters  your  store  carrying 
his  blankets  on  his  back,  it  is  no  indication  that  he 
desires  a  cheap  shoe,  for  in  many  cases  he  has  a  fat 
roll  of  bills  down  in  his  jeans,  and  his  tastes  lean 
towards  a  good  article. 

The  rubber  trade  has  been  excellent.  We  had  an 
early  fall  of  snow,  and  in  a  few  days  the  stocks  were 
depleted.  The  wholesale  houses  were  taxed  to  their 
limit  to  meet  the  unusual  demand,  and  overtime  was 
the  order  of  the  day.  Business  slowed  down  a  little 
in  the  early  part  of  December,  but  it  seemed  as  if  the 
people  were  only  hanging  back  for  one  grand  spend- 
ing effort.  The  "Shop  Early"  slogan  had  very  little 
effect.  The  people  crowded  into  the  stores  up  till  the 
last  minute.  Saturday,  December  23rd,  set  another  re- 
cord in  almost  every  store  in  the  city.  Busy  clerks 
were  on  the  move  from  early  noon  till  late  at  night. 
As  usual  Christmas  slippers  were  in  great  demand, 
with  prices  to  suit  all  purses.  Ladies'  felt  slippers 
were  good  sellers.  One  noticeable  feature  also  was 
the  number  of  good  shoes  sold.  One  shoeman  here 
who  makes  a  specialty  of  men's  shoes  was  kept  busy 
principally  selling  $5.00  and  $6.00  shoes.  Giving  foot- 
wear as  Christmas  gifts  seems  to  be  on  the  increase 


—and  such  a  sensible  custom  has  the  approval  of  the 
shoe  dealer  at  least.  (One  cannot  shut  their  eyes  to 
the  amount  of  money  foolishly  spent  at  this  season). 

The  Edward  Stark  Shoe  Company,  Limited,  and 
Messrs.  Baxter  and  Eyller,  both  had  "Shoe  Certifi- 
cates" similar  to  the  "Glove  Certificate"  generally 
found  at  gents'  furnishing  stores,  and  I  am  informed 
that  in  both  instances  the  sales  of  these  certificates 
helped  considerably  to  swell  the  volume  of  the  busi- 
ness. This  shows  that  shoemen  are  alive  to  every 
opportunity  to  increase  trade.  A  well  trimmed  win- 
dow is  one  of  the  best  advertisements.  Window  after 
window  here  reflected  the  highest  credit  on  the  trim- 
mers. All  were  bright  and  enticing.  The  shoes  were 
well  displayed,  and  it  was  evident  that  much  thought 
and  care  had  been  expended  on  them.  The  number 
of  shoes  sold  from  the  window  display  proves  its 
worth  as  a  trade-winner. 

An  ice  rink  has  just  been  completed  here.  It  is 
one  of  the  largest  in  Canada.  To  those  who  came 
here  from  Eastern  Canada,  the  lack  of  their  winter 
pastime  was  a  much  felt  want,  but  now  they  can  play 
hockey  to  their  hearts  content.  In  all  the  stores  now 
hockey  boots  are  displayed  in  a  favorable  position  and 
already  a  goodly  number  have  been  sold,  ladies  as 
well  as  men  buying  freely.  They  are  sold  with  or 
without  the  skates.  This  is  the  first  season  skating 
boots  were  shown  and  if  the  present  demand  is  an 
earnest  of  future  business,  we  look  for  a  bumper  trade 
in  this  line. 

Christmas  1911  is  past.  We  had  indeed  a  Merry 
Christmas,  and  now  are  back  at  our  daily  tasks.  We 
trust  our  aim  throughout  1912  will  be  to  sell  more 
shoes  and  better  shoes  than  ever  before  and  may 
everyone  of  us  truly  realize  "A  bright  and  prosperous 
New  Year-" 


The  Amherst  Boot  &  Shoe  Company 

The  year  just  ending  for  the  Amherst  Boot  and 
Shoe  Company,  Limited,  Amherst,  N.  S.,  will  probably 
prove  the  largest  in  volume  they  have  ever  had.  The 
amount  will  be  close  to  the  $900,000  mark.  More 
boots  have  been  turned  out  of  their  factory  this  year 
than  in  any  other  previous  year,  the  number  of  pairs 
running  close  to  the  half  million.  Work  has  been 
steady  all  the  year,  no  employees  have  been  required 
to  work  short  time  and  in  some  of  the  departments 
a  night  shift  has  been  on  at  different  times.  Since  the 
new  wing  was  completed,  early  in  the  year,  much  new 
machinery  was  added  and  new  workmen  employed. 


The  Weston  Shoe  Company 

The  Weston  Shoe  Co.,  Limited,  Campbellford, 
Ont.,  are  constantly  making  additions  and  improve- 
ments to  their  factory  and  are  bringing  out  new  lasts 
and  styles.  They  find  a  constant  demand  for  changes 
in  styles  and  lasts  which  "keep  them  moving"  to  be 
abreast  of  the  times.  They  are  having  the  greatest 
demand,  at  present,  for  the  high  toe  and  short  vamp. 
The  high  heel  is  also  in  great  request,  but  the  com- 
pany has  noticed  a  tendency  to  modify  on  these  points  ; 
so  much  so,  that  what  is  considered  just  right  in  one 
part  of  the  country  is  looked  upon  as  behind  or  in 
advance  in  style  in  other  places.  This  gives  the 
manufacturers  a  rather  hard  time  of  it  and  a  large 
portion  of  the  profits  have  to  be  re-invested  in  the 
shape  of  lasts,  dyes  and  patterns. 
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A  Competent  Salesman 

Mr.  C.  G.  Pingle,  the  genial 
traveller  of  the  Canadian  Black- 
ing &  Cement  Company,  of 
Hamilton,  Ont,  understands 
the  business  thoroughly,  can 
demonstrate  practically  and  as- 
sist the  shoemakers  in  getting 
ihe  best  results  from  all  his 
firm's  products.  The  firm  are 
to  be  congratulated  upon  secur- 
ing the  services  of  so  compe- 
tent a  salesman.  The  company 
confines  its  business  to  the  foot- 
wear trade  and  makes  dress- 
Mr.  C.  G.  Pingle  ings,  blackings,  inks,  stains, 
dyes,  wax  and  cement.  The  ink  department  is  fitted 
with  steam-jacket  kettles  of  enormous  size,  capable 
of  making  several  hundred  gallons  daily  and  every 
other  department  is  just  as  complete  in  its  own  line- 
Several  large  mixers  are  in  operation  in  the  ce- 
ment department,  which  has  a  capacity  of  from  ten 
to  twelve  barrels  of  cement  a  day.  There  is  also  a 
mammoth  washer  or  grinder  for  preparing  the  crude 
rubber  used  in  the  making  of  cement.  The  large 
biscuits  of  crude  rubber  are  first  cut  in  suitable  sizes 
for  going  through  the  washer,  which  was  designed 
by  a  member  of  the  firm,  and  is  the  only  one  of  its 
kind  in  America.  It  easily  cuts  through  a  biscuit  of 
rubber  a  foot  thick.  The  company  is  thoroughly  up- 
to-date  in  its  methods  and  the  factory  turns  out  a 
large  quantity  of  the  various  products. 

Mr.  H.  C.  Trenaman,  the  superintendent,  states 
that  although  the  company  is  a  new  one,  the  officers 
and  employees  are  experienced  operators,  having  had 
twenty  years  experience  in  the  United  States  and 
Canada. 


Nugget  Shoe  Polish 

The  Nugget  Polish  Company,  Limited,  wish  to  ad- 
vise their  many  friends  in  the  trade  that  1912  will 


Mr.  T 


Hart 

Price  and  quality  the 


see  the  tin  double  the  size 
same. 

They  have  been  able  to  do  this  owing  to  their 
greater  increased  business  which  admits  of  their  buy- 
ing such  large  quantities  of  raw  material  at  a  greatly 


reduced  figure.  To  use  Mr.  W.  F.  McNeill's,  the  Can- 
adian manager's  expression,  "they  could  not  improve 
the  quality  so  increased  the  quantity." 

Mr.  Hart,  their 'traveller,  will  be  down  in  the  Low- 
er Provinces  in  the  course  of  a  few  weeks,  renewing 
acquaintance  with  his  many  friends  there,  and  imme- 
diately on  his  return  will  start  for  the  West,  where 
their  business  is  increasing  rapidly. 

One  of  the  many  advantages  Nugget  Polishes  have 
over  their  many  competitors  is  that  they  will  not 


Mr.  W.  P.  McNeill 


freeze,  and  can  be  shipped  at  any  time.  The  Nugget 
Polish  Company  will  send  on  request  advertising  mat- 
ter, also  calendars  for  1912. 


Leather  Pavements  for  Roads 

A  road  made  of  leather  waste  treated  with  tar  has 
been  in  use  at  Handsworth,  Birmingham,  nearly 
twelve  months,  and  shows  practically  no  signs  of 
wear.  Heavy  wheels  make  no  impression  on  it,  and 
it  is  a  comfortable  material  for  horses  to  tread  on. 
Waste  leather,  which  was  shredded  until  it  virtually 
became  a  pulp,  was  treated  with  bitumen  and  tar.  Un- 
til the  Handsworth  experiment  was  tried  no  real  use 
had  been  found  for  leather  waste.  The  experimenters 
say  that  by  the  combination  of  leather  with  such  sub- 
stances a  material  is  produced  which  gives  consider- 
able wear,  creates  little  or  no  dust,  and  is  resilient  and 
silent. 


The  English  styles  in  shoes  seem  to  be  approach- 
ing nearer  and  nearer  to  the  American.  One  feature 
noticed  in  English  women's  shoes  is  a  shorter  and 
narrower  toe.  The  product  is  still,  however,  con- 
siderably longer  in  the  vamp  than  are  the  American 
styles. 
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An  Enjoyable  Annual  Business  Gathering 

Some  fifty  jolly  and  genial  travellers  from  all  over 
the  United  States  and  Canada,  attended  the  fourth 
annual  meeting  of  the  F.  F-  Dalley  Company,  at 
Hamilton,  Ont,  on  December  20th  and  21st.  There 
was  also  a  "Knight  of  the  Grip"  present,  who  came 
all  the  way  from  London,  England,  to  attend. 

The  morning  of  the  20th  was  strictly  devoted  to 
business,  which  should  always  come  before  pleasure. 
Two  meetings  were  held;  one  of  the  Canadian  travel- 
lers and  the  other  of  those  from  the  United  States. 
The  afternoon  was  spent  in  driving  about  the  "Am- 
bitious City"  in  hacks,  much  to  the  enjoyment  of  the 
visitors.  In  the  evening  the  members  of  the  firm  ac- 
companied "the  boys"  to  the  Temple  Theatre. 

On  the  morning  of  December  21st  there  was  an- 
other business  meeting ;  this  time  of  the  Canadian 
and  United  States  travellers  combined.  A  special 
turnout  of  the  Hamilton  Fire  Brigade  was  arranged  in 
the  afternoon  for  the  benefit  of  the  visitors.  In  the 
evening  all  were  entertained  at  "Arlo  House,"  which 


The  "Approbation  Evil"  and  How  to 
Deal  With  It 

By  W.  H.  Plummer 

Probably  one  of  the  most  trying  things  that  the 
average  retailer  has  to  contend  with  is  what  has  been 
termed  (well  named)  "The  Approbation  Evil."  Wo- 
men are  the  chief  offenders  and  think  nothing  of  ask- 
ing to  have  from  two  to  six  pairs  of  shoes  sent  to  their 
homes  to  be  tried  on.  In  many  cases  there  are  kept 
for  a  week  or  more  and  very  often  returned  in  the 
wrong  cartons-  Soles  are  scratched,  uppers  wrrinkled 
and  perhaps  a  note  is  pinned  on  the  parcel,  saying  that 
they  did  "not  suit,"  which  is  about  as  satisfactory  an 
explanation  to  a  conscientious  salesman  as  the  reply 
the  half-witted  hotel  porter  made  to  the  guest  who 
had  asked  him  what  kind  of  weather  they  generally 
had  at  that  season,  "Well  sir,  some  days  its  purty 
hot  and  then  again,  some  days,  'taint  so  hot." 

While  we  do  a  large  cash  trade,  our  credit  sales 
average  about  one-thind  of  our  total  retail  business; 


Members  of  Firm  and  Travellers  at  Fourth  Annual  Meeting  of  the  F.  F.  Dalley  Company,  Hamilton,  Ont. 


is  the  home  of  the  president,  Mr.  F.  F.  Dalley.  This 
was  followed  by  an  impromptu  concert.  With  over 
fifty  travellers  present,  it  is  needless  to  state  that  a 
very  enjoyable  evening  was  spent,  or  that  no  bash- 
fulness  in  coming  forward  to  sing  made  the  concert 
tedious.  With  so  widespread  a  gathering  it  might  be 
expected  that  some  good  talent  would  be  present,  but 
the  results  exceeded  the  most  sanguine  expectations 
and  some  real  artists  were  discovered-  It  was  decided 
to  make  the  concert  a  permanent  institution  in  connec- 
tion with  the  annual  meeting:. 


A  New  Rubber  Plant 

A  new  source  of  rubber  has  been  found  in  Borneo, 
according  to  a  paper  read  on  the  subject  before  the 
Academie  des  Sciences  by  Professor  Dybowski.  It 
comes  from  the  milk  of  a  plant  known  as  Dycia  cos- 
tulata,  and  after  coagulating,  the  milk  forms  a  white 
gum  known  as  "jelutong."  When  quite  dried  the  mat- 
ter is  almost  as  hard  as  resin,  and  it  contains  from  ten 
to  twenty  per  cent,  of  rubber.  It  is  said  to  be  superior 
to  the  best  Congo  rubber. 


so  we  are  not  without  our  approbation  customers, 
which  we  can  figure  down  to  a  few  fussy  ones,  whom 
we  hope  to  convert  before  long.  The  retailer  who 
would  do  away  with  this  "evil,"  should  see  that  his 
staff  do  not  encourage  it.  Many  a  salesman  hails  the 
approbation  request  with  joy,  as  he  o-ets  rid  of  a  fussy 
customer  and  perhaps  it  is  nearing  his  meal  hour. 
He  grasps  the  opportunitv  and  is  so  anxious  to  send 
three  or  four  pairs  on  approbation,  that  the  customer 
gets  the  impression  that  this  is  the  usual  way  of  buy- 
ing shoes. 

There  must  be  every  convenience  for  the  fitting 
of  shoes.  It  is  a  good  idea  for  the  salesman  to  "get 
there  first,"  as  it  were,  and  politely  enquire  if  the  cus- 
tomer would  care  to  be  fitted,  giving  the  impression 
at  once  that  it  is  customary  and  proper  to  be  fitted 
in  the  store.  Very  often  this  suggestion  is  all  that 
is  needed.  Try  to  impress  your  customer  with  the 
fact  that  fitting  shoes  is  just  as  much  an  art  as  fitting 
clothes  and  that  it  is  not  a  matter  of  how  a  shoe 
"feels,"  but  how  it  "fits."  Make  a  quick  study  of 
the  foot  and  gain  her  confidence,  by  saying  that  she 
could  wear  quite  a  high  heel  with  perfect  comfort,  on 
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account  of  her  high  arch,  or  vice  versa  as  the  foot 
may  suggest.  Study  human  nature,  however,  and  be 
careful  that  she  is  not  short,  with  an  ambition  to  be 
taller,  when  you  tell  her  she  should  wear  shoes  with 
low  broad  heels. 

There  is  no  necessity  to  swerve  from  the  truth  in 
order  to  "make  a  sale"  but  see  that  your  suggestions 
are  congenial.  Children  should  be  fitted  in  the  store 
and  narents  should  be  encouraged  to  bring  them.  This 
not  only  insures  a  proper  fit  but  "as  the  twig  is  in- 
clined so  will  it  grow."  A  few  neatly  written  show 
cards  hung  in  conspicuous  places  will  go  far  towards 
doing  away  with  the  approbation  "evil"  such  as  'Tis 
a  feat  to  fit  the  feet,  a  feat  that  we  excel  in"  or  "We 
are  Foot  Fitters,  not  mere  shoe  sellers."  If  there  is 
any  creature  in  the  world  to  be  pitied  more  than  a 
shoe  salesman,  it  is  that  weak-minded  female  who 
cannot  decide  for  herself,  but  must  have  her  sister  or 
her  friend  see  what  she  thinks  of  them.  This  of 
course  means  approbation,  perhaps  after  half  an  hour 
has  been  spent  in  fitting. 

In  granting  approbation,  some  dealers  send  odd 
shoes  only,  to  insure  themselves  against  giving  credit- 
This  rule  applies  chiefly  to  the  retailer  doing  a  strictly 
cash  business.  What  little  approbation  business  we 
do,  is  done  in  a  systematic  way.  Our  teamsters  each 
have  a  "call  book"  and  call  for  all  parcels  that  have 
been  out  for  two  days.  The  customers'  names  are 
written  in  these  books ;  the  date  is  marked  at  the  top 
of  the  page  and  calls  are  made  during  the  morning 
deliveries.  The  salesman  who  received  the  returned 
parcel  signs  his  name  opposite  that  of  the  customer 
and  is  responsible  for  the  goods  being  marked  off.  If 
a  customer  should  dispute  an  article  on  his  account 
as  being  returned  by  the  teamster,  the  call  book  is 
referred  to  and  matters  straightened  out.  While  we 
do  not  have  any  serious  losses  through  approbation, 
it  is  somewhat  of  a  nuisance.  By  following  out  the 
methods  referred  to  we  have  cut  down  a  large  appro- 
bation business  without  offending  customers  or  losing 
trade.  To  do  away  with  the  "evil"  altogether,  retail- 
ers must  co-operate  and  agree  to  discontinue  the  prac- 
tice, making  no  exceptions  whatever. 


Trade  Publications 

"Foot-Prints,"  the  house  organ  of  the  Canadian 
Consolidated  Rubber  Company,  continues  to  improve 
and  increase  in  popularity  with  every  issue.  The  at- 
tractive cover,  an  illustration  of  which  we  produce, 
is  very  favorably  commented  upon.  As  the  name  sug- 
gests, its  pages  are  mainly  filled  with  information 
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about  rubber  footwear,  but  other  rubber  goods  such 
as  hot  water  bottles,  air  pillows,  etc.,  are  mentioned 
as  well.  The  information  it  contains  is  served  up  in 
a  bright  and  readable  style  that  commands  attention 


can  al)^\n  consolidated 
Rubber CoLim'i  i  i  d 


and  is  sure  to  increase  the  demand  for  the  already 
popular  products  of  the  Canadian  Consolidated  Rub- 
ber Company- 

The  Slater  Shoe  Company,  Limited,  of  Montreal, 
have  got  out  a  little  booklet  called  "Slater  Standard 
Orders"  in  which  they  show  samples  of  styles  and 
quote  prices  to  dealers  in  order  to  induce  them  to  take 
a  Slater  Agency.  In  case  no  reply  has  been  received 
from  the  retailer  to  whom  the  above  booklet  has  been 
sent,  it  is  followed  up  with  another  showing  the  pri- 
vileges of  the  Slater  Shoe  Agency  more  in  detail. 
They  are  both  well  planned  and  got  up  and  should  be 
productive  of  a  large  increase  in  Slater  Shoe  stores. 

The  Weston  Shoe  Company  of  Campbellford,  Out., 
have  issued  a  catalogue  showing  eighty-six  different 
spring  styles  in  ladies'  footwear  for  1912.  It  is  very 
concise  in  form  and  for  that  reason  should  be  a  favor- 
ite with  the  busy  retailer. 

The  Worcester  Slipper  Company,  of  Worcester, 
Mass.,  have  issued  a  very  attractive  and  novel  style 
book  entitled,  "Grosvenor's  Firfelt 
Style  Book."  The  outside  cover  is  of 
thick  brown  slipper-felt  and  is  fasten- 
ed to  the  booklet  within  by  a  bow  of 
brown  silk  ribbon.  Colored  illustra- 
tions are  given  of  fourteen  different 
kinds  of  slippers,  together  with  their 
descriptions  and  prices.  On  the  back 
page  twenty-one  samples  of  various 
colored  felts  are  attached.  "Gros- 
venor's Firfelt  Auto  Boot"  is  the  sub- 
ject of  a  small  booklet  issued  by  the 
same  firm.  This  boot  is  a  new  crea- 
tion of  which  the  firm  is  justly  proud. 
Four  samples  of  the  different  kinds  of 
felt  they  are  made  of  are  affixed  to 
the  back  cover  and  enable  the  buyer 


Factory  of  Kaufman  Rubber  Company,  Berlin,  Ont. 


to  see  what  he  is  ordering. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Mr.  Joseph  Little,  shoe  dealer,  of  Lucknow,  Ont,  died 
last  month. 

Mrs.  Cook  has  opened  a  new  shoe  store  at  576  College 
street,  Toronto. 

The  new  shoe  factory  of  Williams  &  Son,  at  Milton, 
Out.,  is  now  in  operation. 

Tuckwell  Bros.,  of  Montreal,  have  registered  to  carry 
on  business  as  rubber  workers. 

R.  N.  England,  of  Israel  England  &  Sons,  tanners,  of 
Knowlton,  Que.,  died  last  month. 

It  is  reported  that  Swift  &  Company  will  erect  a  $500,- 
000  packing  plant  in  Victoria,  B.  C. 

The  shoe  store  of  Mr.  F.  R.  Foley,  of  Bowmanville, 
Ont.,  was  damaged  by  fire  on  January  4th. 

Some  of  the  locked  out  shoemakers  of  Cincinnati,  Ohio, 
have  found  work  in  the  Toronto  factories. 

McMurray's  harness  shop  was  completely  destroyed  in 
the  big  fire  in  Trenton,  Ont.,  on  December  28th. 

Charles  A.  Ahrens  &  Company,  of  Berlin,  Ont.,  have 
recently  added  several  new  machines  in  their  factory. 

It  is  reported  that  fire  damaged  the  saddlery  store  of 
Mr.  W.  Johnston  at  Clinton,  Ont.,  on  December  27th. 

James  Detnare,  a  shoe  merchant  of  St.  Thomas,  Ont., 
died  last  month  from  paralysis.    He  was  56  years  of  age. 

Mr.  W.  F.  Martin,  sales  manager  of  the  Kingsbury 
Footwear  Company,  Montreal,  has  been  on  a  visit  to  Boston. 

Mr.  Howard,  of  Rochester,  N.  Y.,  salesman  for  the  S.  L. 
Agoos  Company,  of  Boston,  was  in  Toronto  last  month  on 
business. 

Mr.  Minister,  of  the  Minister  Myles  Shoe  Company,  of 
Toronto,  was  in  Boston  on  a  business  trip  for  two  weeks 
last  month. 

J.  A.  Reid,  of  the  Hart  Boot  &  Shoe  Com"   Fred- 

ericton,  N.  B.,  was  in  Boston  the  latter  part  of  December 
on  business. 

E.  R.  Allen,  of  the  Boston  office  of  the  Regal  Shoe  Com- 
pany, was  in  Toronto  last  month  auditing  the  books  of  the 
firm's  branch  factory. 

C.  A.  Blatchfeld,  of  the  Murray  Shoe  Comnanv.  Limited. 
London,  Ont.,  spent  the  latter  part  of  December  among  the 
leather  trade  in  Chicago. 

The  Regal  Shoe  Company,  Toronto,  have  set  up  twelve 
new  machines  in  their  stitching  department  to  cope  with 
their  rapidly  increasing  trade. 

Swift  &  Company,  the  big  Chicago  packers,  will  erect  a 
big  storage  plant  in  Montreal  for  the  distribution  of  their 
products,  in  the  near  future. 

W.  V.  Mathews,  general  manager  of  the  J.  &  T.  Bell 
Shoe  Company,  of  Montreal,  was  in  Boston  and  New  York 
on  a  business  trip  last  month. 

T.  H.  Rider,  general  manager  of  the  Canadian  Consoli- 
dated Rubber  Company,  Montreal,  was  in  Toronto  on  busi- 
ness during  the  latter  part  of  December. 

C.  S.  Corson,  traveller  for  the  Regal  Shoe  Company,  re- 
turned to  Boston  the  latter  part  of  December  after  a  very 
successful  trip  through  Western  Canada. 

Kirvan-Doig,  Limited,  Delorimer  avenue,  Montreal,  are 
now  working  on  samples  for  the  fall  trade,  and  will  prob- 
ably have  some  new  lines  to  put  on  the  market. 

Three  new  hotels  are  building  at  Moose  Jaw.  This  is 
good  news  for  the  travellers  who  have  in  the  past  been 
forced  to  wait  three  or  four  clays  for  a  sample  room. 

The  Beardmore  Belting  Company,  Limited,  are  making 
a  large  addition  to  their  premsies  on  Front  street  east,  To- 
ronto, by  taking  over  the  store  to  the  west  of  them. 

The  Robson  Leather  Company,  of  Oshawa,  Ont.,  will 
increase  their  capital  from  $200,000  to  $750,000.  The  new 
shares  are  valued  at  $100  each  and  5,500  will  be  issued. 

C.  W.  Cross,  M.P.P.  for  Edmonton.  Alta.,  is  going  to 
introduce  a  bill  into  the  legislature  this  session,  which  will 


close  all  retail  shops  in  the  province  at  six  o'clock  every 
evening.    It  will  be  called  the  Early  Closing  of  Shops,  Act. 

It  is  reported  that  the  Wingham  Glove  Company  con- 
template erecting  a  new  glove  factory  at  Wingham,  Ont., 
and  that  the  installation  of  machinery  is  being  planned. 

Williams  &  Harlock  have  recently  occupied  the  factory 
in  Brampton,  Ont..  which  was  vacated  by  Williams  &  Son. 
Both  members  of  the  firm  are  experienced  practical  men. 

Dowker,  McTntosh  &  Company,  leather  merchants, 
Montreal,  have  sold  to  the  Page-Hersey  Iron  Tube  &  Lead 
Company  certain  property  in  St.  Ambroise  street  for  $18,000. 

Mr.  James  Tebbutt,  president  of  the  Tebbutt  Shoe  & 
Leather  Company,  has  recently  been  granted  a  patent  on 
his  Doctors'  Antiseptic  Shoe  by  the  United  States  patent 
office. 

The  Relindo  Shoe  Company,  Limited,  of  Toronto,  ship- 
ped a  large  consignment  of  shoes  to  New  Zealand  recently. 
The  Imperial  Export  Company  are  their  agents  in  that 
country. 

Mr.  Henry  Frank,  of  P.  E.  Frank  &  Company,  Limited, 
wholesale  boots  and  shoes.  Front  street  east.  Toronto,  was 
taken  suddenly  ill,  about  the  first  of  the  month,  and  returned 
to  New  York. 

The  Nugget  Polish  Company,  Limited,  took  action  to 
prevent  the  Hasboro'  Rubber  Company,  of  Market  Hasboro', 
England,  using  the  trade  mark  "Nugget"  on  their  rubber 
heels,  but  lost  the  case. 

It  is  reported  that  E.  Leadley  &  Company,  87  Front 
street  east,  Toronto,  will  erect  a  warehouse  and  office  at 
890  Queen  street  west.  The  new  building  will  cost  in  the 
neighborhood  of  $10,000. 

The  B.  F.  Goodrich  Company,  of  California,  have  reg- 
istered in  British  Columbia,  and  will  have  their  office  at 
No.  543  Hastings  street  west,  Vancouver.  This  company 
manufactures  all  kinds  of  rubber  goods. 

The  Camrose  Tanning  Company,  of  Camrose,  A]ta..  has 
been  bought  out  by  Mr.  Frances  Adam,  of  that  place.  Mr. 
Adam,  who  is  making  extensive  additions  and  improvements, 
will  continue  the  business  under  the  old  name. 

The  Berlin  Shoe  Company,  of  Berlin.  Ont.,  has  changed 
the  firm  name  to  the  McKellar  Shoe  Manufacturing  Com- 
pany. Mr.  McKellar,  of  the  Berlin  Felt  Boot  &  Shoe  Com- 
pany, has  become  interested  in  the  new  concern. 

Mr.  George  Cain,  sales  manager  for  the  Miner  Rubber 
Company,  returned  to  Toronto  during  the  latter  part  of 
December,  after  a  business  trip  to  Winnipeg.  He  reports 
trade  in  rubber  footwear  in  the  West  as  brisk. 

Mr.  W.  M.  Angus,  manager  of  the  St.  John,  N.  B.. 
branch  of  Ames-Holden-McCready,  Limited,  has  been  on  a 
visit  to  Montreal.  Mr.  A.  L.  Johnson,  western  manager  of 
the  same  firm,  was  also  in  that  city  early  this  month. 

The  Brandon  Shoe  Company,  of  Brantford,  Canada,  is 
producing  over  2,100  pairs  of  shoes  per  week.  The  com- 
pany plans  to  build  a  two-storey  addition  in  the  spring 
to  its  present  factory,  which  they  have  occupied  but  two 
years. 

George  A.  Slater,  large  Montreal  shoe  manufacturer, 
was  a  recent  host  at  a  hunting  party  in  Canada.  Among 
those  who  were  members  of  the  party  were  George  Q.  Clif- 
ford, of  the  Belcher  Last  Company.  Stoughton.  Mass.,  and 
Mr.  Eaman,  of  the  Barnet  Leather  Company,  'New  York. 

There  are  two  good  openings  for  shoe  stores  in  the 
West,  one  at  Edmonton  and  the  other  at  Medicine  Hat. 
Each  of  these  prosperous  growing  towns  has  only  two  stores 
that  are  exclusively  devoted  to  the  shoe  business.  Here  are 
two  great  chances  for  some  young  men  with  a  little  capital. 

Messrs.  W.  A.  Hamilton.  J.  A.  McLaren,  and  John  A. 
Walker,  have  been  elected  to  represent  the  boot  and  shoe 
trade,  and  W.  D.  Beardmore,  Hon.  E.  J.  Davis  and  C.  G. 
Marlatt  the  tanners,  hides  and  wool  industries  on  the  Con- 
ference Committee  of  one  hundred  of  the  Toronto  Board  of 
Trade. 

M.  F.  Mulready.  superintendent  of  the  Ames-Holden  Mc- 
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Footwear  Compliments 

W.  H.  Adams,  The  Shoe  Man,  Belleville: 

"I  herewith  enclose  subscription  for  "Foot- 
wear in  Canada."  You  have  a  bright,  newsy 
periodical  and  seem  to  touch  essential  points  in 
the  shoe  trade  in  Canada." 

The   Hartt   Boot   &   Shoe   Company,  Limited, 
Fredericton,  N.  B.: 

"We  feel  that  your  magazine,  "Footwear  in 
Canada,"  is  doing  good  work  and  bringing  to  the 
notice  of  the  retail  trade  that  as  good  shoes  can 
be  and  are  made  in  Canada  as  in  any  part  of  the 
world." 

Russell  Bros.,  Fort  William,  Ont. : 

"Enclosed  find  special  subscription  order 
and  one  dollar  covering.  Your  journal  is  al- 
right. We  like  it  and  find  it  helps  us  in  many 
cases.  We  get  some  real  good  suggestions  out 
of  it.    Wishing  you  every  success." 


Cready  Company,  of  Montreal,  was  in  Boston  the  middle 
of  last  month  While  there  he  secured  the  services  of  John 
Fag-en,  formerly  with  the  Peters  Shoe  Company,  to  take 
charge  of  the  making  room  for  the  Ames-Holden-McCready 
Company. 

The  Fogarty  Company,  Limited,  of  St.  Catherine  street 
east,  Montreal,  recently  had  a  most  effective  window  display. 
It  represented  the  interior  of  a  log  cabin,  with  a  camp  fire. 
Hanging  on  the  walls  were  heavy  rubber  and  felt  goods; 
a  method  of  advertising  which  drew  the  attention  of  crowds 
of  people. 

James  Deauchamp,  of  Lynn,  Mass.,  has  accepted  a  posi- 
tion with  the  J.  &.  T.  Bell  Shoe  Company,  of  Montreal,  as 
foreman  of  their  cutting  department.  Mr.  H.  A.  Jones,  who 
has  held  the  position  for  the  past  year,  has  resigned  and 
accepted  a  position  with  the  McElwain  Company,  of  Man- 
chester, N.  H. 

James  Edwards  &  Company,  Limited,  have  been  incor- 
porated with  a  capital  of  $50,000.  Their  head  office  will  be 
in  Toronto,  where  they  will  manufacture  and  deal  in  leather 
goods.  They  are  taking  over  the  'business  now  carried  on 
by  James  Edwards  &  Company.  The  promoters  are  James 
Edwards,  Jr.,  George  Jones  and  S.  F.  McMorran. 

The  second  outbreak  was  on  the  premises  of  Mr.  James 
Robinson,  McGill  street,  who  carries  on  a  very  large  job- 
bing business.  It  occurred  in  the  packing  room  about  foui 
o'clock  in  the  morning,  doing  between  $4,000  and  $5,000 
damage.  Fortunately,  the  premises  are  fitted  with  auto- 
matic sprinklers,  the  water  from  which  extinguished  the 
flames.  The  greater  part  of  the  loss  is  due  to  damage  from 
water. 

The  Hibbard-Stewart  Company,  an  Extra- Provincial 
Company,  with  headquarters  at  Seattle,  State  of  Washing- 
ton, have  been  organized  under  the  "Companies  Act"  in 
British  Columbia.  The  head  office  will  be  at  954  Powell 
street,  Vancouver.  The  company,  which  is  capitalized  at 
$20,000,  divided  into  two  hundred  shares  of  one  hundred 
dollars  each,  will  conduct  a  general  wool-pulling  and  tan- 
nery business. 

In  April  next  the  Marlatt  &  Armstrong  Company,  Lim- 
ited, of  Craig  street,  Montreal,  tanners  and  leather  dealers, 
will  move  into  a  new  warehouse  on  William  street.  It  is 
now  being  constructed,  and  will  consist  of  three  storeys  and 
a  basement,  on  an  area  of  60  feet  by  94  feet.  It  is  to  be  a 
brick  structure,  and  is  being,  built  from  designs  by  E.  &  W. 
S.  Maxwell,  architects.  The  offices  will  be  in  the  front  of 
the  building. 

Mr.  J.  S.  King,  of  the  Relindo  Shoe  Company,  Limited, 
was  in  Washington  and  New  York  during  Christmas  week, 
combining  business  with  pleasure.  He  says  that  from  _all 
indications,  on  the  other  side  of  the  border,  tan  button 
boots  will  have  a  big  run  next  season  and  that  retailers 
are  selling  better  grades  of  footwear  than  formerly.  There 
is  a  greatly  increased  demand  for  Goodyear  welts  in  the 
United  States  as  well  as  Canada. 

The  annual  banquet  of  the  W.  B.  Hamilton  Shoe  Com- 
pany, Limited,  of  Toronto,  was  held  at  the  National  Club 
on  Friday,  December  29th.  The  guests  were  confined  to' 
directors,  salesmen  and  the  office  staff.  Those  present  were 
Messrs.  W.  A.  Hamilton,  C.  B.  Hamilton,  G.  A.  Seccombe, 
W.  A.  Griffiths,  W.  T.  Purvis,  L.  S.  McKindsey,  W.  T.  Ham- 
brook,  R.  B.  Hornibrook,  E.  McConachy,  D.  Henderson,  B. 
McKellar,  J.  E.  Firth,  C.  B.  Campton,  C.  J.  Silver,  J.  Hux- 
ley, C.  H.  Smith,  R.  Roach,  B.  A.  Trites,  W.  H.  Jardine,  Geo. 
Nicholson,  A.  Hatt,  W.  J.  Colson  and  I.  Whitton. 

The  Rannard  Shoe  Company,  of  Winnipeg,  Man.,  held 
their  eighth  annual  banquet  at  the  Royal  Alexandria  on 
Saturday,  December  30th.'  A  private  dancing  room  was  re- 
served for  the  occasion  and  was  prettily  decorated  with 
flowers,  ferns,  etc.  Covers  were  laid  for  twenty-one  guests. 
Mr.  C.  F.  Rannard,  the  head  of  the  company,  gave  a  very 
interesting  talk  on  the  "Winnipeg  shoe  business  in  the 
pioneer  days,  and  the  great  contrast  of  the  business  of  to- 
day." He  said  this  was  the  best  year  of  their  history  and 
thanked  his  efficient  staff  of  employees  for  their  co-opera- 
tion in  the  past. 

J.  B.  Blouin  is  the  name  of  a  new  company,  organized 
in  the  province  of  Quebec.  They  are  licensed  to  carry  on 
business  of  boot  and  shoe  manufacturers  and  dealers  and  to 
manufacture,  buy,  sell  and  deal  in  boots,  shoes  and  leather 
goods  of  all  kinds,  rubbers,  blacking,  varnish  and  other  pre- 
parations for  leather  and  all  other  accessories.  They  will 
acquire  the  good-will,  rights,  properties  and  assets  and  un- 
dertake the  liabilities  of  J.  B.  Blouin  &  Fils.    The  capital 


stock  of  the  company  is  $100,000,  divided  into  2,000  shares 
of  $50  each  and  the  chief  place  of  business  will  be  at  Notre 
Dame  de  la  Victoire,  P.  Q. 

Mr.  Piers  Locke,  for  many  years  connected  with  the 
Montreal  leather  trade,  died  on  Sunday,  December  1,  at  St. 
Lambert,  a  suburb  of  Montreal,  aged  72.  He  retired  sev- 
eral years  ago  from  business,  being  then  a  member  of  the 
firm  of  Black  &  Locke,  Lemoine  street.  Mr.  Locke  was 
born  in  Lockport,  N.  S.,  and  went  to  Montreal  4G  years  ago. 
The  deceased  gentleman  is  survived  by  his  widow,  three 
sons — Ralph,  of  Dufresne  &  Locke,  boot  and  shoe  jobbers, 
Maisonneuve;  Rupert,  who  is  connected  with  the  Algoma 
Central  Railway;  Allan,  of  New  York — and  five  married 
daughters.  The  funeral  took  place  on  Tuesday,  January  2, 
at  St.  Lambert. 

The  Right  Form  Stoe  Store,  260  Yonge  street,  Toronto, 
was  broken  into  by  burglars  on  night  of  December  28th. 
They  entered  through  the  coal-hole  in  the  sidewalk  and 
pushed  open  the  trap-door  leading  from  the  cellar  to  the 
store.  In  opening  this  trap-door,  however,  they  broke  the 
electric  circuit  of  the  Holmes  Protection  Company  and  the 
latter's  watchmen  were  quickly  on  the  scene.  The  burg- 
lars, two  in  number,  had  by  this  time  taken  the  cash  reg- 
ister out  into  the  lane  at  the  back  and  were  engaged  in 
breaking  it  open.  On  the  arrival  of  the  watchmen  they  fled, 
but  one  was  captured.  Nothing  was  missing  from  the  store, 
but  the  cash  register  was  ruined. 

The  Ontario  branch  of  the  Canadian  Credit  Men's  As- 
sociation held  a  meeting  at  McConkey's  restaurant  on  King- 
street,  Toronto,  on  the  evening  of  January  4th.  A  board 
of  governors,  consisting  of  12  members,  was  appointed, 
among  whom  were  Mr.  J.  A.  McLaren,  of  McLaren  &  Dal- 
las, Limited,  Hamilton,  and  Mr.  A.  R.  Clark,  of  A.  R.  Clark 
&  Company,  Limited,  of  Toronto.  The  chief  speaker  at  the 
meeting  was  W.  D.  McPherson,  M.P.P.  His  subject  was 
the  "Bulk  Sales  Act,"  which  he  proposes  introducing  to  the 
legislature  at  the  next  session.  He  said  that  he  had  been 
informed  by  the  Attorney-General  that  the  government  will 
give  it  their  favorable  consideration.  There  are  97  members 
in  the  Ontario  branch  at  present. 

Two  fires,  one  serious  and  the  other  comparatively  small, 
occurred  in  Montreal  boot  and  shoe  buildings  on  Saturday, 
December  30th.  The  first  destroyed  a  considerable  portion 
of  the  factory  of  the  Tetrault  Shoe  Company,  Demontigny 
street,  and  did  $10,000  damage  to  the  building  and  $140,000 
to  stock  and  machinery.  The  fire  started  very  early  in  the 
morning  and  obtained  a  good  hold  before  the  brigade  ar- 
rived. The  windows  were  iron-barred,  and  this  made  the 
work  of  the  firemen  difficult.  Great  damage  was  caused  to 
the  stock  by  water  as  well  as  fire.  The  company  employed 
nearly  400  hands,  and  was  exceptionally  busy  on  orders, 
which  would  have  kept  the  force  going  at  full  pressure  until 
May.  There  was  a  large  stock  of  goods  on  hand,  and  much 
of  this  has  been  destroyed  or  damaged.  The  cause  is  un- 
known, and  the  loss  fully  covered  by  insurance.  The  ma- 
chinery, which  is  leased  from  The  United  Shoe  Machinery 
Company  of  Canada,  is  being  repaired  and  will  be  started 
again  at  the  earliest  possible  moment. 
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General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


British  Columbia 

A.  H.  Ackroyd,  of  Royal  Oak,  has  sold  his  general  store 
to  J.  W.  Pimlott. 

G.  H.  Morris,  dealer  in  boots  and  shoes,  of  Vancouver, 
has  admitted  C.  A.  Crawford  as  a  partner. 

McPhee  &  Kerr,  general  dealers,  of  Abbotsford,  have 
sold  their  Hope  branch  to  the  Hope  Commercial  Company. 

Manitoba 

M.  Shinbane  has  opened  a  general  store  at  Russell. 
Robert  Dunlop  has  opened  a  general  store  at  Prairie 
Grove. 

Berchansky  Bros,  have  opened  a  general  store  at 
Camper. 

Siddle  &  Riddle  have  opened  a  general  store  at  West 
Winnipeg. 

A.  R.  Teitlbaum,  general  dealer,  of  Neepawa,  is  closing 
out  business. 

Wilson  Bros.,  general  dealers,  of  Mowbray,  have  sold 
out  to  J.  B.  Wilson. 

The  Bowsman  Farmers'  Company,  Limited,  dealers  in 
general  lines,  at  Bowsman,  has  incorporated. 

J.  S.  Charleson,  general  dealer,  of  Shoal  Lake,  is  nego- 
tiating sale  of  his  business  to  Thornbeck  &  Scholes. 

Cook  Bros.,  dealers  in  general  lines,  at  Teulon,  have 
dissolved  partnership,  John  Cook  is  continuing  the  business. 

Alberta 

J.  S.  Meek,  general  dealer,  of  Sterlingville,  has  sold  out. 
Melbourne  Reid  has  opened  a  general  store  at  Lake- 
view. 

J.  B.  Douglas  has  opened  a  boot  and  shoe  store  at 
Calgary. 

W.  M.  Carpenter  has  opened  a  general  store  at  Bigstone. 
L.  L.  Morgan,  dealer  in  general  lines  at  Bowden,  has 
sold  out. 

The  Wavy  Trading  Company  has  opened  a  general  store 
at  Strome. 

S.  B.  Brumpton,  general  dealer,  of  Lousana,  has  opened 
a  branch  at  Trenville. 

Caspell  &  Nablo,  dealers  in  general  lines,  of  Calgary, 
have  dissolved  partnership. 


C.  Bradley,  general  dealer,  of  Calgary,  has  sold  out  his 
grocery  stock  to  A.  A.  Fowler. 

Wilson  &  Harrison,  general  dealers,  of  Wheat  Belt, 
have  been  succeeded  by  Fraser  &  Tucker. 

W.  M.  Craig  &  Company,  general  storekeepers,  at  Olds, 
have  been  succeeded  by  a  man  named  Mcllmoule. 

Saskatchewan 

A.  Gunderson  has  opened  a  general  store  at  Kinscorth. 
Rubin  &  Adilman  have  opened  a  general  store  at  Sas- 
katoon. 

The  Liberty  Trading  Company  has  opened  a  general 
store  at  Liberty. 

John  Porter  has  opened  a  general  store  at  Bredenbury. 

Saunders  Bros.,  general  dealers,  of  Grandora,  have  dis- 
continued business. 

A.  H.  Peck,  general  dealer,  of  Viscount,  has  been  suc- 
ceeded by  A.  E.  Allan. 

A  man  named  Eder,  of  Wakefield,  Minn.,  will  open  a 
general  store  at  Denzil. 

Geo.  Whyte,  of  Wapella,  is  reported  to  have  sold  out 
his  general  store  business. 

The  general  store  of  Scollen  Bros.,  of  Denzil,  is  report- 
ed as  being  destroyed  by  fire. 

Flury  &  Rodenberg,  dealers  in  general  business,  at  Mi- 
dale,  have  dissolved  partnership. 

R.  W.  Wilson  has  bought  the  general  store  of  the  Simp- 
son Trading  Company  at  Simpson. 

W.  J.  McCauley  has  purchased  the  boot  and  shoe  busi- 
ness of  Horton  Bros,  in  Moose  Jaw. 

McAllister  &  Nelson,  owners  of  a  general  store  at  Ken- 
nedy, have  sold  out  to  W.  G.  McLaren. 

Scott  &  Company,  general  dealers,  of  Alsask,  have  been 
succeeded  by  The  Alsask  Trading  Company. 

The  Polish  Store,  which  handles  general  lines,  at  York- 
ton,  has  been  taken  over  by  the  Barach  &  Rotstein. 

B.  S.  McKeytenk  &  Company,  general  dealers,  of  She- 
ho,  are  reported  to  be  succeeded  by  Paley  and  Oshauck. 

The  Simpson  Tailoring  Company,  dealers  in  general 
lines  at  Simpson,  has  been  succeeded  by  W.  R.  Wilson. 

David  Hanna  &  Company,  general  store  merchants,  of 
Bounty,  are  reported  to  be  succeeded  by  Greensides  & 
Hanna. 


WANTED — Live  salesman  carrying  a  line  of  women's 
shoes,  to  carry  a  line  of  working  men's  shoes,  as  side  line, 
in  Ontario  from  Niagara  to  Windsor.  Excellent  selling, 
well  advertised  line.  Apply  Box  410,  Footwear  in  Canada, 
Toronto,  Ont.  — 1 


WANTED — Good  live  salesman  to  carry  The  Arthur  A. 
Williams  workingmen's  shoes  from  Winnipeg  to  Alberta,  in- 
clusive. Liberal  terms  to  right  man.  Apply  The  Clark  Shoe 
Company,  Brantford,  Ont.  — 1 

EXPERIENCED  shoe  salesman  now  running  a  suc- 
cessful retail  business,  desires  to  go  on  the  road  again,  and 
would  like  to  make  arrangements  with  a  Canadian  manu- 
facturer. Apply  Box  406,  Footwear  in  Canada,  Toronto, 
Ont.  1-2 

SALESMAN  wanted  for  Western  Canada  to  represent  a 
large  Canadian  company.  Must  have  connection  and  refer- 
ences. Apply  to  Box  375,  Footwear  in  Canada,  Toronto, 
Ont.  TF 

FOUR  complete  sets  of  McKay  Patterns  and  Dies,  on 
up-to-date  lasts  for  making  Oxfords,  Blucher  Bals  and  But- 
tons, all  in  good  condition.  For  full  particulars  apply  Slater 
Shoe  Company,  Limited,  105  Latour  Street,  Montreal. 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 
Distinctive  Designs     -     Steel  and  Brass  Dies 


T.  J.  EDWARDS,  119  Summer  St.,  Boston,  Mass.  U.S.A. 


ATTENTION  ! 

All  Shoe  Manufacturers 

Just  what  you  have  been  looking  for 

The  Cello  Stain  Hollow  Forms 
and  the  Satinette  Forms 

Made  in  25  different  shades — vary- 
ing from  Baby  Blue  to  Light  Pink. 

LYNN  LAST  CO. 25£™  LYNN,  MASS,  U.S.A. 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


Manufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  1 3  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather — a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY  LIMITED 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized    strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


HEELS  and  TOP  LIFTS 

Compressed  Compressed  and  Non- 

Compressed 


High    Class  Workmanship 
The  Best  of  Material 
Prompt  Delivery 


It  Will  Pay  You  to  Submit 
Samples  and  Get   Our  Prices 


Jackson  &  Dowdell 

122  Adelaide  Street  West 

Toronto 


IN  CANADA 

INDEX  TO  ADVERTISERS 


Ames-Holden  McCready    3 

Ahrens  &  Company,  Charles  A    51 

Buffalo  Shoe  Company    g 

Boot  &  Shoe  Workers'  Union    49 

Beardmore  &  Company    53 

Brockton  Die  Company    59 

Canadian  Consolidated  Rubber  Company    16-17 

Chicago  Tanning  Company    50 

Commercial    51 

Cote,  J.  A.  &  M   54 

Clatworthy  &  Son    54 

Canadian  Blacking  &  Cement  Company    54 

Dominion  Die  Company    51 

Elmira  Felt    15 

Edwards,  T.  J   46 

Flanders  Manufacturing  Company    53 

Fortuna  Machine  Company    53 

Getty  &  Scott   2 

Great  West  Felt  Company   '.  19 

Gutta  Percha  &  Rubber  Manufacturing  Company   64 

Hurlbut  Company    57 

Humberstone  Shoe  Company    61 

Jackson  &  Dowdell    48 

Kaufman  Rubber  Company    10-11 

Kimmel  Felt    14 

Klipstein  &  Company,  A   48 

Lawrence  Leather  Company,  A.  C   7 

Law  Union  &  Rock  Insurance  Company    54 

Lynn  Last  Company    46 

Miner  Rubber  Company    1-6 

Moore  &  Sons  Company,  B.  N   50 

Moore  Bros   48 

Nugget  Polish   Company    18 

Plessisville  Leather  &  Shoe  Company    61 

Peters  Manufacturing  Company    62 

Robinson,  James    8-9 

Rice  &  Hutchins    12-13 

Rigg  &  Company    47 

Shoeman,  The    51 

Sisman  Shoe  Company    52 

Standard  Engineering  Company    56 

Telbutt  Shoe  Company    20 

Toronto  Brass  Manufacturing  Company    50 

Taylor  Manufacturing  Company    52 

United  Shoe  Machinery  Company    4-55-58-60 

Worcester  Slipper  Company    56 

Woodward  &  Wright    57 

Williams  Shoe  Company    57 

Wright  &  Company,  E.  T   62 

Walton  &  Company,  A.  G   63 


MOORE  BROS 
TOP  LIFTS 

Condensed  and  Non-Condensed 

Send  sample  lifts  and  patterns  and  get  our  figures. 

DO  IT  NOW. 

77  Derby  Street     -    -    SALEM,  Massachusetts 

Canadians  visiting  Salem  arc  always  welcome  to  our  plant. 
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Mr.  Shoe 
Manufacturer 


l|  Industrial  peace  and  uninterrupted  production 
are  promoted  by  shoe  manufacturers  operating-  un- 
der a  Union  Stamp  Arbitration  Contract. 

€]J  The  Union  Stamp  is  a  selling  factor,  the  in- 
fluence of  which  is  equivalent  to  the  work  of  one  or 
more  road  salesmen,  according  to  the  amount  of 
territory  covered  by  the  manufacturer.  Wages  are 
fixed  upon  a  competitive  basis  ;  the  volume  of  out- 
put is  largely  increased  in  every  Union  Stamp  fact- 
ory, thereby  reducing  manufacturing  fixed  charges 
and  giving  employees  more  weeks  work  in  the  year. 

CJ  The  Union  Stamp  js  the  emblem  of  peace,  which 
means  more  business  even  in  dull  times. 

C[  Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.  S.  A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE.  Sec.-Treasurer 


.WORKERS  UNION, 


UNION/flSTAMP 


Factory 


5° 
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1st.  Thi  3  is  a  new  leather.  It  is  actually  the  most 
durable  leather  ever  made.  It  is  a  new  tannage,  ex- 
tremely strong  and  serviceable.  It  is  used  in  place 
of  calf  and  cowhide. 


NEW 

2nd.  At  the  extreme  high  price  of  calf  and  cow- 
hide the  leather  is  very  attractive  to  the  shoe  man. 
It  is  very  low  in  price,  10,  12,  14c,  per  foot,  and  of 
far  better  cutting  value  at  4c  per  foot  less  price. 

VAMP-STOCK 

3rd.  The  first  man  who  saw  it  ordered  500  dozens. 
We  are  starting  a  new  factory  to  make  this  leather 
exclusively,  as  our  present  factories  are  run  to  their 
capacity  on  our  Glove  Kid,  and  Colored.  Russia  64. 
So  if  you  want  something  of  this  kind  ask  for  dull 
RUSSIA  No.  5. 

BEST 

4th.  It  has  a  beautiful  dull  finish  and  can  be 
used  as  a  mat  topping  or  in  place  of  satin  or  cowhide 
for  vamp  work.  The  grain  is  extremely  fine,  even 
more  so  than  these  other  two  leathers. 


EVER  MADE 


B.  N.  MOORE  &  SONS  CO. 


150  Nassau  St. 
NEW  YORK 


BOSTON,  MASS. 


633  Plymouth  Court 
CHICAGO 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccas  ns 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shoes,  Tanned 
so  as  to    Wear    Well  and   Stand    Hard  Usage. 


FRASER  RIVER   TANNERY,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents :  CHICAGO  TANNING  CO. 

MONTREAL,  QUE.,  59  St.  Peter  Street 


1  IU<  IAG0 
L30  \v.  Michigan  St. 


NEW  YORK 
:il  Spruce  St. 


BOSTON,  MASS.  GLOVERSVILLE,  N.Y.  ST.  LOUIS,  MO. 
128  Summer  St.  11  C'ayailutta  St.  HI!)  K.  Eighth  St. 


Store  Service  Ladders 


Easy  running,  well-made  and  finished  in  the  desired  color  of 
woodwork. 

Prices  Reasonable 

Window  and  store  display  fixtures. 

They  are  made  in  brass,  nickel  and  oxydized  metal, 
in  every  style  required,  and  range  from  the  simplest 
single  stand  to  a  complete  outfit  for  a  whole  window. 


We  should  like  to  send  you  our 
catalogue  or  submit  designs  for 
your  special  requirements. 


Toronto  Brass  Manufacturing  Co. 

17-21  Temperance  St.,  Toronto 
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"  Sell  to  your  trade  honestly 

made  SOLID  LEATHER 

SHOES  AND  YOU  WILL  SOON  HAVE 
A  TRADE  YOU  CAN  HOLD." 

OUR  SHOES   ARE  GUARANTEED 

SOLID  LEATHER,  BEING 
made  up  to  a  standard,  not 
down  to  a  price.  that's  why 
we  hold  our  trade. 

Try  a  few  of  our  trade- 
holding  LINES  AND  BE  CONVINCED. 
REMEMBER  WE  MANUFACTURE  ALL 
SIZES  FROM  CHILDREN'S  TO  MEN'S; 
ALSO  SLIPPERS. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.  S.  A. 


OUR  NEW  HOME 


Improved  Accomodations 

Improved  Machinery 

Improved  Methods 
and  we  hope 
Improved  Acquaintance  With  You 

ALL  WORK  WARRANTED 

Dominion  Die  Company 

321  Aird  Ave.  MONTREAL,  P.  Q. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  Introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes— there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


CtttJUL  TBADE  NEWSPAPEjC^rWo  OFUJU  WMIj, 

Over  29  years  in  its  field. 

"CANADA'S    GREA  TEST   TRA  BE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising-  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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Comfortable 
Shoes 

The  major  portion  of  your  customers  prefer  a 
solid  leather  comfortable  shoe  to  something  ex- 
treme  and  uncomfortable. 

We  make  our  shoes  to  fit  the  feet  and  give 
honest  wearing  value  for  your  honest  money.  It 
pays  to  carry  "  Everyday"  Shoes. 

The   T.  SISMAN   SHOE    COMPANY  Limited 

AURORA,  nOTARIO 


Taylor-made  Interchangeable  Window  Fixtures 

$15.00 
THE TRADE  WINNER 

Note  the  Slotted  Card  Holder 

Brighten  Up  Your  Windows. 
Show  Your  Goods  to 
Advantage. 

23  GUARANTEED 
FIXTURES  $15.00 


Made  from  selected  genuine 
oak,  golden  oak  finish;  ten 
individual  stands,  different 
heights ;  twelve  two-pos- 
ition heel  rests;  will  display 
29  single  shoes  or  58  shoes 
in  pairs.  Right  for  any 
stove. 

PROMPT  SHIPMENT 

SEND  US  YOUR  ORDER 

The 

Taylor  Mfg.  Co. 

82  Queen  Street  North 
Hamilton,  Ontario. 
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Why  Should  You  Use 
"Acton"  Mat  Calf? 

Because 

We  intend  to  make  this 
name  stand  for  the  'Best' 
in  Mat  Calf. 

We  are  constantly  im- 
proving the  leather. 

There  is  no  fluctuation 
in  the  different  selections. 

It  cuts  with  a  minimum 
of  waste. 

It  has  that  dull  "fast" 
black  smooth  silky  finish. 

Let  us  send  you  a  sample  lot 

Beardmore  &  Co. 

TANNERS 

Toronto      Montreal  Quebec 


Does  it  pay  to  wait  on  two 
customers  at  once? 


Yes!  if  you  use  the 

'Shilling  Adjustable  Display  Rack" 

The  only  way  to  show  Men's, 
Women's  or  Children's  Hosiery. 

Write  Dept.  F 

A.  F.  Flanders  Mfg.  Co. 

Bridgeburg,  Can. 

"  MADE  IN  CANADA." 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


5  1 
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"Yamaska  Brand" 

and  Big  Profits. 


'•  Yainaska  Brand  "  are  well  made 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  hack- 
hone  of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE  St.  Hyacinthe,  Quebec 


Law  Union  &  Rock 
Insurance  Company 


Limited 


of  London,  England: 


Head  Office  for  Canada : 
112  St.  James  Street,  MONTREAL 


Employers' 

Liability 

Insurance 


ENQUIRE  FOR  OUR  TERMS 

Wm.  D.  Aiken,  Accident  Superintendent 


Instal 
Bicycle  Step 
Ladders 

and  double  your  shelf 
space. 

We  make  them  to  run  on 
shelf  or  floor  as  desired — 
and  finished  to  suit  color 
of  woodwork. 

Write  for  our  191 2  Sup- 
plement showing  new 
lines  in  square  design 
shoe  stands — if  interested 
in  running  ladders  ask 
for  large  catalogue  No.  8. 

Our  Brushed  Brass  shoe 
stands  are  unexcelled. 

Clatworthy  &  Son,  Limited 

Makers  High  Grade  Store  Equipment 
161  King  Street  West,  TORONTO,  ONT. 


Tan    Clarified    Wax    Friction  Dressing 

The  only  dressing  of  its  kind  that  does  not  smut,  perfectly  transparent 
and  wdl  not  color  the  stitching.    A  trial  will  convince  you  of  its  merits. 

I.  X.  L.  Bleach 

Produces  perfectly  white  bottoms,  making  possible  fine  uniform  finish. 

we  also  make  Easybright  Edge  Ink  1  sett   Easyblack  Edge  Ink  2  sett   Diamond  Shine  Shank  Ink 

Waxes,  Stains,  Bottom  Polishes  and  a  full  line  of  Channel,  Sole  Laying,  Levelling  and  Chrome  Folding  Cement 

We  will  Demonstrate  our  Goods  in  any  factory 

Canadian  Blacking  &  Cement  Co.,  Hamilton,  Canada 


FOOTWEAR    IN  CANADA 


55 


Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking' 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving-,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming",  Breasting",  Scouring  and  Finishing" 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing  Buff- 
ing" and  Skiving  Machines  ;  Gem  Insole  Machines,  Eyeletting" 
Machines  ;   Eyelets,   Shanks,   Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


Lagauchetiere  and  St.  Monique 


Montreal,  Que. 
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Grosvenor's  "  Firf elt "  Specialties 


Felt  House  Shoes  and  Slippers 
Auto  and  Carriage  Boots 


SEND  FOR  CATALOGUE  F 


WORCESTER  SLIPPER  COMPANY 

J.  P.  GROSVENOR,  Proprietor 

Boston  Office,  530  Atlantic  Avenue.         370  Park  Avenue,  WORCESTER,  MASS. 


SHOE  REPAIRERS     Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point  which  makes  a 
high-class  machine,  the  SUPREM- 
ACY of  the  "Standard  "  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Leicester  -  England 
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So-Qosy 

Soft  Sole  shoes  please  the  eye,  fit 
the  foot  and  produce  quick  sales. 

They  are  made  from  the  best  mat- 
erial and  possess  excellent  wearing 
qualities. 

YOUR  JOBBER  WILL  SUPPLY  YOU. 


HURLBUT  C°Li™ 

PRESTON.  CANADA 


SOFT  SOLE  SPECIALISTS 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "  Woodright "  Lasts 


Over  50  years  experience  in  producing  "WOOD- 
RIGHT  "  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  else. 

"WOODRIGHT"  original  styles  always  fit  perfectly.- 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT.' 

Play  safe,  specify  "WOODRIGHT"  lasts  to  your 
manufacturer. 

"  WOODRIGHT "  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
213  Essex  Street,  and  look  over  some  new  models, 
"WOODRIGHT." 


WOODARD  &  WRIGHT 

Brockton,  ( Campeiio )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


WILLIAMS 
MADE 


After  all  has  been 
said,  the  final  test  of 
a  shoe  is  its  WEAR~ 

ING  QUALITIES. 


VERY  good  method  of  construction 
VERY  practical  style 
VERY   good  material 
MBODIED  in  WILLI AMS  SHOES 


Retailers  desiring 
to  have  good  sellers 
will  do  well  to  ask 
their  jobber  for  the 

WILLIAMS 
SHOE 

The 

Williams  Shoe  Co, 

Limited 

Brampton,  Ontario 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad  just- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 


Lagauchetiere  and  St.  Monique  Streets 

244  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

492  St.  Valier  Street,  QUEBEC 
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Our  business  lives  on 
the  Sole  of  Honor,  and 
when  you  want  to  "  Die" 
remember  us,  for  our 
dies  cut  in  the  same 
straight  way  that  we  do 
business. 


A  Few  Reasons  Why  Shoe  Man- 
ufacturers Should  Use  Our  Dies 

First — We  wish  to  say  that  none  but  the  best  skilled  workmen  can  occupy 
room  in  our  factory. 

Second — We  have  grown  to  the  point  where  it  is  possible  for  us  to  make 
every  workman  a  specialist,  thus  doing  away  with  the  "tinker,"  or,  the  man 
who  is  a  "jack  of  all  trades  and  master  at  none." 

Third — A  foreman  over  each  department  watches  the  work  closely  as  it  passes 
through  the  process  of  manufacture,  and  when  completed  each  Die  is  thor- 
oughly inspected  by  an  expert  before  being  shipped. 

Fourth — Every  detail  in  the  manufacturing  of  our  Dies  is  under  a  perfect 
system,  and  to  insure  quick  and  prompt  delivery,  the  date  of  shipment  to  be 
made  on  each  order  is  plainly  marked  on  our  factory  card  that  follows  the 
Dies  through  the  works  until   shipped,  and  our  instructions  are  imperative. 

Fifth — Being  without  question  the  largest  manufacturers  of  Cutting  Dies  and 
consequently  employing  the  largest  force  of  workmen,  enables  the  buyer  of 
Dies  to  have  perfect  confidence  in  placing  large  rush  orders  with  us. 

We  do  not  claim  to  be  infallible  but  we  do  claim  to  make  the  best  DIES  that 
skilled  workmanship,  best  material  and  a  perfect  system  can  produce,  and 
every  die  that  goes  through  our  works  is  guaranteed  in  every  particular. 

A  TRIAL  ORDER  PROVES  EVERY  CLAIM 

Brockton  Die  Company, 

Main  Offices:   BROCKTON,  MASS. 


Inc. 


Factories : — Brockton,  Mass. 


Haverhill,  Mass. 


Chicago,  111 


6o 


FOOTWEAR    IN  CANADA 


Protects 
the  Whole  Shoe 


Metallic    Heels    and  Counters 

(Made  of  Steel) 

Afford  the  best  kind  of  protection  for  all  shoes  which  are  subjected 
to  the  roughest  kind  of  wear.  There  can  be  no  running  down  at  the 
heel  or  broken-down  counters  where  they  are  used.  They  do  not 
add  to  weight,  but  increase  the  wear  and  satisfaction  many  fold. 

We  shall  be  very  filad  to  send  full  and  complete  information,  upon  request. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

244  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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Sewn  With  a  Lock-stitch 

The  "Non  Rip"  sandal  is  sewn 
on  the  Goodyear  Rapid  Stitcher 
with  a  six-ply  linen  thread  and 
a  lock  stitch. 

The  Special  features  make  our 
sandal  the  strongest  on  the  mar- 
ket. The  "Non  Rip"  sandal  will  stand  all  kinds  of  wear 
and    rough    usa^e    because    "  THEY    CAN'T  RIP." 


If  your  jobber  does  not  handle  them,  you  will  confer  a 
great  favor  upon  us  by  sending  his  name  and  address 

Humberstone  Shoe  Co. 

Long  Distance  Phone  84 


Humberstone, 

Ontario 


Our  New  Home  s 

is  fully  equipped  with  most  im- 
proved machinery  to  supply  you 
with  leather. 

Velor  Kip    Box  Kip   Mat  Kip 
and  Split  Glove  Chrome 
Tanning. 


Til  Pi  ii  u  ir  r 


m  ri  81  as  is 

m  ii  ii  n  ii 


Red  Tip 


Kangaroo     *     Chromaline  Split  for  Collars  and  Shoes 
Hemlock  Bark  Tan 


Write  us  for 
Prices 


OUR  SPECIALTY  -  HEAVY  WORKING  SHOES 


Mail  orders  given 
prompt  attention 


The   Plessisville   Leather   &   Shoe  Company 

PLESSISVILLE,  P  .Q. 
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Seen 

These 

SHOE  / 

Two 

/ 

Shoes 

GOINSUM  LAST 

PLAZA  LAST 

Shoes  such  as  these  sell  quickly — pay  a  good  profit,  and  nail  customers  to  your  store. 
Permanency  to  trade  is  what  every  retailer  wants,  and  "  Just  Wright  "  Shoes  encourage  it. 
These  two  new  lasts  will  sell  like  "  hot  cakes." 

Be  sure  that  you  see  the  "  Plaza  "  and  "Goinsum"  and  also  be  sure  YOU  give  us  an  order. 

E.  T.  Wright  &  Company  (Incorporated) 

Rockland,  Massachusetts 


Per  Sq.  Foot 
Waterproofed 


White  Corkscrew.  Silk  Finished 


36  inches  WIDE. 


50c.  per  yard. 


Terms  7  10 


This  Rich,  Lustrous,  Silk  Finished,  White  Corkscrew  Cloth  has  been  made  water  repellent  by  the  new  Am- 
erican Process.    It  is  a  World  Beater.    Hold  it  in  one  hand  and  pour  a  tumbler  of  water  over  it. 

Please  don't  misunderstand  us,  however.  Don't  think  that  we  recommend  this  Cloth  in  place  of  Rubber 
Boots  or  Tin  Roofs.  What  we  mean,  is,  that  this  Cloth  is  Water  Repellent.  That  it  can  be  Scrubbed  with  Soap 
and  Water.    That  it  can  be  cleaned  easily.    That  an  ordinary  Shower  will  not  put  the  Shoe  out  of  business. 

This  new  Silk  Finished  White  Corkscrew  Cloth  has  been  planned  for  Shoes.  Please  note  the  peculiarly  in- 
terlocked, intertwisted,  strands  of  warp  and  weft.  It  is  the  toughest,  strongest  Cloth  of  its  weight.  It  is  the 
slowest  weaving  cloth  in  the  industry, — Loom  can  weave  only  one  piece  per  week..  Big  Shoe  Factories  have 
used  this  White  Corkscrew  Cloth  for  a  year.  We  have  the  remarkable  record  of  never  having  received  a  single 
complaint  or  claim.  From  present  indications  this  will  be  the  biggest  selling  White  Shoe  Cloth  ever  known  >n 
the  Trade. 

We  will  Back  this  White  Corkscrew  Cloth,  in  our  Factory,  on  Standard  Drill, — Cemented, — for  I8V2C.  per 

yard. 

We  have  other  White  Cloths  that  are  Waterproofed.  Our  artificial  Buck, — Waterproofed, — at  65c.  per  yard 
is  a  Wonder.    Sample  half  yard  FREE  on  request. 


NEW  YORK 
31  Union  Square 


PETERS  MFG.  CO. 


BOSTON 
43-53  Lincoln  St. 
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WALTON  SHOE 


FOR   BOYS  AND  GIRLS 

MADE  FOR  THE  RETAILER 


Entire  Product — over  5,000,000  pairs  per  year  sold  in  United  States  and  Canada 

SOLID   LEATHER  THROUGHOUT 

Full    Length  Vamps 
One    Piece  Innersoles 
One    Piece  Counters 

IMMEDIATE  SHIPMENT 

Stock  complete  in  all  sizes 

Over  500,000  pairs  ready  for  shipment 

Your  order  can  be  shipped  the  same  day  it  is  received.    Send  for  Catalogue. 

A.  G.  Walton  &  Co.,  Boston,  Mass. 
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1911 

was  a  big  year  in  the  sales  of  Maltese 
Cross  Rubbers,  but  there  are  reasons 
for  thinking  that  more  people  than 
ever  will  be  wanting  to  buy  them  in 

1912 

MANUFACTURED    SOLELY  BY 

The  Gutta  Percha  &  Rubber  Mfg.  Co. 

OF  TORONTO,  LIMITED 

Head  Offices :  47  Yonge  Street,  TORONTO,  CANADA. 

Branches:   Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver;  Sydney,  Melbourne  and  Perth,  Australia 

(  NOT    IN    ANY  TRUST) 


Toronto,  February,  1912 


Rubb  e  r 
Footwear 


"Miner"  and 
"Shefford"  Brands 


Made  in  a  Plant  Noted  for  High  Efficiency  by  expert  workmen  "First  Because  They 
and  careful  supervision.  Are  The  Best" 

What  has  "MADE  GOOD"  for  others  is  sure  to  make  good  for  you. 


MINER    MEANS  MERIT 


The  Miner   Rubber  Company 


Head  Office  and  Factory 
GRANBY,  QUE. 

(also  see  page  6.) 


Limited 


Ontario  Branch 
93  to  99  Spadina  Avenue,  TORONTO 

(not  in  any  trust) 
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Specialization 

has  been  the  keynote 

of  our  Success 


Consider  the  importance  of  quality 


Consider  the  result  of  years  of  experience 
in  manufacturing— 

And  Realize  the  importance  of  dealing  with 
a  Specialist  in  the  manufacture  of 
Special  Shoes. 


"Classic"  Shoes 

FOR  MISSES  AND  CHILDREN 

are  high  class  in  design,  supreme  in  quality  and  are  properly 
priced. 

We  have  specialized  on  them  for  years,  therefore  give  our  custom- 
ers the  advantage  of  our  experience. 

The  productions  of  our  factory  are  essentially  articles  of  quality 
and  their  stylish  well  made  appearance  where  quality  is  desired 
will  command  a  ready  sale. 

Getty  &  Scott,  Limited 

GALT,  ONTARIO 
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Ames  Holden  McCready 

Footwear  that  Sets 
the  Pace 


BELOW  are  a  couple  of  snappy  cuts  from  our 
Spring  .Catalogue. 


A  full  range  of 

high  grade  med- 

ium   and  staple 

boots  in  stock  all 

the  time. 

We  are  sole  agents  for  the  far  famed 

Kimmel  Felt  Footwear 

The  best  ever  made, 

also  , 

Pioneer  Oil  Tan  Packs 

and  all  the 

Best  Brands  of  Rubbers 
"  GRAN  BY  "  "  MAPLE  LEAF  "  14  DOMINION 

"  ANCHOR  "  44  CHALLENGE  " 


Ames  Holden  McCready,  Limited 

MONTREAL  TORONTO  ST.  JOHN,  N.B. 

WINNIPEG  CALGARY  EDMONTON  VANCOUVER 
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Years  and  Years 
of  Hardy  Careful  Study  Have  Made 

The  Educator  Shoe 


The   Shoe   for  the    Dealer  who   wants  to   make   his  profits 

from  performing  a  real  ser- 
vice to  the  community.  It 
is  built  on  natural  lines, - 
thereby  appealing  to  the 
common-sense  of  the  Can- 
adian people.  This  shoe 
will  stand  your  highest 
guarantee,  for  only  the 
best  of  materials  are  used 
in   its  manufacture. 

The  "  EDUCATOR  SHOE  is  Made  for  Every  Member  of  the  Family 

LET    US    TELL   YOU   MORE    ABOUT  IT 


Educator. 

6H0E(D 


RICE  &  HUTCHINS  Incorporated 

20  High  Street,  Boston,  U.  S.  A. 

World  Shoemakers  for  the  Whole  Family 
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To  the  Shoe  and  Leather 

Trade  :« 

We  call  the  attention  of  the  trade  to  the  fact  that  we 
are  the  original  and  only  manufacturers  of  Nubuck 
Leather.  It  is  our  invention.  We  spent  our  time  and 
money  perfecting  it,  introducing  it  and  advertising 
it  extensively  to  shoe  manufacturer,  shoe  wholesaler, 
and  shoe  retailer.  It  has  become  deservedly  popular 
and  well  known  throughout  the  corntry,  not  only 
because  it  is  a  new  thing  in  leather,  but  because  of 
its  downright  merit. 

Because  of  its  merit  and  its  popularity  it  is  necessar- 
ily being  imitated,  but  the  imitations  are  not  Nubuck 
nor  can  they  be  represented  or  sold  as  Nubuck. 

For  the  protection  of  those  who  are  buying  Nu- 
buck, and  for  our  own  protection,  we  shall  prevent 
by  legal  action  the  unlawful  use  of  this  trade-mark 
name,  and  we  warn  the  trade  accordingly. 


A.  C.  Lawrence  Leather  Co. 

95   SOUTH    STREET,  BOSTON 


NEW  YORK  CITY,  621  Broadway 
CINCINNATI,  O.,  632  Sycamore  St. 
GLOVERSVILLE,  N.Y.,  50  So.  Main  St. 


If  in  doubt,  send  sample 
to    o\w  laboratory 
for  identification 


CHICAGO,  ILL.,  180  N.  Franklin  St. 
ST.  LOUIS,  MO.,  705  Lucas  Ave. 
ROCHESTER,  N.Y.,  605  Powers  Bldg. 
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Rubber 


Footwear 


'First  because  they  are  best.' 


"Miner"  and  "Shefford"  Brands 


The  first  of  March 
marks  the  opening  of  season 
191 2-1 3  for  Miner  and 
Shefford  Brands  of  rubber 
footwear. 


Representatives  of  our 
numerous  selling  agencies 
will  call  on  you  on  or  about 
this  date  with  a  complete 
range  of  samples. 


Inspect  these  samples 
and  note  our  prices  before 
placing  your  order. 


Our  prices  and  terms 
will  induce  you  to  place 
your  fall  order  with  us. 


Quality  and  style  equal 
to  the  best  and  deliveries 
guaranteed  on  all  orders 
placed  before  May  1st. 


Wait  until  you  have 
seen  the  "Miner" 
Samples  and  Prices  for 
Season  of  1912-13,  then 
place  your  order  for 
Rubber  Footwear. 


The  Miner  Rubber  Company 


Limited 


Head  Office  and  Factories 
GRANBY,  QUEBEC. 


Ontario  Branch 
93  to  99  Spadina  Ave.,  TORONTO 


Stocks  also  cakbied  at 

MONTREAL   QUEBEC    HAMILTON    LONDON    WINNIPEG    CALGARY    EDMONTON   ST.  JOHN,  N.  B. 
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Buffalo  Wont-Leke  Shoes 


A  281  Lined  or 
Unlined 

The 
Plowman 

Introductory  Price 

$3.00  per  pair 

F.  O.  B.  Buffalo. 
3  per  cent  1 0  days. 


Stouter  than  the 
shoes  your  fath- 
ers used  to  make 
and  wear. 

In  stock  in  D,  E 
and  E  E. 


You  shoe  dealers  in  the  wheat  country  ought  to  sample  this  one.  With  every  order  for  one  dozen  pairs  or  more  a 
dissected  shoe  will  be  included,  showing  the  wonderful  construction  and  materials.     This  demonstration  is  irresistible. 


SHAPE 

FLEXIBILITY 


COMFORT 


WEIGTH 
SMOOTHNESS 


H 


N 
I 

S 
H 

o 


(4)  SLIPPERINESS 

PROTECTION 


The  processing  of  Niagara  mineral 
tanned  sole  leather  is  a  secret  method 
which  prevents  slipperiness  when  wet. 
The  only  mineral  tanned  sole  leather 
which  is  not  slipperier  than  bark  tannage. 
Samples  of  Niagara  Sole  leather  mailed 
on  request.  The  heels  on  Buffalo 
Wont-Leke  Shoes  are  made  from  ab- 
solutely solid  leather  one  piece  lifts. 
Money  can  buy  no  better. 


TEMPERATURE 
LIQUIDS 


PROTECTION 


SLIPPERINESS 

ROUGHNESS 


Send  for  our  Catalog  to-day 


Buffalo  Shoe  Company 

Offices  and  Warehouse:   BUFFALO,  N.  Y. 

Factory  :    East  Pepperell,  Mass.  Tannery  :   920  Seneca  Street,  Buffalo 
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YOUR   FELT   TRADE   FOR  1912 

Will  Depend  upon  the  Brand  you  carry. 

BERLIN  BRAND 

Is  the  FIRST  and  BEST  KNOWN  in  Canada. 

The  workmanship  is  superior  in  every  respect. 

The  high  priced  wools  used  are  the  finest  obtainable. 

The  process  of  thickening,  pressing  and  coloring  assures  highest  quality, 
maximum  service  and  non-fading  colors. 


Highest 
Grades 


The  samples  carried  by  our  travellers  are  the  most  complete  ever  shown 
to  the  trade. 

In  addition  to  the  regular  line  of  "BERLIN"  BRAND  Felts,  a  specially 
attractive  assortment  of  Slippers,  also  Lumbermen's  Knitted  Socks  are 
being'  shown. 

We  are  exclusive  selling  agents  for  "BERLIN"  Brand,  our  traveller  is 
now  in  your  section,  if  he  hasn't  called  write  us  at  once. 

PLACE  YOUR  ORDER  EARLY  AND  INSURE  PROMPT  SHIPMENT 

Canadian  Consolidated  Rubber  Co. 


Sales  Branches : 


LIMITED. 


ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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"BERLIN"  WARM  FELT  FOOTWEAR 


A  few  styles  from  the  1912  Samples 


A  Brand  New  Line.    RUG  TOP  AND  PATTERN  FELT  SLIPPERS 


A  Treat  to  the  Feet.    "KOSEY  KORNER"  FELT  BEDROOM  SLIPPERS.    Soft  Padded  Soles. 


If  you  have  not  seen  this  line,  it  will  pay  you  to  do  so. 
Exclusive  Selling  Agents 


Canadian  Consolidated  Rubber  Co. 

Limited 

Place  Your  Order  Early  and  Avoid  Late  Shipment.  Twenty-Six  Branches  throughout  Canada 


I  0 
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The  leather  innerheel  and  counter  as  shown  in  cut  has  been 
thoroughly  tried  out  this  past  season  by  dealers  from  the  Atlantic 
to  the  Pacific. 

These  dealers  are  unanimous  in  stating  that  it  is 

The  Most  Important  Improvement 
in  Rubber  Footwear  of 
recent  years. 

It  evens  up  the  wear  between  the  heel  and  ball,  and  gives  the 
additional  service  to  the  purchaser  which  means  to  you  a  satisfied 
customer,  and  more  business,  with  better  profits. 

More  New  Features  for  1912. 

Yours  truly, 

The  Kaufman   Rubber  Company, 

Limited 

Berlin      -  Canada 
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The  Secret  is  in  the  Buying 
Not  the  Selling  t^ 


Buy  the  good  selling  line  which  will  give 
satisfaction. 

Then  is  your  stock  kept  moving  and  up- 
to-date. 

You  are  also  saved  the  trouble  of  pushing 
poor  out-of-date  goods. 

The  latter  makes  hard  unsatisfactory  labour 
and  injures  your  business. 

The  former  makes  light  interesting  work 
and  increases  your  trade. 

To  buy  right  is  a  simple  matter — you  have 
a  line  right  here  before  you  which  is  guar- 
anteed by  the  makers  to  give  satisfaction— 
every  sale  of  a  "McDermott"  will  make  a 
pleased  customer. 

Our  latest  designs  in  Colonials,  Two-Straps 
and  Pumps  show  particularly  new  and  ad- 
vanced styles  and  merit  your  attention. 

They  are  made  to  suit  the  requirements  of 
the  coming  season  and  will  secure  the  trade. 


Your  interest  isto  look  at  our  lines — Your  opportunity,  to  stock  them 

The  McDermott  Shoe  Company 

Womens  Shoe  Specialists,  Montreal 
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JAMES 


ROYAL  BRAND 


DAINTY  MODE 


KANT  KRACK 


A  Record  of  Expansion 


If  the  opening"  business  of  the  new 
year  is  any  indication  of  what  the 
entire  year's  trade  will  be,  this  year 
will   be   the   biggest   in   my  history. 

Orders  up  to  now  have  exceeded 
my  most  sanguine  expectations — our 
output  for  January  has  been  nearly 
double  that  of  January  in  any  previous 
year. 

I  made  ample  provision  for  this, 
with  the  result  that  every  order  has 
been  executed  without  a  moment's 
delay. 

I  also  view  the  prospect  of  big 
rush  orders  with  equanimity.  The 
cause  of  last  year's  difficulty  of  com- 
pleting orders  against  time  has  now 
been  remedied. 

With  my  increased  facilities  and 
improved  organization  I  am  fully  pre- 
pared for  the  biggest  rush. 

I  will  not  disappoint  a  single 
customer.  My  pledge  to  the  trade  for 
the  coming  year  is —  "for  every 
customer  a  complete  order  and  a 
prompt  shipment." 


MON 
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My  Letter  Order  Department 


I  would  like  every  dealer  in  Can- 
ada to  become  acquainted  with  my 
"  Letter  Order  Department M — it  will 
prove  of  great  assistance  to  you  all. 


You  are  sometimes  asked  for  an 
out-size  shoe  or  boot  which  you  do  not 
stock — do  not  turn  the  customer  away. 
Say  you  will  get  the  required  size- 
write  my  Letter  Order  Department  at 
once.  The  goods  will  be  shipped  the 
day  I  receive  the  order. 


Now  for  a  word  about  the  goods. 
The  Kant-Krack,  Dainty  Mode  and 
Royal  Brand  Rubbers  are  "  tried  "  and 
"proved"  lines.  They  have  achieved 
a  great  reputation  for  reliability. 
Their  standard  of  quality  is  establish- 
ed and  will  never  vary. 


All  the  goods  I  am  putting  out 
this  Spring  will  sustain  my  reputation 
and  add  prestige  to  the  stores  selling 
them. 


Next  month  I  shall  have  some- 
thing to  say  about  my  new  lines  of 
boots  and  shoes. 


JAMES  ROBINSON 


THE  HEAD 

of 

THE  HOUSE 
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High  Grade  Felt  Shoes 

for  the 

High  Grade  Merchant 


Kimmel  Felt  Shoes  and  Slippers  are  the  kind  that  will  roll  up  new  customers  for  the  Retailer  who 
makes  quality  the  basis  of  his  business  success. 

Felt  Shoes  and  Slippers  that  carry  the  quality  all  the  way  through  from  the  raw  material  to  the 
finished  product. 

Light,  strong  and  comfortable,  specially  treated  Felt  to  give  best  wearing  results,  bright,  non-fading 
colors.  Felt  Shoes  that  combine  more  than  all  others  the  necessary  qualities  that  only  the  highest  grade 
material  and  honest  workmanship  can  produce  guaranteeing  to  the  wearer  that  protection,  comfort  and 
warmth,  and  to  the  Retailer  a  quick  selling  satisfaction  and  sure  profit. 

They  are  Kimmel  Felt  Shoes  and  Slippers  with  the  above  mark  of  high  grade  quality  stamped 
on  every  pair. 


Ames  Holden  McCready  Co. 

Sole  Selling  Agents  for  All  Canada 
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The  Guarantee  Mark  of 
Merit  on  Felt  Footwear 

Stamped  on  all  Genuine  Elmira 


Years  of  Practical  Proof  by  test  of  wear  have  earned  for  ELMIRA  Felt  Shoes  and  Slippers 
the  title  of  LEADERS  ALWAYS. 

Elmiras  have  attained  first  place  in  the  Felt  Shoe  industry  of  the  world  by  superior  Merit  and  the 
determination  to  KEEP  THE  QUALITY  UP,  and  Elmiras  have  held  their  high  standard  against 
all  competition. 

The  1912  Elmiras  will  include  all  the  old-time  wear  and  comfort  that  has  made  Elmira  Felt  Shoes 
and  Slippers  the  BUSINESS  BUILDERS  that  they  are,  and  the  Elmira  reputation  of  Felt  Shoe 
Style  and  Snap  will  be  more  than  maintained  in  1912  samples  now  in  the  hands  of  Jobbers. 

Important  to  Retailers 

When  specifying  order  for  1912  "  Elmira,"  insist  that  not  only  the  name  Elmira 
but  the  above  registered  trade-mark  design  is  stamped  on  bottom  of  every  pair — they 
are  the  only  Genuine  Elmiras. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

= ______ _  If  there  is  anything  I 

you  want,  write  us 

United  Shoe  Machinery  Company 

of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  MONTREAL,  QUE. 
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PATENT  LEATHER 

MADE  BY 

FISK 

MEANS 

RELIABILITY 

IN  EVERY  WAY 

What  we  maintain  and  can  prove  about  our  Patent 
Leather  is  that  shoes  made  of  it  have  a  beautiful 
and  distinctive  appearance  which  makes  shoes  made 
of  the  usual  run  of  Patent  Leather  look  common 
and  cheap  when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economically  and  works  as 
easily  and  safely  as  the  dull  finished  leather. 

No   delays   for   "repairing"    no    botched  unsightly 
shoes  to  worry  about. 


WRITE  US  FOR  PRICES 


FISK  LIMITED 

MONTREAL 
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A  Run  on 


U 


NUGGETT 


Four  times  the 
business  done 
already  this 
year  over  same 
period  in  1911. 


*VtNG  UATHER  FRO* 

,For  Patent,  OlaceR.. 
^Calfand  other  Leathers 

London  S 


Could  anything  but 
quality  show  such 
results. 


"Nuggett"  Polish  Co.,  Limited 

Toronto 
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The  Felt  Footwear  that 
Sells     and  Why 

The  secret  of  the  success  of  "Great  West"  Felt  Footwear  lies  in 
the  improved  method  of  manufacture. 

The  entire  production  of  the  "Great  West"  plant  is  animated  by 
the  spirit  of  progress. 

To  begin  with  we  make  our  own  felt  by  modern  machinery  de- 
signed by  our  own  experts. 

The  whole  manufacturing"  plant  is  replete  with  improvements  and 
enables  us  to  produce  Felt  Footwear  superior  to  that  made  by  any 
other  known  methods. 

Manufactured  with  exquisite  care  "Great  West"  felt  footwear 
presents  a  symmetry  and  beauty  of  finish  unexcelled.  These  feat- 
ures create  the  demand,  and  increase  the  "come-back-for-more" 
trade. 

The  "Great  West"  Brand — the  stamp  of  quality — is  stamped  on 
every  "Great  West"  Shoe. 

You  will  win  trade  with  the  "Great  West"  line. 

(  NOT  IN  ANY  TRUST  ) 


The 


Great  West  Felt  Co.,  Limited 

ELMIRA,  ONTARIO 


20 


FOOTWEAR    IN  CANADA 


Insure  against  Boot  Competition 
with  the  "Doctor's"  Special  Shoe. 

Now  is  the  time  to  stock  a 
boot  suitable   for  the  'tween- 

seasons. 

A  boot  that  will  withstand  the 
wet  and  thaw  of  Spring  and 
will  resist  the  heat  and  dust  of 
Summer. 

There  is  where  the  '*  DOC- 
TOR'S "  Special  Sh  oe  ex- 
cells. 

It  is  made  solid  to  keep  out 
the  wet,  but  it  is  a  light  boot 
— the  very  thing  for  summer 
wear. 

Every  shoe  dealer  selling  the  "Doctor's"  Special 
Shoe   profits  himself  and  satisfies   his  customer. 


The  Tebbutt  Shoe  &  Leather  Co. 

Factories  at  THREE  RIVERS,  Quebec  Limited 

Handled  by  the  following  Western  Wholesale  Firms: 

THE  KILGOUR  RIMER  CO.,  LTD.,  Winnipeg  A.  McKILLOP  &  CO.,  Calgary 
THOMAS  RYAN  &  CO.,  Winnipeg,  Regina,  Saskatoon       J.  LECKIE  &  CO.,  Vancouver 

H.  G.  MIDDLETON  &  CO.,  Winnipeg  DAMER  LUMSDEN  &  CO.,  Vancouver 


There  is  always  a  demand  for 
a  smart  looking  shoe. 

And  a  shoe  that  is  solid 
and  smart  as  well  will 
always  sell  and  will  always 
fetch  it's  price. 

There  is  never  a  question 
of  reducing  the  price  or  "  sell- 
ing off "  the  "DOCTOR'S" 
Special  Shoe. 

The  price  of  the  boot  is 
right  there  in  the  material 
and  workmanship. 
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The  Rubber 
Situation 


It  costs  more  .  to  manufacture 
rubber  footwear  in  Canada  than 
in  the  United  States.  Material 
and  machinery  are  cheaper  in  the  latter  country  and 
their  larger  factories  can  produce  more  economically 
than  ours,  which  have  smaller  capacities.  Then 
again  the  Canadian-made  rubbers  are  thicker  and 
better  made ;  they  have  to  be  on  account  of  our  se- 
verer climate.  It  is  a  well  known  fact  that  the  re- 
claiming factories  will  pay  more  for  old  Canadian 
rubbers  than  for  the  United  States  product  on  ac- 
count of  the  former  containing  more  rubber. 

Yet,  in  spite  of  the  superior  quality  he  must  pro- 
duce, and  the  greater  cost  of  material  and  manufac- 
ture, the  Canadian  manufacturer  sells  his  product 
at  a  rate  from  12^2  per  cent,  to  15  per  cent,  lower 
than  the  American ;  in  fact,  all  Canadian-made  rubber 
goods  are  sold  to  the  retailer  at  about  the  price  the 
United  States  jobber  pays  for  the  same  articles.  The 
Canadian  manufacturer  of  rubber  footwear  is  getting 
little  profit  on  his  product  and  the  price  of  rubber 
would  have  to  be  cut  in  half  to  justify  the  present 
rates.  The  situation  is  absurd !  Why  cannot  the 
firms  engaged  in  this  business,  in  Canada,  get  together 
and  agree  to  make  a  profit  on  their  products?  They 
are  not  in  business  for  their  health  and  there  is  plenty 
of  room  for  all.  "The  laborer  is  worthy  of  his  hire," 
and  the  manufacturer  of  rubber  footwear  of  his  pro- 
fit.  It  is  up  to  him  to  see  that  he  gets  it. 


Last  year  the  bulk  of  the  business  was  not  placed 
until  July,  August  and  September.  This  was  a  ser- 
ious handicap  to  the  manufacturer,  who  was  at  a  loss 
to  know  what  to  produce  and  had  to  crowd  his  oper- 
ations into  two  or  three  months,  and  these  the  hottest 
in  the  year — when  the  factory  help  were  wanting 
holidays.  What  is  wrong  with  offering  a  5  per  cent, 
discount  for  early  orders?  It  would  encourage  re- 
tailers to  not  hold  back  waiting  for  prices  to  decline. 
The  retailer  should  order  as  early  as  possible  to  avoid 
the  delay  in  delivery  that  occurred  last  year.  Surely, 
with  the  manufacturer  selling  at  cost,  the  retailer  will 
not  expect  a  further  reduction  in  prices.  There  is 
more  likely  to  be  a  wholesale  increase  in  the  cost  of 
rubber  footwear  and  nothing  is  to  be  gained  by  de- 
laying to  give  orders.  Procrastination  means  the  loss 
of  time,  money  and  business  for  both  manufacturer 
and  retailer.  The  wise  retailer  will  order  early  and 
the  manufacturer  will  do  well  to  encourage  early 
orders. 

In  the  United  States  the  manufacturers  of  rubber 
footwear  are  announcing  a  reduction  of  from  9  per 
cent,  to  10  per  cent,  in  their  prices ;  due  to  the  de- 
crease in  the  cost  of  crude  rubber.  The  Canadian 
manufacturer,  while  he  will  be  benefitted,  cannot  re- 
duce his  prices  still  further.  He  must  make  some 
profit  and  he  has  not  been  doing  so  in  the  past. 
Many  of  the  leading  retailers  all  over  the  United 
States  are  urging  the  manufacturers  to  stick  to  their 
previous  rates,  but  give  better  quality  for  the  money. 


Store  Front 
Competition 


A  retail  store — like  a  man — is 
judged,  on  first  sight,  by  outward 
appearances.  The  reason  for  this 
is  obvious — it  is  all  we  have  to  go  by  until  better 
acquainted.  Therefore,  take  as  much  pains  with  the 
appearance  of  your  store  as  you  would  of  your 
own.  Just  as  a  man  who  is  well  built  and 
handsome  sets  off  good  clothing  better  than  an 
ugly,  misshapen  person ;  so  the  store  that  is  designed 
with  beauty  and  taste  pays  for  labor  spent  on  its 
decoration,  window-dressing,  etc.,  in  superior  attrac- 
tiveness to  the  shop  which  is  an  architectural  eye- 
sore. But,  just  as  surely  as  a  plain  man  who  is  neat 
and  careful  in  his  dress,  will  create  a  more  favor- 
able impression  than  an  Adonis  in  dirt  and  rags ;  so 
can  the  store  of  inferior  architecture  be  made,  with 
careful  planning,  much  more  attractive  than  its  better 
designed  rival  whose  proprietor  does  not  devote  the 
same  pains  on  its  exterior  appearance. 

Much  more  can — and  should  be — expended  on  the 
planning  of  a  store  front.  It  should  be  elegant  in  a 
business-like  way,  unique — if  possible  without  freak- 
ishness — and  designed  to  advantageously  advertise 
your  business.  Every  store  is  a  standing  advertise- 
ment— advantageous  or  otherwise — to  the  occupant, 
but  there  are  many  ways  in  which  a  store's  appearance 
and  business-pulling  power  can  be  improved.  Win- 
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dow-dressing  is  one  of  the  most  important  items  to  be 
considered  in  this  respect.  It  is  an  axiom  that  a  well 
dressed  window,  besides  improving  the  appearance  of 
the  store,  arrests  the  passers-by  and  gets  the  trade. 

The  planning  of  the  doorway  is  also  an  important 
item.  Many  of  the  modern  shoe  stores  go  in  for  the 
V-shaped  entrance,  and  it  has  its  advantages.  One 
of  these  is  that  a  triangular  show-case  may  be  placed 
outside  the  door,  if  the  width  of  the  store  permits. 
This  affords  further  opportunities  for  the  business- 
getting  art  of  the  window-trimmer.  Then  again,  the 
method  of  displaying  the  name  of  the  store  or  firm 
counts.  It  should  be  so  placed  on  the  windows  or 
store  front  that  the  people  can — and  must — see  it. 
The  old  method  of  having  the  sign  hung  over  the 
tops  of  the  windows  is  not  the  best.  If  the  people 
are  looking  for  your  store  they  will  find  it  much  more 
readily  if  they  do  not  have  to  travel  along  the  street 
with  their  heads  in  the  air,  bumping  into  persons  they 
meet.  It  pays  to  have  your  name  underneath  the 
windows,  or  on  the  glass.  A  hanging  sign  over  the 
doorway  is  also  very  conspicuous  and  can  be  made 
a  work  of  art.  If  illuminated  at  night  it  presents  an 
attractive  appearance  and  the  public  cannot  help  see- 
ing it.  The  illuminated  sign  is  almost  a  necessity  for 
the  modern  up-to-date  city  store. 

These  are  a  few  of  the  items  that  go  to  make  a 
good  store  front.  Every  retailer  in  the  shoe  trade 
has  ideas  on  the  subject,  which  he  puts  into  practice 
as  well  as  his  opportunities  and  facilities  allow.  It 
is  to  encourage  beauty,  attractiveness,  usefulness  and 
originality  in  this  important  essential  that  the  pub- 
lishers of  Footwear  in  Canada  announce  a  Store  Front 
Competition,  the  particulars  of  which  will  be  found  on 
another  page. 

As  a  good  photograph  is  essential  we  are  publish- 
ing in  this  issue,  an  article  dealing  with  photograph- 
ing of  a  shoe  store.  It  contains  useful  and  reliable 
information  and  is  worthy  of  a  careful  perusal.  If 
the  directions  are  carefully  followed  a  good  photo- 
graph is  sure  to  result. 

If  you  are  proud  of  your  store  front  enter  the 
competition. 


Retailers' 
Profits 


Have  the  retailer's  profits  in- 
creased in  proportion  to  his  ex- 
penses? This  is  an  important 
question  and  we  fancy  that  the  average  shoe  dealer, 
after  careful  investigation,  would  be  forced  to  admit 
that  they  have  not.  There  are  many  reasons  for  this. 
Rents  are  higher,  heat  and  lighting  costs  more  and 
more  every  year,  your  own  personal  expenses  are 
greater  than  ever  before;  in  fact,  every  man  who  has 
anything  to  sell  you  seems  to  be  raising  the  price  of 
his  commodity.  You,  yourself,  are  asking  more  for 
your  shoes  than  formerly,  but  are  you  getting  more, 
or  even  as  much  profit?  This  matter  requires  care- 
ful study  and  figuring  out.  The  old  idea  that  thirty 
per  cent,  or  so  added  to  the  manufacturer's  price: 


was  the  top-most  limit  of  price-making  is  exploded. 
It  may  have  been  good  enough  ten  years  ago,  but  the 
man  who  works  on  that  basis  in  these  days  of  scien- 
tific management  is  sure  to  find  himself,  sooner  or 
later,  in  the  hands  of  the  sheriff. 

"If  you  are  in  Rome  do  as  the  Romans;"  if  you 
are  in  business,  be  business-like.  If  you  are  not  you 
are  out  of  your  element, — beyond  your  depth.  Sell 
out  your  business  before  it  is  taken  from  you  and 
with  the  proceeds  purchase  a  pick  and  shovel. 

Novelties  cannot  be  stocked  at  any  such  margin 
of  profit  as — real  shoes.  They  are  creatures  of  the 
moment.  They  arc  the  butterflies  of  the  shoe  world; 
born  in  the  warm  sunshine  of  youthful  fadishness  to 
drop  dead  at  the  first  cold  blast  of  level-headed  popu- 
lar disapproval.  Do  you  carry  a  life  insurance  policy 
on  these  inhabitants  of  your  shelves?  If  not,  it  is 
very  poor  business  on  your  part.  Your  store  and 
stock  are  insured  against  fire.  Why  not  insure  the 
freak  against  death?  The  remedy  is  in  your  own 
hands.  If  you  stock  them,  they  should  yield  you  from 
50  to  100  per  cent  profit  on  the  invoice  price  in  order 
to  guarantee  you  any  net  profit  at  all.  The  novelty, 
unless  handled  with  the  greatest  care — and  luck — is 
a  sure  profit-eater.  It  is  a  risk  to  handle  it.  There- 
fore, do  not  accept  the  same  small  margin  of  profit 
on  them  that  you  get  on  your  steady  and  reliable 
old  staples. 

A  proper  annual  inventory  should  be  taken  of  the 
stock  and  then  the  retailer  should  set  down  with  his 
pencil  and  figure  out  just  what  the  goods  have  cost 
him.  Not  the  manufacturer's  price  only,  but  the 
cartage,  rent,  clerk  hire,  advertising  and  the  thousand 
and  one  expenditures  incidental  with  running  a  shoe 
store.  Do  not  forget  to  put  down  a  salary  for  your- 
self, either.  Your  work  is  worth  something.  Rate  it 
at  its  value  in  the  expenses.  After  you  have  all  these 
down  add  them  up.  Then  find  out  just  what  is  the 
total  amount  of  your  sales  for  the  year.  Subtract  the 
smaller  sum,  whichever  it  is,  from  the  larger  and  you 
will  know  exactly  how  you  stand,  and  can  arrange 
your  price  for  the  coming  year  with  a  reasonable  cer- 
tainty of  getting  a  proper  profit. 


A  single  plan  put  into  operation  is  worth  a 
hundred  mind's  eye  schemes. 

The  second  greatest  mistake  in  business  is 
negligence.  The  greatest  mistake  is  care- 
lessness. 

Much  said— little  done.  Discussion  is  valu- 
able only  when  it  works  hand  in  hand  with 
accomplishment. 

The  thing  in  hand  is  the  most  important  now. 
To-morrow  will  take  care  of  to-morrow's 
tasks  if  to-day's  are  done  to-day. 


FOOTWEAR    IN  CANADA 


23 


N©  Geraeral  Advance  in  Price  of  Footwear 

Boston  Correspondent  Writes  Criticism  on  Article  in  January 
Number  of  Footwear  in  Canada — Little  Change  from  Last  Year 


Boston,  February  2,  1912. 
Editor  of  Footwear  in  Canada, 

Toronto,  Canada 
Dear  Sir : — 

I  read  with  interest  the  article  entitled  "Will 
the  Price  of  Footwear  Increase,"  which  appeared  in 
the  January  number  of  your  very  attractive  and  in- 
teresting trade  paper.  The  similarity  of  conditions 
prevailing  in  the  shoe  trade  in  Canada  with  those  in 
the  States  was  quite  marked,  also  the  different  opin- 
ions as  expressed  in  the  articles  referred  to.  The 
argument  of  the  first  party  was  logical  to  say  the 
least  and  agrees  with  what  is  heard  on  this  side  of 
the  line. 

Now,  while  the  situation  is  well  put,  and  state- 
ments of  leather  affairs  certainly  warrant  an  advance 
in  shoe  prices  commensurate  with  market  quotations, 
and  the  anxiety  which  tanners  and  hide  dealers  have 
always  considered  it  their  duty  to  create,  from  this 
point  of  view,  prices  of  footwear  are  now  too  low  to 
meet  the  trend  of  the  leather  market.  As  a  matter 
of  fact,  market  quotations  and  actual  purchasing 
prices  do  not  always  agree  and  notwithstanding  the 
direful  tales  of  a  hide  shortage  which  are  as  aged  as 
the  tales  of  "Arabian  Nights,"  the  trade  has  in  some 
way  (whether  miraculous  or  otherwise)  managed  to 
get  along  and  as  far  as  observation  goes  the  poor 
have  not  gone  barefooted  nor  the  bargain  counters 
been  bare  of  tempting  goods. 

The  Boston  shoe  trade  has  just  passed  through  one 
of  the  semi-annual  gatherings  of  buyers  from  all  parts 
of  the  country,  and  a  fair  solution  of  the  matter  should 
result  therefrom.  As  conditions  here  are  always 
judged  from  the  dealings  with  the  wholesale  trade, 
the  reader  should  not  lose  sight  of  that  fact  in  passing- 
criticisms. 

In  the  first  place,  an  advanced  leather  market  is 
admitted,  also  a  shortage  of  some  grades  of  stock. 
Furthermore  the  factories  average  busy  and  many  are 
hindered  in  filling  orders  on  account  of  slow  delivery 
of  stock,  but  the  fact  remains  that  the  persistent 
leather  salesman  is  just  as  alert  and  is  as  resourceful 
with  special  inducements  as  in  time  past.  The 
trouble  of  the  situation  is,  that  the  merchants  feel  that 
many  of  the  reports  lack  the  element  of  truth  more 
especially  when  a  little  diplomacy  on  their  part  has 
brought  satisfactory  results. 

But  be  this  as  it  may,  shoe  prices  is  an  interest- 
ing subject  and  the  past  four  weeks  revealed  the  fol- 
lowing : 

High  priced  men's  fine  footwear  was  sold  at  old 


prices  with  the  exception  of  specialties  which  were  ad- 
vanced on  an  average  of  10  cents  per  pair.  What  are 
called  men's  medium  priced  stylish  shoes  were  affect- 
ed about  the  same,  staples  changing  a  little,  but  shoes 
having  special  combinations  were  up  to  the  limit. 
Men's  side  leather  footwear,  heavy  serviceable  goods, 
nailed,  machine  sewed,  and  goodyear  welt,  were  ad- 
vanced in  price  from  5c.  to  15c.  per  pair  according  to 
the  patterns.  Boys'  and  youths'  of  the  same  grade 
were  held  firmly  at  an  advance  of  5c.  to  7l/2c.  per 
pair,  although  when  manufacturers  saw  a  chance  of 
obtaining  a  new  and  desirable  customer  a  deal  ques- 
tionable in  its  character  may  have  been  made. 

Prices  of  ladies,'  misses'  and  children's  shoes  are 
about  the  same  as  last  season,  those  cut  from  skins 
changed  from  2c.  to  5c.  where  the  quality  was  main- 
tained. In  all  of  the  above  grades  the  extra  cost  of 
material  is  acute,  but  by  manufacturing  economies 
some  of  the  advance  has  been  overcome.  Prices  of 
men's  slippers,  also  warm  goods  have  not  changed 
sufficiently  to  cause  comment. 

However,  the  situation  in  this  locality  is  one  of 
uncertainty ;  all  manufacturers  are  more  or  less  anx- 
ious and  are  watching  the  stock  market  closely.  Those 
specializing  the  retail  trade  are  seldom  considered  in 
generalizing  trade  conditions.  Although  they  are 
numerous  and  do  a  business  of  great  proportions  they 
are  in  a  class  by  themselves  and  any  changes  they 
make  is  frequently  known  to  the  other  portion  of  the 
trade.  These  hold  annual  meetings  and  no  doubt 
mutual  interests  are  favorably  effected  thereby,  but 
manufacturers  catering  for  the  jobbing  trade  never 
meet  excepting  it  be  for  social  intercourse.  The 
former  recently  held  a  convention  in  New  York  with 
beneficial  results  regarding  matters  in  general,  but 
when  the  question  of  advancing  the  prices  came  up 
for  consideration  it  was  disposed  of  in  such  a  complex 
manner  that  it  left  each  one  to  get  all  that  they  could 
for  their  products. 

To  sum  up  the  whole  matter  the  advancing  prices 
is  now  as  it  has  always  been,  an  individual  discussion, 
and  the  manner  in  which  the  question  was  disposed  of 
was  actuated  by  the  knowledge  which  came  from  for- 
mer experiences  along  that  line. 

Very  truly, 

W.  P.  WILLIS. 


Don't  get  sore  because  somebody  else  starts  into 
business  with  a  new  line  of  competitive  goods.  Com- 
petition may  not  be  pleasant,  but  it's  fair  and  it's 
part  of  the  game. 
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T.  Dussault, 

Retiring  President 
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Banquet  at  Canadian  Club — Enjoyable  Evening  Spent — Annual  Meet- 
ing Held  —  New  Officers  Elected  —  Jobbers   Must  Stop  Retailing 


The  annual  banquet  of  the  Boot  and  Shoe  section, 
Montreal  Branch,  of  the  Retail  Merchants'  Associa- 
tion of  Canada,  Inc.,  was  held  on  Jan.  25th  in  the 
rooms  of  the  Club  Canadien  of  Montreal,  Lagauchel  - 
iere  Street  East.  Mr.  Thomas  Dussault,  president  of 
the  Section  presided,  but  as  soon  as  the  menu  had 
been  disposed  of  he  introduced  Mr.  J.  A.  Beaudry, 
the  general  secretary,  and  requested  him  to  take 
charge  of  the  programme,  the  president  suffering  from 
a  sore  throat.  Mr.  J.  G.  Watson,  a  past  president,  and 
one  of  the  best  known  shoe  dealers  in  Montreal,  in  his 
capacity  as  representative  on  the  Dominion  Board, 
was  also  present  and  did  much  during  the  evening  to 
enliven  the  proceedings  by  his  wise  and  witty 
speeches. 

A  pleasant  feature  of  the  occasion  was  the  presence 
of  eight  delegates  from  the  Quebec  branch,  viz. : 
Messrs.  Shink,  president  of  that  branch ;  J.  A.  Falar- 
deau,  J.  Charland,  J.  Plamondon,  A.  Voyer,  J.  A.  Mer- 
cier,  J.  B.  Belanger  and  Alex.  Boisjoli. 

The  toasts  included  the  King,  the  Dominion 
Board,  the  Provincial  Board,  the  Quebec  branch, 
Sister  Sections,  and  the  Press.  The  toast  to  the  King 
having  been  duly  proposed  by  the  president  and  loy- 
ally rsponded  to  in  the  usual  way,  Mr.  Beaudry  took 
up  the  duties  of  toastmaster  and  called  on  Mr.  J.  E. 
Deslauriers  for  a  solo.  This  was  rendered  in  French 
and  was  much  appreciated,  the  audience  calling  for 
an  encore. 

"The  Dominion  Board"  was  replied  to  by  Mr.  Wat- 
son who  in  his  opening  remarks  apologized  for  the 
unavoidable  absence  of  the  president,  Mr.  P.  J.  Cote, 
of  Quebec.  At  the  same  time  he  thanked  the  local 
branch  for  the  kind  invitation  extended  to  him  to 
represent  the  Dominion  Board  on  this  occasion.  Most 
of  Mr.  Watson's  address  consisted  of  a  description 
of  the  qualities  which  a  first  class  shoe  man  should 
possess.  Such  a  person,  he  explained,  should  be  hon- 
est, polite,  diplomatic,  optimistic,  sociable,  religious, 
tenacious,  contented,  cautious;  he  should  be  satisfied 
with  his  business,  should  dress  well,  should  be  an 
expert  as  to  ways  and  means  and  should  be  in  touch 
with  the  best  sources  of  information.  Mr.  Watson 
concluded  his  speech  by  announcing  that  the  Provin- 
cial Board  will  meet  in  Montreal  on  February  28 — 29, 
and  the  Dominion  board  would  meet  right  after.  He 
had  no  information  to  give  regarding  the  Dominion 
Board  as  they  had  had  no  meetings  for  several  months, 
but  this  could  be  taken  as  a  good  sign  for  if  anything 
had  been  going  wrong  the  executive  would  have  been 
called  together. 

Mr.  Shink  responded  to  the  toast  of  "The  Quebec 
Branch."  He  reported  that  this  organization  was 
making  good  progress ;  they  experienced  occasional 
strikes,  but  these  were  now  a  thing  of  the  past.  Busi- 
ness was  good  and  everyone  appeared  to  be  satisfied. 
He  had  great  pleasure  in  conveying  the  best  wishes  of 
the  Quebec  members  to  the  Montreal  brethren.  As 
Mr.  Shink  sat  down  Mr.  Beaudry  remarked  that  the 
visit  of  the  Quebec  members  was  greatly  appreciated 
and  he  hoped  they  would  be  able  to  come  again  on 
some  future  occasion. 

Mr.  W.  U.  Boivin  responded  to  the  toast  of  "The 


Provincial  Board."  In  the  course  of  his  address  he 
remarked  that  arrangements  had  been  made  by  the 
kindness  of  Lieutenant  Colonel  Labelle  for  holding 
the  Provincial  Convention  in  the  Mess  Room  of  the 
65th  Regiment. 

The  toast  to  "Sister  Sections"  was  responded  to 
by  Mr.  J.  O.  Gareau,  one  of  the  founders  of  the  Re- 
tail Merchants'  Association.  He  spoke  on  methods 
of  improving  the  condition  of  trade,  and  pointed  out 
how  the  branches  could  help  the  main  organization 
and  how  the  main  body  could  strengthen  and  encour- 
age the  different  sections.  He  considered  that  the  re- 
tail shoe  section  had  set  a  good  example  to  the  others 
by  holding  their  annual  banquet.  Other  speakers 
called  on  were  Messrs.  Voyer,  Mercier,  LaSalle,  Des- 
lauriers, E.  Belanger,  Morrier,  J.  B.  Belanger,  P.  Pla- 
mondon, Boisjoli  and  Cherland. 

The  toast  to  the  Press  was  taken  care  of  by  the 
representative  of  "Footwear  in  Canada,"  and  an  ex- 
tra toast  to  The  President  was  proposed  by  Mr.  Wat- 
son, who  said  that  the  past  year  had  been  a  very  suc- 
cessful one  in  connection  with  the  Retail  Shoe  Section, 
the  membership  having  doubled  within  the  twelve 
months,  the  credit  for  which  was  largely  due  to  Mr. 
Dussault,  who  had,  however,  been  ably  assisted  by  Mr. 
Beaudry.  the  genial,  general  secretary.  Mr.  Beaudry, 
responding  on  his  own  behalf,  said  he  was  pleased  to 
be  of  any  service  to  the  organizations  represented,  and 
only  hoped  that  he  might  be  able  to  do  more  in  their 
interests  in  the  future  than  in  the  past.  The  president 
also  briefly  responded.  Mr.  Falardeau  expressed  the 
thanks  of  the  Quebec  delegation  for  the  hospitality  ex- 
tended them  by  their  Montreal  friends. 

In  addition  to  those  already  mentioned  the  follow- 
ing were  present :  C.  Desmarais,  A.  L.  Desmarais,  PI. 
Pepin,  Joseph  LaSalle,  D.  Demers,  J.  O.  Boulerice, 
C.  R.  LaSalle,  H.  Singer,  G.  H.  Featherston,  J.  L. 
Greenspon,  W.  Murray,  H.  Neville,  J.  F.  A.  Alain,  R. 
Vinette,  P.  Chicoine,  G.  E.  Frigeon,  Joseph  Morrier, 
P.  Robitaille,  Ernest  Labelle,  Emile  Labelle,  E.  La- 
rose,  Ed.  Belanger,  J.  H.  Cote,  Z.  Moise. 

During  the  evening  a  telegram  was  received  from 
Mr.  Louis  Adelstein,  who  was  in  Boston,  expressing 
regret  at  being  absent,  and  wishing  the  section  every 
success.  It  was  also  announced  that  the  Quebec  sec- 
tion will  hold  a  carnival  on  February  19th,  to  which 
the  Montreal  members  were  extended  a  hearty  wel- 
come. 

The  Annual  Meeting 

At  the  annual  meeting  of  the  retail  section,  held 
on  January  31,  the  following  officers  were  appointed: 
President,  Mr.  J.  E.  Deslauriers;  first  vice-president, 
Mr.  Denis  Demers ;  second  vice-president,  Mr.  J.  O. 
Boulerice ;  secretary,  Mr.  J.  F.  A.  Alain ;  treasurer, 
Mr.  J.  Morice;  auditor,  Mr.  J.  W.  Watson. 

It  was  stated  that  the  members  of  the  Montreal 
Boot  and  Shoe  Section  of  the  Retail  Merchants'  Asso- 
ciation totalled  300,  and  an  appeal  was  made  for  a 
larger  attendance  at  the  meetings,  which  are  held  at  80 
St.  Denis  street.  The  importance  of  union  was  also  in- 
sisted upon,  the  advantages  of  such  a  society  being 
pointed  out.    The  officers,  elected  and  re-elected,  ex- 
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pressed  their  desire  to  promote  the  interests  of  the 
association  and  to  increase  the  membership. 

Upon  the  motion  of  Mr.  LaSalle,  the  secretary  was 
instructed  to  write  certain  jobbers  requesting  them  to 
cease  selling  to  private  individuals  at  wholesale  prices, 
a  practice  which,  it  was  contended,  was  detrimental  to 
the  retailers. 


Montreal  Shoeman  Re-elected  Alderman 

"Footwear  in  Canada"  is  pleased  to  join  the  friends 
and  admirers  of  Alderman  James  Robinson  of  Mon- 
treal in  congratulating  him  on  the  victory  won  by  him 
in  connection  with  the  municipal  elections  held  in 
Canada's  commercial  metropolis  on  the  first  of  Feb- 
ruary. The  alderman  received  1,543  votes  against  his 
opponent's  700,  the  latter  losing  his  deposit.  This 
should  not  be  regarded  as  any  reflection  on  Aid.  Rob- 
inson's rival  for  municipal  honors  who  is  a  highly 
respected  and  successful  business  man ;  but  the  vic- 
tory was  a  deserved  tribute,  from  an  appreciative  elec- 
torate, to  the  sterling  qualities  and  indefatigable  ac- 
tivities displayed  by  Aid.  Robinson  in  his  representa- 
tive capacity. 

For  five  years  Aid.  Robinson  has  been  a  repre- 
sentative of  St.  Lawrence  ward  in  the  City  Council 
and  in  that  time  he  has  made  his  influence  felt  in  all 
departments  of  the  civic  administration.  He  was  one 
of  the  most  ardent  supporters  of  the  agitation  which 
resulted  in  the  establishment  of  the  Board  of  Control 
system  in  Montreal  and  furnished  much  of  the  infor- 
mation which  formed  the  basis  of  the  investigation 
conducted  by  Judge  Cannon  into  the  former  adminis- 
tration of  the  city's  affairs  some  three  years  ago. 

At  a  gathering  of  his  supporters  following  his  re- 
election a  few  days  ago,  Aid.  Robinson  was  enthus- 
iastically greeted  as  "a  future  Mayor  of  Montreal." 


Mr.  James  Robinson 

Aid.  Robinson  is  well  known  throughout  Canada 
as  a  boot  and  shoe  jobber  on  an  extensive  scale  in  con- 
nection with  the  manufacture  of  rubbers  and  rubber 
boots  having  been  a  large  shareholder  in  two  success- 
ful rubber  companies  before  the  organization  of  the  In- 
dependent Rubber  Company  of  which  he  is  the  presi- 
dent. He  has  been  in  business  in  Montreal  for  twen- 
ty-six years,  his  offices  and  warerooms  being  at  184- 
186  McGill  street. 


Will  Visit  Canadian  Retail  Trade 

Wilfrid  A.  Cook,  junior  member  and  General 
Manager  of  J.  A.  Cook  &  Bros.,  Lynn,  Mass.,  U.S.A., 
will  visit  the  retail  trade  of  Canada  about  February 
24th.  Mr.  Cook  states  that  his  snappy  and  exclusive 
styles  of  women's  Fancy  Brown  Footwear  will  be  of 
keen  interest  to  Canadian  buyers.  This  firm  make 
a  specialty  of  satin  and  white  canvass  goods.  They 
maintain  the  largest  stock  department  of  any  manu- 
facturer of  fancy  footwear  in  the  United  States.  An 


Mr.  W.  A.  Cook 

attractive  catalogue  showing  list  of  stock  shoes  is 
issued  by  this  firm,  who  would  be  pleased  to  send 
same  to  interested  dealers. 


Mate-Marks  Prevent  Misfitting 

Mate-marks  should  always  be  used  as  they  are 
just  as  important  on  the  bottom  of  a  shoe  as  the  size 
and  width  are  on  the  end  of  a  carton.  In  the  fac- 
tory, the  cutter  makes  the  vamps  so  that  they  look 
and  wear  alike  and  it  is  important  that  the  shoes  re- 
main mated  in  the  retail  store. 

There  is  always  a  fractional  difference,  no  matter 
how  carefully  shoes  are  matched  and  it  is  necessary 
that  the  shoes  should  remain  as  nearly  mated  as  pos- 
sible. They  should  be  sold  to  the  customer  exactly 
as  they  are  mated  in  the  factory.  Ordinarily  every 
salesman  is  supposed  to  replace  the  shoes  which  he 
has  taken  down,  but  on  busy  days  they  do  not  always 
have  time  to  do  so  and  lay  them  on  the  ledge  for  the 
time  being.  Other  salesmen  pick  these  same  shoes 
up  and  place  them  back  on  the  ledge  again,  but  nearly 
always  in  another  place  from  that  in  which  they 
found  them.  This  is  why  shoes  become  mismated  in 
retail  stores  unless  they  bear  mate-marks.  When  the 
latter  are  used,  guess  work  is  unnecessary  and  one 
man  can  do  the  work  of  five  in  putting  shoes  back  in 
stock  on  a  busy  day. 

Many  of  the  complaints  from  your  customers  are 
the  result  of  mismating  of  shoes  and  consequently  a 
system  that  prevents  this,  forestalls  "kicks"  and  en- 
ables retail  salesmen  to  do  more  effective  work.  Mate- 
marks  are  being  used  by  all  the  largest  stores  through- 
out the  country  as  they  save  time,  worry  and  money. 
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JOHN   A.  WALKER 

The  subject  of  this  sketch — Mr.  John  A.  Walker, 
President  of  the  Walker-Parker  Company,  Limited — 
is  among  the  well  known  and  successful  shoe  manu- 
facturers of  Canada ;  so  widely  known  is  he  that  the 
majority  of  the  retailers  in  this  country  are  person- 
ally acquainted  with  him.  He  has  a  thorough  know- 
ledge of  the  shoe  trade  and  the  reputation  of  assist- 
ing very  materially  in  producing  the  highest  class  of 
footwear  manufactured  and  sold  in  Canada. 

The  high  position 
which  Mr.  Walker  now 
occupies  in  the  shoe  trade 
was  attained  by  years  of 
hard  work,  strenuous  ef- 
forts and  perseverance  on 
his  part.  He  was  left  an 
orphan  at  the  age  of  seven 
years,  and  had  his  own 
way  to  make  in  the  world 
without  assistance  from 
relatives  or  friends.  The 
place  he  occupies  in  the 
business  world  and  the 
esteem  in  which  he  is 
held  by  all  who  come  in 
contact  with  him  prove 
how  successful  he  has 
been  in  his  efforts  at 
"paddling  his  own  canoe." 

Mr.  Walker  was  born 
in  Owen  Sound,  Grey 
County,  Ontario,  in  1867 
— the  year  of  Confedera- 
tion— and  at  the  age  of 
twelve  years  started  in  to 
make  his  own  way  in  the 
world.  He  left  the  home 
of  his  grandmother,  with 
whom  he  had  been  living 
since  the  death  of  his  par- 
ents, and  for  three  years 
worked  on  a  gardening 
and  fruit  farm.  The  hard 
work  and  country  fare 
seemed  to  agree  with  the 
boy  for  he  developed  into 
a  stalwart  youth. 

At  the  age  of  fifteen 
he  commenced  his  career 
in  the  shoe  industry,  in 

his  native  town,  having  secured  employment  in  a  re- 
tail shoe  store  of  that  place.  In  this  situation  he  re- 
mained for  eight  years,  where  he  acquired  a  thor- 
ough knowledge  of  the  retailing  end  of  the  business 
as  well  as  the  manufacturing.  From  Owen  Sound  he 
came  to  Toronto  and  was  engaged  as  traveller  for  the 
J.  D.  King  Company.  He  remained  with  this  firm  for 
nine  years,  during  which  time  he  acquired  a  good 
knowledge  of  the  shoe  manufacturing  business.  His 
experience  as  a  traveller  as  well  as  a  retailer,  stood 
him  in  good  stead.  He  has  a  thorough  knowledge  of 
his  customer's  requirements  through  an  intimate  ac- 
quaintance with  actual  conditions. 

In  the  year  1899  he  entered  into  partnership  with 


Mr.  John  A.  Walker. 


—  MANUFACTURER 

Mr.  J.  T.  Parker,  who  also  is  an  expert  in  the  shoe 
line — manufacturing  exclusively  high-grade  shoes  for 
women.  They  produced  the  new  famous  "Empress" 
brand  of  women's  footwear,  which  is  so  well  and  fav- 
orably known  from  the  Atlantic  to  the  Pacific.  By 
hard  work  and  attention  to  business,  coupled  with  the 
determination  to  produce  the  highest  grade  goods,  the 
firm  has  established  a  name  for  itself  among  the  trade 
that  stands  for  quality  in  women's  footwear — and  it 

is  quality  that  counts  for 
success  in  the  shoe  busi- 
ness. People  are  becom- 
ing educated  as  to  what  a 
good  shoe  is.  They  de- 
mand style,  quality  and 
durability.  It  is  the 
knowledge  of  these  facts 
as  well  as  the  ability  to 
produce  the  high  stand- 
ard required  and  the  de- 
termination, to  give  the 
public  what  it  wanted 
that  accounts  for  the  suc- 
cess of  the  Walker-Parker 
Company.  If  a  man  wish- 
es to  succeed  in  any 
trade  or  profession  he 
should  first  master  the  de- 
tails in  connection  with 
it.  If  he  does  so,  and 
uses  good  judgment  and 
commonsense  he  is  bound 
to  succeed.  The  story  of 
Mr.  Walker's  life  is  a 
proof  of  this  contention. 

Thouerh  his  life,  from 
childhood   up,   has  been 
strenuous,    Mr.  Walker 
believes  in  relaxation  and 
recreation.    These  are,  in 
his  idea,  necessary.  They 
give   rest   to   the  weary 
brain   and    tone   to  the 
body.    His  favorite  form 
of  exercise  is  golf,  being 
a  member  of  the  Lamb- 
ton  Golf  Club.  In  season- 
able weather,  he  may  fre- 
quently be  seen  hurrying 
off   to   the   links   in  his 
motor  car.    The    hard    struggle    that  he  has  gone 
through  has  not  soured  his  disposition  nor  rendered 
him  "grumpy."     He  is  one    of  the  pleasantest  to 
meet  and  most  readily  approached  men  in  the  trade. 
Perhaps  this  is  also  one  of  his  secrets  of  success.  In 
politics  he  is  a  Conservative  and  in  religion  a  Metho- 
dist, having  attended  the  Sherbourne  Street  Church 
of  that  denomination  for  over    twenty  years.  Mr. 
Walker  is  also  a  Free  Mason,  being  a  member  of  the 
Zetland  Lodge. 

If  you  wish  to  hear  the  truth  about  a  man,  go  to 
his  business  rivals.  This  may  not  be  a  maxim,  but  it 
is  a  well-known  fact.  In  view  of  this  it  might  be 
interesting  to  hear  the  opinion  of  Mr.  J.  S.  King, 


2  8 


FOOTWEAR    IN  CANADA 


President  of  the  Relindo  Shoe  Company,  concerning 
Mr.  Walker.    Mr.  King  said: 

"Mr.  Walker  entered  the  employ  of  the  J.  D.  King 
Company  as  a  clerk,  and  by  energy  and  ability  worked 
himself  up  to  the  position  of  the  best  salesman  the 
firm  ever  had.  It  was  with  genuine  regret  personally 
that  we  learned  of  his  intention  to  sever  his  connec- 
tion with  us.  I  cannot  speak  too  highly  of  Mr. 
Walker's  ability  as  a  shoeman  or  of  his  integrity  as 
a  citizen." 


Early  Days  of  Winnipeg  Shoe  Trade 

At  the  eighth  annual  banquet  of  the  Rannard  Shoe 
Company,  Winnipeg,  Mr.  C.  F.  Rannard,  the  proprie- 
tor and  manager  of  the  company,  delighted  the  guests 
with  a  very  interesting  address  on  "The  Winnipeg 
Shoe  Business  in  the  Early  Days,  and  the  Great  Con- 
trast of  the  Business  of  To-day."  Mr.  Rannard  set- 
tled in  the  West  just  about  thirty-two  years  ago,  hav- 
ing reached  there  in  February,  1880.  He  must  have 
been  a  mere  child  then,  for  he  does  not  look  to  be 
much  more  than  thirty-two  to-day.  At  any  rate  he 
has  been  many  years  of  his  life  in  the  shoe  business, 
and  his  two  unsurpassed  shoe  shores  in  Winnipeg 
bespeak  thorough  experience  and  success. 

In  his  talk  at  the  banquet,  Mr.  Rannard  described 
how  thirty  years  ago  merchandise  had  to  be  brought 
into  Western  Canada  by  way  of  the  United  States ; 
for  Canada  in  those  days  did  not  have  a  transcontin- 
ental railway,  and  there  was  no  Canadian  railway  by 
which  Winnipeg  could  be  reached  except  the  short 
line  from  Emerson,  on  the  east  side  of  Red  River. 
This  was  then  the  only  railway  in  all  of  western  Can- 
ada. There  were  many  hardships  in  the  West  in 
those  days — hardships  that  the  new-comer  finds  diffi- 
cult to  appreciate.  The  footwear  business  was  as 
crude  as  many  other  things.  For  one  thing,  shoes 
were  not  classified  in  widths,  and  there  were  no  half 
sizes.  The  shoes  handled  were  almost  entirely  of 
the  old-time  rough  kind.  It  was  no  place  for  fancy 
styles.  There  were  not  in  Winnipeg  any  sidewalks; 
no  block  pavements  anywhere.  The  mud  of  the  city 
was  noted  for  its  gummy  stickiness,  and  even  to-day 
the  "Winnipeg',  mud"  on  the  unpaved  suburban 
streets  in  wet  weather  is  proverbial. 

The  bulk  of  the  boot  and  shoe  business  in  this 
famous  western  centre  was  the  supplying  of  settlers 
taking  up  land.  Very  often  one  man  would  come  to 
town  and  do  the  buying  for  several  individuals  or 
families;  he  would  simply  hitch  his  oxen  or  horses 
to  a  post  at  the  store  door,  arrange  for  his  purchasing 
as  promptly  as  possible,  and  frequently  the  boots 
would  not  be  even  wrapped  up  but  thrown  into  the 
"Red  River  cart,"  or  whatever  kind  of  carriage  the 
customer  possessed.  The  merchant  had  no  delivery 
rigs  in  those  pioneer  times.  Most  of  the  shoes  sold  in 
Winnipeg  then  were  peg  or  nailed  shoes,  and  the 
leathers  that  were  the  quick  sellers  were  split  buff 
and  grain.  This  was  in  strong  contrast  with  the  foot- 
wear in  demand  in  the  Metropolis  of  Western  Can- 
ada at  the  present  time;  the  people  now  want  the 
very  best  that  manufacturers  can  produce,  made  in 
the  factories  having  the  best  workmanship,  and  the 
best  leathers  to  be  had.  Mr.  Rannard  called  atten- 
tion to  the  fact  that  the  up-to-date  shoe  retailer  to- 
day has  to  carry  shoes  made  from  all  leathers,  and 
fabrics  for  the  ladies'  trade;  such  fabrics  as  velvets, 
suede  and  satins,  in  all  colors  and  in  sizes  from  No. 
1.  to  No.  9,  and  from  EE  to  AAA  in  widths.    It  is 


necessary  to  carry  all  these  sizes  in  order  to  be  pre- 
pared to  cater  to  the  demand  in  a  satisfactory  way. 
Mr.  Rannard  said  that  his  Portage  Avenue  store  had 
to  be  equipped  as  strongly  as  a  first  class  store  in 
New  York  or  Chicago. 

In  the  early  Winnipeg  days,  the  storekeeper  had 
to  sweep  his  own  premises,  open  up  his  cases,  check 
his  goods,  sell  most  of  the  shoes  personally,  and  after 
he  went  home  at  night  cut  his  wood  by  lamplight  or 
by  moonlight.  Money  was  scarce  thirty  years  ago. 
Freight  rates  were  excessive  away  beyond  the  ex- 
cessiveness  of  to-day,  and  other  expenses  were  high. 
The  market  was  comparatively  small,  and  it  is  readily 
understood  why  the  proprietor  of  a  store  had  to  do 
most  of  the  store  work  and  chores. 

Mr.  Rannard  spoke  briefly  of  the  requirements  of 
shoe  retailing  in  this  age ;  the  great  transformation 
that  has  taken  place  in  methods.  The  salesman  of 
to-day  must  possess  various  qualifications,  all  of 
which  may  be  summed  up  in  the  word  "service."  The 
store  interior  and  environments  had  also  rapidly  taken 
new  form  in  recent  years.  It  was  not  necessary  to 
deal  at  any  great  length  with  the  advantage  of  modern 
fixtures  and  store  arrangement.  These  are  part  of  the 
"Service,"  and  the  customer  of  to-day  practically  de- 
mands these  improvements  in  the  establishment  in 
which  lie  or  she  obtains  the  footwear  supplies. 

A  representative  of  "Footwear  in  Canada"  recent- 
ly visited  both  of  the  splendid  stores  of  the  Rannard 
Shoe  Company,  one  of  which  is  on  Main  street  and 
the  other  on  Portage  avenue,  and  they  are  undoubt- 
edly among  the  most  up-to-date  in  Canada.  Both  are 
situated  on  prominent  corners,  and  are  rectangular  in 
shape.  Two  sides  and  one  end  are  neatly  filled  with 
cartons  from  floor  to  ceiling,  with  the  exception  of  the 
well  arranged  space  for  plenty  of  daylight  along  the 
whole  length  of  the  store.  The  front  end  and  corner 
in  each  instance  is  taken  up  by  the  display  windows 
and  main  door.  The  windows  are  elegantly  lighted 
at  night  by  beautiful  electric  lamps  on  elaborate  brass 
fixtures,  and  the  display  shoes  are  tastefully  arranged 
by  expert  hands. 

A  feature  of  the  stores  is  that  the  shelves  are  built 
for  individual  cartons,  which  does  away  with  the  ne- 
cessity of  taking  down  a  whole  row  of  cartons  in 
order  to  get  the  desired  size.  The  rolling  step-ladder 
system  is  used.  The  chairs  for  customers  are  laid 
along  the  center  of  the  floor,  those  for  ladies  facing 
the  wall  on  which  the  ladies'  shoes  are  placed,  and 
those  for  men  facing  the  men's  lines. 

The  stock  rooms  are  in  the  basements  of  the  stores, 
and  the  combined  stocks  amount  to  about  $100,000. 
The  business  has  been  built  up  on  the  motto:  "Style 
and  Quality — Value  and  Service."  This  is  the  key- 
note of  Mr.  Rannard's  success. 


Mr.  J.  McCrudden,  superintendent  of  the  Tetrault 
Shoe  Company,  Montreal,  says  that  the  concern  will 
soon  be  going  again  at  full  blast  so  that  they  may 
catch  up  the  time  lost  owing  to  the  fire  which  destroy- 
ed their  factory. 


In  men's  footwear  there  is  considerable  specula- 
tion as  regards  whether  the  knob  toe  will  be  a  good 
seller  next  season.  The  general  opinion,  however, 
coming  from  the  manufacturers,  is  that  the  knob  toe 
will  be  in  favor  in  the  smaller  towns  and  rural  dis- 
tricts, but  in  the  large  cities  fashionable  dressers  will 
insist  on  the  new  custom  last  with  low  heel  and  drop 
toe. 
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How  a  Shoe  Store  Should  be  Photographed 

Avoid  Reflection  by  Taking  Windows  at  Night — Long  Exposure  Needed 
—  Instructions  for  Photographing  Interior — Do  Not  Take  Too  Much 


A  subscriber  wrote  us  recently  asking  for  instruc- 
tions as  to  the  best  means  of  photographing  a  shoe 
store  window.  Many  of  our  readers  have  tried  this, 
and  have  been  greatly  disappointed.  There  are  hun- 
dreds of  photographers,  but  those  who  thoroughly 
understand  out-door  photography  are  not  numerous. 

Ordinarily,  the  photograph  of  a  store  window  gives 
a  too  complete  view  of  the  buildings  behind  the 
camera,  across  the  street,  which  are  reflected  in  the 
glass.  That,  of  course,  is  not  what  the  proprietor 
of  the  store  is  after,  when  he  undertakes  to  make  a 
photograph  of  his  store  front.  Various  devices  have 
been  used  to  shut  off  this  reflection,  including  the  use 
of  a  tall  velvet  screen,  placed  behind  the  camera.  This, 
of  course,  is  very  expensive,  and  cannot  be  handled 
in  crowded  city  streets.  As  a  matter  of  fact,  it  is  en- 
tirely unnecessary,  providing  the  store  windows  are 
well  lighted. 

Take  Them  at  Night 

The  fact  is,  the  best  time  to  take  a  photograph  of 
the  window  is  at  night,  keeping  in  mind  the  above 
proviso  as  to  light.  By  "well  lighted,"  we  mean  thor- 
oughly illuminated,  with  the  lights  shining  on  the 
goods,  and  not  shining  out-doors,  into  the  eyes  of 
the  passers-by  and  into  the  camera.  The  lights,  pre- 
ferably electric,  should  be  screened  from  the  front. 

By  taking  the  photograph  at  night,  all  reflection  is 
avoided,  and  a  clear  view  is  given  of  the  window  and 
the  goods  displayed  therein.  If  your  sign  runs  across 
above  the  window,  or,  perhaps,  below  the  window,  it 
may  appear  very  faintly.  However,  if  you  are  using 
the  photograph  to  have  a  cut  made  from  it  to  print 
from  (that  is  the  usual  purpose  of  taking  a  photo- 
graph) the  lettering  on  your  sign  can  very  readily  he 
strengthened,  by  a  little  brushwork  before  the  cut 
is  made. 

Long  Exposure  Needed 

Good  lighting-  being  provided  for,  the  next  thing 
to  consider  is  that  a  very  long  exposure  is  required. 
That  is,  long  by  comparison  with  the  almost  instan- 
taneous work  which  can  be  done  in  day  time.  It  will 
be  several  minutes,  at  least,  if  the  camera  is  properly 
"stopped  down,"  as  the  phrase  goes.  That  is  to  say, 
with  the  diaphragn  shut  down  to  a  small  diameter, 
so  as  to  give  sharp  clear  outlines  in  the  resulting  nega- 
tive. 

If  there  are  many  passers-by,  an  "automatic"  shut- 
ter is  an  advisable  attachment ;  that  it,  a  shutter  which 
a  single  pressure  of  the  bulk  will  shut  or  open.  The 
operator  should  stand  at  the  side  of  the  camera,  and 
then  when  someone  comes  past  or  stops  in  front  of 
the  window,  a  pressure  of  the  bulb  will  close  the 
shutter;  when  that  person  has  moved,  another  pres- 
sure will  open  it  again,  without  touching  or  disturbing 
the  camera. 

If  a  daylight  photograph  is  attempted  at  all,  don't 
choose  a  bright,  blazing  day.  The  "snapshot"  idea  in 
photography  has  always  been  a  nuisance  and  a  detri- 
ment to  good  work.  The  amateur  photographer,  with 
a  cheap,  small  lens,  wants  bright  sun  light — and  he 
gets  pictures  that  are  alternately  chalk  and  soot.  You 


cannot  take  a  good  picture  with  strong,  violent  con- 
trasts and  no  gradation  of  shadows. 

For  the  Interior 

As  for  photographing  the  interior  of  a  store,  the 
photographers  who  know  how  to  do  this  properly  are 
as  scarce  as  the  proverbial  hen's  teeth.  One  of  the 
first  things  they  do  is  to  use  a  "wide  angle"  lens,  which 
takes  in  all  creation,  and  almost  looks  around  back  of 
itself  like  a  jack  rabbit.  This  makes  the  interior  of  a 
long  store  as  if  it  had  about  a  forty-foot  ceiling  in 
front  and  a  ten-foot  ceiling  in  the  rear  with  the  sides 
tapering  together  in  about  the  same  proportion. 

Please  remember  you  can't  take  the  whole  four 
sides  of  a  store  in  one  picture,  and  insist  that  the  pho- 
tographer shall  quit  trying  it ! 

We  don't  know  that  it  is  really  of  much  use  to  ex- 
pand on  this  point,  however,  as  it  takes  manual 
strength  and  a  club,  as  well  as  persuasion  and  argu- 
ment, to  make  more  than  one  in  a  hundred  of  them  do 
the  job  right. 

The  Right  Perspective 

Every  one  of  them  knows  the  principle  of  Dahl- 
meyer,  one  of  the  greatest  lens  makers,  that  "the  focal 
distance  (that  is,  the  distance  from  the  lens  to  the 
plate  when  focused)  should  be  equal  to  at  least  the 
diagonal  measurement  of  the  plate  itself,  of  preferably 
once  and  a  half  times  the  longest  way  of  the  plate." 
But  they  won't  regard  it. 

The  first  wide  angle  lens  was  made  to  photo- 
graph a  facade  of  Westminster  Abbey,  in  a  position 
where  it  was  possible  to  get  back  far  enough  for  a 
properly  made  lens  to  take  the  picture.  From  that  day 
to  this,  the  wide  angle  lens  has  been  distorting  all 
pictures.  That  is,  it  distorts  them  in  every  case  ex- 
cept when  photographing  a  flat  surface,  such  as  the 
end  of  Westminster  Abbey,  where  it  was  originally 
used. 

Don't  Take  in  too  Much 

This,  of  course,  will  be  largely  meaningless  to  any 
one  who  has  no  knowledge  of  lenses  or  camera  con- 
struction. It  will  be  largely  useless,  also,  if  you  are 
dealing  with  a  photographer  who  is  set  in  his  ways 
and  whose  chief  ambition  is  to  "cover  the  plate" — • 
a  phrase  that  is  fit  for  a  blacksmith  only,  and  not  for 
an  operator  in  a  line  of  work  which  claims  to  be  an 
art. 

But,  anyway,  hope  for  the  best,  and  don't  try  to 
take  in  too  much.  Tell  him  to  "use  a  long  range  lens," 
and  tell  him  to  "get  away  back." 

For  In-door  Pictures 

In  the  matter  of  interior  lighting,  that,  of  course, 
is  difficult  to  handle.  A  long  exposure  is  necessary. 
It  is  usually  very  difficult  to  get  figures.  It  is  hard 
for  anyone  to  sit  still  for  the  several  minutes  required, 
without  acquiring  a  very  wooden  sort  of  expression. 
Still,  it  adds  life  to  a  picture  to  include  people  in  it, 
if  possible. 

In  the  case  of  a  store  where  there  is  good  skylight, 
it  is  sometimes  possible  to  take  an  instantaneous  pic- 
ture with  the  seats  full  of  customers.  The  best  effect 
would  be  achieved  by  not  informing  them  when  the 
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camera  was  ready.  Wait  until  they  were  all  looking 
the  other  way  and  each  one  was  busy.  Then  snap 
the  camera  with  as  slow  and  "instantaneous"  move- 
ment as  it  can  be  worked  at,  with  the  lens,  of  course, 
wide  open. 

By  using  the  comparatively  new  anastigmatic 
lens,  sharp  distinction  can  be  secured  with  the  lens 
wide  open. — Boot  and  Shoe  Recorder. 


Berlin's  Modern  Shoe  Store 

The  J.  Agnew  Company,  Limited,  have  five  shoe 
stores  in  the  province  of  Ontario,  situated  at  Strat- 
ford, Woodstock,  Hagersville,  Berlin  and  Brantford. 
Mr.  Fred  L.  Smith  is  manager  of  the  firm  which  has 


The  J.  Agnew  Company's  Store,  Berlin 

its  headquarters  at  Brantford.  The  illustration  be- 
low is  of  their  Berlin  store,  which  would  bear  com- 
parison with  many  in  the  cities.  It  has  a  frontage  of 
fifty  feet,  which  allows  ample  space  for  a  wide  door- 
way and  two  good  show  windows  in  which  are  used 
up-to-date  shoe  fixtures,  including  three  adjustable 
shelves  attached  to  each  sidewalk  The  windows  are 
lighted  with  twelve  incandescent  lamps  of  forty  can- 
dle-power each,  which  are  so  arranged  that  they  will 
not  cast  shadows.  An  alarm  clock  is  attached  for 
shutting  off  these  lights  at  any  hour  desired;  so  that 
they  can  be  left  on  when  the  store  is  closed  for  the 
night  and  will  be  switched  off  at  the  time  the  clock 
is  set  for. 

The  interior  fixtures  are  finished  in  dark  quarter- 
cut  oak  as  are  the  four  show  cases — two  on  each  side 
attached  to  the  shelving — used  to  display  special 
lines.  Mirrors  are  placed  on  the  floor  to  show  cus- 
tomers the  appearance  of  the  shoes  on  their  feet.  Four 
twin  settees  are  placed  in  the  centre  of  the  store. 
The  floor  is  of  hardwood  and  is  oiled.  The  lighting 
fixtures  consist  of  three  handsome  drop-light  elec- 
troliers and  twelve  wall-brackets  to  match,  the  latter 
being  attached  to  the  shelving. 

The  cartons,  which  are  all  of  the  same  size,  are  in 
cardinal  red  edged  with  gold.  A  special  feature  is 
made  of  leather  goods,  which  are  found  to  have  a 
ready  sale.  The  suit  cases  and  handbags  are  displayed 
on  the  ledges  and  tops  of  the  shelving.  A  line  of 
trunks  is  also  carried. 

Test  of  a  Shoe  Salesman 

What  do  you  suppose  a  big  shoe  concern  uses  as_ 
a  test  of  the  efficiency  of  its  salesmen?   Not  the  num-' 
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ber  of  pairs  of  shoes  sold.  Oh  no !  The  company 
doesn't  believe  that  it  is  any  great  job  to  sell  a  man 
a  pair  of  shoes  when  he  goes  to  the  trouble  to  come 
to  your  store  and  hunts  for  the  goods.  But  when 
the  salesman  sells  him  a  bottle  of  polish  and  a  shoe 
polisher  that  he  didn't  come  in  to  buy,  that's  sales- 
manship, and  the  salesman  is  credited  accordingly. — 
"Printer's  Ink." 


A  Handsome  Store 

One  of  the  best  fitted  and  managed  shoe  stores 
in  the  United  States  is  that  of  E.  Zang  of  Johnstown, 
Pa.  The  interior  view  is  taken  from  up  in  front,  close 
to  a  fine  glass-sided  display  case.  The  size  of  the 
store  is  21  x  150  ft.  The  shelving,  stock,  cartons, 
chairs  and  ladders  are  of  olive  green  shade.  The  car- 
tons are  made  specially  for  the  firm  and  the  chairs 
are  their  own  design ;  the  show-cases  are  of  glass 
plate  with  shelving  of  the  same  material.  The  upper 
floors  are  used  for  stock  rooms,  and  the  basement  for 
rubbers  and  shoe  findings.  The  show  windows  and 
duplex  cases  in  front  of  the  store  are  of  fine  French 
plate  glass;  the  ceiling  and  basement  and  windows  are 
French  plate  glass  mirrors.  The  seating  capacity  of 
the  store  is  ninety-six,  all  individual  chairs.  The 
cable  cash  carrier  system  is  used  and  the  shoes  sold 
are  wrapped  by  boys,  who  do  nothing  else. 

The  card  system  is  used  to  keep  record  of  all  shoes 
sold  ;  an  individual  card  for  each  style  of  shoe,  show- 
ing the  name,  maker  the  description  of  shoe,  etc.,  and 
on  the  back  of  this  card  is  shown  the  sizes  and 
widths.   Each  pair  of  shoes  has  the  size,  stock  number, 


A  Model  Shoe  Store  Interior 

price  and  make  number  scratched  on  the  soles,  and  on 
the  pull  strap  or  button  hole  they  have  the  small 
stock  tickets;  this  ticket  shows  the-  stock  number, 
price  and  size  of  the  shoe. 

When  the  shoes  are  sold,  the  ticket  is  torn  off, 
the  stock  number,  etc.,  is  taken  from  them  and  writ- 
ten on  a  register  machine,  which  gives  an  original  and 
two  duplicate  copies.  These  are  torn  off,  one  given 
to  the  customer  in  the  package  and  the  two  others 
with  ticket,  goes  to  the  cashier.  When  found  correct, 
according  to  this  ticket,  the  cashier  stamps  the  slip 
"Paid"  and  the  package  and  with  the  change,  the 
other  slip  goes  back  to  the  wrapper  boy,  who  keeps 
them  on  file. — Boot  and  Shoe  Rcco.der. 
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The  Youimgest  Canadian  Shoe  Factory 

Canadian-Made  Shoes  Have  No  Superiors — An  Up-to-date  Plant — Mod- 
ern Machinery  and  Efficient  Workmen  —Wide  Distribution  of  Customers 


From  the  earliest  days  of  the  Talbot  settlement 
Aylmer,  Ontario,  and  vicinity  has  been  a  source  of 
supply  for  durable  footwear.  During  more  recent 
times  the  industry  of  shoemaking  has  been  more  or 
less  well  organized  and  one  manufacturer  after  an- 
other has  utilized  the  facilities  the  town  offered  in 
order  to  keep  the  increasing  multitude  of  the  Cana- 
dian people  supplied  with  suitable  footwear.    But  it 


E.  A.  Miller, 

President  of  the  Aylmer  Shoe  Company 

was  not  until  early  in  1910  that  the  Aylmer  Shoe  Com- 
pany was  organized  and  started  on  its  prosperous  car- 
eer. That  is,  therefore,  one  of  the  youngest  shoe 
manufacturing  establishments  in  the  country;  but  be- 
cause of  the  excellence  of  the  materials  used,  the  qual- 
ity of  the  workmanship  and  the  progressive  business 
management  the  Aylmer  Shoe  Company  now  has  an 
enviable  reputation  throughout  the  length  and  breadth 
of  Canada. 

There  seems  to  be  an  impression  abroad  that  if 
you  want  shoes  that  will  wear  a  long  time  and  give 
comfort  and  satisfaction  to  the  wearer,  you  must  go 
to  Great  Britain  for  them.  It  is  true  that  the  tanners 
of  leather  in  the  Motherland  know  how  to  produce  a 
quality  of  leather  that  has  body  and  flexibility  and  will 
stand  the  strain  of  hard  usage  when  put  to  the  test 
under  a  great  variety  of  climatic  conditions.  It  is 
true  also,  that  the  shoemakers  of  the  Old  World  put 
into  their  product  a  standard  of  integrity  and  dura- 
bility that  makes  their  shoes  difficult  to  wear  out 
under  normal  conditions. 

There  is  also  an  impression  abroad  that  if  you 
desire  footwear  that  is  neat  and  attractive  to  look  at, 
is  finished  in  workmanship,  is  in  harmony  with  the 
latest  designs  and  fits  every  shape  and  size  of  foot, 
giving  to  the  wearer  the  consciousness  of  being  well 
shod,  it  is  necessary  to  go  to  France  or  to  the  New 


England  States  to  get  the  best  designs  in  footwear. 

Both  of  these  impressions  are  without  a  doubt 
founded  on  tradition.  English  leather  has  long  had 
a  superb  reputation  for  excellence,  while  French  and 
New  England  made  shoes  for  a  generation  or  two 
because  of  the  designs  of  the  shoes  and  the  use  of 
modern  machinery  in  their  making,  stood  high  in  pub- 
lic esteem ;  but  neither  English  leather  nor  French 
styles  nor  New  England  shoemaking  machinery  now 
hold  a  place  of  pre-eminence  in  the  shoe  manufactur- 
ing world.  It  is  safe  to  say  that  in  all  respects  the 
manufacturers  of  Canada  have  in  recent  years  devel- 
oped standards  of  their  own  and  are  to-day  turning 
out  shoes  that  are  at  least  the  equal  of  any  made  else- 
where in  the  whole  world.  If  the  truth  were  told 
thousands  of  pairs  of  boots  and  shoes  which  are  sup- 
posed to  be  imported  are  made  right  here  in  our  own 
factories.  They  have  all  the  qualities  that  are  sought 
in  the  imported  product  and  in  addition  have  merits 
of  their  own. 

The  Aylmer  Shoe  Company  have  an  up-to-date 
manufacturing  plant.  Their  factory  is  a  substantial 
structure  of  white  brick,  three  storeys  high.  It  is  well 
lighted  with  spacious  windows,  so  there  is  not  a 
shadow  of  darkness  anywhere  throughout  the  work- 
ing floors.  It  is  well  heated  and  well  ventilated.  It 
is  conveniently  arranged  so  each  worker  has  ample 
space  and  yet  there  is  no  crowding  or  unnecessary 
handling  of  the  articles  of  manufacture  as  they  pass 
from  one  department  to  the  next.    A  healthier,  hap- 


0.  F.  Hayes, 

Manager  of  the  Aylmer  Shoe  Company 

pier  or  more  contented  lot  of  factory  hands  would  be 
difficult  to  find  anywhere.  Each  man  and  woman 
seems  keen  and  capable — nearly  all  are  experienced 
workers — and  anxious  to  turn  out  the  best  quality  of 
shoes  possible.  The  factory  has  now,  with  one  hun- 
dred workers,  a  capacity  of  three  hundred  pairs  of 
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shoes  a  day,  while  some  of  the  machines — all  of  which 
are  of  the  most  modern  type — have  a  capacity  of  four 
hundred  pairs  a  day.  What  some  of  those  machines 
will  do  is  wonderful.  The  thoroughness,  accuracy, 
speed  and  finish  of  each  step  in  the  process  of  manu- 
facture— in  the  making  of  shoes  and  boots  of  all 
kinds,  sizes,  styles,  etc. — are  achievements  deserving 
the  highest  commendation.  It  requires  nearly  sixty 
people  to  make  a  pair  of  shoes  in  this  factory.  How 
many  more  different  hands  contribute  to  the  produc- 
tion and  tanning  of  the  leather,  to  its  transportation, 
and  to  the  selling  of  the  finished  article,  would  re- 
quire some  careful  computation  to  ascertain.  The 
minute  division  of  labor  in  the  shoe  factory  itself  is 
but  a  step  in  the  process  of  covering  the  foot  of  man. 
It  is  a  far-cry  from  the  isolated  shoemaker  who  plies 
his  trade  on  a  lonely  bench  giving  nearly  two  days 
to  the  making  of  a  pair  of  shoes,  to  a  modern  shoe  fac- 
tory where  with  machinery  and  skill  the  aggregate 
result  is  ten  times  as  much  for  each  person  employed. 

The  Aylmer  Shoe  Company  secures  its  leather — 
calf,  tan,  velour,  gunmetal,  box-calf,  patents,  etc., — ■ 
from  the  best  available  sources.  The  sole  leather  is  of 
special  manufacture.    All  the  materials  used  in  the 


Factory  of  the  Aylmer  Shoe  Company 


making  of  boots  and  shoes  are  collected  with  a  view 
to  the  durability  and  finish  of  the  final  product.  On 
the  top  flat  of  the  Aylmer  shoe  factory  one  group  of 
workers  devote  their  whole  time  to  cutting,  another 
group  to  stitching;  on  the  middle  floor  the  lasting  is 
done  and  the  soles  put  on,  while  on  the  ground  floor 
the  finishing  is  completed  and  the  shoes  packed  ready 
for  shipment.  The  shipping  bills  indicate  the  wide 
distribution  of  the  customers  of  the  Aylmer  Shoe 
Company. 

This  institution  is  under  the  management  of  Mr. 
F.  C.  Hayes,  who  has  had  wide  experience  in  some 
of  the  large  manufacturing  establishments  in  the 
United  States  and  who  has  organized  and  developed 
two  or  three  of  the  leading  factories  in  Canada.  Asso- 
ciated with  him  are  E.  A.  Miller,  president;  Albert 
Chambers,  vice-president,  and  F.  L.  Wagner,  secre- 
tary-treasurer. These  gentlemen  with  their  staff  of 
salesmen  and  skilled  workers  constitute  a  manufac- 
turing concern  that  is  rapidly  taking  a  prominent  place 
among  the  high  class  producers  of  boots  and  shoes  in 
this  country.  The  product  of  their  factory  is  dis- 
tributed for  the  most  part  through  the  various  jobbers 
who  are  dealing  only  in  the  better  class  of  goods. 


IN  CANADA 

The  town  of  Aylmer  is  proud  of  its  shoe  factory,  not 
because  of  its  size,  but  because  of  the  quality  of  its 
output. 


Stolen  Shoes  Were  All  for  the  Left  Foot 

A  certain  boot  and  shoe  manufacturer  in  Berlin, 
Germany,  is  accustomed  to  display  in  his  shop  win- 
dows boots  and  shoes  for  the  left  foot  only,  keeping 
the  corresponding  right  boot  of  each  pair  in  his  accus- 
tomed stockrooms  behind  the  shop.  Arriving  at  his 
premises  the  other  morning,  he  was  disgusted  to  find 
that  his  windows  had  been  broken  and  over  a  hun- 
dred boots  and  shoes  carried  off.  Police  efforts  to 
trace  the  thieves  proved  fruitless  and  for  several  days 
the  shoemaker  ruefully  contemplated  his  stock  of  odd 
boots  and  shoes,  for  which  the  left  foot  fellows  were 
missing.  Finally,  however,  he  received  through  the 
post  a  communication,  written  in  typical  Berlin  slang, 
of  which  the  following  is  a  translation : 

"Dear  Mr.  Shoemaker: 

"You  will  probably  have  noticed  already  that  we 
allowed  ourselves  the  pleasure  of  a  visit  to  your  shop 
windows-  But  the  boots  were  all  for  the  left  foot. 
We  were  not  aware  that  the  people  in  your  district 
were  all  left-footed ;  presumably,  in  the  neighboring 
locality  they  are  right-footed.  It  must  be  delightful 
to  see  them  dancing  together.  My  two  companions 
who  made  up  our  party  did  not  wish  to  send  your 
boots  back  to  you,  but  I  am  a  decent  sort  of  chap,  and 
I  said:  'The  man  shall  have  his  boots  again.'  Mr- 
Shoemaker,  I  am  quite  a  respectable  fellow,  but  I  was 
short  of  small  change  and  that  brought  me  upon  the 
idea  of  paying  you  a  visit.  But  now,  Mr.  Shoemaker, 
just  you  go  up  to  the  railway  station  and  get  your 
boots  back  from  the  baggage  room.  I  am  sending 
you  the  ticket  along  with  this.  You  need  not  be 
afraid  any  longer;  we've  moved  into  quite  another  part 
of  the  town.  Perhaps  I  will  come  and  visit  you  some 
time  later  on.  With  best  wishes  for  a  good  Christmas 
business  and  kind  regards." 

On  presenting  the  ticket  at  the  railway  station  the 
shoemaker  really  did  get  his  shoes  back. 


Long  Shoe  Horn 

Everything  is  made  so  easy  these  days  that  one 
may  almost  dress  without  thinking  about  it  at  all, 
according  to  the  New  York  Press.  The  latest  luxury 
of  the  toilet  is  a  shoe  horn  with  a  handle  nearly  a  yard 
long,  and  one  may  step  into  one's  new  shoes 
without  bending  the  back  at  all.  These  new  shoe 
horns  look  very  much  like  golf  sticks,  with  their 
long  wooden  handles  and  copper  ends.  There  is  a 
leather  loop  at  the  top  of  the  handle,  by  means  of 
which  the  shoe  horn  may  be  hung  up. 


The  Tan  Shoe  Proposition 

Although  some  manufacturers  seem  to  be  pessi- 
mistically inclined  as  regards  the  tan  shoe  outlook  for 
next  season,  the  general  opinion  is  that  it  will  be  a 
strong  seller  right  along  side  of  the  white  canvas 
shoe.  This  opinion  is  borne  out  by  the  fact  that  tan 
footwear,  especially  in  ladies'  14  and  16-inch  button 
boots,  is  having  a  tremendous  sale  for  fall  and  winter 
trade,  and,  in  fact,  a  good  many  concerns  are  having 
some  difficulty  in  obtaining  sufficient  supply  to  take 
care  of  their  needs. 
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r  Bostoini  Correspond! 


Large  Influx  of  Buyers — Market  Resumes  Normal  Condition — Shoe 
and  Leather  Fair  for  Next  Summer — Chance  to  Show  Canadian  Goods 


The  large  number  of  shoe  buyers  which  visited 
the  Boston  market  during  the  past  month  gave  an 
activity  to  the  trade  that  was  encouraging  to  all,  and 
started  a  New  Year  of  much  promise.  The  test  of 
the  product  of  any  market  (or  the  market  itself)  ex- 
emplified by  repeated  visits  of  buyers,  and  the  con- 
gregating of  salesmen  from  distant  points  is  an 
acknowledgement  of  its  advantages.  These  two  fea- 
tures were  as  conspicuous  this  season  as  they  have 
been  for  several  years  past,  and  judging  from  the  in- 
creased attendance  of  both  factions  this  semi-annual 
occurrence  will  be  duplicated  for  years  to  come.  The 
interstate  commerce  law,  enacted  some  time  ago, 
enables  merchants  to  sell  their  goods  wherever  they 
choose  to,  unhampered  by  any  state  laws  or  city  or- 
dinances, therefore  this  market  is  accessible  to  far 
away  manufacturers  without  tax  or  local  hindrances 
of  any  kind. 

The  flood  tide  of  opportunities  is  now  over  and 
the  market  will  soon  resume  its  normal  condition 
which  will  continue  until  the  first  of  July  when  the 
same  scenes  will  be  repeated,  but  in  the  meantime  it 
would  be  well  for  the  live  Canadian  manufacturers 
to  prepare  for  a  proper  exposition  of  their  samples  and 
enter  the  field  of  competition  with  confidence.  Exten- 
sive preparations  are  already  being  made  to  attract  the 
buyers  here  during  the*  summer  season.  A  shoe  and 
leather  fair  is  the  principal  feature,  but  excursions, 
banquets  and  many  other  events  will  prove  drawing 
cards,  so  it  is  an  assured  fact  that  a  very  large  num- 
ber of  buyers  will  visit  this  market  at  that  time. 

In  view  of  this  fact  the  Canadian  shoe  makers 
should  break  the  shell  of  home  limitation  and  show 
their  American  friends  that  their  country  produces 
something  besides  ice  and  wheat,  and  take  the  place 
in  the  commercial  world  which  their  industrial  efforts 
have  shown  they  are  entitled  to.  The  expense  of  a 
stay  here  of  from  three  to  four  weeks  is  not  expensive 
considering  the  many  opportunities  there  are  to  do 
business.  Any  Canadian  manufacturer  who  might 
contemplate  coming  here  during  the  summer  visit  of 
the  buyers  can  obtain  all  necessary  information  in  re- 
gard to  it,  by  writing  the  Boston  Office  of  "Footwear." 

The  trading  thus  far  has  been  largely  along  samp- 
ling and  making  the  necessary  arrangements  for  the 
fall  campaign.  Prices  are  very  firm  on  all  lines,  al- 
though side  leather  shoes  are  much  further  advanced 
than  are  other  grades.  The  short  supply  of  leather 
causes  extreme  caution  in  accepting  orders  for  future 
shipment  and  both  manufacturers  and  buyers  prefer 
to  confine  contracting  to  early  completions.  Side 
leather  is  very  strong  in  price,  buyers  confining  op- 
erations to  small  lots  or  as  absolutely  wanted.  In- 
quiry shows  that  this  resembles  "Hobson's  choice" 
as  tanners  decline  accepting  large  order  at  to-day's 
prices  and  market  conditions  are  such  that  they  are 
assuming  a  risk  which  ordinary  prudence  would  not 
justify.  Hence  the  reason  why  shoe  contracts  for  the 
fall  trade  were  conspicuous  by  their  absence. 

Men's  fine  footwear  has  had,  and  is  now  having, 
an  almost  phenomenal  run,  the  factories  having  re- 


serve orders  sufficient  to  work  the  factories  at  ca- 
pacity limits  until  April  1st,  irrespective  of  what  or- 
ders may  come  to  hand  in  the  interim.  The  medium 
grades  are  following  the  better  ones  so  closely  in  re- 
gard to  style  and  finish  that  they  too  are  running  full. 
Prices  are  very  firm  on  both  grades  but  little  could  be 
learned  that  would  verify  rumors  of  any  decided  ad- 
vance. A  jump  of  2  to  5c.  per  pair  was  obtained  in 
some  cases  but  inquiry  revealed  that  such  advances 
were  confined  to  shoes  possessing  special  features, 
while  staples  were  sold  as  before.  Ladies'  and  misses' 
shoe  factories  are  busy  turning  out  goods  for  the 
spring  trade,  many  having  reserve  orders  which  will 
take  until  April  1st  to  produce.  These  lines  are  con- 
suming" much  time  in  their  construction,  the  many 
styles,  combinations,  and  oddities  requiring  more  than 
ordinary  attention. 

The  prominent  uppers  this  season  appear  to  be 
white  buck,  patent  calf  foxed  with  dull  mat  top,  and 
colored  calf.  Button  boots  are  selline  freely,  but  lace 
boots  have  fallen  off  nearly  90  per  cent.  High  boots 
with  full  toe,  short  vamp  and  medium  heel  seem  to 
take  the  lead.  Velvet  boots  have  fallen  off  75  per  cent, 
in  sales  while  other  fabric  appear  to  be  dead  features. 
Vici  kid  boots  show  a  liberal  gain  in  sales  over  that 
of  last  year  and  many  believe  that  the  tide  has  turn- 
ed, and  that  this  reliable  stock  will  again  resume  its 
former  prestige.  The  extent  to  which  expensive  orna- 
ments for  low  cuts  is  carried  and  costly  buttons  for 
the  finer  grades  of  button  boots,  is  remarkable,  and 
so  far  there  appears  to  be  no  limit  in  that  regard. 

Children's  footwear  is  meeting  with  a  good  de- 
mand, the  excellent  run  of  trade  which  this  line  has 
had  in  the  past,  bids  fair  to  be  repeated  this  year. 
The  thought,  time  and  expense  which  has  been  put 
forth  to  improve  and  embellish  this  line  for  the  little 
folks  and  thereby  add  to  their  attractiveness,  is  con- 
ceded to  be  largely  attributable  to  the  almost  phen- 
omenal business  which  has  come  to  it.  When  it  is 
considered  that  the  children's  shoe  factories  of  Mass- 
achusetts have  a  combined  capacity  of  over  50,000 
pairs  per  day,  the  enormity  of  this  branch  of  the  shoe 
business  can  be  more  accurately  estimated. 

While  the  year  may  not  have  progressed  far 
enough  to  express  opinions  of  the  future,  the  pros- 
pects are  such  that  the  concensus  of  opinion  is  that, 
aside  from  things  unusual  and  unexpected  happen- 
ing:, the  shoe  business  for  1912  will  be  large  in  volume. 


No  clerk  can  make  good  on  a  job  in  which  he 
feels  no  interest.  Every  workman  should  be  en- 
thusiastic about  his  work. 

No  captain  stops  with  the  knowledge  that  his  ship 
had  no  leaks  when  he  took  it.  No,  sir !  He  watches 
constantly  for  the  leaks  that  he  knows  are  sure  to 
develop  with  use  and  age. 

Use  your  salesmanship  on  the  goods  that  pay  the 
larger  profits.  The  short  profit  lines  of  staples  will 
sell  themselves.  Put  your  push  behind  the  money- 
makers. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.    The  Opinions 
of  Experts  on  Bettering  Business  Conditions 


The  Advertising  Swindle 

"The  public  seem  to  like  to  be  swindled,"  re- 
marked a  shoe  retailer  the  other  day.  "It  seems  to 
me  sometimes  that  we  would  be  almost  justified  in 
giving  them  what  they  seem  to  be  wanting — a  cheap 
shoe  with  a  lying  ticket  on  it  stating  that  the  price 
has  been  marked  down  from  a  sum  that  would  be 
sufficient  to  buy  half  a  dozen  pairs  of  the  rubbish." 

"Look  at  the  way  they  flock  to  some  of  the  much 
advertised  shoe  sales,"  he  continued.  "Why,  you 
would  think  their  common  sense  would  tell  them 
that  the  advertisers  must  be  swindlers,  or  fools.  Ad- 
vertising space  in  the  daily  papers  is  very  expensive 
and  no  shoe  retailer  can  afford  to  pay  for  it  and  then 
sell  his  shoes  for  less  than  what  they  cost  him — for 
that  is  what  many  of  them  claim  in  their  advertis- 
ments.  No !  The  honest  retailer  has  to  do  very  care- 
ful thinking  and  planning  before  he  advertises.  He 
must  expect  to  lose  on  one  or  two  lines,  if  he  holds 
these  out  as  a  bait  at  reduced  rates,  to  draw  custom, 
and  this  loss  must  be  made  up  by  increased  sales.  We 
have  found,  however,  that  the  customer  who  is  at- 
tracted by  a  special  sale  rarely  becomes  a  regular 
customer;  they  only  come  for  the  goods  that  are  mark- 
ed down.  Sales  rarely  build  up  our  business  and,  save 
for  clearing  out  goods  with  which  we  are  burdened, 
they  are  practically  of  little  use  to  us." 

"The  majority  of  shoe  dealers  are  'poor  and  honest,' 
but,  I  am  sorry  to  say,  there  are  some  who  do  fake 
advertising  to  catch  trade  and  lie  to  the  public  in  or- 
der to  cheat  them.  There  is  not  a  man  in  the  shoe 
business,  or  an  intelligent  man  in  any  business  for 
that  matter,  but  knows  that  when  a  man  advertises  to 
sell  $5.00  worth  of  goods  for  $1.00  that  man  is  a  liar 
and  a  cheat !  There  is  only  one  man  that  I  know  of 
who  is  any  worse  and  he  is  the  newspaper  owner  or 
manager,  usually  a  shrewd  business  man — who  poses 
as  a  friend  of  the  public  and  then  accepts  these  swind- 
ling advertisements  for  the  money  they  put  in  his 
pocket.  It  is  the  duty  of  the  daily  papers  to  show 
up  these  methods,  but  they  seem  only  too  eager  to 
take  the  swindlers'  money  and  ask  no  questions ;  at 
least  that  is  the  way  it  seems  to  me." 

"One  thing  I  have  noticed,"  continued  the  shoe- 
man,  "is  that  most  of  these  swindling  retailers  come 
from  the  United  States.  Now,  I  don't  mean  to  say 
that  all  U.  S.  shoe  retailers  are  fakes,  for  they  are  not; 
in  fact  it  is  the  honest  retailers  in  that  country  who 
is  chasing  the  swindler  across  the  border  to  us.  The 
retailer  who  conducts  a  genuine  business  over  there 
has  so  shown  up  the  swindlers  that  they  are  forced  to 
become  honest,  go  out  of  business  or — come  to  us. 
The  retail  merchants  all  over  the  States  are  organiz- 
ing into  active  associations  and  one  of  their  battle 
cries  is  'Death  to  the  Swindler.  " 

"I  was  in  New  York  a  short  time  ago  and  saw,  in 
a  retail  dealer's  window,  shoes  ticketed  as  being  re- 
duced from  $9.00  to  $4.50,  just  half  price.  I  thought 
I  would  go  inside  and  investigate  this  wonder,  and  I 
did  so." 


"  'What  can  I  do  for  you  this  morning?'  asked  the 
manager,  coming  forward  rubbing  his  hands." 

"  'I  would  like  to  look  at  those  shoes  in  the  win- 
dow,' I  replied,  indicating  the  ones  I  referred  to.  On 
close  examination  I  found  that  they  were  stamped  with 
a  name  very  similar  to  that  of  one  of  the  leading 
shoe  manufacturers  in  the  country ;  in  fact,  there  was 
only  one  letter  different,  and  the  object  was  clearly 
to  deceive  the  unwary  customer  by  leading  him  to 
think  that  he  was  buying  the  product  of  a  world-fam- 
ous house,  whereas  he  was  really  getting  a  very  in- 
ferior article  that  would  have  been  dear  at  $3.00.  The 
price — $9.00 — was  also  stamped  on  the  sole  to  prove 
to  the  purchaser  the  genuineness  of  the  bargain." 

"How  can  you  afford  to  sell  these  shoes  at  such  a 
reduction?"  I  asked  the  merchant. 

"  'Well,  you  see,  it's  like  this,'  he  replied.  'The 
H   Company  makes  a  very  high  grade  of  foot- 

wear and  if  there  is  the  least  fault  in  any  of  their 
shoes  they  dispose  of  them  to  us  small  retailers  at  a 
great  reduction,  upon  our  undertaking  to  sell  them 
at  half  price  and  to  not  pass  them  off  as  their  highest 
grade  goods.  All  the  shoes  you  see  before  you  have 
some  small  defect,  such  as  a  dropped  stitch  or  some- 
thing of  the  sort,  that  is  invisible  to  all  but  an  expert 
shoeman.  The  firm's  inspectors,  however,  condemn 
them  on  the  slightest  fault.  They  are  just  as  good 
in  every  respect  as  the  $9.00  shoe  you  will  get  from  the 
bigger  stores.   Will  you  not  try  on  a  pair?'  " 

"  'No,"  I  replied.  'If  you  will  come  into  my  store 
in  Toronto  I'll  sell  you  a  better  shoe  for  $2.50.  I  just 
wanted  to  get  a  line  on  your  methods.    Good-day !'  " 

"  'We  have  this  class  of  the  shoe  retailer  setting  up 
business  among  us  to-day,'  continued  the  merchant. 
'They  advertise  wonderful  reductions  continually  in 
the  newspapers,  you  would  think  from  reading  them 
that  these  men  were  philanthrophists,  whereas  they 
are  the  veriest  of  rogues.  If  a  customer  goes  to  their 
store,  attracted  by  the  lying  sucker-bait  they  put  out 
so  enticingly,  he  is  offered  a  cheap  shoe  with  a  fake 
reduction  ticket  on  it  or  told  that  they  are  just  sold 
out  of  the  particular  line  wanted  and  rely  upon  the 
clerk  to  jolly  him  into  buying  something  else.  Yes, 
things  are  not  always  as  they  seem;  particularly  in 
retail  shoe  advertising." 

"I  don't  wish  you  to  get  the  idea  that  I  am  class- 
ing all  shoe  dealers  who  come  here  from  the  United 
States  as  swindlers.  No,  there  are  some  of  them  right 
here  on  this  street  who  do  as  fair  and  honest  a  busi- 
ness as  anyone.  The  dishonest  retailers,  I  am  very 
glad  to  say,  are  very  much  in  the  minority,  though 
they  seem  to  make  in  energy  what  they  lack  in  num- 
bers. If  the  newspapers  continue  to  take  the  adver- 
tisements of  the  latter  and  do  not  expose  their 
methods,  it  is  up  to  the  honest  retailers,  and  they  are 
very  much  in  the  majority,  to  organize  in  their  own  de- 
fence and  show  up  and  prosecute  these  swindlers. 
I  am  only  a  shoe  dealer — not  a  lawyer — but  I  believe 
there  must  be  a  law  to  punish  this  kind  of  cheating, 
if  only  we  have  the  courage  and  energy  to  collect  the 
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information  against  the  guilty  parties — and  it  ought 
not  to  be  a  hard  matter  to  do  that." 


Manufacturers  Should  Specialize 

"Canadian  shoe  manufacturers  should  certainly 
specialize  more  than  they  do,"  said  one  of  Toronto's 
most  prominent  shoe  retailers.  "It  is  due  to  the  fact 
that  they  confine  their  energies  to  making  one  or  two 
lines  well,  that  the  big  United  States  shoe  manufactur- 
ing concerns  owe  their  success.  Canadians  would  do 
better  to  follow  their  example." 

"I  have  in  mind,"  he  continued,  "the  case  of  a  cer- 
tain factory  in  the  Maritime  Provinces.  When  it  was 
first  established  they  made  nearly  everything  in  the 
shape  of  leather  footwear,  but  it  was  not  a  success. 
They  could  not  compete  against  the  specialists  who 
devoted  their  time  and  talent  to  turning  out  one  or 
two  lines.  The  management  of  the  company  soon 
realized  this  fact  and  for  some  years  have  been  man- 
ufacturing only  two  lines,  and  are  turning  out  shoes 
to-day  that  will  compare  favorably  in  style,  finish, 
quality  and  price  with  any  imported  goods." 

"The  reasons  why  the  specialist  succeeds  are  many 
and  some  of  them  obvious,  but  one  of  the  principal 
points  in  his  favor  is  that  he  has  only  one  or  two 
kinds  and  grades  of  leather  to  choose  and  can  de- 
vote his  time  to  picking  out  just  exactly  what  he 
wants.  The  manufacturer  of  all  sorts  and  grades  re- 
quired many  kinds  and  qualities  of  leather  and  has  not 
the  time  to  always  see  that  he  is  getting  the  best 
in  each. 

"I  consider  that  our  rubber  footwear  manufactur- 
ers are  also  at  fault  in  this  respect,"  he  continued. 
"Why  should  they  not  specialize  a  little  more  than 
they  do?  and  why  run  after  every  novelty  or  fad 
that  the  big  United  States  factories  turn  out? 

"When  colored  rubbers  first  came  out,  the  Cana- 
dian rubbers  manufacturers  thought  they  had  to  make 
these  lines  as  well.  I  pointed  out  to  a  friend  of  mine, 
who  is  the  president  of  one  of  these  companies,  that 
he  was  only  wasting  time  and  money  in  bothering 
with  them.  I  showed  him  samples  of  what  they  were 
turning  out  and  proved  that  even  the  biggest  firms 
in  the  United  States  could  not  guarantee  uniformity 
of  color  in  these  goods.  One  lot  of  whites  would  be 
pretty  near  the  mark,  but  the  next  consignment  would 
look  as  if  the  sweepings  from  the  factory  had  been 
mixed  with  them,  and  the  tans  were  just  as  bad. 

"Still  I  could  not  dissuade  him  from  trying  his 
hand  on  these.  After  a  year's  trial,  however,  he  was 
forced  to  discontinue  their  manufacture,  having  lost 
a  lot  of  money  on  the  innovation.  This  was  the  ex- 
perience of  the  other  Canadian  manufacturers,  as  well, 
who  entered  this  new  field. 

"I  am  just  as  patriotic  a  Canadian  as  any  other 
shoe  retailer  and  I  always  give  the  product  of  my 
country  the  preference  if  it  is  just  as  good  in  every 
respect  as  the  imported  article,  but  my  customers 
demand  the  best  in  every  line.  If  the  foreign  special- 
ist gives  me  much  superior  goods  to  those  turned  out 
by  our  own  factories,  I  am  forced  to  buy  from  him, 
or  lose  my  trade.  If  our  manufacturers  would  all  wake 
up  to  this  fact  they  would  be  better  off  and  there 
would  be  less  foreign  made  footwear  sold  in  Can- 
ada." 


Of  course  the  show  people  will  use  your  windows 
if  you  let  them.  They  will  even  give  you  passes  for 
their  use.  But  if  the  window  display  is  worth  any- 
thing, it  is  worth  more  to  you  than  to  anybody  else. 


Canadian  Technical  School  for  Shoe  Operatives 

Members  of  the  Montreal  section  of  the  Canadian 
Manufacturers'  Association  are  not  confining  them- 
selves to  the  consideration  of  purely  trade  questions ; 
they  have  taken  up  the  subject  of  technical  training 
for  operatives  who  are  employed  in  the  30  factories 
in  Montreal  and  Maisonneuve  and  for  others  who  de- 
sire to  learn  the  boot  and  shoe  business.  The  city 
and  its  suburbs  constitute  the  chief  boot  and  shoe 
manufacturing  centre  in  the  Dominion,  and  it  is  felt 
that  there  is  need  for  opportunities  to  be  given  the 
younger  men  to  become  more  efficient  in  the  trade 
which  they  have  decided  on.  Among  the  12,000  to 
13,000  hands  now  employed  there  is  no  doubt  a  large 
number  who  would  avail  themselves  of  classes  for 
theoretical  and  practical  instruction.  At  present 
there  are  no  means  by  which  employees  or  those  who 
desire  to  enter  the  business  can  acquire  knowledge 
(outside  the  factory)  which  will  enable  them  to  be- 
come better  workmen  and  to  qualify  for  higher  posi- 
tions. 

The  Boot  and  Shoe  section  have  discussed  the 
question,  and  it  was  suggested  that  arrangements 
might  be  made  with  the  Montreal  Technical  Insti- 
tute, established  by  the  Provincial  Government,  to 
instal  machinery  and  appoint  teachers  for  the  re- 
quisite instruction  of  workers.  Mr.  Gaspard  De 
Serres,  the  chairman  of  the  board,  invited  the  section 
to  inspect  the  institute;  and  accordingly  Messrs. 
Joseph  Daoust,  Geo.  A.  Slater,  and  Alfred  Lambert, 
with  Mr.  H.  T.  Meldrum,  secretary  (representing  the 
section),  and  Mr.  G.  S.  Kirvan,  on  Thursday,  Jan.  25, 
paid  a  visit  to  the  school,  and  were  shown  over  the 
various  departments  by  Mr.  G.  DeSerres  and  Princi- 
pal A.  Marcheres.  The  working  of  the  institute  was 
thoroughly  explained,  and  an  outline  of  the  course  of 
instruction  given.  The  visitors  were  shown  the  var- 
ious installations  of  machinery,  purchased  in  Great 
Britain,  Canada,  United  States,  and  France. 

Subsequently  the  deputation  discussed  the  sub- 
ject with  those  representing  the  Institute,  and  will 
report  to  the  other  members  of  the  section.  It  is 
probable  that,  as  the  outcome  of  the  visit,  arrange- 
ments will  be  made  to  establish  classes  for  instruction 
in  hand  work,  which  is  considered  to  be  the  depart- 
ment which  will  be  most  beneficial  to  the  green  hands. 
Classes  could  thus  be  started  without  installing  ex- 
pensive machinery,  and  if  successful,  might  be  de- 
veloped along  more  ambitous  lines  in  the  future. 


Don't  Knock 

Does  it  pay  to  "knock"  your  competitor?  This  is 
no  new  question ;  it  is  as  old  as  competition.  It  has 
been  pretty  thoroughly  threshed  over  in  all  lines  of 
trade,  and  there  is  no  need  of  rehearsing  the  discus- 
sion at  this  time.  The  backward  abyss  of  trade  fail- 
ure is  pretty  well  strewn  with  wrecks  of  enterprises, 
from  large  to  small,  which  were  operated  at  some 
time  or  other  on  this  principle  of  getting  business  by 
"knocking"  the  other  fellow.  There  may  be  excep- 
tions to  the  rule  that  such  a  practice  does  not  pay ; 
doubtless  there  are.  But  they  are  neither  so  numer- 
ous nor  sufficiently  striking  as  to  nullify  the  rule. 
Honesty  is  the  best  paying  policy  in  the  end,  and  it 
is  hardly  honest  to  attempt  to  blacken  the  character 
of  a  competitor  or  his  products  for  the  sake  of  tak- 
ing away  his  trade. 

Because  a  customer  does  not  see  things  as  you  do 
is  not  necessarily  evidence  that  he  is  wrong. 
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A  Well  Dressed  Window 

The  window  illustrated  below  was  trimmed  for  a 
slipper  and  pump  sale  and  is  designed  to  show  off  each 
shoe  to  the  best  advantage.  The  goods  shown  are  all 
high  class  lines.  The  slippers  displayed  on  the  shoe 
stands  were  placed  on  oval-shaped  cardboard  with 
pretty  patterns,  to  show  them  up.  The  slippers  are 
held  in  place  by  means  of  two  pins;  the  heel  resting 
on  one  and  the  other  stuck  through  the  bottom  of  the 
cardboard  into  the  sole.  On  two  pedestals  one  foot 
in  height  on  either  side  of  the  window,  are  placed 
boards  20  in.  x  30  in.  Skins  are  draped  gracefully  over 
these,  being  caught  up  by  one  corner  to  shoe  stands 
at  the  back.  Black  shoes  are  displayed  to  good  ad- 
vantage on  these  skins,  which  are  tan,  and  form  an 
excellent  color  contrast  with  the  footwear. 

The  floor  is  covered  with  a  dark  green  carpet. 
Some  of  the  shoes  shown  on  the  floor  are  also  placed 
on  oval-shaped  cardboard.  The  pillars  on  either  side 
are  white  in  color  and  are  surmounted  by  white 
globes  containing  powerful  electric  lamps.  The  pil- 
lars are  tied  with  pale  blue  ribbon  and  the  panels  at 
the  back  are  of  the  same  color,  with  the  woodwork  in 
white.  The  flowers  showing  on  the  top  of  the  panel, 
at  the  right,  are  cotton  bolls. 


The  Fatal  High  Heel 

The  Pennsylvania  Railroad  Co.  has  been  for  three 
months  investigating  causes  of  accidents  to  women 
on  car  steps,  platforms  and  stations.    It  has  found 


that  the  major  portion  arise  from  hobble  skirts  and 
high-heeled  shoes.  It  is  evident  to  all  that  these  ac- 
cidents are  not  limited  to  the  preserves  of  the  Penn- 
sylvania company,  but  are  found  wherever  the  danger- 
ous heel  and  skirt  are  worn.  The  question  is  how  to 
prevent  the  accidents.  If  women  could  only  be  in- 
duced to  lessen  the  width  of  their  hats  and  increase 
that  of  their  skirts  it  would  help.  That  same  little 
heel  has  to  be  worn  whether  shopping,  dancing,  walk- 
ing in  the  parks,  in  the  sand,  and,  possibly,  in  bed. 
No  woman  with  feet  encased  in  a  high-heel  shoe  and 
limbs  in  a  hobble  skirt  can  descend  from  any  trolley 
car  step  in  safety,  unassisted,  unless  she  makes  a  dis- 
play in  so  doing  that  is  approved  only  where  an  ad- 
mission is  charged  or  at  a  bathing  beach.  A  man 
changes  his  footgear  to  suit  the  occasion,  and,  while 
it  must  be  confessed  that  the  men  are  probably  as 
guilty  of  foolish  acts  as  the  ladies,  they  are  not  of 
that  character  which  daily  endanger  the  safety  of 
health,  life  or  limb. 


The  freak  shoe  continues  to  force  its  unwelcome 
presence  on  the  trade  to  the  curtailment  of  profits. 


A  big  wholesale  house  grades  its  packers  on  the 
basis  of  errors  made.  The  names  are  posted  weekly 
on  the  department  bulletin  board  in  order  of  efficiency 
and  shift  according  to  good  or  bad  work  after  the 
fashion  of  baseball  percentages.  Good  work  quickly 
restores  a  man  to  lost  standing,  while  continued  in- 
accuracy first  brings  reprimand  and  finally  discharge. 
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The  Reason  of  the  Shortage  of  Leather 


The  Supply  Has  Been  Wasted — Three-Quarters  of  World's  Population 
Unshod — Footwear  Demand  Must  Increase — Leather  Substitute  Required 


About  three-quarters  of  the  population  of  the 
world  do  not  wear  leather  footwear ;  if  indeed,  they 
wear  any  at  all.  The  millions  of  Asia  are  mostly  bare- 
footed or  shod  with  straw  sandals.  The  reason  is  not 
far  to  seek.  Leather  is  too  dear  and  they  cannot  af- 
ford to  buy  footwear  made  of  this  commodity.  In 
countries  where  a  laborer  earns  from  four  to  eight 
cents  a  day,  how  long  will  it  take  him  to  save  up 
enough  to  pay  for  even  the  cheapest  pair  of  shoes, 
and  how  about  his  wife  and  children? 

In  India,  with  its  teeming  millions,  the  cow  is 
held  sacred  by  the  Hindoos,  who  form  the  vast  ma- 
jority of  the  population  and,  of  course,  boots  made 
from  cowhide  or  calfskin  are  tabooed.  Then  again, 
the  majority  of  the  inhabitants  of  Asia  are  vegetar- 
ians, or  their  meat  diet  consists  mainly  of  fish.  There- 
fore, there  is  nothing  like  enough  of  native  hides  to 
supply  the  population  with  footwear. 

In  Africa  too,  the  native  goes  barefooted,  or  when 
going  on  a  journey  or  over  rough  ground,  uses  rude 
leather  sandals  of  his  own  manufacture.  The  latter 
consist  merely  of  a  strip  of  leather  the  size  of  the 
foot,  cut  from  the  dried  skin  and  fastened  to  the  big 
toe  by  means  of  a  thong.  The  peon  of  Mexico  and 
South  America,  seldom  uses  shoes  and  the  natives  in 
the  Pacific  Islands  also  go  barefooted.  Even  in  Eur- 
ope, the  sabot  or  wooden  shoe  is  common  among  the 
peasantry 

Like  nearly  every  ill  on  this  globe,  the  shortage 
in  leather  is  due  to  mismanagement  and  greed.  Na- 
ture placed  in  every  country  a  supply  of  meat  and 
hides  that,  if  carefully  handled,  and  not  wasted,  would 
have  lasted  for  all  time.  The  early  settlers  in  Amer- 
ica found  countless  herds  of  buffalo  roaming  our 
Western  plains — and  promptly  set  to  work  to  exter- 
minate them.  If  the  bison  had  been  properly  protect- 
ed by  wise  legislation  there  would  be  no  talk  of  short- 
age in  the  leather  market  to-day. 

In  South  Africa  the  "Voer-treker"  found  the  vast 
tablelands  of  the  interior  swarming  with  "bok,"  or 


antelope,  of  a  hundred  species — and  proceeded  to 
ruthlessly  slaughter  for  "sport"  a  hundred-fold  more 
animals  than  he  could  possibly  use.  "The  sins  of 
the  fathers  are  visited  on  the  children"  and  the  human 
race,  all  over  the  world,  has  to  suffer  a  shortage  of 
leather — and  meat — on  account  of  the  wastefulness 
of  our  forefathers. 

In  Europe,  the  United  States,  and  Canada,  how- 
ever, we  have  not  felt  the  shortage  of  leather  to  any 
great  extent.  True,  the  price  is  advancing  more  or 
less  steadily,  but  we  have  always  been  able  to  get 
sufficient  for  our  needs.  But  how  do  we  manage 
to  do  this?  By  raking  and  scouring  the  whole  earth 
for  it.  India,  the  Argentine,  Russia,  Australia,  and 
the  nethermost  portions  of  the  globe  all  send  their 
quota  of  hides  to  provide  our  footwear  and  other 
wants.    Will  the  supply  last? 

At  the  present  rate  of  progress  of  transportation 
and  communication,  the  world  is  rapidly  becoming 
civilized.  All  countries  and  peoples  are  being  drawn 
closer  together  and,  with  modern  ideas  and  culture, 
the  barbarous  races  are  also  adopting  western  dress. 
The  Chinaman,  Hindoo  or  Japanese  who  has  been 
to  Europe  or  America  adopts  the  dress  of  the  Occi- 
dent, footwear  and  all.  When  he  returns  to  his  own 
country  he  creates  a  demand  for  these  articles  of 
dress,  first  among  his  relatives  and  friends,  which 
spreads  in  an  ever  widening  circle.  Up  to  recently 
the  Oriental  nations  affected  to  despise  us  and  clung 
to  their  old  customs  and  dress.  Now  they  are 
awakening,  are  adopting  our  ideas  and  the  dress  is 
bound  to  follow.  As  an  instance  of  this  might  be 
cited  the  boom  things  Japanese  had  after  their  Chin- 
ese and  Russian  victories.  The  kimona  and  many 
another  article  of  dress,  ornament,  or  use,  has  become 
familiar  to  us  all,  where  formerly  it  was  known 
only  as  a  curiosity.  The  adoption  of  western  meth- 
ods on  the  part  of  Japan  was  wholesale  and  is  still 
going  on. 

But  with  the  civilization  and  adoption  of  western 
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ideas  and  dress  by  the  barbarous  or  semi-barbarous 
races,  there  must  come  an  almost  three-fold  increased 
demand  for  leather  footwear.  Where  will  we  get  the 
leather  to  supply  this?  If  the  present  production  of 
hides  of  the  world  is  barely  sufficient  to  supply  the 
requirements  of  one-quarter  of  its  population,  what 
will  be  the  case  when  all  humanity  puts  forth  a  claim 
to  be  shod?  The  importation  of  hides  from  foreign 
countries  into  Europe  and  America  will  be  gradually 
curtailed  until  it  practically  ceases  to  exist.  We  get 
the  leather  now  because  we,  and  we  only,  can  af- 
ford to  buy  it,  but  with  modern  transportation,  com- 
munication, civilization  and  social  progress,  this  will 
not  always  be  the  case.  The  Oriental  is  our  equal 
mentally  and  will  claim — and  get — his  share  of  the 
good  things  of  this  life,  money  and  footwear  in- 
cluded. 

Of  course,  with  proper  scientific  management,  the 
breeding  of  cattle  may  be  so  increased  and  improved 
that  it  may  in  time  be  able  to  supply  the  world's  de- 
mand for  leather,  but  it  will  be  unreliable.  With 
drouth  and  disease,  millions  of  head  of  cattle  perish 
every  year  so  that  even  under  present  day  conditions 
the  import  market  is  unstable  and  with  a  trebly  in- 
creased demand  for  leather,  would  be  wholly  unre- 
liable. What  then  is  the  remedy?  Experienced  shoe- 
men  and  tanners  the  world  over  are  continually  tell- 
ing us  that  we  will  have  to  find  a  substitute  for 
leather.  It  must  have  the  durability,  pliability  and 
all  the  good  qualities  of  the  former  commodity.  This 
new  substance  will  hardly  be  rubber,  for  besides  the 
scarcity  of  the  latter,  the  continual  wearing  of  it  is 
injurious  to  the  health.  No,  the  material  for  the 
footwear  of  the  future  is  not  yet  discovered,  but  it 
will  be.  Human  ingenuity  has  accomplished  might- 
ier feats  than  this  and  when  the  new  substance  is 
discovered,  or  invented,  we  feel  safe  in  predicting  that 
it  will,  in  time,  equal  or  exceed  leather  in  suitability, 
quality,  style  and  finish. 


Artifical  Rubber 

About  forty  years  ago  two  young  chemists  an- 
nounced  that  they  had  succeeded  in  manufacturing 
indigo.  The  method  used  by  them  was  entirely  inde- 
pendent of  the  indigo  plants.  The  yield  was  extremely 
small,  and  there  seemed  to  be  no  promise  in  the 
method  of  future  commercial  success.  A  quarter  of 
a  century  later  or  thereabout  the  manufacturer  was 
supplying  the  world  with  artificial  indigo,  and  the 
occupation  of  the  indigo  planter,  if  not  gone,  was 
going.  And  now  the  chemical  world  is  all  agog  about 
rubber.  This  substance  obtained  mainly  from  South 
and  Central  America,  though  of  late  years,  owing  to  a 
great  increase  in  the  demand  for  it,  plantations  have 
been  started,  especially  in  Ceylon  and  the  Malay  Pen- 
insula and  Archipelago,  and  these  are  now  contribut- 
ing to  the  world's  supply.  Deep  incisions  are  made 
near  the  base  of  the  tree.  The  liquid  flowing  from 
these  incisions  is  heated  to  drive  off  most  of  the  water, 
and  the  residue  is  the  impure  rubber  of  the  market. 
The  valuable  constituent  is  caoutchouc,  a  colorless, 
elastic,  amorphous  substance.  This  has  long  been 
known,  but  little  has  been  learned  in  regard  to  its 
chemical  nature  until  recently.  Last  year  a  specimen 
of  artificial  rubber  was  exhibited  at  Berlin,  identical 
in  all  its  properties  with  the  natural  substance.  At 
present  there  appears  to  be  little  prospect  of  early 
commercial  success  along  the  line  suggested. 


Arrangement  of  Shoe  Stock 

By  W.  H.  Pluminer 

No  doubt  the  old  method  of  arranging  shoe  stock, 
viz.,  six  or  seven  different  sizes  in  one  shelf,  is  not 
used  to  any  extent  by  the  up-to-date  retailer,  unless 
his  fixtures  are  not  high  enough  to  permit  the  "up 
and  down"  system;  that  is,  beginning  with  the  small- 
est size  in  the  lower  shelf  and  working  upwards  so 
that  a  shelf  contains  four  or  five  different  styles  of  one 
size.  This  gives  every  style  an  equal  selling  chance, 
because  if  the  salesman  wants  a  woman's  size,  he 
must  climb  to  the  top  shelf  for  it,  where  all  the  sev- 
ens are  kept.  On  the  other  hand,  if  the  fixtures  run 
higher  than  he  can  reach,  and  the  old  method  is  em- 
ployed, he  will  naturally  show  the  lines  that  are  near- 
est, while  those  up  above  will,  in  time,  get  shop  worn 
and  "rusty." 

We  arrange  our  stock  so  that  a  "green"  man  with 
the  average  amount  of  brains  could  find  almost  any- 
thing asked  for,  after  having  the  system  explained. 
On  one  side  we  stock  women's  and  misses'  goods,  on 
the  other,  men's,  boys,'  youths'  and  lads,'  with  in- 
fants' and  children's  at  the  rear  of  the  store.  At  this 
season  of  the  year  we  begin  with  women's  felt  slippers 
and  bals  in  the  first  column,  patent  oxfords  next,  calf 
oxfords,  kid  oxfords,  patent  button  boots,  calf  and 
kid  button  boots,  patent  bals,  calf  bals,  kid  bals,  even- 
ing slippers,  kid  theo's,  etc.,  etc. ;  the  lines  being  ar- 
ranged according  to  price,  beginning  at  the  highest 
and  working  back  so  that  it  does  not  require  any 
hunting  to  find  an  article  at  a  certain  price  and  size. 
In  the  spring  we  use  the  felt  slipper  and  bal  space  for 
colored  oxfords.  The  rest  of  the  stock  is  arranged  in 
much  the  same  way  and  as  each  salesman  has  his  own 
department  to  look  after,  the  lines  and  sizes  are  al- 
ways well  assorted  and  in  their  proper  places.  This 
allows  prompt  service  and  often  prevents  the  loss 
of  a  sale. 

We  have  our  own  carton  label  on  all  lines  but 
two  or  three;  such  well  known  lines  as  "Bell,"  and 
"Hartt."  We  print  descriptions  on  cartons  by  means 
of  a  rubber  stamp  outfit  which  is  much  quicker  and 
neater  than  writing  them.  The  bulk  goods  are  kept 
in  153  drawers,  but  as  many  of  the  heavy  goods,  in- 
cluding rubbers,  are  coming  already  cartoned,  we  ex- 
pect shortly  to  replace  a  number  of  these  drawers  with 
shelves.  The  goods  in  drawers  are  arranged  on  the 
same  principle  as  the  cartoned  stock,  one  size  to  a 
drawer  and  from  two  to  four  styles  according  to  how 
staple  the  article  is.  Near  the  rear  of  store  we  have 
several  drawers  specially  built  for  laces,  rubber  heels, 
findings,  etc. ;  all  arranged  according  to  size  and  qual- 
ity. We  attribute  no  small  portion  of  our  yearly 
profits  to  our  system  of  stock  keeping  which  is,  in 
a  word,  "a  place  for  everything  and  everything  in  its 
place." 


Appreciated  in  B.  C. 

Mr.  W.  E.  Sinclair,  fine  footwear,  613 
Columbia  street,  New  Westminster,  B.C., 
writes  "Footwear  in  Canada,"  as  follows: 

"Please  find  enclosed  $1  being  subscrip- 
tion for  what  I  consider  the  most  up-to-date 
shoe  journal  in  Canada." 
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The  Trade  in  Winnipeg 

The  wholesale  boot  and  shoe  merchants  in  Win- 
nipeg are  unanimous  in  the  verdict  that  business  in 
the  past  season  was  quite  satisfactory,  with  the  ex- 
ception of  the  unfavorable  effect  the  delay  in  market- 
ing the  grain  crop  had  upon  collections.  In  the  latter 
respect  there  is  but  little  improvement  to  note  as  yet. 
The  unsatisfactory  way  in  which  the  wheat  is  being 
moved  applies  to  almost  every  part  of  the  three  prairie 
provinces.  The  trade  is  buoyed  up,  however,  by  the 
expectation  that  the  money  that  should  have  been 
coming  to  hand  during  the  last  month  or  two  will  get 
into  the  proper  channels  during  the  coming  months. 
In  the  last  few  weeks  an  arrangement  has  been  ar- 
rived at  by  which  large  quantities  of  Saskatchewan 
wheat  will  be  shipped  via  the  Soo  Line  to  Duluth, 
to  be  stored  there  until  spring  shipping  starts  on  the 
Great  Lakes.  One  of  the  handicaps  in  moving  the 
western  crop  after  the  close  of  navigation  is  that  there 
is  only  one  railway  line  to  the  east  from  Fort  William, 
and  the  Canadian  Pacific  Railway  has  found  it  im- 
possible to  carry  the  shipments  on  contract  with  any- 
thing like  the  promptness  desired  by  the  grain  mer- 
chants, farmers  and  every  one  else  concerned.  The 
congestion  has  greatly  affected  payments,  and  the 
footwear  jobbers  have  suffered  along  with  other  busi- 
ness men  throughout  the  country. 

In  face  of  all  the  drawbacks  in  connection  with  the 
crops,  a  feeling  of  confidence  has  pervaded  all  trade 
circles  in  the  West,  and  the  volume  of  business  dur- 
ing the  season  has  been  larger  than  in  any  previous 
corresponding  season  in  the  history  of  these  provinces. 
The  demand  for  boots  and  shoes  during  the  first  part 
of  January  was  quiet,  as  usual  at  the  year-end,  but  is 
now  picking  up  gradually,  and  the  outlook  is  very 
encouraging.  The  local  jobbers  are  shipping  the 
spring  orders,  and  travellers  are  on  the  road  looking 
after  future  business.  The  initial  orders  for  spring 
and  summer  lines  were  placed  quite  liberally,  but  not 
so  much  so  as  the  prospects  warranted,  and  the  spring- 
sorting  trade  promises  to  be  large.  Already  a  fair 
volume  of  reorder  business  is  coming  to  hand.  -Lead- 
ing ..Winnipeg  jobbers  state  that  their  travellers  are 
meeting  with  good  conditions  in  the  country  as  re- 
gards felt  footwear;  stocks  have  been  reduced  in  a 
satisfactory  way  during  the  very  frosty  weather  for 
three  or  four  weeks  following  Christmas,  and  they 
anticipate  a  big  demand  for  supplies  for  next  fall  and 
winter. 

There  is  no  new  feature  of  importance  to  report 
in  the  rubber  footwear  trade.  The  new  prices  will  not 
be  announced  for  a  couple  of  weeks,  and  until  then 
the  salesmen  will  not  begin  to  push  their  lines  in  the 
country.  Western  prices  are  governed  by  the  East- 
ern market,  and  dealers  here  are  awaiting  the  reports 
of  the  new  arrangements  with  interest.  During  last 
year  there  was  no  announcement  of  rubber  prices 
published,  owing  to  the  absence  of  satisfactory  agree- 
ment between  the  two  factions  known  in  Canada  as 
the  "Independents"  and  the  "Combine."  The  repre- 
sentatives of  both  sides  in  the  West  seen  to  be  unpre- 
pared to  give  any  satisfaction  as  to  any  special  ar- 
rangement among  them  for  this  year. 

The  Winnipeg  retail  footwear  merchants  have 
done  a  very  gratifying  amount  of  business  since  the 
first  of  January,  following  a  fairly  active"  holiday 
season.  Practically  all  the  leading  dealers  have  had 
special  year-end  sales,  although  not  through  unduly 
cutting  prices  or  sacrificing  profits.  The  stocks  gen- 
erally appear  to  be  in  good  condition. 
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Trade  Publications 

The  Shawmut  Machinery  Co.,  of  Boston,  Mass., 
have  issued  a  little  illustrated  booklet  entitled  'Special 
Shoe  Machinery."  It  contains  illustrations  of  twelve 
of  their  machines  together  with  a  full  description  as 
regards  weight,  speed  and  working. 

The  Pingree  Company,  of  Detroit,  have  published 
a  very  attractive  catalogue  and  style  book  for  the  fall 
and  winter  season.  It  is  printed  on  enamel  stock  and 
contains  about  eighty  pages,  some  of  the  sections  be- 
ing- in  six  different  colors.  The  decorative  treatment 
is  excellent  and  reflects  great  credit  on  the  designer. 
The  shoes  are  well  illustrated  and  there  is  an  extensive 
showing  of  up-to-date  styles. 

"Canada's  Sixth  Industry"  is  the  title  of  a  very  at- 
tractive booklet  by  the  United  Shoe  Machinery  Com- 
pany of  Canada.  Mr.  Rowland  E.  Watson,  wrote  an 
article  under  the  above  heading  in  the  October  num- 
ber of  the  Canadian  Magazine  and  the  United  Shoe 
Machinery  Company  have  used  this,  together  with 
illustrations  of  their  buildings  and  of  practically  every 
machine  that  is  used  in  the  manufacture  of  shoes. 
The  booklet  is  well  worth  reading  and  keeping  for 
the  information  it  contains. 

The  United  Shoe  Machinery  Co.  of  Canada  have 
got  out  a  very  attractive,  instructive  and  useful  cata- 
logue for  their  Goodyear  welt  shoe  repairing  system 
and  shoe  supplies.  It  contains  illustrations  of  practic- 
ally every  machine  and  tool  used  in  repairing.  It  also 
illustrates  such  accesories  as  are  carried  by  the  shoe 
repairer,  such  as  heel  plates,  rubber  heels,  shoe 
buckles,  shoe  trees,  etc.  It  is  indexed  at  the  back 
and  is  one  of  the  most  comprehensive  and  useful 
catalogues  we  have  seen  for  a  long  time. 

The  1912  American  Shoemaking  Directory  shows 
that  over  100  new  shoe  factories  have  been  establish- 
ed during  the  year  of  1911.  This  hardy  little  directory 
contains  full  information  regarding  all  shoe  factories 
in  the  United  States  and  Canada,  giving  the  kind  of 
shoes  made,  capacity,  names  of  superintendents,  buy- 
ers, etc.  A  new  feature  this  year  is  the  addition  of 
10  maps  showing  the  location  of  shoe  factory  towns 
and  cities.  It  contains  a  large  amount  of  valuable  in- 
formation, is  vest  pocket  size,  measures  2%  x  Sy2,  is 
bound  in  red  leather  and  sells  at  $7.00.  It  is  pub- 
lished by  the  Deming  &  Rogers  Pub.  Co.,  Boston, 
Mass. 

With  a  view  to  perfecting  their  new  sales  sys- 
tem, the  Canadian  Consolidated  Rubber  Company, 
Limited,  has  issued  a  circular  to  their  customers 
throughout  Canada  asking  for  -answers  to  a  number  of 
questions  and  also  for  suggestions  in  order  to  over- 
come certain  difficulties  experienced  last  year.  The 
questions  mainly  refer  to  the  firm's  methods  of  doing- 
business,  but  others  are  of  a  more  general  character, 
and  include  a  reference  to  the  increase  in  the  demand 
for  leather  top  lumbermen's.  Customers  are  asked 
their  opinion  as  to  whether  this  line  is  replacing  the 
sale  of  larigans  or  other  kinds  of  leather  or  gum  lum- 
bermen's. An  opinion  is  also  requested  as  to  whether 
customers  would  like  the  illustrated  catalogues  abol- 
ished and  prices  reduced  to  the  extent  of  the  cost. 


It  is  not  the  amount  of  goods  you  have  in  the 
window  that  makes  it  a  success  or  a  failure.  It  is 
the  way  in  which  they  are  arranged.  Sometimes  one 
shoe  will  make  a  better  display  than  a  gross. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display—Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


There  is  a  species  of  "yellow  salesmanship"  that 
is  just  as  vicious  as  the  most  sensational  of  "yellow 
journalism."  It  offers  bargains  that  are  no  bargains. 
Its  values  are  not  honest  values.  Under  one  pretext 
or  another  it  is  ready  every  month  of  the  twelve,  and 
sometimes  oftener,  with  a  trumped-up  sale,  and  with 
a  stock  of  shoddy  wares  especially  laid  in  for  the 
purpose  of  hoodwinking  those  who  know  no  better. 

But  because  "sales"  and  "salesmanship"  of  this 
kind  have  become  far  too  common  in  the  shoe  business 
is  no  good  reason  why  the  upright  dealer  who  is  de- 
ing  business  in  a  live,  business-like  way  should  taboo 
sales  altogether. 

Last  month  we  illustrated  an  excellent  large-space 
announcement  for  the  January  Clean-up  Sale.  The 
Chas.  D.  Jones  advertisement,  reproduced  below,  is 
another  well-planned  example  of  special-sale  adver- 
tising, that  no  doubt  led  many  of  the  good  people  of 
Hamilton  to  visit  the  Jones  store. 

The  space  occupied  by  the  original  was  only  just 
over  eight  inches,  three-column  wide,  but  it  was  used 
in  such  a  way  as  to  make  an  attractive  and  outstand- 
ing advertisement.  The  border,  and  the  cut  in  the 
lower  corner,  are  good.  The  heading  and  sub-head- 
ing are  admirable,  both  in  wording  and  display,  while 
throughout  the  advertisement  there  is  not  a  word 
wasted. 

The  January  Sale  is  a  sound  business  means  to  a 
sound  business  end,  and  the  opening  paragraph  of  the 


JANUARY 

Clearing  Sale 

General  Clean-up  of  Men's,  Women's 
and  Children's  Shoes  and  Slippers 

TTo  are.  (joing  to  close  ont  all  broken  lots  of  Men's  and  Women's  American 
Shoes  in  s  Urge  variety  of  shapes,  styles  and  leathers,  at- genuine  pric*  rcduetionx 
that  reprosoiit  greater  wings  than  have  Wn  offered  von  -for  a  long  time  Manv 
of  our  most  popular  styles  have  sold  so  freely  flint  we  have  only  a  few  sizes  in  ,aAi 

lot  left.  > 


LADIES! 


$3.25 

CHAS.  D. 

JONES 

119  KING  EAST 


ISP 


J  ones  advertisement 
gives  just  enough  clear, 
straightforward  explan- 
ation of  the  reason-why 
to  give  the  impression 
of  a  genuine  "opportun- 
ity." 

There  would  seem  to 
be  no  good  reason  for 
the  use  of  the  exclama- 
tion mark  after  the  word 
"Ladies,"  however,  and 
the  price  would  have 
been  prominent  without 
the  introduction  of  a 
change  of  type.  Gothic 
is  good  in  its  place,  but 
lere  it  seems  to  intrude. 


The  RoNir 


•lane  Shoe  Co. 


BOYS  STORM  SHOES 


Tbe  M.»>  : 
TheShi«.  I 
Kfwj  lu,_v 


■  Wear. 


$2.00,  $2.50  and  $3.00 


Tbe  Roberts  &  Van-Lane  Shoe  Co. 


OKLV  ADrmHtMKA 
m  C'wlbofM  it .  an*  of  n, 
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More  Care  and  Planning 
Required 

The  Roberts  &  Van- 
Lane   announcement  is 

timely.  Storm-proof  and  "boy-proof"  shoes  are  what 
the  youngsters  need  this  cold  weather;  and  it  would 
seem  that  anyone  who  had  once  been  a  boy  could 
work  himself  to  a  great  pitch  of  enthusiasm  over  the 
description  of  a  pair  of  shoes  such  as  that  shown  in 
the  cut.  But,  in  this  case,  the  cut  tells  its  story  bet- 
ter than  the  description  that  goes  with  it.  The  latter 
is  almost  as  cold  as  the  weather.  It  is  weak  and  halt- 
ing. It  is  not  at  all  enthusiastic  and,  therefore,  it  is 
not  as  convincing  as  it  might  be. 

The  introduction  of  the  firm-name  at  the  top  as 
well  as  at  the  bottom  is  also  unnecessary  in  an  ad. 
of  this  size,  while  the  cut  is  big  enough  to  take  care 
of  itself  without  the  boxed-in  supports  at  either  side. 
These  are  at  once  clumsy  and  old-fashioned  and, 
taken  in  connection  with  the  unnecessary  heading  al- 
ready referred  to,  they  give  the  impression  that  the 
advertisement  man — or  the  printer — had  rather  more 
space  than  he  knew  what  to  do  with. 

A  more  effective  use  of  space  would  have  been 
made  if  a  good  heading  well  displayed  had  been  run 
at  the  top — "Storm-proof  Shoes  for  the  Boy,"  for  in- 
stance— if  the  cut  had  been  brought  lower  down, 
leaving  space  for  an  enthusiastic  opening  paragraph, 
bringing  out  the  special  timeliness  of  well-built  storm 
shoes  for  the  boy's  winter  sports,  between  the  head- 
ing and  the  cut.  Then,  beneath  the  cut,  a  paragraph 
or  two  of  definite  description,  upon  the  lines  used  in 
the  original  announcement,  might  have  been  intro- 
duced, followed  by  prices  and  the  signature. 

The  paragraph  of  description,  as  it  actually  ap- 
peared, is  a  little  stiff  and  disconnected.  It  would 
have  been  improved  by  the  use  of  a  few  more  words, 
suitably  chosen  and  suitably  placed,  which  would 
have  rendered  it  more  easy  and  pleasing  to  read. 

More  care  in  planning  and  writing  and  a  little 
more  care  in  setting  would  have  turned  good  material 
to  better  account. 
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Advertising  Space  Y©m  Are  Paying  For 

By  Ralph  Francis 


You  say,  perhaps,  that  you  don't  use  advertising 
space — at  any  rate  during  the  "dull  season."  Very 
well.  But  just  wait  a  moment.  Let  us  see.  You  may 
not  be  running  any  advertising  in  the  local  paper,  get- 
ting out  anything  in  the  way  of  special  circulars,  or 
even  holding  a  special  "Sale" — and  there's  plenty  of 
time  to  think  about  spring  styles  and  spring  publicity. 
Quite  so.  But  nevertheless  you  are  using  valuable 
advertising  space  daily — and  paying  roundly  for  it 
too. 

In  our  article  in  this  department  last  month  we 
hammered  upon  the  point  that  behind  all  successful 
advertising  there  must  be  the  solid  backing  of  a  thor- 
oughly live  business  run  upon  up-to-date  business 
lines.  Now,  to  the  average  shoe  dealer,  whether  in 
the  large  city  or  the  little  country  town,  his  show- 
window  should  be  his  best  advertisement,  his  most  ef- 
fective and  convincing  appeal  to  the  outside  public. 
When  it  is  not  so  there  is  something  wrong. 

In  large  centres  of  population  the  cost  of  adver- 
tising space  in  the  city  dailies  is  almost  prohibitive 
to  the  average  retailer,  while  many  of  the  other  med- 
iums presented  to  the  business  man  are  of  more  or 
less  doubtful  value.  In  the  country  town  the  local 
journal  affords  an  excellent  advertising  medium.  But 
whether  in  the  city  or  in  the  country  town  the  point 
still  holds  good  that  the  show-window  should  be  the 
strongest  and  most  profitable  advertisement  of  the 
shoe  dealer. 

Did  you  ever  take  the  trouble  to  notice  the  many 
people  who  pass  your  store  in  the  course  of  a  day? 

Did  you  ever  estimate  the  amount  of  advertising- 
space  you  have  in  your  show-window — space  at  your 
disposal,  not  now  and  then  or  for  a  special  "season" 
advertisement  only,  but  every  day  from  Monday  to 
Saturday  and  from  January  to  December? 

It  is  space  for  which  you  are  paying  whether  you 
turn  it  to  good  account  or  not,  and  the  public  that 
may  or  may  not  notice  your  printed  advertisement  is 
the  same  public,  for  the  most  part,  that  is  passing 
back  and  forth  in  front  of  your  door  from  one  day  to 
the  next.  Think  of  this.  Think,  too,  how  much  easier 
it  is  to  convey  an  impression  directly  through  the 
senses  than  by  columns  of  description.  That  "seeing 
is  believing"  has  become  proverbial. 

It  requires  much  persistence  and  a  lot  of  straight 
talking  to  make  one  customer  through  printers'  ink 
alone ;  but  the  show-window  makes  its  appeal  directly 
to  the  senses,  and  its  advertisement  is  of  your  own 
making — background,  type,  setting  and  display;  but 
if  it  doesn't  turn  out  just  as  well  as  you  expected  there 
is  no  convenient  printer  upon  whom  to  throw  the 
blame. 

The  making  of  an  effective  window  display  is  no 
haphazard  business.  Expert  window  trimmers  are 
highly  trained — and  highly  paid.  The  work  demands 
much  thought,  careful  planning,  effective  designing, 
neatness  and  tastefulness  of  execution.  Only  exper- 
ience and  constant  practice  will  give  the  rapidity,  re- 
sourcefulness and  happy  grace  of  arrangement  which 
distinguishes  the  work  of  the  expert;  but  a  thorough 
conviction  of  the  cash  value  of  a  good  display,  backed 


by  ordinary  common-sense,  taste  and  good  judgment 
will  go  quite  a  long  way. 

In  connection  with  any  other  department  of  your 
business  you  would  expect  an  investment  of  little 
thought,  little  time  and  little  effort  to  bring  in  only 
little  returns.  Remember,  then,  that  if  you  are  to  get 
good  business  results  from  the  show-window  you 
must  be  ready  to  put  plenty  of  thought  and  hard 
work — of  such  business  "capital" — into  it. 

Of  first  importance  in  this  connection  is  change — 
the  window  display  should  be  changed  at  least  once 
a  week. 

Walking  down  the  main  street  of  a  good  business 
town  one  day  last  week — the  24th  of  January — I  paus- 
ed to  "take  in"  the  window  display  of  one  of  the 
local  dealers.  Wherever  I  am  I  like  to  see  what  the 
shoe-men  are  doing.  It  was  a  good  window.  There 
seemed  to  be  good  stock  to  draw  upon.  And,  at  one 
time — a  month  earlier — the  display  itself  would  no 
doubt  have  created  a  businesslike,  if  not  an  entirely 
pleasing  impression.  But  now,  on  January  the  24th, 
its  impression  upon  anyone,  who  had  not  become  quite 
tired  of  noticing  it  at  all,  was  the  impression  of  an 
unbusinesslike  store  that  was  hopelessly  "behind  the 
times,"  for  the  window  itself  was  not  clean,  the  goods 
were  dusty  and  partially  disarranged,  while  dingy, 
faded  greenstuff  and  bleaching  Christmas  bells  still 
hung  in  forlorn  festoons  in  the  background.  What  a 
pitiful  use  of  good  advertising  space!  In  strong  con- 
trast with  this  glaring  example  of  misuse  on  the  one 
hand  I  ran  across  a  little  frame  store  in  the  city  of 
Toronto  the  other  day.  The  store-keeper  was  evi- 
dently beginning  at  the  very  bottom.  He  told  me  he 
had  only  moved  in  two  or  three  weeks  before.  He  had 
no  stock,  with  the  exception  of  a  meagre  line  of  pol- 
ishes, laces  and  similar  findings,  but  he  was  using  his 
window.  Across  the  upper  part,  but  clear  of  the  few 
things  on  display  in  the  bottom  of  the  window,  and 
written  in  bold,  legible  white  letters  were  the  words : 
Up-to-date  Shoe  Hospital. 

Prompt  and  skillful 

attention  given  to 

all  shoe  ailments. 


We  know  how. 
Here  was  a  little  store,  but  the  shoeman  had  the  right 
idea,  and  it's  altogether  likely  that  the  little  business 
will  grow. 

If  you  are  inclined  to  regard  window  trimming  as 
something  of  a  nuisance,  to  be  put  off  as  long  as 
possible,  take  a  lesson  from  the  department  store, 
the  most  striking  feature  of  which  is  invariably  its 
windows.  The  window  displays  are  changed  con- 
stantly— often  daily — and  no  pains  are  spared  to  add 
to  the  attractiveness  and  therefore  to  the  advertising 
value  of  the  display.  And  why?  Just  because  this 
form  of  advertising  pays.  It  pays  the  department 
store  and  it  will  pav  you.  At  the  same  time  it  affords 
a  pleasant  change  from  other  routine  work  in  the 
store. 

It  is  not  the  aim  of  this  article  to  give  any  de- 
tailed directions  for  window  trimming  but  rather  to 
emphasize  the  direct  sales-value  of  this  advertising 


4* 


FOOTWEAR    IN  CANADA 


space  that  you  are  paying  for  all  the  year  round. 
Next  to  frequent  changing  of  the  window  display, 
however,  one  of  the  most  useful  habits  the  trimmer  can 
acquire,  is  the  habit  of  planning  his  work  in  advance. 

Window  measurements  once  taken  can  be  kept 
at  hand,  and  the  plan  of  display  roughly  sketched  to 
scale  will  give  a  clearer  idea  of  what  you  want  to  do 
at  the  time,  and  when  filed  will  form  a  valuable  re- 
cord of  past  trims.  Particularly  successful  trims  may 
also  be  photographed  and  similarly  filed. 

In  this  way  the  work  of  the  trimmer  may  be 


In  this  age  of  progress,  conspicuous  attainments 
and  the  inspiring  influences  of  the  many  marvellous 
inventions  often  eminating  from  those  who  the  purse 
proud  term  "common  people,"  has  created  a  wider 
individual  sense  of  a  consciousness  that  none  are  so 
poor  or  lowly  as  to  be  exempt  from  similar  possibil- 
ities. Furthermore  it  is  a  significant  fact  that  though 
advancing  years  have  tinged  the  hair  with  silver 
threads,  there  still  remains  within  the  soul  a  never 
dying  hope  that  some  day,  somewhere,  somehow,  the 
crown  of  success  awaits  us.  Though  this  ultimate 
position  may  be  seldom  demonstrated  among  our  in- 
timate neighbors  the  persuasive  power  of  ambition 
is  ever  active  and  its  natural  force  is  not  abated 
though  disappointment  has  left  its  mark. 

The  young  man  starting  upon  his  career  as  a  sales- 
man too  frequently  spoils  his  chances  of  success  by 
minding  things  which  are  yet  far  beyond  his  reach,  or 
nurturing  a  false  sense  that  the  mercantile  world  is 
unappreciative.  He  who  accepts  such  a  position 
should  never  lose  sight  of  the  fact  that  wherever  his 
business  may  lead  him,  he  is  not  only  the  acknowledg- 
ed representative  of  the  firm  which  advanced  him  to 
that  place,  but  also  to  that  branch  of  commercialism 
of  which  he  is  a  part,  and  so  shape  his  course,  and 
guard  his  reputation  that  he  may  command  the  re- 
spect and  excite  the  attention  of  his  competitors,  and 
so  by  unflagging  devotion  to  the  duties  set  before 
him,  become  entitled  to  a  higher  position,  then  it  is 
that  he  enters  within  the  zone  where  lurks  the  goal 
of  success. 

Many  are  called,  but  few  there  are  who  fill  the 
requirements  which  the  opportunity  demands,  and  the 
young  element  which  the  business  looks  to  for  its  fu- 
ture prosperity  and  to  perpetuate  its  existence  will 
but  inculcate  loyalty,  constancy,  unrelenting  energy, 
perseverance  and  unselfish  efforts  to  the  success  of 
the  whole  establishment  he  may  be  connected  with, 
will  become  so  welded  to  the  body  politic  that  suc- 
cess may  even  be  thrust  upon  him.  Therefore,  let 
him  who  is  chosen  from  among  his  store  associates 
to  represent  his  employers  in  a  broader  field  of  ac- 
tion, take  up  the  work  allotted  him  with  the  determin- 
ation to  "make  good.  His  future  prospects  are  en- 
larged and  step  by  step  he  approaches  success.  Sales- 
men should  consider  (also  all  employees)  that  their 
employers  are  also  striving  for  success  and  the  fact 
that  they  are  the  head  of  the  business  does  not  alone 
guarantee  them  against  non-success.  They  are  the 
bulwarks  of  the  enterprise  and  the  ill  effect  of  pan- 
ics, disasters  and  agricultural  failures  often  strike 
blows,  the  severity  of  which  may  take  years  to  over- 
come. 


greatly  simplified;  for,  although  it  may  not  be  desir- 
able to  reproduce  an  old  trim  as  it  originally  appeared, 
it  may  be  altered,  adapted  to  a  different  setting  and 
background,  and  effectively  transformed  with  far  less 
planning  and  labor  than  would  be  needed  to  produce 
an  entirely  novel  display.  At  the  same  time  aim  to 
cultivate  ideas.  Develop  the  sense  of  harmony  and 
proportion.  Study  the  effect  of  color  and  combina- 
tions of  colors.  Observe  the  work  of  others.  Criti- 
cize your  own  work  carefully,  and  be  on  the  lookout 
for  good  ideas  anywhere  and  everywhere. 


Too  often  employees  look  with  envy  upon  their 
superiors,  and  covet  their  positions,  but  were  they 
close  observers  of  those  who  constitute  the  force 
which  gives  to  the  business  power  and  authority,  they 
might  sometimes  discern  a  trace  of  disappointment 
over  occurrences  uncontrollable  and  unexpected  but 
none  the  less  severe.  Self  condemnation  is  as  great 
a  stumbling  block  to  a  salesman's  success  as  self  con- 
ceit and  both  should  be  wholly  eliminated  from  one's 
thought  for  the  first  is  a  voluntary  inflicted  belief  of 
inability  while  the  other  works  a  false  sense  of  im- 
portance which  is  often  repulsive  to  the  trade  and  a 
dissipator  of  friendships.  It  goes  without  saying  that 
success  cannot  be  obtained  when  either  of  these  char- 
acteristics predominate. 

While  it  is  true  that  salesmen  who  have  acquired 
the  reputation  of  being  "at  the  top"  in  their  vocation 
are  few  in  number,  the  fact  that  such  a  distinction  is 
possible  should  spur  the  younger  set  on  with  a  deter- 
mination to  take  their  places  as  they  are  vacated 
which  is  a  sure  and  natural  result  consequent  in  the 
lives  of  all.  Some  who  are  yet  unknown  to  the  busi- 
ness world  will  take  the  places  of  the  widely  known 
salesmen  of  to-day  and  those  who  cultivate  the  fun- 
damental principles  of  mercantile  enterprises,  inter- 
mingled with  feelings  of  kindness,  charity  and  helpful 
suggestions  to  their  less  fortunate  fellow  salesmen 
will  not  only  reap  the  reward  of  their  own  efforts  but 
their  advancing  will  be  accelerated  by  the  good 
thoughts  and  kind  words  of  those  they  have  benefitted, 
and  in  due  time  they  will  reach  success. 


Chrome  Felt  Splits  for  Shoe  Manufacturers 

Chrome  Felt  Splits  are  now  coming  into  promin- 
ence as  much  as  any  new  leather  which  has  ever 
been  introduced  into  the  market  in  the  past  few  years, 
owing  to  its  soft  ooze  finish,  its  strength,  and  dura- 
bility, and  because  of  its  tendency  to  give  twice  the 
wear  of  a  grain  leather. 

These  Splits  are  now  being  used  practically  in 
every  place  where  grain  leather  is  used.  Some  of  the 
uses  it  is  being  put  to  in  the  shoe  trade  are : — whole 
shoes  for  warm  climates,  quarter  linings  for  oxfords, 
and  it  also  makes  a  good  imitation  suede  for  children 
and  women  cheap  shoes.  In  the  slipper  trade  it  is 
used  for  the  outside  as  well  as  the  inside,  while  the 
felt  slipper  makers  find  it  a  good  covering  on  felt 
soles,  which  increases  the  wear  of  a  felt  slipper.  The 
manufacturers  of  this  leather  are  Messrs.  Wright  & 
Wright,  109  Lincoln  street,  Boston,  Mass. 


atlesmee  aed  Salesmanship— Success 

By  W.  P.  Willis 
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With  the  Geeial  Knights  of  the  Grip 

What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


A  Veteran  of  the  Road 

Mr.  W.  A.  Griffiths,  of  the  W.  B.  Hamilton  Shoe 
Company,  Toronto,  is  probably  the  oldest  shoe  trav- 
eller in  Canada,  in  respect  to  length  of  time  on  the 
road.  He  has  been  travelling  for  the  same  firm,  for 
the  last  thirty-two  years.  This  is  a  record  that  will 
make  most  of  the  boys  sit  up  and  take  notice.  He 
entered  the  employ  of  the  company,  as  sweeper  out, 
at  the  age  of  sixteen.  After  serving  in  this  humble 
capacity  for  a  year  he  was  apprenticed  for  five  years 
to  learn  the  shoe  travelling  business,  working  out  his 
apprenticeship  with  his  father,  who  was  one  of  the 
firm's  travellers.    He  drew  the  munificent  salary  of 


W.  A.  Griffiths. 


$8.00  a  month  and  his  principal  occupation  was  in 
driving  and  looking  after  the  horses. 

In  those  days  Bracebridge  was  the  furthest  point 
north  reached  by  travellers  from  Toronto  and  was 
considered  almost  at  the  North  Pole.  Hotels  had  no 
sample  rooms  and  napkins  and  menus  were  unknown. 
If  there  was  pork  and  beans  or  beefsteak  for  dinner, 
you  got  just  that,  or  had  to  do  without.  But  driving 
over  the  rough  country  roads  in  the  pure  air  gave 
a  man  such  an  appetite  that  he  seldom  quarrelled  with 
his  food. 

At  the  age  of  twenty-two  Mr.  Griffiths  got  his 
samples  and  went  on  the  road  between  Toronto  and 
Sudbury,  which  territory  he  still  travels.  He  has 
been,  for  the  last  two  years,  a  director  of  the  company 
he  has  served  so  long  and  so  well,  and,  as  he  is  still  as 
active  as  any  of  the  youngsters  on  the  road,  we  be- 
lieve he  will  continue  to  be  the  firm's  best  salesman 
for  some  years  to  come. 


Transferred  to  Ontario 

Mr.  L.  F.  Jackson  has  been  with  the  Relindo  Shoe 
Company,  Limited,  of  Toronto,  since  its  organization 
some  four  years  ago.  During  this  time  he  has  been 
covering  different  parts  of  the  country,  principally  On- 
tario and  the  Maritime  Provinces.  Formerly  has  was 
in  the  retail  shoe  business.  Mr.  Jackson  is  a  young 
man  and  by  energy  and  hard  work  is  making  a  name 
for  himself  in  the  shoe  trade.  Next  season  he  will 
work  Western  Ontario  in  conjunction  with  Mr.  Frank 
Rousseau,  who  unfortunately  lost  both  his  legs 
through  a  railway  accident  last  October.  Mr.  Jack- 
son will  cover  the  southern  portion  of  the  territory. 


Herbert  B.  Ohrt. 


A  Popular  Western  Traveller 

Mr.  Herbert  B.  Ohrt  is  the  western  representative 
for  the  Relindo  Shoe  Company,  of  Toronto.  He  was 
born  in  Burlington,  Iowa,  but  has  made  Toronto  his 
home  for  the  past  eight  years.  Formerly  he  travelled 
in  Western  Ontario  for  the  Murray  Shoe  Company, 
of  London,  Ont.  Mr.  Ohrt  is  one  of  the  most  well 
known  and  popular  among  the  younger  generation  of 
travelling  shoemen,  is  German  by  extraction,  can 
Deutsch  sprechen  and  is  an  all  round  good  fellow.  He 
expects  to  soon  be  on  his  trip  to  the  west  with  fall 
samples,  which  include  some  snappy  new  lasts  in  high 
and  low  cuts. 


It's  not  merely  having  bad  habits  that  ruins  a 
man,  for  we  all  have  them.  It's  letting  them  get  the 
best  of  us. 

Do  you  know  of  any  stingy  storekeeper  you  like 
to  trade  with?  There  isn't  such  a  thing  as  a  popular 
stingy  store. 


L.  P.  Jackson. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Gauthier  &  Company,  Limited,  have  been  incorporated 
in  British  Columbia,  with  a  capital  of  $50,000.  The  new 
company  will  take  over  the  Gauthier  Leather  Goods  Shop, 
on  Granville  street,  Vancouver,  B.C.,  and  will  add  a  stock 
of  boots  and  shoes. 

Mr.  John  R.  Williams,  of  Williams  &  Sons,  Limited, 
Milton,  Ont.,  was  severely  injured  on  January  20th  by  his 
clothing  catching  in  the  shaft  of  some  machinery  in  the 
factory.  He  was  jammed  between  the  pulley  and  hanger, 
which  stopped  the  machinery  and  saved  his  life.  Mr.  Wil- 
liams was  badly  bruised  and  shaken  up,  but  we  are  glad  to 
hear  that  he  is  now  on  the  high  road  to  recovery. 

Mr.  Creelman,  of  Dowling  &  Creelman,  wholesale  and 
retail  boot  and  shoe  dealers,  of  Brandon,  Man.,  was  recently 
in  Toronto,  Montreal  and  Quebec  on  a  buying  trip. 

Mr.  R.  R.  Macauley,  of  Montreal,  the  secretary-treas- 
urer of  the  Miner  Rubber  Company,  of  Granby,  Que.,  has 
recently  been  visiting  friends  in  Western  Ontario. 

Mr.  H.  D.  McKellar,  of  McKellar  Shoe  Company,  Ber- 
lin, was  in  Winnipeg  on  a  business  trip  during  the  latter  part 
of  last  month. 

A  pair  of  lasts,  No.  48  in  size,  were  recently  made  by 
the  Boston  Last  Company  for  the  R.  B.  Johnson  boot  fac- 
tory, Vancouver,  B.C.  They  will  be  used,  it  was  stated,  for 
making  shoes  that  will  be  worn  by  a  giant.  No  last  block 
or  lathe  is  big  enough  for  the  manufacture  of  lasts  of  such 
size,  so  a  modeler  cut  it  by  hand  from  a  three-foot  joist. 

The  United  States  Rubber  Company  has  announced 
its  new  prices  for  rubber  footwear.  They  show  an  average 
reduction  of  between  nine  and  ten  per  cent.,  which  man- 
agement said  was  warranted  by  the  lower  price  of  crude 
rubber. 

The  Amherst  Central  Shoe  Company,  Limited,  has  been 
organized  with  the  capital  stock  of  $100,000,  divided  into  a 
thousand  shares  of  $100  each.  The  incorporators  are  all 
residents  of  Amherst  or  Halifax.  N.S.,  and  will  carry  on  a 
wholesale  and  retail  boot  and  shoe  and  leather  goods  busi- 
ness.   Their  head  office  will  be  in  the  city  of  Regina,  Sask. 

S.  Miller,  shoemaker  and  boot  and  shoe  dealer,  is  re- 
ported to  have  opened  a  branch  in  Hull,  Que. 

C.  R.  Martin,  boot  and  shoe  dealer  in  Shoal  Lake,  Man., 
is  reported  as  having  been  burned  out. 

Mr.  Henry  Frank,  of  Frank  Bros.,  jobbers,  Front  street, 
Toronto,  was  visiting  Boston  and  eastern  markets  on  a  buy- 
ing trip  during  the  last  two  weeks  of  January. 

Mr.  George  Hervey  has  had  his  shoe  store  at  25  Spring 
Gardens  road,  Halifax,  renovated  and  has  taken  in  an  en- 
tirely new  stock  of  boots,  shoes,  rubbers,  etc.  Mr.  Hervey 
has  had  twenty-five  years  practical  experience  in  the  retail 
shoe  trade. 

A  fire  started  in  Mr.  Cohen's  shoe  store  at  1455  St. 
Lawrence  street.  Montreal,  on  January  17th,  and  before  it 
was  extinguished  it  spread  to  two  other  stores  and  caused 
damage  to  the  extent  of  $50,000.  The  damage  done  to  Mr. 
Cohen's  stock  was  about  $5,000. 

Matthew  Bowers,  an  old  shoemaker  of  over  seventy 
years  of  age,  attempted  to  commit  suicide  in  a  cobbler's 
shop  on  Bloor  street,  Toronto,  but  cutting  his  throat.  He 
succeeded  in  inflicting  a  deep  wound  before  he  could  be 
stopped. 

A  man  by  the  name  of  Cowley  stole  two  shoes  from  C. 
Roman's  store  in  Nelson,  B.C.,  last  month.  They  were  not 
mates,  however.  The  thief  approached  a  number  of  persons 
with  offers  to  sell  as  low  as  $1.00,  but  could  not  find  a  pur- 
chaser. Finally  he  buried  them  in  the  snow  where  they 
were  found  by  the  police.  He  was  given  two  terms  of  three 
months  each  in  the  provincial  jail,  apparently  one  term  for 
each  shoe. 

Alexander  Drysdale,  secretary  of  the  John  Ritchie  Com- 
pany, Limited,  of  Quebec  City,  has  resigned.  He  has  been 
connected  with  the  firm  for  thirty  years. 

The  Smardon  Shoe  Company,  Montreal,  has  enlarged 
its  factory  accommodation  by  taking  in  a  small  part  of  the 


premises  hitherto  unused.  The  company  reports  a  big  in- 
crease to  its  trade  as  compared  with  this  period  last  year. 

Mr.  James  Patterson  has  removed  from  289  Notre  Dame 
street  west,  Montreal,  to  127  Mansfield  street,  and  the  for- 
mer premises  are  occupied  by  Mr.  Ben  Slater,  who  has  re- 
moved from  256  Notre  Dame  street  west. 

Owing  to  increasing  trade,  Aird  &  Son,  St.  Timothee 
street,  Montreal,  have  under  consideration  the  acquiring  of 
a  larger  factory. 

Thorntons,  Limited,  hide  dealers,  are  having  plans 
drawn  for  a  new  addition  to  their  main  warehouse  at  Brant- 
ford,  Ont.  This  company  operates  branch  houses  in  the  most 
important  markets  of  Canada. 

The  Barrie  Tanning  Company,  Limited,  Berlin,  Ont., 
are  looking  forward  to  a  good  business  on  strap,  trunk  and 
belt,  also  bark-tanned  colored  shoe  leathers.  G.  A.  Bickell 
is  their  Toronto  sales  agent. 

W.  B.  Lawson,  of  London,  Ont.,  has  sold  his  shoe 
store  to  Johnson  &  Murray. 

Phaneuf,  Larose  &  Company,  wholesale  shoes,  have  reg- 
istered in  Quebec  province. 

The  Standard  Leather  Packing  Company,  Limited,  has 
been  organized  in  Montreal  with  a  capital  of  $50,000,  divided 
in  500  shares  of  $100  each. 

The  Regal  Shoe  Company,  Limited,  have  been  licensed 
to  carry  on  business  in  the  province  of  British  Columbia. 
The  head  office  for  that  province  will  be  situated  at  the 
office  of  Messrs.  Russell,  Russell  &  Hannington,  Metropoli- 
tan Building,  Vancouver,  B.C. 

Thomas  Smith,  boot  and  shoe  retailer,  of  Hamilton,  Ont., 
suffered  a  fire  loss  on  January  8th. 

The  store  owned  and  occupied  by  John  Green,  shoe- 
maker, Princess  street,  Kingston,  Ont.,  was  destroyed  by 
fire  last  month.  Mr.  Green  and  his  wife  had  just  time  to 
get  out  of  the  building  and  were  not  able  to  save  anything 
except  the  clothes  on  their  backs.  The  fire  started  from 
the  furnace,  went  up  through  the  walls,  and  then  broke  out 
in  the  main  part  of  the  building,  which  is  a  total  wreck. 
Mr.  Green  had  money  amounting  to  about  $100  in  a  drawer 
upstairs  and  that  also  was  lost. 

B.  Honig  has  opened  a  new  department  store  at  56,  58 
and  60  Hastings  street  east,  Vancouver,  B.C. 

The  Gait  Shoe  Company,  one  of  Gait's  youngest  indus- 
tries, is  growing  by  leaps  and  bounds.  Although  only  in 
business  some  nineteen  months,  the  firm  now  has  a  staff 
of  over  fifty  and  is  taxed  to  its  capacity  with  work.  They 
have  been  forced  to  run  night  and  day  to  fill  heavy  orders 
for  the  spring  trade.  A  number  of  new  machines  have  been 
installed  lately. 

The  Edgeworth  and  Fells  mills  of  the  Boston  Rubber 
Shoe  Company  shut  down  on  January  25th  for  ten  days, 
about  3,500  persons  are  employed  by  the  two  plants. 

An  association  of  superintendents  and  foremen  has  been 
formed  in  Montreal,  with  a  charter  membership  of  fifty 
prominent  superintendents  and  foremen.  Though  only  re- 
cently organized,  it  is  growing  at  the  rate  of  about  ten  ad- 
ditional members  admitted  at  each  weekly  meeting.  Rooms 
have  been  secured  at  596  St.  Catherine  street  east,  where  the 
meetings  are  held  every  Friday,  and  a  cordial  invitation  is 
extended  by  the  association  to  all  connected  with  the  shoe 
trade  to  visit  their  headquarters.  The  officers  elected  by 
the  association  for  the  ensuing  year  are:  President,  E.  F. 
Leonard,  superintendent  of  the  Geo.  Slater  Shoe  Company; 
first  vice-president,  George  Lapine,  superintendent  of  the 
Kingsbury  Footwear  Company;  second  vice-president,  Dan- 
iel Hannigan,  superintendent  of  the  Rideau  Shoe  Company; 
secretary  and  treasurer,  A.  O.  Gerioux,  superintendent  of 
the  Regina  Shoe  Company;  corresponding  secretary,  Fred 
O.  Porter,  foreman  in  the  Regina  shoe  factory.  The  mem- 
bers are  very  enthusiastic  about  their  new  society  and  ex- 
pect, by  the  first  of  May  to  have  more  than  two  hundred 
names  enrolled.  Many  pleasant  and  instructive  evenings 
have  already  been  planned  for  the  winter  months,  and  the 
boys  are  going  into  the  work  with  the  proper  spirit.  The 
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following  were  admitted  to  the  Montreal  Superintendents' 
and  Foremen's  Association  at  the  last  meeting:  C.  McRid- 
den,  superintendent  of  Tetrault  Shoe  Company;  J.  Bailey, 
foreman  of  the  Lasting  Department,  of  Ames-Holden-Mc- 
Cready;  Geo.  Parker  and  Burt  Parker,  of  the  Dominion 
Supply  Company;  Mr.  Hathaway  and  Frank  Sharkey,  of 
the  Standard  Stain  &  Blacking  Company,  of  Montreal. 

Mr.  Walker,  formerly  foreman  of  the  Goodyear  Depart- 
ment of  the  United  Shoe  Machinery  Company,  has  accepted 
a  position  with  the  Geo.  A.  Slater  Company  as  foreman  of 
the  making  department.  He  has  only  lately  returned  from 
China,  where  he  had  charge  of  a  shoe  factory  with  all  native 
help. 

Mr.  Miller,  who  has  been  associated  with  Getty  & 
Scott,  of  Gait,  Ont,  has  resigned  his  position  with  this  firm 
and  has  joined  the  Nursery  Shoe  Company  of  St.  Thomas, 
as  foreman. 

The  number  of  the  shoe  operators  from  Cincinatti  and 
Philadelphia  who  are  out  on  account  of  strikes  in  those 
cities  have  located  in  Montreal  and  Toronto  factories. 

John  McCaughan,  shoe  retailer,  of  Montreal,  suffered  a 
fire  loss  last  month. 

Fortier  &  Therrien,  boot  and  shoe  dealers,  of  Montreal, 
are  reported  to  have  dissolved  partnership. 

The  company  running  the  Nova  Scotia  Bargain  Store, 
clothing  and  boots  and  shoes,  of  Halifax,  N.S.,  are  reported 
as  having  dissolved. 

The  Swift  Company  are  negotiating  for  a  site  for  a 
packing  plant  at  Calgary,  Alta.,  and  another  at  Victoria,  B.C. 

The  Jensen  Tanneries,  of  North  Dakota,  U.S.A.,  are 
negotiating  with  the  council  of  Moose  Jaw,  Sask.,  for  a 
site  on  which  to  erect  a  $15,000  plant. 

E.  M.  Thorn,  a  well-known  London,  Ont.,  retail  shoe- 
man,  has  recently  purchased,  from  the  Chisholm  estate,  the 
store  now  occupied  by  R.  J.  Young  &  Company,  on  Dun- 
das  street,  the  consideration  is  said  to  be  $30,000. 

It  is  reported  that  the  Ames-Holden-McCready  Com- 
pany intends  to  erect  a  new  five-storey  warehouse  on  the 
corner  of  Duke  and  Canterbury  streets,  St.  John,  N.B.  It 
is  understood  that  the  site  has  already  been  purchased. 

Mr.  Stark  has  opened  a  modern  and  up-to-date  shoe 
store  in  Vancouver,  B.C.  He  has  150  feet  of  window  display, 
which  is,  perhaps,  the  greatest  and  most  ornate  on  the 
Pacific  coast. 

Mr.  J.  M.  S.  Carroll,  district  manager  of  the  Canadian 
Consolidated  Rubber  Company,  Limited,  attended  the  Auto- 
mobile and  Commercial  Truck  Show,  recently  held  in  New 
York,  at  Madison  Square  Gardens. 

The  value  of  new  rubbers  was  shown  by  a  recent  case 
before  Chief  Justice  Sir  Melbourne  Tait  in  Montreal.  Her- 
man Norton  was  wearing  a  new  pair  of  these  when  he  fell 
and  fractured  his  arm.  The  Justice  held  that  it  had  been 
proved  that  the  man  had  actually  sustained  the  injuries  which 
he  complain  of;  that  the  sidewalk  was  in  a  slippery  condi- 
tion, and  the  fact  that  the  young  man  was  wearing  a  pair 
of  new  rubbers  showed  that  he  had  taken  due  precautions  to 
prevent  such  an  accident.    He  was  awarded  $1,000  damages. 

George  G.  Gales,  shoe  retailer,  St.  Catherine  street, 
west,  Montreal  refused  an  offer  of  $80  a  square  foot  for  his 
property  recently.  He  considers  it  is  worth  at  least  $100 
a  foot. 

About  $1,000  damage  was  done  to  the  stock  and  shoe 
repairing  outfit  of  the  B.  H.  Greenwood  shoe  store,  of  Strat- 
ford, Ont.,  last  month. 

Gus  &  Henry  Lodine  were  recently  sentenced  to  fifteen 
and  fifty  days  respectively,  for  stealing  shoes  from  the 
Brockton  Shoe  Company,  Toronto.  They  had  been  engag- 
ed to  remove  the  waste  paper  at  the  back  of  the  store  and 
stole  the  shoes  in  the  absence  of  the  clerks. 

George  W.  Phelps,  who  for  the  past  eight  years  has 
been  employed  in  the  wholesale  boot  and  shoe  warehouse 
of  McLaren  &  Dallas,  Toronto,  died  suddenly  at  his  home 
on  January  14th.  He  had  returned  in  his  usual  good  health 
but  took  a  chill  in  the  night  which  was  followed  by  a  hem- 
orrhage. He  had  only  been  married  six  months,  his  cheer- 
ful and  willing  disposition  endeared  him  to  all,  and  general 
regret  is  expressed  at  his  untimely  end. 

Joseph  McCully,  retail  shoe  dealer,  of  Elora,  Ont.,  has 
secured  the  Canadian  agency  of  the  Crow  Nailing  Machine, 
for  shoe  repairing.  It  is  made  by  the  Specialty  Shoe  Mach- 
inery &  Tool  Company,  of  St.  Joseph,  Mo.,  and,  it  is  claim- 


ed, will  do  every  kind  of  nailing  in  one-third  the  time  it  can 
be  done  by  hand.  It  will  nail  heels  as  well  as  soles,  and  is 
operated  by  foot  power. 

J.  B.  Blouin,  Limited,  Levis,  Que.,  have  recently  added 
several  new  machines  in  their  factory.  They  have  also  made 
several  changes  in  the  arrangement  of  their  offices  and 
sample  rooms. 

Charles  F.  Hayes,  superintendent  of  the  Aylmer  Shoe 
Company,  Aylmer,  Ont.,  was  in  Toronto  recently,  on  busi- 
ness. 

James  Davis,  a  shoemaker,  of  Kingston,  Ont.,  and  one 
of  the  best  known  residents  of  the  town,  died  last  month. 

Mr.  George  J.  Henry,  retail  shoe  dealer,  College  street, 
Toronto,  is  retiring  from  business. 

The  partnership  of  Osborne  &  Clease,  shoe  retailers,  of 
Saskatoon,  Sask.,  has  been  dissolved. 

J.  H.  DeWolfe,  of  Gananoque,  Ont.,  has  moved  into 
his  new  shoe  store  in  the  Rogers  Block. 

L.  J.  lies,  is  now  travelling  for  Blachford,  Davies  & 
Company,  and  will  cover  the  territory  between  Kingston  and 
Toronto.  He  was  formerly  assistant  in  the  firm's  sample 
room. 

P.  W.  Croskery,  shoe  retailer,  and  F.  &  F.  Henderson, 
men's  furnishings  and  boots  and  shoes,  both  of  Perth,  Ont., 
suffered  fire  losses  last  month.  Buildings  and  stocks  were 
insured. 

Ed.  Pari,  shoe  retailer,  of  Stratford,  Ont.,  is  entering 
into  partnership  with  W.  S.  Shore.  The  firm  will  occupy 
a  new  store  on  Downie  street  at  an  early  date. 

The  nine-year-old  son  of  Mr.  George  Cain,  of  Toronto, 
general  sales  manager  of  the  Miner  Rubber  Company,  had 
his  leg  broken  last  month.  He  was  run  into  by  a  toboggan 
at  the  High  Park  slides. 

John  Huffner  has  started  a  boot  and  shoe  business  in 
Lethbridge,  Alberta. 

J.  B.  Kilgour,  of  Kilgour,  Rimer  &  Company,  wholesale 
boot  and  shoe  merchants,  Winnipeg,  recently  visited  East- 
ern Canada.  J.  J.  Kilgour,  of  the  same  firm,  is  visiting 
California. 

W.  G.  Hicks,  of  Medicine  Hat,  Alberta,  dealer  in  foot- 
wear and  clothing,  recently  suffered  a  fire  loss. 

Smith  &  Rickards,  143  King  street  east,  Hamilton,  have 
bought  the  stock  of  Smith  Bros.,  24  King  street  west,  and 
will  make  this  a  branch  store. 

The  Slater  Shoe  Store  of  King  street  west,  Hamilton, 
will  remove  to  the  corner  of  Catharine  and  King  streets  as 
soon  as  alterations  to  building  are  completed. 

The  Miner  Rubber  Company,  of  Granby,  Que.,  are 
adopting  up-to-date  and  aggressive  tactics  for  the  coming 
season.  A  great  many  changes  and  improvements  have  been 
made  in  rubber  footwear,  which  will  be  shown  in  their  new 
and  handsomely  illustrated  catalogue.  They  have  establish- 
ed distributing  houses,  where  stocks  will  be  carried  at  all 
the  principal  or  central  points. 

R.  E.  White,  dealer  in  boots  and  shoes,  of  Victoria,  B.C., 
has  sold  out  to  E.  Stark. 

The  Garlock  Packing  Company  is  opening  a  branch  at 
Vancouver,  B.C.,  under  the  management  of  Arthur  Bell. 
The  same  concern  has  opened  a  branch  at  Winnipeg  under 
the  management  of  W.  J.  Usher. 

Carson  Bradley,  grocer  and  boot  and  shoe  dealer,  of 
Calgary,  Alta.,  has  sold  his  grocery  business  to  A.  A.  Fowler. 

Dixon  Keighley  &  Company,  men's  furnishings  and 
boots  and  shoes,  of  Minnedosa,  Man.,  have  been  succeeded 
by  L.  J.  Keighley  &  Company. 

W.  Cameron,  hide  buyer  for  Beardmore  &  Company, 
Toronto,  was  in  the  Chicago  packer  hide  market  last  month. 

The  MacFarlane  Shoe  Company  and  The  Kingsbury 
Footwear  Company,  of  Montreal,  had  representatives  in  the 
Boston  market  last  month. 

Mr.  C.  H.  Firminger,  advertising  manager  of  the  Slater 
Shoe  Company,  Montreal,  has  severed  his  connection  with 
the  company  to  go  into  business  on  his  own  account. 

Jackson  Johnson  and  Henry  W.  Peters,  of  St.  Louis, 
Mo.,  president  and  vice-president  respectively  of  a  $25,- 
000,000  shoe  company,  have  announced  that  they  will  give 
up  all  active  connections  with  the  clubs  to  which  they  be- 
long "because  sociability  interferes  with  business."  Mr. 
Johnson  says,  "I  have  found  that  if  a  man  goes  out  much 
at  night  he  is  not  so  fit  the  next  day  for  his  work,  no  matter 
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how  temperate  he  may  be."  He  also  says  he  will  stop  play- 
ing golf. 

Roberts  &  VanLane,  shoe  retailers,  Brantford,  Ont., 
have  covered  the  entire  front  of  their  store  on  Colbourne 
street  with  red  colored  canvas,  announcing  a  sale  of  foot- 
wear. 

Owing  to  increasing  business,  Kirvan-Doig,  Limited,  of 
344  Delorimier  Ave.,  Montreal,  propose  to  move  to  Maison- 
neuve,  where  a  new  factory  is  to  be  constructed  for  their 
accommodation.  It  will  be  of  three  storeys  with  a  ground 
area  of  50  x  100,  and  will  give  sufficient  capacity  for  1,500 
pairs  of  shoes  per  day.  The  building  will  be  finished  about 
the  1st  of  September,  so  that  the  firm  will  be  in  good  shape 
for  the  following  spring's  trade.  Messrs.  Kirvan-Doig  will 
considerably  increase  their  installation  of  machinery. 

Mr.  E.  H.  Lanthier,  president,  and  Mr.  R.  L.  Lanthier, 
secretary-treasurer  of  the  Kingsbury  Footwear  Company, 
Limited,  Maisonneuve,  have  started  on  a  trip  to  Jamaica 


and  Cuba,  returning  by  way  of  Florida.  They  will  be  away 
about  a  month. 

Within  four  days  two  fires  occurred  in  premises  adjoin- 
ing the'  Scout  Shoe  Company's  factory,  Montreal.  Fortun- 
ately in  both  cases  practically  no  damage  was  done,  although 
the  firm  was  put  to  some  little  inconvenience,  and  on  the 
second  occasion  had  to  close  down  for  a  short  time. 

The  National  Shoe  Company,  who  have  stores  estab- 
lished in  many  parts  of  Canada,  have  secured  the  premises 
in  the  St.  Pierre  block,  and  are  opening  a  branch  in  North 
Bay.  They  propose  renovating  the  premises  during  Febru- 
ary, and  will  open  for  business  on  March  1st. 

Mr.  J.  I.  Chouinard,  president  of  the  Regina  Shoe  Com- 
pany, Limited,  Montreal,  has  left,  for  a  month's  holiday  in 
Cuba.  He  went  by  way  of  Florida  and  will  return  via  New 
York. 

J.  G.  Townsend,  of  Brantford,  Out.,  has  moved  into  his 
new  shoe  store  at  126  Dalhousie  street. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

L.  B.  Cochrane,  general  dealer,  of  Medicine  Hat,  has 
sold  out  to  Sprague  &  Williamson,  of  that  place. 

C.  E.  Eggin,  of  Lacombe,  general  dealer,  has  sold  out 
to  J.  R.  Shaw. 

The  Farmers'  Co-operative  Company  have  decided  to 
open  a  general  store  in  Calgary. 

Geo.  Block  has  opened  a  general  store  at  Mundare. 

Lamb  &  Schiarbaum  have  opened  a  general  store  at 
Roselynn. 

Leo.  Bell  has  opened  a  general  store  at  Clive. 

Brandell  &  Tellman  have  opened  a  general  store  at 
Meeting  Creek. 

Strong  Bros.,  general  storekeepers,  of  Roselynn,  have 
been  succeeded  by  W.  A.  Strong. 

F.  F.  McDonald,  general  storekeeper,  of  Cayley,  is  ad- 
vertising his  business  for  sale. 

Max  Knoll  has  opened  a  general  store  at  Strome. 

Hedrick  &  Nitschky,  general  storekeepers,  of  Trochu, 
have  dissolved  partnership. 

Smith  &  Christenson,  general  storekeepers,  of  Bicker- 
dike,  have  sold  out  to  Christenson  Bros. 

Vikse  Bros,  have  opened  a  general  store  at  Donalda. 

A.  C.  Atton  has  opened  a  general  store  at  Hardisty. 

Roth  &  Buff  have  opened  a  general  store  at  Grainland. 

C.  Maggard,  general  dealer,  of  New  Sterling,  has  been 
succeeded  by  Miller  &  Degner. 

Manitoba 

Wilfrid  Morin  has  opened  a  general  store  at  Mariapolis. 

G.  A.  Wynes,  general  storekeeper,  of  Ashville,  has  sold 
out  to  Logan  &  Kemp. 

S.  Harvey,  owner  of  a  general  store  at  Durban,  has 
been  succeeded  by  Harvey  &  Son. 

Wm.  Henry,  dealer  in  general  lines,  of  Tyndall,  has 
sold  his  branch  store  at  Garson  to  Wm.  Eades. 

W.  &  I.  Coblentz,  of  Altona,  have  sold  their  general 
store  to  Richmond  &  Schiffer. 

I.  J.  Katz  &  Sons,  general  dealers,  of  Ethelbert,  have 
been  succeeded  by  Katz  &  Brackman. 

H.  Bilodeau,  of  St.  Annes  Des  Chenes,  sold  his  general 
store  business  to  Eugene  DeMontigny. 

P.  J.  Kehler  &  Company,  general  dealers,  of  Gretna, 
has  been  succeeded  by  Nickel  &  Company. 

A.  C.  Lawson  and  J.  E.  Cannon,  general  dealers,  of 
Cartwright,  have  dissolved  partnership.  Mr.  Lawson  will 
continue  the  business. 

The  Rapid  City  Trading  Company  has  purchased  a  gen- 
eral store  business  at  Mowbray,  which  they  will  carry  on 


under  the  name  of  Whiteman  &  Company.  F.  B.  Gray  is  in 
charge. 

Saskatchewan 

Mrs.  Trennemen  will  open  a  general  store  at  Rock- 
haven. 

Hoyvanak  &  Fynch  have  opened  a  general  store  at 
Wakaw. 

The  Great  West  Merchants  have  opened  a  general  store 
at  Marcelin. 

J.  O.  Scott,  general  store  dealer,  of  Sedley,  has  sold 
out  to  W.  E.  Nelson. 

Larson  Bros.,  general  dealers,  Welden,  have  been  suc- 
ceeded by  Larson  &  Quale. 

Forrant  Bros.,  general  merchants,  Artland,  have  sold 
their  business  to  Thos.  Kitching. 

A.  D.  Wright,  owner  of  the  general  store  at  Grand 
Coulee,  has  been  succeeded  by  J.  B.  Sample. 

Samuel  Reinhorn  has  opened  a  clothing  and  boot  and 
shoe  and  men's  furnishings  store  at  Saskatoon. 

L.  B.  Dietrickson,  a  general  store  dealer,  of  Margo, 
has  been  succeeded  by  The  Margo  Supply  Company. 

J.  R.  Uptigrove,  general  dealer,  of  Lampman,  has  sold 
out  to  Solomon  Rose. 

S.  Tadman  and  B.  Levin,  general  dealers,  of  Moose  Jaw, 
have  dissolved  partnership. 

McPherson  &  Darrah,  general  storekeepers,  of  Nor- 
quay,  have  dissolved  partnership.  W.  L.  McPherson  is  con- 
tinuing the  business. 

Wilson  &  Wilson,  of  Balgonie,  have  sold  their  general 
store  to  W.  G.  McRae. 

Wm.  Delaney,  of  Coblenz,  has  sold  his  general  store  to 
Lowe  &  Glessing. 

Murray  Bros.,  of  Viking,  have  sold  their  general  store 
to  the  Viking  Trading  Company.  Harry  L.  Caine  will  be 
manager  of  the  business. 

Shragge  Bros.,  of  Kipling,  have  sold  their  general  store 
to  A.  Heinemann  &  Son. 

Cates  &  Bruser,  general  merchants,  of  Humboldt,  have 
dissolved  partnership.  Mr.  Bruser  has  taken  a  brother  into 
the  partnership,  Mr.  Cates  retiring.  The  new  firm  will  be 
known  as  Bruser  Bros. 

F.  W.  Eder  has  opened  a  general  store  at  Denzil. 

J.  W.  Vernon,  general  storekeeper,  of  Radville,  has  sold 
out  to  J.  H.  Eby  &  Company. 

M.  J.  Flood,  general  dealer,  of  Forest,  has  sold  his 
business  to  A.  M.  McDonnell. 

S.  D.  B.  Stephenson,  general  merchant,  of  Leslie  Sta- 
tion, has  sold  his  business  to  Oliver  Goodmanson. 
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Store  Front  Competition 


An  Attractive  Store  Front  is  one  of  the  live  factors  in  conducting 
a  successful  retail  business.  Having  this  in  mind,  and  with  the  object  of 
furnishing  the  most  successful  ideas  relating  thereto,  the  publishers  of 
Footwear  in  Canada  have  decided  to  inaugurate  a  Store  Front  Com- 
petition, in  which  shoe  stores  in  all  parts  of  Canada  are  invited  to 
participate.  Prizes  will  be  awarded  for  photographs  of  the  best  store 
fronts.  The  contest  is  divided  into  two  classes  in  order  to  give  the 
retailers  in  the  smaller  centers  an  equal  chance  with  their  confreres  in 
the  cities.  The  judges  will  be  impartial  and  competent  and  not  con- 
nected with  the  staff  of  Footwear  in  Canada. 

CONDITIONS 


The  competition  is  open  to  any  Shoe 
Dealer  or  Employee  who  is  a  reader  of 
Footwear. 

The  judges  will  be  governed  by  the 
architectural  beauty,  attractiveness  and 
and  usefulness  of  the  design  of  the  store 
front.  Window  dressing,  sign  display 
and  every  point,  useful  or  ornamental, 
will  be  taken  into  consideration. 


The  photograph  must  be  one  of  the 
store  front  as  it  exists  to-day. 

It  is  essential  to  g'et  a  g-ood  photo- 
graph, and  it  must  be  accompanied  by 
a  full  description  explaining  all  the  feat- 
ures and  giving  dimensions  and  details. 

Photographs  should  be  in  our  hands 
by  March  4th,  to  permit  of  reproduction 
in  our  March  number. 


See  that  the  photograph  is  protected  so  that  it  will  not  be  broken  in  the  mail. 

THE  PRIZES 

Towns  and  Cities  over  10,000  population  Centres  under  10,000  population 

ist  prize  -         -         $15.00        ist  prize  -         -  $15.00 

2nd  prize         -         -  10.00       2nd  prize         -         -  10.00 

ADDRESS 

The   Editor,   Footwear  in  Canada 

220  King  Street  West,  TORONTO 
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.WORKERS  UNION, 
UNION/flSTAMP 


Factory 


Mr.  Shoe 


UNION^flSTAMP 


Factory 


Manufacturer 


^  Industrial  peace  and  uninterrupted  production 
are  promoted  by  shoe  manufacturers  operating  un- 
der a  Union  Stamp  Arbitration  Contract. 

€][  The  Union  Stamp  is  a  selling  factor,  the  in- 
fluence of  which  is  equivalent  to  the  work  of  one  or 
more  road  salesmen,  according  to  the  amount  of 
territory  covered  by  the  manufacturer.  Wages  are 
fixed  upon  a  competitive  basis  ;  the  volume  of  out- 
put is  largely  increased  in  every  Union  Stamp  fact- 
ory, thereby  reducing  manufacturing  fixed  charges 
and  giving  employees  more  weeks  work  in  the  year. 

C]J  The  Union  Stamp  is  the  emblem  of  peace,  which 
means  more  business  even  in  dull  times. 

C|  Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


^WORKERS  UNION, 


UNION/hsTAMP 


factory 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.  S.  A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec-Treasurer 


^WORKERS  UNION, 


UNIO^gSTV 

Factory 
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Wanted  and  For  Sale  Department 


Publishers  Notice : —  Positions  Wanted,  2  cents  a  word  per  insertion ;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


SHOE  WORKER  WANTED— HAND 
laster  on  men's  and  boy's  McKay  and 
standard  screw  work.  Apply  to  C.  B. 
Dayfoot  &  Co.,  Georgetown,  Ont.  2-F 

REPRESENTATIVE  WANTED— UP- 
on  commission  basis,  a  man  with  sell- 
ing experience  in  the  province  of  Que- 
bec to  represent  the  Canadian  branch 
of  a  United  States  rubber  manufac- 
turer. Apply  Box  434,  Footwear  in 
Canada,   Toronto.  2-F 

WANTED  — EXPERIENCED  SHOE 
salesman.  Apply  H.  Ashplant  & 
Sons'  shoe  store,  London,  Ont.  2-F 

WANTED  —  GOOD  LIVE  SALES- 
man  to  carry  The  Arthur  A.  Williams 
workinmen's  shoes  from  Winnipeg  to 
Alberta,  inclusive.  Liberal  terms  to 
right  man.  Apply  The  Clark  Shoe 
Company,   Brantford.  Ont.  1 

SHOEMAKERS-WANTED  AT  ONCE 
good  shoemaker;  steady  work  for 
right  parties.  Apply  Dangerfield's,  15 
Notre  Dame  west,  Montreal.  2-F 


SALESMAN  WANTED  FOR  WEST- 
ern  Canada  to  represent  a  large  Can- 
adian company.  Must  have  connec- 
tion and  references.  Apply  to  Box 
375,  Footwear  in  Canada,  Toronto, 
Ont.  TF 

SHOE  PACK  MAKERS  WANTED— 
draw  string  packs.  John  Good.  Oril- 
lia,  Ont.  2-F 

Positions  Wanted 

EXPERIENCED  SHOE  SALESMAN 
now  running  a  successful  retail  busi- 
ness, desires  to  go  on  the  road  again, 
and  would  like  to  make  arrangements 
with  a  Canadian  manufacturer.  Apply 
Box  406,  Footwear  in  Canada.  Toron- 
to. Ont.  1-2 

Miscellaneous 

FOUR  COMPLETE  SETS  OF  Mc- 
Kay Patterns  and  Dies,  on  up-to-date 
lasts  for  making  Oxfords,  Blucher 
Bals  and  Buttons,  all  in  good  condi- 
tion. For  full  particulars  apply 
Slater  Shoe  Company,  Limited,  105 
Latour  street,  Montreal. 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T  1  TOWARDS  119  Summer  Street 
1.  J.  EiLMT rllVLSijy  BOSTON, Mas»., U.S J 


.A. 


Your  'Children's  Trade'  is  Secure 
if  You  Carry  'Good  Sense'  Shoes 


The  experience  of  "Good  Sense"  Shoe  Dealers  has  always  been  profitable. 

The  children  like  the  style  of  "Good  Sense"  Shoes  and  the  parents  like  the 
great  service  in  wear  and  fit. 

"Good  Sense"  Shoes  run  in  sizes  from  the  smallest  child  up  to  the  full 
size  misses'  Shoe. 

Our  designers  are  in  constant  touch  with  the  leading  fashion  centres. 
Therefore  "Good  Sense"  patterns  are  absolutely  new  and  original  in  perfect 
harmony  with  prevailing  fashions. 


Kirvan  &  Doig,  Limited 

Good  Sense  Shoes  Montreal 
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IN  CANADA 


A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized    strength  tor 
one  bath  tannage 


WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


1  Per  Sq.  Foot 
'2^.  Waterproofed 


White  Corkscrew.    Silk  Finished 


36  inches  WIDE 


50c.  per  yard 


Term*  7/10 


This  Rich,  Lustrous,  Silk  Finished,  White  Corkscrew  Cloth 
has  heen  made  water  repellent  by  the  new  American  Pro- 
cess. It  is  a  World  Beater.  Hold  it  in  one  hand  and  pour 
a  tumbler  of  water  over  it. 

Please  don't  misunderstand  us,  however.  Don't  think  that 
we  recommend  this  Cloth  in  place  of  Rubber  Boots  or  Tin 
Roofs.  What  we  mean,  is,  that  this  cloth  is  Water  Repel- 
lent. That  it  can  be  Scrubbed  with  Soap  and  Water.  That 
it  can  be  cleaned  easily.  That  an  ordinary  Shower  will  not 
put  the  Shoe  out  of  business. 

This  new  Silk  Finished  White  Corkscrew  Cloth  has  been 
planned  for  Shoes.  Please  note  the  peculiarity  interlocked, 
intertwisted,  strands  of  warp  and  weft.  It  is  the  toughest, 
strongest  Cloth  of  its  weight.  It  is  the  slowest  weaving 
cloth  in  the  industry,— Loom  can  weave  only  one  piece  per 
week.  Big  Shoe  Factories  have  used  this  White  Corkscrew 
(  loth  for  a  year.  We  have  the  remarkable  record  of  never 
having  received  a  single  complaint  or  claim.  From  present 
indications  this  will  be  the  biggest  selling  White  Shoe  Cloth 
ever  known  in  the  Trade. 

We  will  Back  this  White  Corkscrew  Cloth,  in  our  Factory, 
on  Standard  Drill,— Cemented,— for  l8lAc.  per  yard, 
We  have  other  White  Cloths  that  are  Waterproofed.  Our 
artificial  Buck,    Waterproofed,— at  65c.  per  yard  is  a  Won- 
der.   Sample  half  yard  FREE  on  request. 

PETERS  MFG.  CO. 


NEW  YORK 
31  Union  Square 


BOSTON 
43-53  Lincoln  Street 
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Arnold  (McKay)  Flex  Welt 

The  greatest  and  newest  thing"  in  Welt.  We  are  the 
exclusive  manufacturers  for  Canada  and  Great  Britain. 

Goodyear  Side  Welting 

We  make  only  from  our  own  side  leather.  Our  cus- 
tomers include  most  of  the  large  shoe  houses  of  Canada. 

Oil  Tan  Moccasin  Leather 

Heavy  for  oil  packs.         Light  for  prospectors'  boots. 

Combination  Shoe  Leathers 

Write  for  samples  and  further  information.    We  pay 
special  attention  to  prompt  deliveries. 

Wickett  &  Craig,  Limited 

TORONTO,      -  CANADA 


Metal  Shoe  Fixtures 

will  always  be  popular,  they  have  so 
many  points  in  their  favor.  There  is 
Strength,  Durability,  Multiplicity  of 
Adjustment  and  Beauty  of  Finish  all 
combined. 

We  make  wood  fixtures  for  those 
who  will  have  them,  but  very  strongly 
recommend  the  metal. 

Write  for  our  new  supplement. 

Clatworthy  &  Son,  Limited 

161  King  Street  West,  Toronto,  Ont. 
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Carr's  Polishes 

"BLACKIT"  and  "BROWN1T" 


Manufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  13  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather— a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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DIES 


Being  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE  CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brocton,  Mass. 


FACTORIES : 
Haverhill,  Mass. 


Chicago,  111. 


TOPPINGS 


GLOVE  KID 

Strongest,  most  durable  leather  ever  made.  Espec- 
ially adapted  to  boys'  and  mens'  shoes.  Used  exten- 
sively where  the  vamp  is  made  from  calf.  Ex- 
tremely low  in  price.    All  weights,  9 — 14c. 

QUALITY  CABRETTA 

CHROME  TANNED 

Very  fine  grain  ;  strong,  serviceable  and  cheap. 
Especially  adapted  to  misses'  and  womens'  shoes. 
Used  extensively  with  a  patent  vamp.  All  weights, 
8— 16c. 

GLOVE  CABRETTA 

The  nearest  in  finish,  grain,  strength  and  appearance 
to  a  mat  calf.    All  weights,  9 — 14c. 

DULL  RUSSIA  NO.  5 

Used  especially  for  a  topping  to  mens'  $3.50  and 
$4.00.  This  will  be  used  almost  exclusively  the  next 
season  for  this  purpose.    All  weights,  12 — 14 — 16c. 


B.  N.  MOORE  &  SONS  CO. 

95  South  Street,  BOSTON,  MASS. 


633  Plymouth  Court 
CHICAGO 


150  Nassau  St. 
NEW  YORK 


Located  in  centre  of 
Shoe  and  Leather  District 


TANNERY  MACHINERY 

Special  attention  now  being 
given  to  Tannery  Machinery 
by  W.  P.  Plant,  an  expert  with 
thirty  years  experience  in  the 
making  of  all  kinds  of  machines. 

Prices  Reasonable 

Write  for  information  to 

W.  P.  PLANT 

HASTINGS,  ONT. 


The  United  States  Hotel 

Beach,  Lincoln  and  Kingston  Streets 

Boston,  Mass. 

Only  two  blocks  from  South  Terminal  Station,  and  easily  reached  from  North  Station  by 
Elevated  Railway,  and  convenient  alike  to  the  great  retail  shops  and  business  centre,  and 
also  to  the  theatres  and  places  of  interest. 

American  Plan,  $3.00  per  Day  and  Upwards 
European  Plan,  $1.00  per  Day  and  Upwards 

TABLE  AND  SERVICE  UNSURPASSED 

TILLY  HAYNES,  Proprietor     JAMES  G.  HICKEY,  Manager 
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Footwear  of  All  Kinds 


We  are  offering  the  trade  the  best 
line  of  Boots,  Shoes,  Pumps,  Etc.  in  all 
leathers  that  "we  have  ever  shown." 

We  are  headquarters  for  Palmer's 
"Moose  Head  Brand"  Oil  Tan  Packs 
and  Draw  String  Moccasins. 

All  goods  shipped  same  day  as 
order  received. 

Letter  orders  given  prompt  atten- 
tion as  we  are  carrying  large  stocks. 


The  A.  W.  Ault  Co.,  Limited 

Ottawa,  Ont. 


It  will  pay  you 

to  use  Artistic 

Shoe  Fixtures 

in  your  Show 

Windows 

Our  Fixtures 

jit 

Experienced 
workmanship 

are  made 

and  best 

to  give 

materials  used 

satisfaction. 

in  their 
manufacture. 

PRICES  REASONABLE 

We  should  like  to 

send  you  our  Catalogue  or  submit 

designs  for  your  special  requirements. 

Toronto  Brass  Mfg.  Co.,  Limited 

17-21  Temperance  Street,  Toronto 

MOORE  BROS 
TOP  LIFTS 

Condensed  and  Non-Condensed 

Send  sample  lifts  and  patterns  and  get  our  figures. 

DO  IT  NOW. 

77  Derby  Street     -    -    SALEM,  Massachusetts 

Canadians  visiting  Salem  arc  always  welcome  to  our  plant. 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shoes,  Tanned 
so  as  to    Wear    Well  and  Stand    Hard  Usage. 


FRASER  RIVER   TANNERY,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents :  CHICAGO  TANNING  CO. 

MONTREAL,  QUE.,  59  St.  Peter  Street 


(•HK'Aijo 
130  W.  Michigan  St. 


NEW  YORK 
:i4  Spruce  St. 


BOSTON,  MASS.        GLOVERSVILLE,  N.Y.        ST.  LOUIS,  MO. 
128  Summer  St.  11  Cayadutta  St.  619  E.  Eig  h  th  St. 


We  Buy  and  Sell — Surpluses  of 

Factory  Cut  Soles  and  Innersoles 


WHAT  HAVE  YOU  TO  OFFER?  WE  PAY  (  ASH. 

GORDON    &  BERMAN 


Boston  Store:  21  South  St., 
BOSTON,  MASS. 


Main  Store  :  43  No.  Montello  St., 
BROCKTON,  MASS. 
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"  Sell  to  your  trade  honestly 

made  SOLID  LEATHER 

shoes  and  you  will  soon  have 
a  trade  you  can  hold." 

Our  shoes  are  guaranteed 

SOLID  LEATHER,  being 
made  up  to  a  standard,  not 
down  to  a  price.  that's  why 
we  hold  our  trade. 

Try  a  few  of  our  trade- 
holding  LINES  AND  BE  CONVINCED. 
REMEMBER  WE  MANUFACTURE  ALL 
SIZES  FROM  CHILDREN'S  TO  MEN'S ; 
ALSO  SLIPPERS. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.  S.  A. 


OUR  NEW  HOME 


Improved  Accomodations 

Improved  Machinery 

Improved  Methods 
and  we  hope 
Improved  Acquaintance  With  You 

ALL  WORK  WARRANTED 

Dominion  Die  Company 

321  Aird  Ave.  MONTREAL,  P.  Q. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


flWUWL  TRADE  NEW$PAPEiC^t»«  ORIAJ  WtSTj 

Over  29  years  in  its  field. 


"CANADA'S    GREATEST   TRADE  PAPER." 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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Comfort  and  Fit  are 
the  Salient  Features 
of  " Everyday"  Shoes 


The  "  Everyday"  shoe  is,  as  its  name  suggests,  a  shoe  that 
can  be  worn  through  every  day  in  the  year. 

It  is  made  to  suit  the  requirements  of  the  average  business 
man — smart  and  neat  looking  for  the  office,  not  too  dressy, 
and  will  withstand  continual  wear. 

The  "  Everyday  "  is  a  solid  leather  shoe  which  will  give 
perfect  comfort — it  is  guaranteed  to  keep  its  shape. 

The  most  suitable  shoe  in  every  way 

For  the  business  man,  is  the  "  Everyday.  " 


The  T.  Sisman  Shoe  Company,  Limited 

Aurora      -      -  Ontario 


Taylor-made  Interchangeable  Window  Fixtures 

$15.00 


THE TRADE  WINNER 

Note  the  Slotted  Card  Holder 

Brighten  Up  Your  Windows. 
Show  Your  Goods  to 
Advantage. 

23  GUARANTEED 
FIXTURES  $15.00 


Made  from  selected  genuine 
oak,  golden  oak  finish  ;  ten 
individual  stands,  different 
heights ;  twelve  two-pos- 
ition heel  rests;  will  display 
2'.)  single  shoes  or  58  shoes 
in  pairs.  Right  for  any 
stove. 

PROMPT  SHIPMENT 

SEND  US  YOUR  ORDER 

The 

Taylor  Mfg.  Co. 

82  Queen  Street  North 
Hamilton,  Ontario. 
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Why  Should  You  Use 
"Acton"  Mat  Calf? 

Because 

We  intend  to  make  this 
name  stand  for  the  'Best' 
in  Mat  Calf. 

We  are  constantly  im- 
proving the  leather. 

There  is  no  fluctuation 
in  the  different  selections. 

It  cuts  with  a  minimum 
of  waste. 

It  has  that  dull  "fast" 
black  smooth  silky  finish. 


Let  us  send  you  a  sample  lot 

Beardmore  &  Co. 

TANNERS 

Toronto      Montreal  Quebec 


Does  it  pay  to  wait  on  two 
customers  at  once? 


Yes!  if  you  use  the 

Shilling  Adjustable  Display  Rack" 

The  only  way  to  show  Men's, 
Women's  or  Children's  Hosiery. 

Write  Dept.  F 

A.  F.  Flanders  Mfg.  Co. 

Bridgeburg,  Can. 

"MADE  IN  CANADA." 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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"Yamaska  Brand" 

and  Big  Profits. 


'*  Yainaska  Brand"  are  well  made 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  hack- 
bone  of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


OUR  NEW  HOME 

is  fully  equipped  with  the  most  up-to-date  and 
improved  machinery  and  we  can  now  offer  to 
the  trade  perfect  examples  of  Velor  Kip,  Bore 
Kip,  Mat  Kip  and  Split  Clove  Chrome  Tanning. 
Our  line  of  Heavy  Working  Boots  will  continue 
to  be  a  specialty  and  merit  your  attention. 

Write  us  for  prices 

The  Plessisville  Leather  &  Shoe  Co. 

Plessisville,  Que. 


HEELS  and  TOP  LIFTS 


Compressed 


Compressed  and  Non- 
Compressed 


High    Class  Workmanship 
The  Best  of  Material 
Prompt  Delivery 


It  Will  Pay  You  to  Submit 
Samples  and  Get   Our  Prices 


Jackson  &  Dowdall 

122  Adelaide  Street  West 

Toronto 


Tan    Clarified    Wax    Friction  Dressing 

The  only  dressing  of  its  kind  that  does  not  smut,  perfectly  tiansparent 
and  will  not  color  the  stitching.    A  trial  will  convince  you  of  its  merits. 

I.  X.  L.  Bleach 

Produces  perfectly  white  bottoms,  making  possible  fine  uniform  finish. 

we  also  make  Easybright  Edge  Ink  1  sett   Easyblack  Edge  Ink  2  sett   Diamond  Shine  Shank  Ink 

Waxes,  Stains,  Bottom  Polishes  and  a  full  line  of  Channel,  Sole  Laying,  Levelling  and  Chrome  Folding  Cement 

We  will  Demonstrate  our  Goods  in  any  factory 

Canadian  Blacking  &  Cement  Co.,  Hamilton,  Canada 
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THE  UNITED  SHOE 
MACHINERY  COMPANY 


€{|  The  United  Shoe  Machinery  Company  co-operates 
with  the  shoe  manufacturer. 

€Jf  The  United  Shoe  Machinery  Company  equips  the 

manufacturer   with    the    "  GOODYEAR   WELT  " 
machinery,  the  ONLY  system  of  shoe  machinery 
which   will    turn    out   a   GOOD  welt  shoe  in  the 
minimum  of  time  and  at  the  minimum  of  cost.  It 
maintains  that  machinery  at  a  surpassing  standard. 

C]J  The  United  Shoe  Machinery  Company  assists  the 

manufacturer  in  the  marketing  of  his   product  by 
advertising    "Goodyear  Welt"   shoes  to  millions  of 
prospective  purchasers. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique       -       Montreal,  Que. 
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GROSVENOR'S  FIRFELTS 


Before  placing  your  orders  for  the  coming  season,  be  sure 
and  see  our  line  of  Samples. 

Several  new  and  attractive  styles  have  been  ordered. 

Watch  for  our  salesmen  who  are  now  making  their  first  trip 
of  the  season. 

Send  for  Trade  Catalogue  "F."   It  will  interest  you. 


STYLE  No.  223 
PRICE  $1.15 


Over  1  4,000  pairs  of  this  style, 


WORCESTER  SLIPPER  COMPANY  ^^,,1,^*^ 


J.  P.  GROSVENOR,  Prop. 


370  Park  Avenue,  WORCESTER,  MASS.     one  of  many,  just  as  good. 


SHOE  REPAIRERS     Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point  which  makes  a 
h igh-class  machine,  the  SUPREM- 
ACY of  the  "Standard"  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 


FOOTWEAR    IN  CANADA 


Repeat  Orders  Denote  the 
Popularity  of  Soft  Sole  Shoes 

We  always  get  Repeat  Orders  for  our  "Soft 
Sole" Shoes.  We  know  they  give  satisfaction. 

We  make  them  the  best  on  the  market  and 
keep  them  to  this  standard. 

So-(Bosy 

"Soft  Sole"  Shoes  are  made  to  suit  every 
requirement  in  Baby's  Footwear. 

YOUR  JOBBER  WILL  SUPPLY  YOU. 


^HURLBUT  C°um,t„ 

PRESTON.  CANADA 


SOFT  SOLE  SPECIALISTS 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "  Woodright "  Lasts 


Over  50  years  experience  in  producing  "  WOOD- 
RIGHT"  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  else. 

"WOODRIGHT"  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT." 

Play  safe,  specify  "WOODRIGHT"  lasts  to  your 
manufacturer. 

"WOODRIGHT"  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office 
213  Essex  Street,  and  look  over  some  new  models. 
"WOODRIGHT." 


WOODARD  &  WRIGHT 

Brockton,  ( Campeiio )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


The  Key  to  the  Sale  is  the 
Guarantee  of  Durability 


Every  man  and  woman  knows  the 
difference  between  nice  looking,  smart 
shoes  and  those  of  inferior  make. 

You  don't  have  to  tell  your  customers 
what  they  want  in  the  appearance  of 
Shoes —  they  know  that  best,  and,  more 
often  than  not,  each  customer  wants 
something  different  from  the  last  — 


BUT 

Every  man  and 
woman  buying 
a  pair  of  shoes 
will  ask  "Will 
they  wear 
well  ?  " 


AND 

If  you  can  ans- 
wer that  ques- 
tion faithfully, 
and  with  the  as- 
surance that  car- 
ries conviction, 


YOU  WILL  MAKE  THE  SALE 

Williams  Made  Shoes 

will  back  up  your  assurance  of  their 
wearing  qualities  in  the  most  satis- 
factory way. 

They  have  a  name  and  a  reputation, 

and  carry  a  guarantee  based  upon  both. 

Retailers  desiring  good  sellers  will  stock 
the  Williams  Shoe. 


The 

Williams  Shoe  Co. 

Limited 

Brampton,  Ontario 


62 


FOOTWEAR    IN  CANADA 


22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls 
2  Flat  X-Ray  Heel  Scouring  Wheels 
2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

244  Adelaide  Street  We*t,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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A  Glazed  Kid  With  All  the 

Good  Points 

Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre 
Uniformly  Assorted,  Sized  and  Weighted  ^€ 

Having  already  convinced  American  Shoe  Manufacturers  of 
the  Superior  Qualities  of  "H&  C"  Glazed  Kid,  we  believe 
it  should  interest  Canadian  Manufacturers  who  are  looking 
for  a  high-class  Glazed  Kid  Shoe  at  reasonable  prices. 

We  will  be  very  glad  to  send  samples  of  any  grade,  weight 
or  size,  and  feel  sure  if  you  will  make  sample  shoes 
from  this  leather,  you  will   become  a  regular  customer. 

You  Owe  It  to  Yourself  as  a  Good 
Shoemaker  to  Examine  this  Line 

 Manufactured  by  

Hitchings  &  Coulthurst  Co. 

122  South  Street,  BOSTON,  MASS. 

Factory :  Philadelphia,  Pa.  Address  all  correspondence  to  Boston  Office 
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Protects 
the  Whole  Shoe 


Metallic    Heels    and  Counters 

(Made  of  Steel) 

Afford  the  best  kind  of  protection  for  all  shoes  which  are  subjected 
to  the  roughest  kind  of  wear.  There  can  be  no  running'  down  at  the 
heel  or  broken-down  counters  where  they  are  used.  They  do  not 
add  to  weight,  but  increase  the  wear  and  satisfaction  many  fold. 

We  shall  be  very  glad  to  send  full  and  complete  information,  upon  request. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

244  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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All  that  the  Name  Implies 

NON-RIP"  Sandals 

The  man,  woman  or  child  seek- 
ing real  foot  comfort  will  buy 
our  "Non-Rip"  as  soon  as  you 
show  them. 


Aside  from  the  good  leather  and  workmanship  in  them 
their  big  selling  feature  is  "They  can't  Rip." 


If  your  jobber  does  not  handle  them,  you  will  confer  a 
great  favor  upon  us  by  sending  his  name  and  address 

Humberstone  Shoe  Co. 


Humberstone, 

Ontario 


Long  Distance  Phone  84 


A   NEW   MATERIAL   OF  MERIT 

You  will  be  interested  ii>  this  new  material  which 
makes  a  perfect  fat  liquor  simply  by  the  addition 
of  water. 

IMPERIAL   EMULSIFYING  MOELLON 

can  be  used  in  place  of  highest  grade  cold  test  Neats- 
foot  Oil  and  at  about  half  the  cost. 

Our  representative  will  be  glad  to  tell  you  more  about  it. 

Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

BRANCH  STORE  :  20I-225  purchase  street 


NEW  YORK  OFFICE: 
82  WALL  STREET 
WAREHOUSES:  CHICAGO 


73  HIGH  STREET 


MILWAUKEE  NEWARK 
LOUISVILLE      SAN  FRANCISCO         1030  NORTH  BRANC 


h  st.    BOSTON,  U.S.A. 
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The 
Just 
^Trig^t 
SHOE 


PLAZA  LAST 


Two 
Just  Right 
Live  Ones 

for  Immediate 
Shipment 


The 

Just 

Wright 
SHOE 


GOINSUM  LAST 


These  are  the  shoes  that  bring  the  customer  back  to  your  store — the  shoes  that  wake  up  trade  and  bring  fresh  business. 

The  clean  cut  appearance  and  fashionable  shape  of  both  these  new  lines  will  never  fail  to  attract  attention. 

Only  give  them  a  chance — a  fair  display  in  a  neat  window  setting  and  these  shoes  will  ARREST  passing  attention — 
your  store  will  be  remembered. 

Give  These  Shoes  the  Chance — We  are  Ready  to  Ship 

E.  T.  Wright  &  Company  (Incorporated) 

Rockland,  Massachusetts 


BLACK  VELVET  PUMPS 

with  Rhine- 
stone Orna- 
ment as  illus- 
trated. 

No.  450. 

A-D,  1-8. 
$2.00 


COLONIAL  WHITE  BUCK  PUMPS 

Readily  converti- 
ble to  plain  pump 
by  removing 
tongue.      No.  153 
A-D,  1-8.  $2.15 


These  and  Many  More 

snappy  styles  in  Women  Turns  are  in  stock  for  "At- 
Once"  shipment.  Write  for  our  Catalog  and  make 
5  our  selection.  Our  On  Stock  Department  is  the  larg- 
est maintained  by  any  manufacturer  of  Fancy  Foot- 
wear in  the  United  States. 

Satin  and  White  Goods  are  our  Specialties. 


No.  454 
A-D.  1-8 


DULL  KID  PUMPS 

Double  top  lifts  and  readily  changed  to 
colonial  by  our  special  tongue. 


Mr.  Wilfred  A.  Cook  Junior  Member  and  General 
Manager  will  visit  the  retail  trade  of  Canada  about 
February  24th,  and  would  be  pleased  to  hear  from  in- 
terested dealers. 

J.  A.  Cook  &  Bro. 

LYNN,  MASS.,  U.S.A. 


WHITE  "NU-BUCK"  PUMPS 

No.  l.VJ 
A-D,  1-8 
82.00 


CONVERTIBLE  SATIN  PUMPS 

made  in  eight  colors 
Chiffon  rose  centre 
pompom.  Readily 
changed  to  Colonial 
pumps  by  using  our 
special  tongue.  In 
black  A  A-D.  In 
colors  A-D,  1-8. 
S'.'.nn. 
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WALTON  SHOE 

FOR   BOYS  AND  GIRLS 

—MADE  FOR  THE  RETAILER= 


Entire  Product— over  5,000,000  pairs  per_year  sold  in  United  States  and  Canada 

SOLID   LEATHER  THROUGHOUT 

Full    Length  Vamps 
One    Piece  Innersoles 
One    Piece  Counters 

IMMEDIATE  SHIPMENT 

Stock  complete  in  all  sizes 

Over  500,000  pairs  ready  for  shipment 

Your  order  can  be  shipped  the  same  day  it  is  received.    Send  for  Catalogue. 


A.  G.  Walton  &  Co.,  Boston,  Mass. 
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"I  can  fit  out  a  customer  with  Maltese 
Cross  Rubbers  easier  than  with  any  brand 
I've  ever  kept,  and  there's  less  complaint 
about  them 

That  is  what  one  man  says- --and  there 
must  be  a  multitude  of  others  that  feel  the 
same  way. 

Maltese  Cross  Rubbers  are  "famous  for 
fit  and  quality." 

MANUFACTURED  SOLELY  BY 

The  Gutta  Percha  &  Rubber  Mfg.  Co. 

OF  TORONTO,  LIMITED 

Head  Offices :  47  Yonge  Street,  TORONTO,  CANADA. 

Branches:    Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver;  Sydney,  Melbourne  and  Perth,  Australia 
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Where 

Amherst 
make 

EXCELS 


SOLID 
LEATHER 
HEEL 
i  STIFFtl Et 


TOUGH  SOLID  LEATHER 
OUT  AND  /N SOLES 


DOUBLE 
TIPS 


7PO/NTS 

— THE  PERFECT  NMBER-  \ 

NOTE  THE   7  Points  IN  CUT. 

Sales  for  1911  $867,488.00 

The  7  Points  Did  it 


Western  Branch : 

Amherst  Central  Shoe  Co.,  Limited 

Regina,  Sask. 

Amherst  Boot  &  Shoe  Co. 


Amherst,  Nova  Scotia 


Limited 
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All  that  is  New 

in  Felt  Footwear  is  found 
in  the  line  manufactured  by 

The  Great  West  Felt  Co. 


ELMIRA,  ONT. 


Limited 


Made  on  Modern  Lasts,  in  Classy  Styles, 
Perfect  Fitting  and  only  in  highest  quality. 
We  make  our  own  Felt,  and  are  enabled 
to  produce  Felt  of  a  quality  unexcelled, 
by  machinery  invented  and  designed  by 
our  own  experts. 

The  whole  manufacturing  plant  is  replete 
with  improvements  which  enable  us  to 
produce  Felt  Footwear  superior  to  that 
made  by  any  other  known  method. 

Manufactured  with  exquisite  care  our  Felt 
Footwear  presents  a  symmetry  and  beau- 
ty of  finish  and  has  wearing  qualities 
unequalled.  These  features  create  the  de- 
mand and  increase  the  profitable  "  Come- 
back-for-more-trade. " 

Sold  by  Jobbers.  If  your  Jobber  cannot 
supply  you  with  our  Felt  Footwear,  kind- 
ly write  us. 

Positively  not  in  any  Trust  or  Combine 


The  Great  West  Felt  Co. 


ELMIRA,  ONT. 


Limited 


A 
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MESSAGE  FROM 


Canada's  Best  Shoemakers 


To  the  Shoe  Dealers  of  Canada 

To  you  we  wish  to  express  our  hearty  thanks  for  the  business 
we  have  been  favored  with  during  the  past  year. 

It  may  be  interesting  to  you  to  know  that  our  business  for 
Spring  1912  shows  an  increase  of  50%  over  the  corresponding 
season  a  year  ago.  It  would  have  been  even  larger,  had  we  not 
stopped  taking  orders,  when  we  felt  we  had  as  many  shoes  sold 
as  we  could  make,  and  keep  up  to  our  high  standard  of  efficiency. 
With  largely  increased  facilities  for  Fall  1912,  we  will  be  in  a 
position  to  handle  a  good  legitimate  increase,  and,  to  those 
who  have  not  handled  our  line,  we  would  ask  you  to  wait  for  a 
look  at  our  Samples  before  placing,  which  we  think  will  con- 
vince you  that  we  are  indeed, 


Canada's  Best  Shoemakers 


The  Hartt  Boot  &  Shoe  Co.,  Ltd. 

Fredericton,  N.  B. 
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HUMAN  FEET 

(15,000,000  of  them  in  Canada) 


YAMASKA  BRAND  SHOES  should  be  introduced 
to  them  —  particularly  those  Feet  requiring  the 
more  su  bstantial  FOOTWEAR. 


FACTORY 
LARGE 
MODERN 
EFFICIENT 


EXPERIENCE 

,SKILL 
HIGH  GRADE 
LEATHER 


Result  is 

YAMASKA  HEELS 

The  YAMASKA  BRAND,  A  Sensible,  Serviceable  Shoe  for  Men 

The  shoe  man  may  stock  a  few  of  the  ever  changing 
freak  styles,  but  the  Yamaska  Shoe  will  supply  him 
with  a  Reliable  Profitable  line — made  to  wear  on  feet  re- 
quiring the  best.     They  have  the  right  appearance  too. 


LA  COMPAGNIE  J.  A.  &  M.  COTE 

ST.  HYACINTHE,  P.  Q. 
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Keep  Your 
Store  Busy 
Selling  Goods 


You  can  easily  do  this  if  you  carry  a  line  of 
good  sellers. 

The  Williams  shoes  are  all  solid  leather  and 
made  to  wear.  Shoes  that  are  all  style  have 
their  place — so  have  shoes  that  are  all  solid 
leather — that  is  why  we  are  in  business. 

The  popular  demand  is  for  a  shoe  with  good 
wearing  qualities.  We  have  it — The  Williams 
Shoe. 

Once  a  customer,  always  a  customer. 


The 


Williams  Shoe  Co. 

Brampton,  Ontario 


We*tern  Selling  Agents 

W.  G.  Downing  &  Co.,  Brandon,  Man. 
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NUBUCK— Washable,    Durable,  Economical 

The  most  popular  leather  for  next  seasons'  White  Shoes. 

IMPERIAL  NUBUCK 

A  remarkable  production  in  Upper  Leather,  having  all  the 
good  qualities  of  Calfskin  and  Buckskin  combined. 
It's  color,  a  beautiful  shade,   something  between  a  coffee 
brown  and  champagne,  which  harmonizes  with  any  colored 
garment  and  suitable  for  most  all  occasions. 

BLACK  DIAMOND — Chrome  Patent 

The  leader  of  all  patent  leathers. 

TAN  GUN  METAL  CALF 

The  correct  shade  of  Tan  for  Men's  and  Women's  Fine 
Shoes.    We  also  manufacture  this  leather  in  Black. 

OTHER  PRODUCTS: 

GLOVE  LEATHER— A  wide  range  SHEEP  LEATHER— In  every  good 

of  grades  and  finishes.  Tannage. 

WEILDA    CALF— In   twenty-two  HUB  PIGSKIN  and  CUT  STOCK 

shades.  HUB  GUM  SOLES 


A.  C.  Lawrence  Leather  Co. 


95  SOUTH    STREET,  BOSTON 


NEW  YORK  CITY,  621  Broadway 
CINCINNATI,  O.,  632  Sycamore  St. 
GLOVERSVILLE,  N.Y.,  50  So.  Main  St. 


CHICAGO,  ILL.,  180  N.  Franklin  St. 
ST.  LOUIS,  MO.,  705  Lucas  Ave. 
ROCHESTER,  N.Y.,  605  Powers  Bldg. 
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Comfort  and  Fit  are 
the  Salient  Features 
of  u Everyday"  Shoes 


The  "  Everyday"  shoe  is,  as  its  name  suggests,  a  shoe  that 
can  be  worn  through  every  day  in  the  year. 

It  is  made  to  suit  the  requirements  of  the  average  business 
man — smart  and  neat  looking  for  the  office,  not  too  dressy, 
and  will  withstand  continual  wear. 

The  "  Everyday  "  is  a  solid  leather  shoe  which  will  give 
perfect  comfort — it  is  guaranteed  to  keep  its  shape. 

The  most  suitable  shoe  in  every  way 

For  the  business  man,  is  the  "  Everyday.  " 


The  T.  Sisman  Shoe  Company,  Limited 

Aurora      •      •  Ontario 


A    COMPLETE    WINDOW  OUTFIT 


$ 
15 

ORDER 
TO-DAY 


ADJUSTABLE 


ADJUSTABLE 


$ 

15 

"THE 
BETTER 
WAY" 


23   GUARANTEED   FIXTURES  FOR.  $15.00 

READ  THE  DESCRIPTION 

Handsome,  substantial,  properly  proportioned  CLUSTER  STAND,  :<7  inches  high,  38  inches  wide.  Cross  arms  may  be  used  above  or  below. 
Ten  Individual  stands  (different  heights.)  Twelve  two-positron  heel  rests.  Twenty-three  fixtures  in  all.  Will  display  29  single  shoes  or  58  shoes 
in  pairs.  Right  for  any  store;  priced  for  every  store. 

Made  from  selected  genuine  Oak,  finished  Natural,  Golden,  Weathered,  Bog  (green)  and  Dark  Green  Mission  with  Silver  Filled  Grain.  Also 
Birch  finished  Natural  or  Mahogany.  Shoe  Rests  of  Oxidized  Metal,  adjusted  by  solid  brass  bolt  and  knurled  thumb  nut.  Superior  workmanship 
throughout.     Nothing  betler  made  on  the  market. 


WE  WILL  SHIP  ON  APPROVAL.     IF  NOT  SATISFACTORY  RETURN  AT  OUR  EXPENSE. 


THE  TAYLOR  MFG.  COMPANY 


8  2  QUEEN  ST. 
HAMILTON 


NORTH 
CAN. 
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Are  You  the  Man 
Who  Wants  the  Exclusive  Agency 

for  These  Shoes  ? 


of  materials 


Only  one  dealer  in  each  town  in  Canada  will  be  sold  these 
shoes.  Are  you  the  man  in  your  town  ?  The  ALL 
AMERICA    Shoe    is    made    in    styles  and 

that  will  meet 
the  require- 
ments  of  gentle- 
men. With  this 
line    in  your 

store  you  can  build  up  a  good  substantial  trade  in  American- 
made  shoes.  We  shall  be  glad  to  send  you  our  illustrated 
catalogue. 


"It's  the  Quality  that  Makes  All  Americas  Worth  the  Price" 


Correspondence  from  Canadian  Merchants  Earnestly  Solicited 

RICE  &  HUTCHINS  Incorporated 

20  High  Street,  Boston,  U.  S.  A. 

World  Shoemakers  for  the  Whole  Family 
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-^Fcotwear 


PHONE  JUNCT  462 


TORONTO 


1687    DUNDAS  STREET 


TORONT 


i     \\\  \\\\\  «rf 

-^C^!      ~-C6*-*       «      ,9"*^      ^-«^cy  rT^o-rt 
~</&<^     O  Ly^Mj     /C^U.      UXIL       /^UA4.      ^<jL^  dJ<Lj 


Increase  your  profits  by  selling  "CLASSIC"  Shoes  manufactured  by 


GETTY  &  SCOTT,  LIMITED 


Gait,  Ontario 
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JAMES 


ROYAL  BRAND 


DAINTY  MODE 


KANT  KRACK 


Why  it  pays  the  Retailer  to 
Buy  from  an  Expert 

Every  year  greater  care  and  judgment 
is  needed  in  the  selection  of  shoe  stock 
by  retailers. 

New  lines  and  new  makes  are  contin- 
ually being"  put  on  the  market,  and  it 
keeps  the  retailer  guessing  to  pick  out 
just  the  right  lines  to  suit  his  trade  at 
prices  which  will  suit  his  profits. 

It  is  of  course  good  policy  to  see  what 
the  other  fellow  has — in  plain  words 
get  wise  to  what's  going — but  it  is  not 
wise  to  overlook  the  fact  that  your  fu- 
ture trade  depends  upon  you  selling 
the  goods  you  know  from  the  firm  you 
can  rely  on. 

The  reason  for  the  phenomenal  success 
of  my  business  is  that  I  have  been 
supplying  the  trade  year  in  and  year 
out  with  the  right  class  of  goods. 

I  put  before  the  retailer  lines  in  which 
he  cannot  make  a  mistake.  I  make 
the  selections  in  styles  for  him  and 
never  fail  to  give  quality  on  which  he 
can  depend. 

The  fact  that  I  am  doing  to-day  more 
business  than  I  ever  did  before  is  proof 
positive  that  my  selections  for  retailers 
are  correct,  and  the  quality  of  the 
goods  is  undisputed. 

The  Retail  Shoe  business  unless  prop- 
erly conducted  is  full  of  worries.  No 
one  knows  this  better  than  I  do. 


MONT 
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3BINSON 


My  Letter  Order  Department 
is  a  Money  Maker  for  Retailers 

But  the  Retailer  who  deals  with  me 
gets  rid  of  most  of  his  worries,  because 
he  puts  the  buying"  responsibility  on 
the  shoulders  of  an  expert. 
It  is  a  great  mistake  to  place  your  or- 
ders far  in  advance  before  styles  are 
settled.  By  so  doing  many  a  dealer 
has  tied  up  his  money  in  Shoes  that 
will  not  sell.  The  result  of  such  poli- 
cy is  inevitable. 

There  is  a  wild  scramble  to  get  what 
you  want  at  the  last  minute  just  when 
the  manufacturers  cannot  possibly  fill 
your  orders. 

These  are  some  of  the  many  reasons 
you  should  buy  through  an  expert  like 
myself.  I  will  give  more  reasons  in 
future  issues. 

I  wish  to  say  again  that  every  dealer 
in  Canada  who  has  not  tried  my  letter 
order  department  should  do  so  without 
delay. 

While  you  are  reading"  this  announce- 
ment, you  are  almost  sure  to  think  of 
some  line  of  shoes  or  rubbers  that  you 
would  like  to  have  in  a  hurry. 
Maybe  some  customer  wants  a  partic- 
ular shoe  that  you  haven't  in  stock, 
but  would  be  willing  to  wait  a  day  or 
two  for  it.  Put  problems  like  that  up 
to  me.  I  am  solving  them  every  day. 
On  the  two  following  pages  I  will  deal 
particularly  with  some  lines  of  shoes 
and  rubbers. 


fcEAL 


JAMES  ROBINSON 


THE  HEAD 
THE  HOUSE 
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My  Shoe  Service 

Will  Win  Your  Battles 


€JJ  You  are  selling"  shoes  and  you  want  to 
make  the  greatest  profits  consistant  with 
honest  methods. 

<H  You,  as  a  retail  merchant  try  to  serve 
your  customers  so  well  that  they  will 
"come  back  for  more" — you  would  like 
to  srive  them  the  verv  best  service  that 
business  can  produce  —  but  where  to 
find  it. 

€f|  I  am  read}-  to  serve  you  in  a  way  that 
I  know  will  retain  your  custom  once  you 
have  dealt  with  me. 

€f|  I  give  you  the  advantage  of  an  organ- 
ization that  has  studied  your  problems 
to  the  depth,  and  has  evolved  a  system 
which  assures  you  of  the  most  perfect 
service  combined  with  the  greatest  profits 
that  are  possible  in  your  business. 

CJJ  My  system  of  distribution  places  my  stock 
at  your  immediate  disposal  and  relieves 
you  of  the  necessity  of  carrying  reserve 
stock. 

<Jf  My  travellers  are  now  ready  to  serve 
you  with  the  latest  styles  for  fall — give 
them  the  opportunity  of  explaining  the 
advantage  of  dealing  with  me. 


James  Robinson 


Montreal 
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FOR    ALL    KINDS    OF   HEAVY  WEAR 
MADE  IN  EVERY  STYLE 

"They  Kost  No  More'9 
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SLATER  SHOES 
BORN  IN  1869 
YOUNGER  AND 
BETTER  THAN 

EVER.      ::     ::  :: 


SLATER  SHOES 
BORN  IN  1869 
YOUNGER  AND 
BETTER  THAN 
EVER.  ::  :: 


Study  Efficiency  in  Selling 


After  a  brief  period  of  turmoil  in  enlarging  the  big  Slater  Shoe  Factory,  we  are  now  in  a  position  to  give  our 
customers  prompt  and  efficient  service. 

And  we  offer  in  Slater  Shoes  the  highest  point  of  efficiency  in  selling  to  the  retail  customers. 

Time  is  real  money — not  stage  money.  Lost  time  is  lost  real  money  on  a  busy  day.  We  have  proven  that  a 
small  staff  in  a  Slater  Shoe  Store  can  handle  twice  as  many  customers  in  a  given  time  as  compared  with  the  time 
and  talk  one  must  expend  in  selling  an  unknown  shoe. 

Good-will  and  prestige  are  factors  which  count  for  much  in  a  growing  and  successful  business.  We  have  made 
the  "  Sign  of  the  Slate  "  stand  for  all  that  is  desirable  in  fine  Footwear  for  men  and  women,  —  fine  shoes  which  com- 
bine the  sturdy,  sterling  leather  quality  of  the  British  makers  with  the  finish  and  graceful  lines  of  the  American  makers. 

Every  customer  of  the  Slater  Shoe  is  a  living,  walking,  breathing  advertisement  for  the  Slater  store  in  each  town. 

Our  Boost  campaign  is  of  interest  to  Shoe  Merchants — for  we  launch  our  customers  with  a  big  strong  campaign 
when  he  decides  to  carry  a  fully  representative  stock  of  Slater  Shoes. 


Try  a   Ready-to-Ship  Order 
for  a  Sample 


We  do  not  carry  a  wholesale  stock  of  shoes. 
This  would  not  be  practicable  where  so  many  varie- 
ties— styles,  sizes,  widths  and  leathers  are  used  in  the 
making  of  high-class  shoes. —  But  we  do  carry  Ready- 
to-Ship  orders  of  standard  styles — a  selection  of  the 
popular  $4. —  $5. —   and   $6. —   leather  qualities. 


These  Ready-to-Ship  orders  are  carefully  compiled  from  the  Record  of  our  Selling.  They  are  the  safe  and 
steady  stock  shoes. 

This  is  the  Standard  Order  of  less  than  $500,  which  will  show  a  substantial  profit  to  the  customer:  12  pairs 
each  of  1 2  Styles  of  Slater  Shoes 

For  Men  : 

36  pairs  of  $4  shoes  3  Styles  I  Send  for  details  of  these  Standard 
64  pairs  of  $5  shoes  7  Styles        Orders,  with  the  Liberal  Trade 

24  pairs  of  $6  shoes  2  styles  J     Terms  we  offer. 

This  season  we  have  introduced  a  number  of  new  lasts  and  models,  some  of  the  best  designs  ever  produced. 

We  want  one  good  customer  in  each  town — only  one.  That  customer  owns  the  Slater  Shoe  Franchise  for  his 
town  or  city  as  long  as  he  says  so. 

We  now  have  650  wholesale  customers  in  Canada;  and  whatever  our  customers  say  about  us  is  true.  We 
stand  with  our  Army  of  Loyal  Customers. 


The 


Slater  Shoe  Company,  Limited 


MONTREAL 


CANADA 
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The  Pen  is  Mightier 
than  the  Sword 

But  a  Pen  Without  Ink 
is  Mighty  Little  Use 


A  Shoe  without  a  reputation  may  not  be  useless  but  is  ten  times  more  difficult  to 
sell  than  a  Slater  Shoe  (born  A.  D.  1869).  Every  Sale  of  a  Slater  Shoe  means  a 
Satisfied  Customer  and  a  Living  Advertisement  for  your  Store. 

Our  Reputation,  of  which  we  are  justly  proud,  is  voiced  by  an  army  of  650  agents. 

If    Not    Represented    in    Your    Town,    Let    Us    Hear    from    You  ^§ 
We  start  you  off  with  a  strong  advertising  campaign  and  bring  people  to  you  whose 

purchases  99  times  in  100  do  not  end  with  a  pair  of  shoes. 

NOW 


If  you  are  interested  send 
us  a  post  card  and  we  will 
mail  you  our  booklet  giving 
full  particulars  of  our  Ready 
to  Ship  orders  and  agency. 


We  Help  the  Go-ahead  Man 
to  Expand 


Slater  Shoes  Mean  Supremacy  in  Style.       All  Goodyear  Welted. 


The 


Slater  Shoe  Company,  Limited 


MONTREAL 
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Cheating  the  Shoemaker 
by  Fair  Methods 


One  of  Our  Fall  Models 

Note  the  heavy  sole  made 
of  Hymans  Metallic 
Chrome  Sole.  This  sole 
is  positively  guaranteed  to 
out — wear  two  soles  of  any 
other  leather. 


KNOWLEDGE 


Hymans 
Metallic  Chrome 
Sole 

will  give  double  the  wear  of  the 
best  oak  tanned  Soles.  Our  ex- 
perience by  actual  test. 

We  can  therefore  offer  a  special 
range  made  with  Hymans  Metal- 
lic Chrome  Sole  for  exceptional 
hard  service.  Be  sure  and  see 
this  line  when  our  salesmen  show 
our  fall  line. 

Jackson 

Sales  Agents 

MONTREAL 
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A  Spring  Tonic  for  Your  Business 

Boy  Scout  Shoes 


Better 
Boots  for 
Boys 

The  latest  product  of  years  of  ex- 
perience and  the  best  material  and 
labor  money  can  buy.  The  triumph 
of  the  first  attempt  to  specialize  in 
Boy's  Boots.  We  are  past  the  ex- 
perimental stage,  our  factory  having 
been  in  operation  for  almost  two 
years.  Changes  and  improvements 
have  been  numerous.  We  can  now 
offer  the  dealer  a  Shoe  in  which  he 
can  place  absolute  confidence.  Boy 
Scout  Shoes  are  built  up  to  a  stand- 
ard, not  down  to  a  price. 

Ask  for  Catalogue.  It  is  new  and 
gives  much  information  good  to  know 

&  Savage 

Miner  Rubber  Co. 

CANADA 


Made  in  Patent  Velour  and  Gun 
Metal. 

SIZES 

Youths  9  —  13^ 

Boys  1  —  5% 

Young  Men's         6  8 

TEST  IT 

Try  the  selling  power  of  the  name. 
A  few  dozen  pairs  will  do  the 
trick.  Order  now.  In  stock.  Ir- 
resistible to  the  Boys. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading-  and  Attaching 
Machines,  Heel  Trimming',  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing  Buff- 
ing and  Skiving"  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  MONTREAL,  QUE. 
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RUBBER  FOOTWEAR 

Miner  and  Shefford  Brands 


Fac-simile  of  Show  Card  enclosed  in  each  shipment 


The  Miner  Rubber  Co.,  Limited 

Toronto,  Ont.  |l  Granby,  Que. 


Selling  Agencies 

TORONTO— Blachford,  Davies  &  Co. 
HAMILTON— R.  B.  Griffith  &  Co. 
LONDON— Coates,  Burns  &  Wanless. 
MONTREAL  -Jackson  &  Savage. 
ST.  JOHN,  N.B.— J.  M.  Humphrey  &  Co. 


135    Men's  Baron 


Selling  Agencies 

EDMONTON)    w   ,   ,,  . 
WINNIPEG  I -W.  A.  Marsh  Co., 
CALGARY    I  Western,  Ltd. 

BRANDON— Dowling'  &  Creelman. 
QUEBEC— F.  Maranda. 
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FOOTWEAR    IN  CANADA 


Have  You  Placed  Your  Order 

for 

Rubber  Footwear  ? 


Our  travellers  are  now  out  with  the  most  complete  range  of  Rubber  Footwear 

samples  ever  shown  to  the  trade. 

We   lead   in  Quality,  Style,   Price  and  Service. 


OUR  BRANDS 


Jacques  Cartier  Daisy 
Maple  Leaf  Dominion 
Merchants  Anchor 


Each  Brand  has  its  own  marked  points  of  superiority. 

We  have  introduced  many  NEW  and  IMPORTANT  FEATURES  for  1912-13. 
Don't  order  till  you  see  them. 

Watch  for  our  next  edition  of  "FOOT  PRINTS." 

Canadian  Consolidated  Rubber  Co. 

LIMITED. 

Sales  Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 


FOOTWEAR    IN  CANADA 
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Longer  WEAR  where  others  TEAR.  It  has  NO  WEAK  SPOTS,  is 
STRONG,  LIGHT  and  STYLISH. 

These  features  will  positively  boost  your -rubber  sales. 

All  our  Men's  and  Women's  fine  light  goods  with  high  heels  are  made  with 
"REDMAN"  heel  lift. 

Our  travellers  are  on  their  way  to  you  with  New  Samples.  Ask  them  to  show 
you  this  Heel. 

 —  'Manufactured  Exclusively  by  

The  Merchants  Rubber  Co.,  Ltd. 

Berlin,  Ont. 


Canadian  Consolidated  Rubber  Co. 

LIMITED. 

Sales  Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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N°  sf  Co 


NO  DIAMONDS-TRADE  MARK 


No  Fast  Color 


Get  this  fact  firmly  fixed  in  your  mind.  It  may 
be  the  means  of  saving  you  considerable  annoy- 
ance and  inconvenience  ;  for,  if  you  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regarding  "Brassy"  eyelets.  Fast  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture; and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  grow  old  but  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  cure  for  all 
eyelet  troubles.  Only  the  genuine  Fast  Color 
Eyelets  have  it. 


United  Shoe  MachineryCompany 

Of  Canada 


Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

24 1  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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"Show"  the  Ladies  with  the 
Nobby  McDermott  Lines 

It  pays  to  go  the  limit  in  pleasing 
the  women.  They  are  good  adver- 
tisers. They  will  boost  your  busi- 
ness everywhere  they  go. 

The  McDermott  line  of  high  cuts 
are  the  lines  you  should  feature  for 
fall  —  everyone  one  of  them  is  a 
trump  card. 

Made  for  wear,  but  cram  full  of 
style  and  as  comfortable  as  old  shoes. 
Just  the  kind  of  goods  to  please 
your  fussiest  customers. 

The  early  days  of  October  will  find 
a  ready  sale,  steady  demand  for  the 
nobby  McDermott  models.  For  you 
to  really  know  McDermott  styles 
you  should  send  for  samples. 


The  McDermott  Shoe  Company 

MONTREAL,  CANADA 
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FOOTWEAR    IN  CANADA 


The  New 
"Goodsense"  Shoe  Factory 


In  August  we  will  move  into  this,  our  new  factory  at  Maisonneuve. 

We  do  not  believe  in  waiting  until  our  customers  are  dissatified  with  poor  delivery  before  increas- 
ing our  capacity.  We  know  the  demand  for  the  "Goodsense"  Shoe  will  be  much  greater  next 
season.  Anticipating  this  certainty  we  are  having  the  above  factory  built  for  our  use — with  a 
capacity  treble  that  of  our  present  premises. 

We  are  showing  a  full  range  of  popular  lines  in  our  fall  samples,  and  our  travellers  now  on  the 
road  are  at  your  service. 

Kirvan-Doig  Limited,  Montreal 

Manufacturers  of  "Goodsense"  Shoes 
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Good  Reputation  is 


Good  reputation  is  the  only  founda- 
tion on  which  to  build  business  for 
sure  future  profits. 

You  can  only  build  such  a  business 
by  selling"  shoes  that  possess  an 
established  reputation  in  the  trade. 

The  Cimon  Lines  of  men's  and 
women's  Goodyear  welt  and  women's 
McKays  have  achieved  a  reputation 
which  means  everything  to  the  mer- 
chant selling"  them  as  well  as  to  the 
men  and  women  who  wear  them. 

A  reputation  for  unquestionable 
superiority  in  g-ood  hard  wearing 
qualities. 

Of  the  Cimon  styles  we  will  let  you 
be  the  judge — we  have  no  apprehen- 
sion of  the  verdict  once  you  have 
seen  the  shoes. 


A.  P.  Cimon  Shoe  Mfg.  Co.,  Ltd. 


Montreal,  Que. 


OUR  REPRESENTATIVES : 

J.  E.  Hudon,  City  of  Montreal;  Evans  Guay,  Quebec  City  and  Province  of  Quebec;  Geo.  J.  Scott.  Western  Canada; 
F.  E.  Greney,  Maritime  Provinces  ;  P.  E.  Houde,  (General  Sales  Manager),  Ontario. 
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Adorn  a  Woman's  Foot 
well  as  we  protect  it 

Our  women's  shoes  have  long  been 
looked  up  to  as  the  standard  of  good 
wearing  quality.  We  have  achieved 
the  reputation  of  making  a  shoe  that 
typifies  perfect  protection  of  the  wo- 
man's foot. 

But  we  do  more.  We  make  our  wo- 
men's shoes  in  styles  which  are  irre- 
sistable  to  the  feminine  taste — styles 
which  adorn  and  beautify  the  small 
shapes — which  look  so  attractive  on 
the  foot  and  in  the  store. 

The  "  Paris  " 

Brand  is  perfect  in  manufacture  and 
flawless  in  finish,  it  will  never  fail  to 
evoke  the  admiration  of  all  desiring 
high-class  footwear. 

The  "  Rockbottom  " 

Brand  is  a  coarse  shoe  made  for  hard 
wear.  A  good  strong  solid  leather 
shoe  which  will  always  find  a  ready 
sale. 

Daoust,  Lalon 


ED 
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Shoes  that  will  recommend 
Your  Store  to  every  man 


Sell  the  shoes  that  give  entire  satis- 
faction and  you  are  on  the  high  road 
to  success.  It  is  certain  that  such 
shoes  will  hold  trade  and  also  adver- 
tise your  store  as  the  home  of  good 
footwear. 

The  only  goods  that  give  satisfaction 
in  the  long  run  are  the  goods  of  de- 
pendable quality. 

There  is  just  one  idea  at  the  back 
of  "Paris"  and  "Rockbottom"  brands 
— the  idea  of  balanced  perfection. 

Both,  fine  and  coarse  brands  are 
equally  strong  at  every  point — each 
part  of  the  highest  quality  of  tested 
tannings,  and  every  part  and  detail 
perfected. 

You  can  handle  our  lines  with  abso- 
lute confidence — we  know  the  quality 
there  is  in  them  because  we  have 
our  own  tannery  at  the  back  of  every 
shoe. 


&  Co.,  Montreal 
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F  O  O  T  \V  E  AR    IN  CANADA 


How  We  Have  Grown— And  Still  Growing 

\Y/E  want  every  Dealer,  Jobber  and  Manufacturer  to  help  us  make  our  Black 
*  *       Cat  as  large  as  possible  for  191 2.     We  will  be  pleased  to  furnish  without 
charge  any  electroplates  to  use  for  catalogue  work  or  any  other  advertising. 

CATS  PAW 

CUSHION  RUBBER  HEELS 

Cat's  Paw  Rubber  Heels  have  all  the  advantages  of  or- 
dinary rubber  heels  and — besides — the  Patented  Friction 
Plug — in  the  back  of  the  heel — just  where  the  wear 
comes — keeps  you  from  slipping  on  wet  sidewalks,  and 
also  makes  the  heels  wear  much  longer  than  the  old- 
fashioned  kind. 

Insist  upon  Cat's  Paw  Heels.    Your  Customers  are  Asking  for  Them. 


WALPOLE  RUBBER  COMPANY,  Limited 

Eastern  Townships  Bank  Building,  MONTREAL 
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The  Big  Rubber  House 

Our  Salesmen  are  now  "on  the  road"  after  next  fall  Rubber 
business  (and  incidentally  your  sorting"  requirements.) 

They  can  show  you  just  what  your  customers  want — Style  and 
fine  Fitting  Qualities  combined  in  the  reliable  and  satisfactory 
brands 

Granby  and  Maple  Leaf 

These  lines  have  ENDURANCE  of  WEAR,  a  quality  that 
you  like  to  find  in  a  rubber  but  do  not  always  get. 

Also  DOMINION  and  ANCHOR  qualities— both  good  lines 
— a  little  cheaper  than  the  others. 

CHALLENGE  Brand  if  required — cheaper  still. 

Buy  Kimmel  Felts 

OUR  EXCLUSIVE  LINE 


Look  out  for  our  stupendous  Advertising  Campaigns.  Posters- 
window   decorations — illustrated    booklets — and    ads.    in  the 
Daily  Press. 


Ames  Holden  McCready,  Limited 

MONTREAL      ST.  JOHN      TORONTO      WINNIPEG  CALGARY 
EDMONTON  VANCOUVER 
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BOX  TOES 

That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination  leather  and  canvass. 
Men's  and  women's  Goodyear  and  McKay  Shoes — any  kind. 

HEELS 

A  Full  Line 

All  grades,  denominations  and  heights.         Send  patterns  for  quotations. 


INDEPENDENT  BOX  TOE  CO. 

102  CHRISTOPHE  COLOMB  STREET,  MONTREAL 


A.   Klipstein  &   Co.,     129  Pearl  St.,  New  York 

Boston  Philadelphia  Providence  Chicago  Charlotte,  N.C. 

Hole  selling  agents,  United  States  and  Canada,  for 

Forestal  Land,  Timber© 

Railways    Co.  Argentine 

  MANUFACTURERS     OF   "  

Quebracho  Extract 


Canadian  Agents  : 

A.  Klipstein  &  Co.,  Ltd. 

of  Canada 
12  St.  Peter  St.,  Montreal 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

244  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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FOOTWEAR 


I  N    C  A  N  A  D  A 


"  RIDEAU  "  SHOES 
FOR  MEN 


Plan  now  for  clean  stocks  of  men's 
footwear  for  fall. 

Ninety  men  out  of  a  hundred  will 
buy  "  Rideau  "  shoes  on  first  sight. 
Their  classy  shapes  and  styles  make 
them  stand  out  from  all  others  as 
triumphs  of  the  Shoemakers'  Art. 

The  wide  range  of  fittings  is  also  a 
"Rideau"  specialty — three  widths 
to  each  size  and  a  narrow,  medium 
and  wide  toe  to  each  width. 

Our  travellers  will  demonstrate  more 
fully  the  advantages  of  the  "Rideau" 
ran^fe  of  fittinos  when  you  are  look- 
ing  over  our  lines. 


RIDEAU 

C    O  M   P   A   N  Y 


MONTREAL 
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44  RIDEAU  "  SHOES 
FOR  WOMEN 


The  newest  style  hits  are  found  in 
the  "  Rideau  "  ladies'  shoes  for  fall. 
The  demand  for  these  styles  is 
certain  and  sure. 

Women  will  come  into  your  store  in 
large  numbers  and  ask  to  be  shown 
"Rideau"  Footwear. 

Their  easy  mannish  lines,  their  trim 
and  natty  fit,  commend  them  at 
once  to  every  woman. 

Anticipate  a  big  fall  business  by- 
stocking  up  with  "Rideau"  ladies' 
buttoned  and  Blucher  lace  goods. 


SHOE 

LIMITED 


CANADA 
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RiiiTWKAR    IX  CANADA 


Means 


Durability 


and 


Finish 


If  you  wish  to  build  up  a  shoe 
trade  you  must  be  able  to  sell 
something  better  than  usual. 

Let  our  salesman  show  you  our 
samples. 

Our  shoes  are  MacKays  only. 
QUALITY  OUR  WATCHWORD 


Dupont  &  Frere 

301  Aird  St.,  MONTREAL 


P 


LEATHER 


is  made  by 


FISK 


What  we  maintain  and  can  prove 
about  our  Patent  Leather  is  that 
shoes  made  of  it  have  a  beautiful  and 
distinctive  appearance  which  makes 
shoes  made  of  the  usual  run  of  Patent 
Leather  look  common  and  cheap 
when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economical- 
ly and  works  as  easily  and  safely  as 
the  dull  finished  leather. 

No  delays  for  "repairing-"  no  botch- 
ed unsightly  shoes  to  worry  about. 


Fisk  Limited 

Montreal 
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Protects 
the  Whole  Shoe 


Metallic    Heels    and  Counters 

(Made  of  Steel) 

Afford  the  best  kind  of  protection  for  all  shoes  which  are  subjected 
to  the  roughest  kind  of  wear.  There  can  be  no  running  down  at  the 
heel  or  broken-down  counters  where  they  are  used.  They  do  not 
add  to  weight,  but  increase  the  wear  and  satisfaction  many  fold. 

We  shall  be  very  f|lad  to  send  full  and  complete  information,  upon  request. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

244  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting 
Dies 


of  Every  Description 


For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.  -  Montreal 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 


Pearl  Chrome  Sides 

For  Moccasins 


U 


Elk  Sides" 


Light  Tan,  Dark  Tan  and  Black 


Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High  Cuts  and  Unlined  Shoes,  Tanned 
so  as  to    Wear    Well  and   Stand    Hard  Usage. 


FRASER  RIVER   TANNERY,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents : 

Chicago  Tanning  Co. 

MONTREAL,  QUE.,  59  St.  Peter  Street 


CHICAGO 
130  W.  Michigan  St. 


NEW  YORK 
:«  Spruce  St. 


HUSTON,  MASS.  <;l.oVKi;sVll.l.K.  N.Y.  ST.  LOUIS.  MO. 
128  Summer  si.  11  Cayadutta  St.  619  E.  Eight  li  si . 


FOOTWEAR    IN  CANADA 


39 


Do  You  Need 

Any  Help  ? 

Are  You  having  Any  Trouble 
with  Your  Cement  ? 


Try  our  Celebrated  Brands  of 

Chrome  Folding 

Channel  and 

Sole  Laying  Cement 

THEY  WILL  DO  THE  WORK 


Is  Your  Tan  Stock  Running  a  Uniform  Color  ? 

IF  NOT,  TRY  OUR 

Tan  Renovator 

made  to  match  any  stock,  and  see  your  shoes  come  through 
the  same  shade  throughout.  Our 

Tan  Clarified  Wax  Friction  Dressing 

will  give  a  beautiful  gloss  without  leaving  any  smut 
or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factory. 

Canadian  Blacking  &  Cement  Co. 

HAMILTON,  CANADA 
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GROSVENORS  FIRFELTS 


No.  1044 


We  sh  ow  on  this  page, 
six  of  our  fascinating 
Styles,  which  are  only 
a  few,  of  many,  in  our 
line  for  Season  of  1912. 

Be  sure  and  wait  for 
our  salesmen,  or  send  for 
Samples,  before  placing 
your  Fall  orders. 

Beautiful  illustrated 
Catalogue,  in  colors,  sent 
on  application. 

Your  choice  of  2 1 
shades  in  best  grade  of 
goods. 


No.  861 


No.  223 


No.  733 


No.  44 


Worcester  Slipper  Company 


J.  P.  Grosvenor,  Prop. 


360  to  370  Park  Ave. 


WORCESTER,  MASS. 
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No.  2  X  1    Gun  Metal  Calf  C-D-E  in  Stock  No.  2  F  I    Tan  Calf  C-D-E  in  Stock 


Buffalo   Wont-Leke  Shoe 
Styles  for  Fall  of  1912 

are  the  same  as  for  fall  of  191 1 

STAPLE  AS  SUGAR  because  these  correct  foot-form  lasts  have  stood  the  test  of  years. 

These  four  styles  with  uppers  of  finest  Calf-Skin  and  Vici  Kid,  are  bottom- 
ed with  Niagara  Sole  Leather,  absolutely  and  permanently  water-proof, 
non-slippery  when  wet  and  wonderfully  wear-resistant. 

MR.  SHOE  RETAILER  ! 

How  about  the  trade  which  asks  for  "The  same  kind  I  got  before." 

No  Clearance  Sales  !     No  Dead  Stock  ! 

Drop  a  Postal  for  that  Catalog  To-day. 

BUFFALO  SHOE  CO.,  Buffalo,  N.  Y. 


No.  2  T  I  Tan  Calf  No.  2  M  I    Vici  Kid  Bal   C-D-E  in  Stock 


\2 


FOOTWEAR    IN  CANADA 


ANTI-SEPT/C 

 SHOE non^ 


Popular 


Pre-eminent 


Profitable 


FREE 
FROM  FRAUD 


It  is  a  simple  undertaking.  You  order  a  few  dozen 
pairs  of  the  Doctors  shoes,  properly  display  them, 
guarantee  them  to  he  strictly  honest  and  absolutely 
waterproof  and  the  shoe  completes  the  sale  with 
profit  to  you. 


'C^    PAT.  N.°  ■  119409 

GOLD  CROSS 
SHOE 


2  Feet 


of 


Comfort 


Each  Foot  in  the 
Professor  Shoe 


Experience  proves  that  a  customer,  once  sold  2  feet 
of  comfort,  wants  those  2  feet  in  the  Professor 
Shoes.  It  is  then  easy  for  you.  You  give  him  his 
size,  he  gives  you  his  money,  another  profitable  sale 
is  made. 


The  Tebbutt  Shoe  & 

Three  Rivers, 
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CHAMPIONSHIP  HOCKEY 


With  good  ICE  and  good  skates,  good  players  without  good 
hockey  boots  will  lose  the  game. 

Hockey  players  of  any  consequence  wear  Tebbutt's  Double  laced 
Patent  Hockey  Boot  made  with  the  steel  toe  protector. 
Tebbutt's  Hockey  Boot  provides  perfect  protection,  as  it  is  made 
with  two  uppers,  forming  a  pocket  for  the  felt  padding.  This 
Boot  is  made  to  retain  the  good  reputation  of  Tebbutt.  Be 
sure  you  include  a  few  dozen  pair  in  your  fall  shoe  order.  You 
will  secure  the  hockey  player's  trade  and  a  good  profit  for 
yourself. 

Our  Two  in  One  Hockey  and  Skating  Boot  combined  is  a 
popular  seller.  Straps  are  so  arranged  to  give  great  support 
to  the  skaters.  They  are  made  with  a  wide,  heavy,  felt  padded 
tongue. 

Ask  your  jobber  to  show  you  these  two  lines.  They  are  trade 
pullers. 


Our  shoes  are  carried  by  all  Reputable  wholesalers. 


Leather  Company 

Quebec 


Limited 
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NON-RIP"  Sandals 

Sewn  with  a  Lock  Stitch 

Every  dealer  in  Canada  who  wants 
to  strengthen  his  grip  on  his  trade 
should    stock    "N  on- Rip"  Sandals. 

They  are  made  in  several  grades  and 
shapes  and  in  all  sizes.     Sewn  on  the  Goodyear  Rapid  Stitcher 
with  a  six-ply  linen  thread.     Don't  forget  "They  can't  Rip." 


If  your  jobber  does  not  handle  them,  you  will  confer  a 
great  favor  upon  us  by  sending  his  name  and  address 

Humberstone  Shoe  Co. 


Humbcrstone, 

Ontario 


Long  Distance  Phone  84 


The  Fraserville  Shoe  Co.,  Limited 

Fraserville,  Quebec 
MANUFACTURERS  and  WHOLESALERS 

We  can  y  a  Large  Stock  of  every  line  of  Men's,  Women's  and  Children's  Shoes 

Our  Special  Brands  of  High- Grade  Shoes  are 

"New  York  Style"  "The  Albani  Shoe" 


For  Men 


For  Women 


We  stand  behind  and  guarantee  every  pair  of  these  shoes  produced.  Samples 

will  be  expressed  free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.     Ask  us  for  quotations  and  samples. 


OUR  UP-TO-DATE    MAILORDER   DEPARTMENT   IS   AT  YOUR  DISPOSAL.     AY  R  IT  E  US 
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Just  Wright  Samples  for 

FaU  1912 

are  Now  Ready 


"GRIZZLY  BEAR " 

Full,    Medium  High  Toe,  Wide  Shank, 
10  and  11/8  Heel. 


The  Just  Wright 
Retailer  knows  the 
line  to  be  all  that 
the  name  implies ; 
Good  Wear — Good 
Fit— Good  Profit- 
Latest  Styles. 

If  you  are  not  al- 
ready a  Just  Wright 
Man,  mail  a  card  to 
us  in  Rockland, 
Massachusetts,  and 
Mr.  MacFarlane  will 
call. 


"WHITE  HOPE" 

Very  Sharp  Medium  High    Toe,  Wide 
Shank,  1   Inch  Heel. 


"BIG  SMOKE " 

Extra  Wide  Drop   Toe,  Wide 
Shank  7/8  or  1  inch 
Flange  Steel. 


"TURKEY  TROT" 

Knob  Toe,  Wide  Shank,  1  1  /8  Heel. 


This  Season's.  Line  is  one 
of  exceptional  merit. 


"SMUDGE"  There  are  five  new  ones  right  from 

New  City  Last,  Drop  Toe,  Wide  Shank,  tne  nome  of  a11  tnat  is  Dest 


inch  Heel 


shoe  making 


E.  T.  Wright  &  Company  Inc. 

Rockland,  Mass. 
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The  Value  of  Putting  Up 

A  Good  Front 


Showing  front  of  Williams  Block,  Regina. 


€Jf  Your  retail  store — like  yourself — is  judged,  on  first  sight,  by  outward  appearances. 

€Jf  It  is  on  the  general  exterior  of  your  store  front  that  much  depends.  It  is  the 
result  of  the  first  glance  that  counts. 

€J|  What  will  be  noticed  at  first  glance  will  affect  your  ultimate  gain  or  loss — whether 
the  result  of  that  first  glance,  the  first  impression,  be  strong  or  weak. 

<ff  The  first  thing  that  strikes  the  eye  of  a  passer  by  is  NOT  the  contents  of  your 
window — NOT  your  window  dressing — but  it  is  your  Store  Front. 

€[}  Therefore  the  Thorne  Metal  Bar  Front  is  what  you  want  to  make  your  store 
smart  and  attractive. 

f[J  The  Thorne  Hold  Fast  Patent  Metal  Bar  system  entirely  does  away  with  the  use 
of  large  and  unsightly  wooden  posts  and  transom  bars  and  the  objectionable  and 
inconvenient  painting  and  renewing  of  wooden  frames.  It  provides  a  complete  metal 
setting  for  the  glass  that  is  extremely  strong,  yet  simple  in  construction.  It  main- 
tains an  immovable  hold  on  the  glass  and  covers  such  a  small  portion  of  a  glass  sur- 
face as  to  be  almost  unnoticeable,  thus  giving  an  "all  glass"  effect.  Note  in  the 
above  cut  the  neat,  clear  appearance  of  the  store  front. 

C[  Whatever  the  size  of  your  store  front  we  can  give  it  that  same  smart,  clean-cut 
appearance  which  has  never  failed  to  prove  its  value  as  a  perpetual  asset. 

Write  us  for  quotations  and  catalog. 

HOBBSOI  ASS 

MANUFACTURING  CO.,   LTD.      ^^^^  ■    <l  M m  fcs^ 


LONDON      TORONTO      MONTREAL  WINNIPEG 
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WHAT  WE  HAVE 

J  f 
i  ■ 


WE'LL  HOLD 


The 


Independent  Rubber  Co. 


Limited 


Rubber  Footwear 


Our  Samples  for  1912 
are  on  the  road. 


v 


/ 


V 


Kant  Krack,  Dainty  Mode, 
Royal  and  Bull  Dog  Brands 

From  four  points  of  view — style,  fit, 
reliability  and  comfort  are  the  best 
propositions  in  Rubber  Footwear  for 
the  retailer  and  consumer  in  Canada. 

Kant  Krack  duck  lines  are  known  and 
popular  at  every  camp  fire  and  farm 
home  or  other  gathering  of  the  "hardy 
sons  of  toil"  in  the  Dominion. 

Dainty  Mode  are  easily  first  in  favor 
as  light  specials  with  correct  styles  and 
fitting  qualities. 

Royal  Brand  are  first  in  order  of  merit 
in  highest  quality  of  gum  lines. 

Bull  Dog  is  pre-eminently  the  best 
second  grade  brand  of  rubber  footwear 
in  America. 


The  LONDON  SHOE  CO.,  Limited 

LONDON  -  CANADA 

WHOLESALE  DISTRIBUTORS. 
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Rubber 

Miner 

Brand 


High  Grade 


Footwear 

Shef ford 

Brand 


Cloth  Goods 


407    Women's  Merton 
Fine  Jersey  Cloth 


M 


INER 
EANS 
ERIT 


127    Men's  Topeka  Cashmerette 


128     Men's  Manitoba  Cashmerette 


The  Miner  Rubber  Co.,  Limited 


Toronto,  Ont. 


Selling  Agencies: 

TORONTO— Blachford,  Da  vies  &  Co. 
HAMILTON— R,  B.  Griffith  &  Co. 
LONDON— Coates,  Burns  &  Wanless. 
MONTREAL— Jackson  &  Savage. 
ST.  JOHN,  N.B.-J.  M.  Humphrey  &  Co 


Granby,  Que. 


Selling  Agencies: 


WINNIPEG 

EDMONTON  \— w-  A-  Mars^rCo. 
CALGARY 


Western,  Ltd. 


BRANDON— Dowling  &  Creelman. 
QUEBEC— F.  Maranda. 


150     Women's  Duchess 
Fine  Jersey  Cloth 
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Everything  New  in  Our 
Factory  but  the  Experience 

THIRTY-FIVE  years  in  business  with  a 
growth  of  from  two  rooms  to  a  hand- 
some  six  storey  fireproof  factory  and  ware- 
house is  in  itself  sufficient  proof  of  the 
saleability  of  our  merchandise. 

We  commenced  with  experience  in  shoe  manu- 
facture and  we  have  since  added  to  that  the 
experience  of  good  service. 

Our  stock  is  one  of  the  largest  and  most 
complete  in  Western  Ontario,  and  we  are  now 
ready  to  ship  an)'  or  all  of  our  lines  of  King 
Edward  and  Queen  Alexandria  Men's  and 
Women's  Fine  Shoes  and  our  Sterling  Brand 
of  Heavy  Shoes. 

Our  salesmen  are  now  out  on  their  71st  semi- 
annual trip — it  will  be  to  your  advantage  to 
to  see  our  new  styles.  Drop  us  a  card — our 
travellers  will  call. 

Sole  Agents  in  London  for  the  famous  Maltese 
Cross  and  Lion  Brands  of  Rubbers  and 
Overshoes. 


Sterling  Brothers  Limited 

London,  Ontario 
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Fall  Samples  Now  Ready 

The  line  which  makes  for 

Success — Profits — Reputation 

"MADE  IN  CANADA" 

The  Murray  Shoe  Co.,  Ltd. 

London,  Ont. 

Rush  Orders  Our  Specialty 

Almost  anyone  in  the  business  can  fill  an  order  if  given  their  own  time.  But 
our  specialty  is 

Shipping  Goods  the  Same  Day  Order  is  Received 

We  can  invariably  do  this,  for  we  carry  in  stock  the  most  complete  assortment 
of  the  best  lines  of  Boots,  Shoes,  Rubbers,  etc.,  we  have  ever  shown. 

We  are  also  headquarters  for  Palmer's  "Moosehead   Brand"  Oil  Tan 
Packs  and  Moccasins. 


LETTER  ORDERS  SOLICITED 


The  A.  W.  Ault  Co.,  Limited 

Ottawa,  Ont. 


The  United  States  Hotel 

Beach,  Lincoln  and  Kingston  Streets 

Boston,  Mass. 

Only  two  blocks  from  South  Terminal  Station,  and  easily  reached  from  North  Station  by 
Elevated  Railway,  and  convenient  alike  to  the  great  retail  shops  and  business  centre,  and 
also  to  the  theatres  and  places  of  interest. 

American  Plan,  $3.00  per  Day  and  Upwards 
European  Plan,  $1.00  per  Day  and  Upwards 

TABLE  AND  SERVICE  UNSURPASSED 

TILLY  HAYNES,  Proprietor    JAMES  G.  HICKEY,  Manager 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 


Important  Announcement 

Owing  to  the  increasing  demand  for  W.  L.  Douglas  Men's,  Women's  and  Boy's  Shoes  in 
Canada,  we  have  decided  to  give  the  Exclusive  Agency  to  one  live  dealer  in  every  town. 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  century 
they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail 
Stores,  situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  drop  us  a  postal  and  we  will  give  you  full  particulars  relative  to  the  Exclu- 
sive Agency  for  W.  L.  Douglas  shoes  and  also  make  arrangements  to  have  a  salesman 
call  at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON.  MASS.,  U.  S.  A.  CAPACITY  17.600  PAIRS  A  DAY. 
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Men's  Bull  Frog  Last  Men's  Pennant  Last 


W.  L.  Douglas  Line 

Fall  and  Winter 

1912-13 
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LITTLE  "HIKERS" 

44  The  Live  Line  for 
Lively  Youngsters  " 


6  Button 

In-Stock 

PATENT 
TAN  CALF 
GUN  METAL 


5-8 

8  1/2-11 
11  1/2-2 


i-i5 
1  -35 
1.60 


9  Button 

PATENT 
TAN  CALF 
GUN  METAL 


5-8 

8  1/2- 1 1 
1 1  1 1 2-2 


1.50 

••75 

2.00 


The  individuality  of  this  line  is  due  to  the 
high  standard  workmanship  and  the  up  to  date 
styles.  Send  in  a  trial  order  if  you  are  will- 
ing   TO    BE  CONVINCED. 


X      CHILDREN'S      NOVELTY      SHOES  / 

JOROLEMON 

V         ROCHESTER  ~7 

OLIVER 




N.V.  /- 


CO. 
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Now  in  Stock 


Gun  Metal  $2.50 


Style  No. 
930 

Sizes —  2h  to  7 

Widths  — A  A 
to  D 


Made  over 
our  Famous 
Cub  Last  No. 
79,  White 
Rope  Stitch. 


Now  in  Stock 


I  White 
"Nubuck" 
Boot 
$2.85 


Style  No.  935 

Sizes — 2h  to  7 
Widths-AA  to  D 


1  6  Milo  Button 
Made  over  our 
celebrated  Cub  Last 


In  Stock  April  5 

White  "Nubuck"  Pump 

$2.25 

Style  No.  702 

Sizes — 2h  to  7 

Widths— A  A  to  D 

Made  over  our  Ae- 

ro  Last. 

Now  in  Stock 


Tan  Russia  $2.60 


Style  No. 
931 

Sizes — 2-J  to  7 

Widths— A  A 
to  D 


Made  over 
our  Famous 
Cub  Last  No. 
79,  White 
Rope  Stitch 


If  you  can  use  our  Catalogue  of  Stock  Shoes,  advise 

MOORE-SHAFER  SHOE  MFG.  CO. 

BROCKPORT,  N.  Y.,  U.  S.  A. 
J.  O.  KUEGHLER,  General  Sales  Agent  for  Canada 
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RUBBER 


MINER 


BRANDS 

Season 
1912-13 


FOOTWEAR 


SHEFFORD 


Noted  for  QUALITY 
and 

PERFECT-FITTING 


420   Women's  Elite 

Write  for 
CATALOGUE  and 
PRICE  LIST 


Our  representatives  are 
now  on  the  road  with  a 
Complete  Range  of  Fall 
Samples. 


415    Women's  Alaska 

Place  your  order  for 
Fall  before  May  ist.  We 
insure  early  delivery. 


Fac-simile  of  Hanger  enclosed  with  each  shipment. 

The  Miner 
Rubber  Co. 

Limited 
Granby,  Que. 

TORONTO  WAREHOUSE : 
Sflto  m  Spadin'a  Ave. 

SELLING  AGENCIES  TORONTO,  Blaehford,  Davics  &  Co.  HAMILTON,  H.  B.  Griffith  &  Co.  LONDON.  Coalcs,  Burns  Si  Waulcss.  MONTREAL. 
Jackson  &  Savage.  QUEBEC,  F.  Marnnda.  ST.  JOHN.  N.B..  J.  M.  Huniphrev  &  Co.  WINNIPEG,  CALGARY  &  EDMONTON.  W.  A.  Marsh  Co. 
Western,  Ltd.   BRANDON,  Dowling & Creelman. 
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March,  1912 


No.  3 


Our  Fall  Styles 
Number 


In  presenting  our  first  Fall 
Styles  Number  to  the  shoe 
and  leather  trade,  we  wish 
to  thank  those  who  have  contributed  and  helped 
us  to  make  this  issue  what  it  is.  In  the 
reading"  and  advertising  pages  are  shown  the 
latest  styles  of  nearly  all  the  leading  shoe  manufac- 
turers, and  retail  shoe  men  from  the  Atlantic  to  the 
Pacific*  have  written  us  on  trade  topics.  Manufactur- 
ers and  retailers  alike  have  evinced  a  keen  interest 
in  "Footwear,"  an  interest  which  is  most  encourag- 
ing to  the  publishers,  and  which  is  bound  to  be  a 
large  factor  in  the  improvement  and  progress  of 
the  journal. 

We  ask  our  readers  for  criticism  of  this  issue, 
that  we  may  profit  by  it  in  the  production  of  future 
issues. 


Organization  is  the  key-note  in 

Organization       modern  business.    The  tendency 
Difficulties  ,  .         .    ,  .      .  / 

01  the  times  is  for  merchants-  in 

all  lines  to  get  together,  discuss  matters  of  interest 
and  importance  and  to  cultivate  co-operation  and  a 
more  friendly  spirit  one  to  the  other.  Of  course  there 
will  always  be  competition  in  business,  but  there  need 
be  no  back-biting  or  underhand  work.  In  no  business 
is  there  more  need  of  discussion  and  co-operation  than 
among  the  shoe  retailers.  There  are  many  evils  cry- 
ing out  to  be  remedied  and  it  is  only  by  organization 


and  friendly  discussion  that  these  can  be  overcome. 
Take  the  matter  of  freak  shoes.  There  is  no  doubt 
but  that  the  vast  majority  of  Canadian  shoe  retailers 
are  dead  against  this  profit  eater.  This  fact  is  illus- 
trated by  the  many  letters  we  have  received  on  this 
subject  from  shoemen  all  over  Canada,  but  so  long- 
as  there  is  lack  of  effective  organization,  so  long  will 
the  protest  of  the  individual  retailer  remain  unheeded. 
The  fake  sample  store  is  another  evil  that  requires 
attention,  which  it  will  never  get  until  the  shoe  mer- 
chants are  organized.  Fake  advertising  continues  to 
mislead  the  public  to  the  detriment  of  the  business  of 
the  honest  retailer,  and  although  we  know  of  these 
and  many  other  dishonest  methods  practised  by  a  cer- 
tain portion  of  the  retail  shoe  merchants,  yet  the  in- 
dividual store-keeper  does  not  care  to  go  to  the  trou- 
ble, expense  and  inconvenience  of  showing  up  and 
prosecuting'  these  dishonest  parties.  With  a  proper 
organization  things  would  be  different.  These  retail- 
ers could  be  brought  to  court  and  fined  for  their  dis- 
honest practices,  which  are  deliberate  swindles  on  the 
public.  The  only  reason  why  such  parties  are  not  in 
jail  for  these  practices  is  that  nobody  has  taken  the 
trouble  to  bring  it  home  to  them.  The  honest  mer- 
chant vents  all  his  righteous  indignation  in  growling 
about  the  matter. 

Merchants  who  are  doing  dishonest  business  and 
swindling'  the  public  by  fake  advertising,  sample 
stores,  etc.,  can  only  really  be  shown  up  by  tradesmen 
in  the  same  class  of  business  as  themselves.  The 
police  department  do  not  know  the  retail  shoe  busi- 
ness and  therefore  are  at  a  disadvantage  in  attempt- 
ing to  prosecute  these  rascals.  All  over  England  and 
the  United  States  the  retailers  are  becoming,  in  fact 
we  may  say  have  become,  convinced  of  the  benefits 
to  be  derived  from  organization  and  co-operation.  In 
Canada,  too,  the  need  is  recognized  and  for  one  shoe 
merchant  that  you  will  hear  expressing  an  opinion 
unfavorable  to  such  organization  you  will  find  ten 
— and  these  ten  will  be  the  better  class — who  are  in 
favor  of  it.  In  Montreal  and  Quebec  they  have  active 
useful  retail  shoe  organizations  and  notices  will  be 
sent  out  shortly  calling  together  a  meeting  of  shoe 
retailers  from  all  parts  of  Ontario  for  the  purpose 
of  forming  a  provincial  organization.  If  this  is  suc- 
cessful, and  we  believe  that  the  Canadian  retail  shoe 
merchants  have  sufficient  intelligence  and  energy  to 
ensure  its  being  a  success,  it  will  no  doubt  be  shortly 
followed  by  similar  amalgamation  among  the  shoe- 
men  of  the  other  provinces,  and  later,  possibly,  will 
mean  the  formation  of  Dominion  organization. 

Is  the  reason  why  the  price  of 
footwear  does  not  increase  with 
the  cost  of  leather  due  to 
dishonest  methods  on  the  part  of  the  manufacturer? 
He  does  not  care  to  increase  the  price  of  his  shoes, — 
does  not  feel  like  putting  it  fair  and  straight  to  the 
retailer  that  with  the  increase  in  the  cost  of  leather 


Shoe 
Prices 
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the  price  of  shoes  must  show  a  corresponding  rise — 
or  is  perhaps  afraid  of  receiving  the  answer  "We 
only  paid  so  much  for  this  line  last  year  and  can  get 
them  from  So-and-so  at  the  same  price  now." 

With  every  other  manufactured  article  the  price 
lluctuates  with  the  cost  of  raw  material,  but  the  shoe 
manufacturer  considers  that  if  he  once  asks  $2.00  for 
a  pair  of  shoes  of  a  certain  brand  that  the  retailer  will 
not  be  willing  to  pay  more  for  the  same  article,  even 
when  the  cost  of  manufacturing  is  greater.  Why 
should  the  shoe  dealer  be  treated  differently  to  the 
retailer  in  other  lines?  The  price  of  goods  to  every 
other  retailer  is  based  largely  on  the  cost  of  raw  ma- 
terial. Why  should  it  not  be  the  same  with  the 
shoe  retailer?  Is  it  either  business-like  or  honest  that 
it  is  not  so? 

The  manufacturer  is  not  a  fool  and  must  have  his 
profits.  If  the  price  of  leather  has  gone  up — and  il 
has — and  he  does  not  ask  more  for  the  products  of 
his  factory,  does  he  make  his  profit  in  another  and 
illegitimate  way?  Does  he  sit  down  and  figure  out 
what  he  can  take  from  the  shoe  that  will  be  least  ap- 
parent, and  will,  by  saving  its  value,  insure  him  the 
profit  he  has  been  denied  in  the  legitimate  way  by 
putting  up  his  prices? 

Common  report  says  such  methods  arc  common, 
among  United  States  and  Canadian  manufacturers. 
W  e  have  learned  much,  and  perhaps  still  more  to 
learn  from  the  shoe  manufacturer  on  the  other  side 
of  the  border,  but  he  has  some  practices  that  it  is 
good  business  to  leave  alone,  and  this  is  one  of  them. 
The  manufacturer  has  built  up  a  certain  trade  by 
good  quality  and  advertising  and  the  public  believes 
in  his  goods  and  buys  them.  To  deliberately  take 
value  from  the  standard  of  an  article  without  lowering 
the  price  is  the  height  of  dishonesty  and  bad  business. 

Contrast  these  methods  with  those  of  the  Eng- 
lish manufacturer.  You  may  take  an  English  shoe 
of  a  certain  brand,  or  any  other  manufactured  article 
for  that  matter,  and  compare  it  with  another  of  the 
same  brand  that  was  made  at  the  time  of  its  incep- 
tion, and  you  will  find  the  quality  the  same.  The 
price  may  and  will  vary  with  the  cost  of  production, 
but  the  quality,  never.  That  is  English  business — ■ 
real  business — honest  business. 

The  method  of  some  American  shoe  manufactur- 
ers— and  when  we  use  the  word  "American"  we  in- 
clude Canadian — is  to  establish  a  name  for  a  good 
article  and,  when  it  is  in  great  demand  by  the  trade, 
to  put  inferior  material  into  the  construction  for  the 
sake  of  increased  profits.  He  still  represents  this 
line  to  be  the  same  as  before  and  is  thus  swindling 
those  of  the  public  who  are  trusting  him  and  believ- 
ing in  his  work.  These  methods  are  dishonest,  ille- 
gitimate and  contrary  to  the  rules  of  business  ethics. 
Cannot  the  manufacturers  get  together  through  their 
associations  and  discuss  this  important  subject?  It  is 
important,  because  the  present  methods  produce  in- 
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ferior  footwear  and  the  public  lose  faith  in  the  brands 
that  you  have  spent  years  of  your  work  and  plenty  of 
money  to  introduce. 

We  believe — and  we  know — that  the  shoe  manu- 
facturer is  just  as  honest  at  heart  as  any  other  busi- 
ness man.  lie  is  proud — and  reasonably  so — of  the 
product  of  his  factory  and  does  not  wish  to  lower 
its  standard,  but  he  cannot  always  produce  his  shoes 
at  the  same  cost.  If  he  raises  the  price,  however,  to 
correspond  with  the  increased  cost  of  production  he 
is  afraid  that  some  dishonest  rival  will  get  his  trade 
by  employing  the  methods  we  have  just  described — 
and  he  therefore  is  tempted  to  go  in  for  them  himself. 
Surely  this  a  matter  for  agreement  and  action  by  the 
Shoe  Manufacturers'  Association. 

The  public  will  willingly  pay  more  for  superior 
footwear,  and  the  shoddy  shoe  that  apes  the  appear- 
ance of  its  betters  is  sure  to  suffer  when  brought  into 
competition  with  the  real  article.  The  following  is 
a  case  in  point. 

A  certain  firm  of  United  States  Shoe  Manufactur- 
ers started  to  sell  their  goods  in  London,  England. 
They  produced  a  good  looking  shoe  that  they  sold 
for  fifteen  shillings.  It  had  the  style  and  appearance 
of  a  17s.  6d.  shoe  and  for  a  while  sold  well.  The 
public  over  there,  however,  were  used  to  goods  of 
the  very  best  quality  and  soon  found  out  that  the 
products  of  this  firm  did  not  wear  as  well  as  their 
appearance  would  indicate  and  consequently  the  sales 
fell  off. 

The  American  firm  was  quick  to  notice  this  fact 
and  raised  the  quality — and  also  the  price.  The  new 
shoe,  which  was  the  same  in  appearance  as  its  pre- 
decessor, sold  at  17s.  6d.  They  placed  a  fine  displav 
in  their  store  window  and  also  a  saw,  with  a  notice  to 
the  effect  that  as  some  persons  had  stated  that  their 
goods  were  not  of  the  first  quality  they  invited  the 
passerby  to  enter,  pick  up  any  shoe  in  the  window, 
saw  it  up  and  pull  it  to  pieces  there,  and  convince 
themselves  that  it  was  solid  leather,  and  of  the  very 
best  materials. 

The  invitation  was  taken  advantage  of  quite  fre- 
quently and  the  advertisement  appealed  so  powerful- 
ly to  the  public  that  the  crowds  which  were  attracted 
to  see  the  demonstrations  so  blocked  the  traffic  that 
the  police  ordered  the  store  to  cease  cutting  up  the 
shoes  in  the  window. 

The  advertisement  had  achieved  its  purpose,  how- 
ever, and  the  public  were  convinced  of  the  honesty 
of  the  firm  and  the  quality  of  its  products.  The  sales 
went  up  at  once  and  have  not  showed  a  falling  off 
since.  This  lesson  might  be  taken  to  heart — with 
profit — by  the  shoe  manufacturers  on  this  side  of  tin- 
water. 

A  big  cry  has  been  raised  in  some  quarters  ow- 
ing to  the  fact  that  English  shoes  are  finding  a  ready 
sale  on  this  side  of  the  water.  Let  us  keep  up  the 
quality  of  our  footwear  and  we  need  fear  no  compe- 
tition. 
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Will  Freak  Styles  in  Footwear  Remain? 

Canadian  Retailers  Discuss  Question  of  Extreme  Styles 
in    Shoes— Concensus    of    Opinion    Against   "  Freaks" 


They  Are  a  Thing  of  the  Past 


Geo.  G.  Gales 


Mr.  Geo.  G.  Gales,  of  Geo. 
G.  Gales  &  Co.,  St.  Cather- 
ine street,  Montreal,  says, 
"Our  opinion  is  that  'freak' 
toes  and  heels  are  entirely 
a  thing  of  the  past,  and  that 
the  public  to-day,  and  par- 
ticularly the  wearers  of 
good  shoes,  are  adopting 
more  conservative  styles 
which  pleases  us  very  much 
indeed,  as  we  never  took 
very  kindly  to  these  'freaks,' 
and  are  glad  to  say  that  our 
stock  of  such  is  practically 
none." 


A  Revolt  Against  "Freaks" 

"The  public  taste  has  revolted  against  freaks," 
said  a  prominent  Barrie  merchant.  "Shoes  of  this 
kind  have  been  invariably  confined  to  young  men  in 
their  'teens  or  up  to  twgnty-five  or  thirty  years  at  the 
very  most.  For  this  season  we  may  have  to  cater 
a  little  bit  for  the  same  trade.  Conservative  styles 
surely  contribute  to  a  more  stable  and  safer  business 
both  in  women's  and  men's,  and  summer  and  winter. 
I  should  like  to  see  a  retail  shoe  association  formed 
in  the  Province  of  Ontario.  The  time  has  come  when 
we  should  sink  our  petty  bickerings,  strife  and  selfish- 
ness and  unite  to  establish  a  protective  association. 
I  would  like  also  to  see  uniformity  in  price  on  all 
rubber  footwear,  the  driving  out  of  the  obnoxious 
system  of  sending  goods  out  on  approval,  and  other 
questions  that  ought  to  be  discussed  in  a  heart  to 
heart  talk  between  man  and  man,  which  can  only  be 
done  by  having  a  majority  of  the  retailers  of  the  pro- 
vince get  together  once  or  twice  a  year." 

*      *  * 
A  Great  Source  of  Worry 

The  following  are  the  views 
of  Edward  A.  Cooper,  manager 
of  the  shoe  department  of  the 
Right  House,  Hamilton,  Ont. : 
"  'Freak'  shoes  is  a  matter 
which  has  been  causing  the 
retailer  more  trouble  than 
pleasure  for  some  time,  and 
which,  if  possible,  should  be 
discontinued  by  the  trade.  It 
is  a  source  of  worry  to  the 
retailer  as  he  is  liable  to  be  a 
loser  each  year  with  some 
lines  he  may  have  carried  over 
and  though  perfectly  good 
when  the  season  ends  are  decidedly  out  of  date  when 
the  corresponding  season  opens  six  months  later." 

"The  high  nob,  the  pug,  the  pointed  toe  with  the 
big  swing  and  all  such  style  of  lasts  should  be  ta- 
booed, likewise  the  extreme  short  vamp  and  2  and 
2j4-inch  heels  in  women's,  all  should  be  marked  off 
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the  list  of  desirable  footwear.  Personally  I  find  that 
the  better  trade  does  not  want  and  will  not  buy 
'freak'  shoes;  they  want  plain,  neat  footwear,  a  good 
fit  and  good  wear  to  back  it  up,  and  if  the  retailer 
will  show  this  style  of  footwear  and  talk  it  in  prefer- 
ence to  the  faddy  ones,  pointing  out  the  graceful 
lines  of  the  more  conservative  shoe,  the  air  of  dis- 
tinction it  has  when  compared  with  its  'freak'  brother, 
it  will  not  be  long  before  the  'freak'  will  be  a  shelf 
warmer  and  a  favorite  only  with  a  very  few." 

"Of  course  this  cannot  be  done  in  a  minute,  but 
if  all  retailers  will  join  hands  in  this  crusade  it  will 
not  be  long  before  we  have  these  troublesome  shoes 
banished  from  our  stocks  and  this  will  put  the  retailer 
in  a  much  easier  position.  He  will  not  have  to  carry 
the  immense  range  of  styles  but  will  then  have  in- 
stead what  has  always  been  known  as  the  Keystone 
of  Success  in  retail  shoe  business,  few  styles,  but 
plenty  of  sizes." 

*      *  * 

Trade  Handicapped  by  Popular  Fads 

The  Carey  Shoe  Company,  who  have  branches  in 
Toronto,  Barrie  and  Chatham,  have  the  following  to 
say  in  regard  to  Extreme  Stvles  in  Footwear:  "We 
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consider  the  shoe  trade  very  much  handicapped  by 
the  popular  fads.  We  hold  the  last  and  pattern  mak- 
ers responsible  for  the  frequent  changes  in  style,  as 
it  all  tends  to  bring  grist  to  their  mill." 

"I  think  the  remedying  of  the  matter  is  in  the 
hands  of  the  manufacturers,  and  to  bring  about  a 
healthy  state  of  affairs  as  far  as  the  above  is  concern- 
ed it  would  be  necessary  for  the  Canadian  and  Ameri- 
can manufacturers  to  get  together  and  pass  upon 
innovations  before  they  would  make  even  samples 
of  any  new  lines.  We  think  the  manufacturers  have 
been  experimenting  in  introducing  novelties  in  their 
samples,  and  we  are  sorry  to  say  that  there  are  a  lot 
of  inexperienced  retail  men  who  plunge  into  novelties 
that  may  be  placed  before  them,  regardless  of  the  ill 
results." 

"This  state  of  affairs  unsettles  the  minds  of  the 
purchasing  public,  and  starts  them  out  in  search  of 
the  latest  novelties,  and  if  a  retailer  cannot  make  a 
clean-up  on  those  lines  they  become  a  total  loss." 

"As  far  as  we  are  concerned  we  would  gladly  wel- 
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come  any  change  that  would  diminish  the  styles  in 
footwear." 

*  #  * 

No  Diminution  in  Demand 

In  the  opinion  of  Mr. 
Mendelsohn,  of  Mendelsohn 
Bros.,  281  St.  Lawrence 
Boulevard,  Montreal,  there 
is  no  diminution  in  the  de- 
mand for  freaks.  Young 
men  demand  these  fashions, 
and  are  particularly  partial 
to  the  high  heel.  They  will 
not  buy  the  old  fashioned 
shoe,  and  declare  that  they 
want  something  with  a  snap 
to  it.  Of  course,  the  older 
men  do  not  take  to  these 
fads,  but  a  retailer  catering 
to  younger  men  is  bound  to 
stock  the  freaks.  Mr.  Men- 
delsohn states  that  what  might  be  called  the  moderate 
freak  is  the  best  seller,  and  the  great  bulk  of  the 
spring  goods  he  has  purchased  comprise  this  class. 
There  is  practically  no  call  in  his  particular  district 
for  the  styles  which  sold  say  three  years  a°r>. 

*  *  * 

The  Best  Sellers 

Mr.  A.  S.  Lavellee,  of  101  St.  Lawrence  Boule- 
vard, Montreal,  states  that  freaks  are  the  best  sellers, 
and  the  higher  the  toe  the  better  they  are  liked. 
Young  men  will  not  have  anything  else,  and  there 
is  no  sign  of  a  desire  to  get  back  to  more  conservative 
styles.  "We  are  bound  to  keep  what  the  public 
want,"  he  added,  "and  it  is  useless  trying  to  force 
goods  for  which  there  is  no  call." 

*  *  * 

Should  be  Larger  Profit  on  Freaks 

J.  T.  Heath,  Orillia,  Ont., 
speaking  in  regard  to  Ex- 
treme Styles  in  Footwear, 
says,  "I  fear  that  the  public 
have  been  educated  during 
the  past  fifteen  years  to  look 
for  something  new  each  sea- 
son, just  about  the  same  as 
they  look  for  it  in  a  millin- 
ery shop,  and  it  would  be 
useless  for  Canadian  manu- 
facturers to  undertake  to 
teach  the  people  what  they 
should  wear.  In  order  to 
accomplish  the  end  desired, 
the  manufacturers  of  the 
whole  continent  would  have 
to  join  hands  in  a  scheme  of  this  sort,  or  the  object 
could  not  be  achieved.  The  retailer  would  be  over- 
joyed to  have  things  as  they  used  to  be — when  this 
season's  stock  would  be  good  a  year  hence,  but  under 
present  conditions  the  retailer  who  has  goods  on  his 
shelves  a  year  old  must  sacrifice  them — and  the  sooner 
he  does  it,  the  smaller  the  loss.  There  is  a  class  of 
people  in  every  community  that  want  the  newest  fads 
in  footwear,  and  are  going  to  have  them,  regardless 
of  cost ;  so  it's  up  to  the  retailer  to  secure  a  larger 
profit  on  such  goods,  which  will  help  out  considerably 
when  at  the  end  of  the  season  or  end  of  the  year  he 
has  to  sacrifice  the  balance.  The  combined  efforts  of 
the  manufacturers,  retail  men    and  trade  journals 
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will  not  have  influence  enough  to  induce  the  pub- 
lic to  wear  modest  footwear,  if  the  'freak  styles'  can 
possibly  be  secured." 

Have  Not  Come  to  Stay 

"In  my  opinion,"  said  a  Montreal  manufacturer, 
"freaks  have  not  come  to  stay.  You  will  find  that  the 
best  retailers  are  not  in  favor  of  these  fads,  and  the 
good  stores  do  not  touch  them.  Of  course  it  is  to 
some  extent  a  matter  of  the  districts  where  the  shops 
are  situated,  and  the  consequent  character  of  the  busi- 
ness. In  the  better  class  neighborhoods  the  retailers 
are  greatly  opposed  to  freaks.  It  is  found  that  the 
stocks  which  are  left  over  are  very  difficult  to  dispose 
of.  Our  experience  is  that  retailers  all  over  the  coun- 
try are  fighting  these  departures  from  conservative 
fashions." 

*  *  * 

Will  Continue  for  Some  Time 

Mr.  Charles  Desmarais,  of 
682  St.  Catherine  street 
East,  Montreal,  is  of  opin- 
ion that  the  "freaks"  will 
continue  for  some  time  yet. 
They  are  good  sellers,  and 
they  must  therefore  be 
stocked.  There  is  no  falling 
off  in  the  sale;  on  the  con- 
trary, they  appear  to  be 
gaining  in  favor.  He  says 
that  a  great  outcry  has  been 
raised,  in  certain  quarters, 
against  them,  but  the  fact 
that  they  continue  to  exist 
is  sufficient  proof  of  their 
popularity.  Of  course  a 
merchant  should  get  a  greater  profit  on  these  extreme 
styles  than  on  the  staple  lines,  but  this  greater  profit 
is  what  the  retail  shoe  trade  should  be  after. 

*  *  * 

Women's  Shoes  the  Worst 

The  opinion  of  the  firm  of  H.  &  C.  Blachford, 
Yonge  street,  Toronto,  which  is  one  of  the  oldest,  best 
conducted  and  most  up-to-date  retail  shoe  businesses 
in  Canada,  is  the  following:  "We  certainly  think  a 
change,  particularly  in  women's  shoes,  from  the  freak- 
ish, unbecoming  and  uncomfortable  styles  at  pres- 
ent in  use  to  something  more  moderate  and  sensible 
is  much  to  be  desired,  both  from  the  standpoint  of 
the  wearer,  as  well  as  the  manufacturer  and  retailer. 
We  do  not  know  of  any  argument  that  can  be  ad- 
vanced in  favor  of  the  present  styles  unless  it  is  to 
give  business  to  the  last-makers.  Manufacturers 
complain  that  the  cost  of  new  lasts,  etc.,  greatlv  en- 
hances the  cost  of  production.  Retailers  complain 
that  it  is  impossible  to  keep  a  properly  assorted  stock 
in  all  the  sizes  and  widths  necessarv  to  fit  the  variety 
of  people  they  are  called  upon  to  fit  when  the  styles 
are  so  extreme  and  change  so  frequently  that  they 
hardly  get  the  goods  in  stock  before  the  style  changes 
to  something  more  freakish." 

"Speaking  from  the  purchaser's  standpoint  it  cer- 
tainly cannot  be  claimed  that  the  present  styles  are 
becoming,  comfortable  or  stylish,  unless  one  calls  the 
appearance  of  walking  on  stilts  with  their  toes  cut 
off,  'stylish.'  These  remarks  do  not  apply,  of  course, 
to  the  same  extent  to  men's  shoes,  as  men  rarely 
call  for  high  heels,  although  in  the  matter  of  freakish 
toes  they  are  bad  enough,  and  would  stand  quite  a 
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little  trimming.  We  think  we  have  said  enough  to 
convince  you  of  our  views  in  this  matter,  but  it  is 
much  easier  to  criticize  than  to  suggest  a  remedy, 
much  as  we  would  like  to  see  a  change  to  more  moder- 
ate and  enduring  styles.  Well  written  articles  in 
magazines  and  publications  of  all  kinds,  we  imagine, 
have  more  influence  in  changing  the  public  opinion 
in  matters  of  this  kind  than  anything  that  can  be  done 
by  manufacturers  or  retailers,  as  the  latter  only  carry 
out  to  the  best  of  their  ability  the  wishes  of  their 
customers,  already  influenced  by  writings  and  publi- 
cations of  new  styles,  etc." 

"Just  a  word  before  closing  to  call  attention  to 
the  very  sensible  style  of  children's  footwear  at  pres- 
ent in  use.  Never  in  the  forty-eight  years  we  have 
been  in  business  have  children's  feet  been  so  well  and 
sensibly  clothed  as  at  the  present  time,  and  in  such 
■a  marked  contrast  to  the  freakish  footwear  worn  by 
men  and  women." 

*      *  * 
Don't  Want  Old  Fashions 

According  to  Mr.  J.  Levy, 
manager  for  Mr.  J.  Roston, 
St.  Catherine  St.  W.,  Mont- 
real, there  is  no  diminution 
in  the  demand  for  freaks, 
and  in  consequence  the  ma- 
jority of  the  spring  goods 
purchased  has  been  in  these 
styles.  The  manufacturers 
arc  now  putting  these  lines 
in  waterproof  boots.  Young 
people  simply  will  not  buy 
the  old  fashions;  they  have 
been  educated  into  t  he- 
newer  styles,  and  retailers 
are  bound  to  give  their  cus- 
tomers what  they  want. 
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Staples  Better  in  Every  Way 

Mr.  J.  H.  Bell,  dealer  in  boots,  shoes,  rubbers,  lea- 
ther and  findings  and  shoemakers'  supplies  of  all 
kinds,  Charlottetown,  P.E.I.,  in  writing  to  Footwear 
on  the  subject  of  Extreme  Styles  in  Footwear,  says: 
"Personally,  I  have  never  been  much  in  favor  of  many 
of  the  extreme  styles.  Some  of  them  have  been  un- 
natural shapes.  If  some  of  the  originators  of  these 
forms  or  shapes  could  see  shoes  of  these  styles  going 
in  for  repairs,  they  would  know  how  badly  the  foot 
fits  into  them,  or  if  they  have  watched  people  walk- 
ing who  wear  them  I  think  they  would  conclude  that 
it  is  time  for  a  change  in  the  last.  I  am  certainly 
in  favor  of  a  more  conservative  style  in  footwear,  and, 
by  abandoning  the  'freaks,'  better  boots  could  be  made 
for  the  same  money.  In  fact,  no  decent  boot  or  shoe 
should  be  manufactured  without  a  leather  stiffener 
and  all  moderate  and  high  priced  shoes  should  be 
made  with  Goodyear  welts.  There  are  too  many 
fairly  expensive  shoes  especially  in  ladies',  made  with 
the  McKay  stitch.  After  the  sole  is  once  worn  off 
the  shoe  is  of  little  use  for  dress  purposes  because 
the  new  sole  has  to  be  nailed  on,  giving  it  a  clumsy 
and  rough  appearance.  A  nice  moderate  shape  with 
a  leather  stiffener  and  Goodyear  welt,  I  believe,  can 
be  made  nearly  as  cheap  as  a  'freak'  having  a  paper 
stiffener  and  a  McKay  stitched  sole,  and  would  give 
very  much  more  service  and  general  satisfaction  to 
the  wearer.  This  would  certainly  be  much  better  for 
the  wearer  and  more  satisfactory  for  the  retailer." 
Only  Small  Proportion  of  Canadians  Wear  "Freaks" 


Mr.  J.  Stewart,  of  the  Robert  Watson  Shoe  Store, 
Victoria,  B.C.,  has  the  following  to  say  in  reference 
to  Extreme  Styles  in  Footwear:  "The  average  public 
taste  is  not,  and  never  has  been,  for  'freaks.'  The 
latter  supply  the  demand  for  but  a  small  proportion 
of  the  shoe  wearers  in  Canada.  The  interest  of  all 
connected  with  the  shoe  business  (  with  the  excep- 
tion of  the  last  makers)  would  be  bettered  by  a  more 
staple  policy  than  has  prevailed  in  the  past  in  con- 
nection with  styles.  At  the  same  time  the  Canadian 
shoe  manufacturers  are  not  in  a  position  to  take  any 
action,  apart  from  a  sympathetic  one,  over  the  line. 
Any  other  determination  would  be  like  the  tail  try- 
ing to  wag  the  dog  and  would  be  likely  to  lead  to 
the  tail  wagging  itself  out  of  business.  Why  not 
charge  up  the  extra  cost  of  making  a  'freak'  shoe 
against  that  shoe,  instead  of  making  it  a  general 
charge  upon  every  shoe  turned  out  by  that  factory, 
just  like  the  retailer  deals  with  his  freak  stock  by 
making  it  bring  a  profit  of  from  fifty  to  one  hundred 
per  cent.  This  would  fix  the  penalty  where  it  be- 
longs and  would  do  more  to  eliminate  'freak'  footwear 
than  the  joint  manufacturing  action. 

*  *  * 

A  Nuisance 

In  the  opinion  of  Mr.  M.  Adelstein,  58  St.  Cather- 
ine street  West,  Montreal,  these  freaks  and  fads  in 
footwear  are  a  nuisance.  No  doubt  there  is  a  great 
call  for  them,  and  shoemen  are  bound  to  stock  them, 
but  some  retailers  find  that  when  the  season  is  over 
they  have  a  surplus  which  it  is  impossible  to  get 
rid  of  without  a  big  sacrifice.  Retailers  and  Canadian 
manufacturers  should  combine  with  a  view  of  getting 
back  to  more  staple  styles,  and  in  the  end  they  will 
be  better  off.  Of  course,  changes  are  desirable,  but 
these  should  be  in  the  direction  of  more  comfort  in- 
stead of  freakish  fashions.  The  difficulty  is  that  Cana- 
dians are  dominated  by  American  ideas  in  boots  and 
shoes ;  the  Americans  are  always  striving  for  some- 
thing fresh,  and  as  long  as  this  is  the  case,  retailers 
will  have  to  cater  to  the  fads.  It  is  the  young  men 
who  demand  these  freaks ;  the  older  men  as  a  rule 
refuse  to  buy  them. 

*  *  * 

New  Lines  of  McFarlane  Shoe  Company 

The  MacFarlane  Shoe  Company,  Montreal,  are 
making  several  new  lines.  These  include  ranges  of 
white  buck  in  infants',  childrens'  and  misses';  high 
cuts,  both  turns  and  welts,  women's  slippers  in  medi- 
um price  grades  in  white  buck  patent  leather.  The 
company  are  also  manufacturing  a  full  range  of  slip 
soles  in  misses'  and  college  girls'  boots  in  all  lea- 
thers; and  a  special  felt  boot,  and  a  felt  lined  boot 
suitable  for  lady  curlers. 


The  establishment  of  shoe  shining  parlors  in  shoe 
stores,  where  customers  are  given  a  free  shine,  is  an 
old  trade  catching  scheme,  but  here  is  a  variation  of 
it.  A  certain  shoe  retailer  installed  a  bootblack,  and 
his  policy  was  the  reverse  of  the  old  practice.  Cus- 
tomers had  to  pay  for  their  shines,  but  were  given 
coupons  to  the  full  value  of  their  payments.  When 
they  had  a  sufficient  number  of  these  coupons,  they 
could  purchase  a  pair  of  shoes  with  them.  In  other 
words,  instead  of  buying  shoes  first  and  then  get- 
ting a  shine  free,  the  patrons  were  to  buy  their  shines 
and  get  their  shoes  free.  The  scheme  worked,  at  any 
rate  the  business  grew  and  the  proprietor  seemed  to 
be  making  a  profit. 
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The  Toe  Pump  is  always  good  taste 
for  evening  and  house  wear.  It 
is  made  in  Fancy  Fabric  and 
White  Buck. 


The  Colonial  Pump  with  the  large 
Fancy  Buckle  is  the  newest  in- 
novation in  low  shoes. 


New  Fall  Styles 

of 

The  Relindo  Shoe  Co. 

Toronto 


The  Popular  18  button  boot  which 
fulfils  the  demand  of  the  short 
skirt. 


The  Overgaiter  Boot.  This  is  some- 
thing new  and  very  suitable  for 
winter  wear. 
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Are   "Special  Sales"  Profitable? 

Difference  of  Opinion  Among  Retailers — Arguments  For 
and  Against — Montreal  Shoeman  says  They  Do  Not  Pay 

By  W.  H.  Plummer 


There  seems  to  be  a  difference  of  opinion  among 
retailers  regarding  "special  sales."  Many  dealers 
think  they  are  necessary  in  order  to  clear  out  unde- 
sirable lines,  freak  shapes,  that  have  gone  stale  and 
goods  they  do  not  wish  to  carry  over  to  the  follow- 
ing year.  Others  would  hardly  think  of  advertising 
a  "special  clearance  sale"  for  fear  it  would  detract 
from  the  dignity  of  their  reputation.  Some  dealers 
prefer  getting  rid  of  "bad  buys,"  "left  overs,"  etc., 
via  the  auction  route,  thus  disposing  of  the  entire 
bad  stock  at  short  notice,  but  in  most  cases  at  mighty 
short  profits.  The  retailer  these  days  has  not  only 
to  consider  his  competitors  in  the  immediate  vicinity 
but  also  to  cope  with  the  mail  order  houses,  whose 
special  sale  catalogues  are  mailed  all  over  the  coun- 
try twice  a  year. 

Other  dealers  are  strongly  opposed  to  "special 
sales"  arguing  that  offering  goods  at  reduced  prices 
under  the  heading  of  "stock  reduction  sale,"  "annual 
mid-summer  clearance  sale,"  etc.,  etc.,  educates  good 
customers  into  fickle  bargain  hunters,  buying  at  spe- 
cial sales,  wherever  possible.  The  fact  remains,  how- 
ever, that  half  yearly  "special  sales"  have  become 
popular  events  in  most  communities  and  the  dealer 
who  never  advertises  a  special  sale  of  some  kind 
during  the  year  is  apt  to  make  his  place  of  business 
prominent  as  "the  highest  priced  store  in  town." 

Admitting  that  it  is  human  nature  to  get  the 
"most  for  the  least"  and  that  special  sales  have  a 
tendency  to  swerve  your  old  established  trade  a  little, 
it  is  all  the  better  reason  why  you  should  get  busy 
with  your  special  sales.  If  you  do  not  like  your 
competitor's  way  of  doing  business,  from  the  special 
sale  point  of  view,  why  not  beat  him  at  his  own  game, 
as  the  saying  goes?  Perhaps  some  of  his  customers 
have  never  been  in  your  store  to  buy  as  much  as  a 
tin  of  polish  and  this  is  your  chance  to  attract  them. 
I  do  not  believe  in  holding  special  sales  every  month 
or  two,  continuously  blowing  a  big  horn  about  your 
goods  being  "the  biggest  bargains  ever  heard  of," 
"15,000  pairs  of  boots  and  shoes  less  than  cost  to 
clear,"  etc.,  which  is  about  the  way  some  of  these 
special  sale  advertisements  read.  The  public  get  tired 
of  this  sort  of  thing  and  expect  you  to  make  a  legi- 
timate profit  on  your  goods  most  of  the  time,  but 
rather  than  send  your  season's  "left  overs,"  odd  lots, 
etc.,  to  an  auction  room  why  not  give  your  cus- 
tomers and  other  people's  customers  the  benefit  of 
any  reductions  you  may  see  fit  to  make.  This  is  your 
opportunity  to  attract  new  faces  to  your  store  and 
if  your  treatment  is  a  little  more  courteous,  your 
store  more  attractively  laid  out,  and  your  desire  to 
please  stronger  than  the  other  merchants'  you  are 
going  to  make  some  new  friends  and  customers. 

The  matter  of  price,  is,  after  all,  only  one  of  the 
drawing  powers,  but  it  affords  a  splendid  opportunity 
to  get  acquainted.  The  largest  shoe  merchants  on 
the  continent  believe  in  special  sales  and  continue  to 
grow  and  prosper.  Such  sales  must  be  well  advertised 
and  every  statement  must  be  backed  up.  One  or  two 
misleading    statements  soon  cause  a  lack  of  public 


confidence.  No  doubt  the  saying  of  that  great  man 
Abraham  Lincoln,  "You  may  fool  some  people  all  the 
time,  and  all  the  people  some  of  the  tune,  but  you 
can't  fool  all  the  people  all  the  time"  is  the  means  of 
a  check  rein  when  advertisement  writers  have  these 
little  talks  with  conscience,  and  instead  of  saying 
"Every  pair  right  up  to  date  in  style,"  or  "A  special 
lot  bought  from  a  manufacturer  who  needed  the 
money,"  they  pive  a  plain  straightforward  statement 
of  the  facts. 

I  have  heard  of  retailers  who  are  foolish  enough 
to  advance  their  prices  ten  per  cent,  more  than  the 
regular  selling  price,  take  off  twenty  per  cent,  and 
make  a  big  noise  about  selling  goods  at  cost  prices  to 
clear  in  order  to  make  room  for  spring  goods.  The 
short  sighted  individuals  who  try  to  do  business  on 
such  principles  usually  end  up  with  a  "Going  Out  of 
Business  Sale"  and  they  never  "come  back"  as  far 
as  public  confidence  is  concerned. 

There  is  no  money  in  allowing  dead  stock  to  re- 
main on  your  shelves  and  the  most  profitable  way  to 
get  rid  of  it  is  through  the  buying  public.  If  you 
have  watched  your  stock  carefully,  it  should  not  be 
necessary  to  offer  much  of  it  at  less  than  cost,  and 
in  many  cases  you  should  make  from  ten  to  twenty 
per  cent.,  considering  that  your  first  profit  was  from 
thirty-three  and  a  third  to  fifty  per  cent.  The  sale 
prices  should  of  course  be  strictly  cash  and  no  sale 
goods  should  be  allowed  on  approbation.  The  adver- 
tising must  be  convincing,  with  the  former  prices 
compared  with  the  sale  prices,  so  that  the  reader  can 
see  at  a  glance  what  can  be  saved.  The  windows  can 
be  used  to  good  advantage  in  showing  the  best  values 
and  each  shoe  should  be  priced. 

Red  markaline  on  white  cardboard  makes  a  cap- 
ital sale  price  ticket.  Whatever  colors  are  used 
should  be  different  from  those  used  on  general  lines. 
Odd  prices  are  generally  used,  such  as  $2.38,  $2.88, 
$3.44,  etc.  The  odd  prices  suggest  a  bargain  at  once, 
and  command  attention  as  they  are  out  of  the  usual 
order  of  things.  The  same  might  be  applied  to  the 
newspaper  advertisement.  Just  at  present  we  are 
holding  our  "annual  spring  clearance  sale"  which  has 
been  highly  successful  to  date.  We  exchange  sale 
goods  and  refund  money  upon  request  as  we  believe 
refusals  only  create  a  bad  feeling  and  impress  the 
customer  that  he  was  the  only  person  in  town  that 
would  take  such  a  chance  on  that  particular  pair  of 
shoes.  We  are  not  called  upon  to  make  many  re- 
funds, even  on  regular  lines,  and  find  that  the  broad 
square  deal  way  of  doing  business  creates  a  lasting 
confidence.  The  sale  goods  are  arranged  in  lots  on 
tables  and  the  sale  prices  marked  in  large  figures  on 
each  lot.  Our  special  sales  usually  last  from  three 
weeks  to  a  month  as  we  depend  largely  on  trade 
from  the  surrounding  country. 

*      *  * 

Special  Sales  Do  Not  Pay 

Mr.  P.  Robitaille,  of  397  Notre  Dame  street  West, 
Montreal,  speaking  on  the  subject  of  special  sales  and 
advertising  in  connection  therewith,  declared  that  he 
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did  not  believe  that  these  sales  paid.  This  was  his 
experience  after  a  large  number  of  years  in  the  shoe 
trade.  The  stores  that  advertise  these  cheap  sales 
do  not  add  to  their  reputation,  neither  do  the  sales 
pay  in  the  long  run.  They  are  not  necessary,  and  in 
some  instances,  are  frauds.  The  sales  educate  people 
into  buying  cheap  stuff,  and  so  harm  the  retailers 
who  are  selling  solid  goods.  Merchants  have  quite 
enough  to  do  making  a  living  profit  without  cutting 


prices.  Mr.  Robitaille  has  no  faith  in  these  advertis- 
ing sales  as  a  means  of  getting  business  which  is 
worth  anything,  and  he  cannot  see  how  they  can  be 
conducted  without  loss.  It  is  quite  legitimate,  he 
holds,  to  sell  goods  at  a  cheaper  rate  at  the  end  of 
the  season  in  order  to  get  rid  of  the  balance  of  stock, 
but  he  is  decidedly  opposed  to  the  constant  advertis- 
ing of  sales  with  the  idea  of  making  the  public  be- 
lieve that  they  are  getting  bargains. 


Should  Shoe  Merchants  Sell  Hosiery? 

Is  Not  the  Shoe  Merchant  Entitled  to  Clothe  the  Foot  Com- 
plete ?  —  Opinions   of   Leading   Canadian   Shoe  Merchants 


This  is  a  subject  that  has  been  discussed  by  all  the 
American  journals  of  prominence,  and  it  is  argued  by 
the  most  intelligent  writers  that  the  clothing  of  the 
foot  is  the  legitimate  business  of  the  shoe  merchant. 
In  other  words,  the  progressive  merchant  should  be 
prepared  to  fill  all  the  requirements  demanded  in 
shoes,  covering  slippers,  carriage  shoes,  and  skating 
boots,  and  shoes  of  all  grades,  no  matter  for  what  oc- 
casion, but  it  has  only  lately  occurred  to  the  shoe  man 
that  he  is  also  entitled  to  sell  the  stockings,  and  hosi- 
ery, worn  by  the  same  customer.  This  is  part  and 
parcel  of  the  clothing  required  for  the  foot,  and  there 
is  no  legitimate  reason  or  argument  that  has  yet  been 
advanced  why  the  shoe  dealer  is  not  legitimately  en- 
titled to  supply  the  hosiery  worn  by  his  shoe  custo- 
mer, and  there  is  every  reason  why  a  shoe  man  is  en- 
titled to  this  branch  of  his  business. 

In  the  first  place  a  shoeman  in  fitting  a  shoe,  has 
the  foot  in  his  hand  and  is  the  proper  person  to  sug- 
gest to  the  buyer  the  necessity  of  hosiery  to  match  the 
gown,  or  shoe  being  purchased.  He  is  the  only  one 
who  could  possibly  know  that  the  purchaser  of  a  pair 
of  shoes  is  in  need  of  some  hosiery.  This  fact  has 
been  so  positively  demonstrated  in  the  larger  stores 
in  the  prominent  centres  that  they  have  gone  into  this 
branch  of  the  business  in  a  very  extensive  way,  and 
their  hosiery  department  has  been  a  large  and  profit- 
able end  of  their  business. 

The  attractive  feature  about  the  hosiery  business, 
to  a  shoeman,  is  that  it  is  not  necessary  to  stock  the 
large  range  of  widths,  and  sizes  that  he  is  compelled 
to  carry  in  shoes,  as  three  sizes  are  about  the  average 
stock,  and  the  investment  of  a  complete  range  of  sam- 


ples of  hosiery  is  not  large.  It  is  estimated  that  an 
ordinary  store  in  a  town  of,  say,  5,000,  can  carry  a 
very  fair  assortment  of  hosiery  for  about  $100,  and 
the  same  assortment  in  shoes  would  run  close  to 
$1,000.  The  percentage  of  profit  to  the  retailer  in 
hosiery  is  larger  than  in  shoes,  and  the  initial  invest- 
ment very  much  smaller ;  consequently,  there  is  every 
reason  why  the  shoe  merchant  should  be  entitled  to, 
and  should  encourage  this  branch  of  his  legitimate 
business. 

The  public  are  demanding  a  very  much  better 
grade  of  hosiery  as  in  shoes  within  the  last  few  years. 
A  woman  who  was  content  with  a  $3.00  to  $3.50  pair 
of  shoes  is  to-day  wearing  $4.00  to  $5.00  shoes,  and 
consequently  she  is  more  particular  about  hosiery. 
This  is  especially  noticeable  since  the  advent  of  the 
short  skirt  which  is  being  worn  to-day.  This  makes 
the  foot  very  much  more  prominent,  and  consequent- 
ly, to  be  in  harmony  with  the  rest  of  the  attire,  must 
demand  a  higher  grade  article.  The  short  skirt  is 
largely  responsible  for  the  persistent  demand,  particu- 
larly in  women's  shoes,  for  a  higher  grade  article.  The 
consequence  is,  that  the  larger  percentage  of  hosiery 
being  sold  in  the  summer  months  is  silk.  A  few  years 
ago  silk  hose  was  not  considered  a  necessity,  but  a 
luxury.  The  price  of  silk  has  so  materially  declined 
within  the  last  year  or  two,  however,  that  it  is  now 
possible  for  a  well-dressed  woman  to  buy  a  pure  silk 
hose  for  75c,  which  is  as  cheap  as  a  good  lisle  thread, 
and  much  more  attractive.  Few  women  appreciate 
that  they  can  buy  silk  hose  at  this  price,  as  it  has  been 
looked  upon  in  the  past  as  an  article  only  to  be  worn 
for  dress  purposes  and  too  expensive  for  street  wear. 


Frank  E.  Halls,  Winnipeg 


W.  H.  Carter,  Winnipeg  J.  H.  Haldinger,  Winnipeg 

FOUR  CANADIAN  RETAIL  SHOEMEN 


Felix  Forbert,  Lindsay 
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This  idea  is  rapidly  vanishing  from  the  minds  of  the 
people,  and  the  silk  hosiery  business  has  very  largely 
increased.  The  practical  retail  dealer  who  shows  this 
article,  and  gives  the  subject  his  careful  thought,  we 
think  will  agree  with  us,  and  decide  to  open  a  branch 
in  his  business  for  the  handling  of  hosiery.  His  first 
thought  will  probably  be  that  while  he  is  familiar 
with  shoe  values,  he  is  not  sufficiently  familiar  with 
hosiery  to  buy  intelligently,  and  his  only  safeguard 
on  his  first  few  orders  is  to  purchase  a  well-known, 
well  established  and  advertised  line  that  have  won  a 
successful  reputation,  and  a  house  which  cannot  af- 
ford to  prejudice  itself  by  selling  any  inferior  goods. 
After  the  retailer  gets  familiar  with  values  he  can  then 
judge  for  himself,  but  on  his  initial  order  he  should 
confine  his  purchase  to  a  line  like  "Onyx,"  whose 
makers  are  the  largest  manufacturers  of  lisle  and  silk 
hosiery  in  the  world,  and  whose  reputation  is  at 
stake. 

The  Relindo  Shoe  Company,  of  Toronto,  are  the 
representatives  of  this  advertised  brand,  and  their 
salesmen  are  showing  a  complete  line  of  samples.  We 
saw  these  lines,  and  while  not  a  judge  of  values,  it 
inspired  this  article,  and  we  only  mention  them  with 
the  view  of  informing  our  retail  merchants  where 
such  a  line  can  be  seen,  and  considerable  information 
can  be  obtained.  There  are,  of  course,  many  other 
houses  in  the  dry  goods  trade  handling  hosiery,  but 
the  Relindo  Company  have  selected  a  line  which  they 
claim  is  particularly  adapted  to  the  shoe  trade,  and 
have  made  special  arrangements  for  delivery  which 
the  large  dry  goods  houses  do  not  enjoy. 

In  a  recent  trip  which  the  writer  took  to  the  New 
York  market,  the  presence  of  hosiery  being  exhibited 
in  all  the  first-class  retail  shoe  stores  struck  him  very 
forcibly,  and  he  made  many  inquiries  regarding  its 
success.  The  general  opinion  of  the  merchants  hand- 
ling hosiery  was  that  this  business  did  not  cause  them 
any  additional  expense,  and  the  turn  over  was  more 
than  double  that  of  shoes.  The  women,  particularly, 
are  now  purchasing  their  hosiery  at  the  same  time 
they  do  their  shoes.  Think  this  over.  It  will  increase 
your  business  without  extra  expense. 

*  *  * 

Hosiery  Helps  to  Sell  Evening  Shoes 

Geo.  Gales  &  Co.,  481  St.  Catherine  street  west, 
Montreal,  believe  that  the  sale  of  hosiery  helps  the 
shoe  end  of  their  business.  A  representative  of  the 
firm  stated:  "The  sale  of  hosiery  is  especially  valu- 
able in  assisting  the  sale  of  evening  shoes.  People 
are  able  to  match  their  shoes  with  the  hosiery,  and 
as  we  keep  both  we  are  able  to  do  business  which 
otherwise  might  be  lost.  The  continuation  of  the 
two  lines  has  helped  us  considerably.  If  a  retailer 
cannot  carry  a  complete  line  of  hosiery,  he  had  better 
leave  it  alone.  It  is  like  carrying  a  full  line  of  shoes; 
better  do  this,  or  not  touch  that  particular  line  at 
all." 

*  *  * 

Keep  the  Two  Businesses  Separate 

Speaking  to  a  representative  of  Footwear,  a  retailer 
of  twenty  years'  experience  in  the  shoe  trade  of  Mont- 
real, expressed  an  emphatic  opinion  against  carrying 
stocks  of  hosiery.  "I  do  not  believe,"  he  said,  "in  mix- 
ing up  these  businesses.  I  have  been  in  stores  where 
the  two  lines  are  carried,  and  the  result  of  my  experi- 
ence is  against  the  practice.  For  one  thing,  you  have 
to  carry  a  large  range  of  patterns  and  colors,  and  I 
do  not  think  that,  taking  this  into  consideration,  it 


pays  in  the  long  run.  It  is  somewhat  similar  to  sell- 
ing ladies'  gaiters.  You  have  to  stock,  say,  a  dozen 
different  colors  and  sizes,  may  sell  only  a  small  num- 
ber, and  then  find  there  is  a  change  in  fashion.  My 
opinion  is  that  the  sale  of  hosiery  does  not  attract 
customers,  and  that  the  chances  of  selling  it  to  a 
buyer  of  shoes  are  not  very  great.  In  the  ordinary 
retail  boot  store  a  person  comes  in  for  boots  and  shoes 
and  is  not  likely  to  be  attracted  by  hosiery." 


Quite  Outside  the  Shoe  Retailer's  Business 

F.  L.  Falardeau,  shoe  re- 
tailer of  Quebec  City,  has 
the  following  to  say  on  the 
question  of  the  selling  of 
hosiery  in  shoe  stores:  "I 
consider  it  would  be  an  in- 
fraction of  the  dry  goods 
business,  and  as  to  gloves, 
my  opinion  is  the  same." 

"Allow  me  to  tell  you  that 
I  am  one  of  those  who  con- 
sider that  the  department 
stores  are  a  gross  injury  to 
the  retail  trade  in  general, 
therefore  to  add  hosiery  and 
gloves,  would  be,  according 
to  my  humble  opinion,  quite 
outside  our  regular  business. 


^^^^^^^^^ 


L.  F.  Falardeau, 
Quebec  City 


Fitting  the  Sole 

"We  commonly  speak  of  perfection  in  the  fit  of 
shoes,"  said  a  shoe  expert.  "But  it  is  plain  as  the 
nose  on  your  face  that  we're  still  far  from  perfection 
in  fit.  For  instance,  look  at  the  insole  of  a  shoe,  and 
then  the  sole  of  the  foot.  One  is  nearly  flat.  The 
other  is  undulating. 

"It  has  two  large  hollows,  those  of  the  instep  arch 
and  of  the  forepart  arch,  the.  latter  being  the*"arch  be- 
tween the  ball  and  the  little  toe.  A  flat  insole  can- 
not fit  an  undulating  sole  any  more  than  a  square  peg 
can  fit  a  round  hole. 

"One  reason  why  a  pair  of  old  shoes  feels  com- 
fortable is  because  the  insole  has  been  moulded  by 
repeated  wearing  of  the  foot  upon  it,  to  fit  into  the 
hollows  of  the  arches  of  the  foot. 

"Very  probably  we  will  some  day  be  able  to  make 
shoes  with  insoles  that  will  fit  to  the  soles  of  feet, 
just  as  we  are  now  able  to  make  shoes  that  fit  to 
the  length  or  the  width  of  the  feet.  But  we  must  have 
a  great  deal  of  improvement  in  shoemaking  before 
we  bring  about  this  very  desirable  improvement  in 
fit. 


A  $100,000  building  is  to  be  erected  in  Calgary, 
Alta.,  in  the  near  future  for  the  use  of  the  commercial 
travellers.  It  will  contain  club  and  lodge  rooms,  hall, 
and  other  features  for  the  benefit  of  commercial  men. 


The  panic  which  strikes  the.  tidy  contents  of  a 
desk's  shallow  center  drawer  when  it  is  jammed  home, 
is  familiar  to  the  office  man.  One  bookkeeper  held 
his  materials  in  place  by  making  partitions  of  large 
screw-eyes,  screwed  into  the  bottom  of  the  drawer. 

Frequently  the  desk  man  wishes  to  mark  a  line 
on  a  document  which  he  dares  neither  to  tear  nor  to 
pencil.  A  paper  clip  along  the  right  edge  of  the 
sheet  marks  the  paragraph  temporarily  and  is  easily 
removed. 
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Some  Fall  Styles  for  1912 

The  revival  of  the  fashion  of  lace  boots  is  expected 
by  some  shoe  manufacturers.  Some  very  pretty  sam- 
ples of  straight  lace  boots  are  being  made  in  Canada 
and  the  United  States  for  the  next  fall  trade.  New 
short  forepart  lasts  are  used.  The  dressy  lace  boots 
are  made  of  white  buck,  Russia  calf,  and  other  fine 
leathers.  The  serviceable  lace  boots  are  made  of  kid 
and  dull  calf  leather.  Some  heavy  boots  for  severe 
winter  weather  are  made  of  heavy  calf  and  have  rope 
stitched,  double  welted  soles. 

How  to  get  a  receding  toe  on  a  short  forepart 
last  is  a  problem  that  is  bothering  some  shoe  manu- 
facturers. Women  in  this  country  are  demanding 
short  forepart  shoes  because  they  make  the  foot  look 
small  and  trim.  They  refuse  to  wear  the  long  vamp 
shoes  such  as  were  common  here  formerly,  and  such 
as  are  still  worn  in  England,  France  and  Germany. 
In  making  new  style  lace  boots  the  natural  tendency 
is  to  lengthen  and  lower  the  toe,  but-  the  buyers  will 
not  approve  of  long  toes.  They  ask  for  the  lower 
and  receding  toes ;  so  how  to  put  a  receding  toe  on 
to  a  short  forepart  last  is  the  problem  before  the  shoe 
manufacturer. 

Some  shoe  manufacturers  are  experimenting  with 
new  leathers  hoping  to  get  something  that  will  prove 
as  popular  as  white  buck.  One  firm  is  now  making 
samples  of  black  buck  shoes  for  the  fall  trade.  This 
buck  leather  is  chrome  tanned  and  is  finished  in  the 
same  way  as  is  the  familiar  white  buck,  but  it  is  col- 
ored a  deep,  fast  black.  It  is  believed  by  this  firm 
that  black  buck  boots  will  prove  quite  popular. 

A  certain  firm  is  making  shoes  of  carnation  red 


kid  to  be  worn  in  summer  time  with  red  trimmed 
dresses  and  red  stockings.  Another  firm  is  trying 
new  gray  leather,  a  sort  of  moleskin.  It  believes  that 
shoes  made  of  this  leather  and  offered  to  the  public 
as  moleskin  shoes  will  prove  popular.  The  gray 
leather,  the  manufacturer  believes,  will  be  a  natural 
compromise  between  the  standard  black  leathers,  and 
the  new  white  leathers. 


"Regal11  Shoe  Store,  Vancouver 

The  representative  of  "Footwear  in  Canada"  made 
a  call  on  the  new  Regal  Shoe  Store  at  1025  Granville 
street,  Vancouver,  recently  opened  by  Mr.  H.  E. 
Endacott.  On  entering  he  found  an  up-to-date  and 
entirely  new  arrangement  for  selling  and  displaying 
shoes.  The  usual  wall  shelving  is  replaced  by  cases 
5  ft.  high  by  8  ft.  long,  having  shelving  on  both  sides, 
and  a  polished  top  for  showing  shoes.  These  cases 
are  set  out  from  the  wall  three  feet,  allowing  passage 
all  around  them.  The  walls  are  tastefully  decorated 
and  a  panel  7  ft.  high,  with  burlap  and  oak  strips  3 
ft.  apart  runs  all  around.  Above  this  the  wall  is 
tinted  a  rich  cream  with  an  18-inch  border  at  the  ceil- 
ing; twenty  heavy  oak  chairs  and  a  massive  parti- 
tion, half  glass,  at  the  back,  with  a  full  6  ft.  bevel 
plate  mirror  in  front  of  the  doorway,  add  a  "classy" 
appearance  to  the  interior. 

At  the  front  entrance  is  a  glass  show  case,  shoe 
shine  stand,  a  small  centre  table  and  two  easy  chairs. 
The  panels  of  the  walls  here  are  decorated  with  skins 
showing  the  different  leathers  from  which  Reg'al  shoes 
are  manufactured.  On  the  floor  is  a  dark  green  Wil- 
ton rug,  matching  the  carpet. 


Store  Recently  Opened  in  Vancouver,  B.  C,  by  Mr.  H.  E.  Endacott 
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N  ew  Fall  Styles  of  Canadian  Manufacturers 


Women's  Combination  Lace  and  Men's  Button 

Button,  McDermott  Shoe  Co.  Daoust,  Lalonde  &  Co. 
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New  Fall  Styles 
of  Canadian 
Manufacturers 


Women's  corduroy  serge  top,  patent 
vamp  and  heel.  Fox  button  gaiter 
effect.    Ames  Holden  McCready. 


Men's  tan   blucher   fox  bal,  fancy 
perforated  quarter,  high  toe. 
Ames  Holden  McCready. 


Men's  dull  viscol   sporting  blucher,  fancy 
top.     Ames  Holden  McCready. 


Women's  20  button  gunmetal  seam- 
less  vamp,    twin  buttons. 
Ames  Holden  McCready. 


Men's  gunmetal  blucher,  fancy  per- 
forated quarter,  medium  high  toe 
last.    Ames  Holden  McCready. 


Women's  tan  calf  blucher  bal,  inlaid 
quarter,   fancy  perforation. 
Ames  Holden  McCready. 
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Among  Vancouver  Shoe  Retailers 

A  Large,  New,  Modern  Shoe  Store  Great  Progress  Made 
— Big  Demand  for  U.  S.  Goods  —    Shoe  Trade  Happenings 


The  interior  photograph  here  reproduced  is  that 
of  Messrs.  Baxter  &  Eyller's  store  "The  American 
I '.oot  Shop"  in  Granville  street,  Vancouver,  B.C. 

The  partners,  T.  A.  Baxter,  A.  O.  Eyller  and  B. 
11.  Baxter  are  all  thoroughly  up-to-date  shoemen. 
They  have  had  a  wide  experience  in  the  trade  mostly 
in  C  hicago  and  Spokane. 

Some  eighteen  months  ago,  being  convinced  that 
Vancouver  offered  a  good  field  for  the  sale  of  Ameri- 
can shoes  they  leased  their  present  premises,  fitted 
them  up  in  a  modern  manner,  prepared  to  do  a  large 
volume  of  business.  The  fixtures  are  made  for  one 
carton  only,  and  the  highest  carton  is  easily  reached 
from  the  ledge,  which  stands  a  convenient  height  from 
the  floor.  As  the  clerks  have  no  ladders  to  climb 
much  valuable  time  is  saved. 

The  firm  are  highly  gratified  with  the  business 
they  have  done.  They  attribute  their  success  to  the 
fact  that  they  show  exclusive  designs  combined  with 
excellent  fitting  qualities.  They  have  only  two  prices, 
viz.,  $4.00  and  $5.00.  The  majority  of  their  custom- 
ers, they  find,  call  for  the  higher  priced  shoe. 

The  firm's  appreciation  of  things  may  be  summed 
up  in  the  words  of  Mr.  Eyller,  "We  like  the  city,  we 
like  the  people,  and  we  like  the  business." 


Progress  has  been  the  keynote  of  the  retail  trade 
here  in  recent  years.  The  old  order  changeth  giv- 
ing place  to  the  new.  That  which  suited  the  old 
time  retailer  is  obsolete  to-day.  His  store  front  was 
not  inviting.  The  windows  and  interior  were  none  too 
well  lighted.  He  was  in  a  rut  and  satisfied  to  remain 
there.  To-day  the  public  demand  the  best  service. 
Nice,  neat,  snappy  shoes  are  called  for.  Fitting  is 
an  important  part  of  the  business,  and  only  men  with 
the  requisite  training,  can  hope  to  hold  the  trade. 

The  modern  shoe  retailer  is  thoroughly  equipped 
to  handle  the  trade.  His  store  windows  are  up-to- 
date.  The  display  fixtures  are  the  very  best,  and 
designed  to  show  the  eoods  to  the  greatest  advan- 
tage. He  spends  money  freely  on  his  lighting,  for 
he  recognizes  the  advertising  power  of  his  windows. 
When  the  store  is  closed  in  the  evenings  well  lighted 
windows  prove  an  attraction  to  the  passers  by.  This 
form  of  advertising  has  proved  very  profitable. 

Speaking  to  a  prominent  merchant  in  Vancouver, 
we  remarked  on  the  number  of  American  shoes  car- 
ried, and  ventured  the  remark,  that  Canadian  manu- 
facturers could  produce  a  shoe  good  enough  for  any 
one  to  wear.  "I  grant  you  that,"  he  said,  "but  we  cater 
to  the  demand,  and  besides  the  Canadian  manufac- 


Interior  View  of  Baxter  &  Eyller's  New  Store,  Vancouver,  B.  C. 
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turer  is  too  autocratic.  Let  me  give  you  an  instance. 
We  deal  with  several  American  houses.  They  are 
ready  to  please  you  in  every  detail.  We  can  have  our 
own  particular  label  on  the  cartons.  If  we  desire 
a  certain  pull  strap,  or  a  particular  sized  carton  we 
get  them.  Take  the  Canadian  manufacturer  now. 
Some  time  ago,  we  placed  an  order  with  a  well  known 
house,  and  asked  them  to  give  us  their  old  label  on 
our  cartons,  as  we  liked  it  best.  Was  our  request 
granted?  No  indeed,  they  ignored  us  entirely.  These 
are  small  things,  but  it  is  the  small  things  that 
count." 

"Failure  to  acknowledge  receipt  of  an  order  on 
the  part  of  the  manufacturer  seems  to  be  on  the  in- 
crease. I  know  of  three  different  instances  where 
substantial  orders  were  placed  and  no  acknowledge- 
ment made.  As  a  rule  the  first  intimation  the  mer- 
chant gets  that  his  order  has  been  executed  is  the 
arrival  of  the  draft,  generally  before  the  goods.  The 
wrath  of  the  merchant  generally  falls  on  the  unof- 
fending head  of  the  traveller  when  he  makes  his  ap- 
pearance, though  he  is  not  responsible  for  the  lax 
methods  of  his  house." 

Vancouver  is  a  good  shoe  town.  The  wants  of 
the  people  are  well  looked  after.  There  are  many 
excellent  establishments,  but  we  have  only  space 
to  review  a  very  few. 

James  Rae,  "The  Shoe  Man,"  who  is  centrally 
located  at  139  Hastings  street  west,  is  one  of  the 
oldest  shoemen  in  town.  His  store  is  thoroughly 
modern  and  he  is  able  to  handle  a  large  volume  of 
business.  Mr.  Rae  is  well  known  to  manufacturers 
in  the  East,  for  at  least  twice  a  year  he  visits  the 
shoe  centres  of  Canada  and  the  States.  He  is  a 
firm  believer  in  newspaper  advertising  and  uses  a  full 
page,  as  a  rule,  in  announcing  his  Saturday  specials. 
On  special  occasions  he  finds  it  necessary  to  occupy 
a  double  page.  He  claims  to  have  one  of  the  biggest 
turn  overs  in  Canada,  and  the  rapidity  with  which 
the  goods  move  out  is  certainly  justification  of  his 
claim. 

Johnston's  Big  Shoe  House,  Limited,  have  been 
eight  years  in  business  here,  and  every  year  report  an 
expansion  of  trade.  They  carry  a  large  stock  both  of 
Canadian  and  American  manufacture,  and  are  able 
to  meet  the  fastidious  tastes  of  the  Vancouverites. 
They  have  a  good  location  at  409  Hastings  street 
west.  Their  store  is  twenty-five  feet  by  one  hundred 
and  twenty  feet.  The  cash  desk  and  offices  are  con- 
veniently situated  at  the  rear  of  the  store.  The  firm 
believes  in  using  newspaper  space  freely,  and  be- 
lieves the  outlay  is  money  well  spent.  The  partners 
of  the  firm  are  Wm.  B.  Johnston,president ;  Geo.  B. 
Johnston,  manager;  and  Wm,  Love,  secretary-treas- 
urer. 

Stark's  West  End  Shoe  Store  is  situated  at  623 
Hastings  street  west.  Mr.  Edward  Stark  has  gath- 
ered under  one  roof  one  of  the  finest  stocks  of  shoes 
in  British  Columbia.  Quality  and  service  are  the  two 
characteristics  of  the  store.  The  tastefully  dressed 
windows  display  the  goods,  and  an  excellent  trade 
is  done  in  high  grade  footwear.  Mr.  Stark  is  agent 
for  the  Slater  Shoe  and  also  carries  the  Burt  and 
Sorosis  Shoe  for  women.  Each  succeeding  year  has 
shown  a  considerable  increase  in  the  volume  of  busi- 
ness at  this  well  known  store. 

The  Goodwin  Shoe  Company  occupy  the  prem- 
ises at  123  Hastings  street  east.  A  little  more  than 
four  years  ago,  Mr.  James  Goodwin  bought  the  busi- 
ness from  Mr.  J.  T.  Brown.    At  that  time  Mr.  Brown 


dealt  largely  in  staples,  but  Mr.  Goodwin  readily  per- 
ceived that  the  heavy  trade  was  passing  away,  so  he 
set  himself  to  reduce  the  stock  and  introduce  a  finer 
grade  of  goods.  He  also  remodelled  the  store  front 
and  the  interior  fittings.  The  change  soon  brought 
about  a  vast  improvement  in  trade,  the  policy  of  the 
store  being  "good  goods  and  one  price." 

Two  years  ago  Mr.  Goodwin  decided  to  sell  men's 
shoes  only.  Many  predicted  failure,  but  to-day  the 
soundness  of  his  policy  has  been  amply  vindicated  by 
the  increased  turnover.  The  firm's  slogan  "Good- 
win's Good  Shoes  for  Men"  explains  in  a  nut  shell 
the  character  of  the  store. 

Mr.  John  Trick  of  Cordova  street  west,  has  had 
a  wide  experience  in  the  shoe  trade.  He  comes  from 
London,  Ontario,  and  like  many  others,  the  West 
proved  quite  an  attraction  for  him.  He  has  been  con- 
nected with  the  retail  trade  here  for  five  years.  Some 
time  ago  he  moved  into  his  present  premises.  He  is 
well  pleased  with  the  business  he  has  done,  and  has 
great  hope  for  the  future.  He  handles  only  men's 
shoes,  and  a  glance  at  his  windows  convinces  you  that 
quality  dominates.  This  is  an  age  of  specialization 
and  Mr.  Trick  has  a  great  reputation  for  high  cut 
boots.  The  repeat  orders  from  loggers,  surveyors  and 
prospectors  and  others  whose  work  calls  for  the  very 
best  boots,  demonstrate  to  the  full  that  Mr.  Trick  has 
the  goods. 

The  C.  E.  McKeen  Shoe  Stores  Company  are  op- 
erating two  stores  here.  Mr.  W.  W.  Ingleden  is  the 
manager  at  55  Hastings  street  west,  and  Mr.  F.  H. 
McKeen  is  responsible  for  the  other  branch  at  607 
Hastings  street  west.  Both  are  experienced  shoe- 
men.  They  are  stocking  goods  that  meet  the  popular 
demand.  The  stores  have  a  pleasing  appearance. 
Both  are  fitted  in  the  same  manner.  The  fixtures  are 
made  for  one  carton  only.  No  ladders  are  used.  The 
balcony  which  runs  the  full  length  of  the  store  is 
used  for  reserve  stock.  Though  comparatively  a 
young  house  they  have  made  good  headway,  and  re- 
port business  as  being  very  good. 

The  Wilson  Shoe  Company  at  125  Hastings  street 
west,  report  that  business  is  quite  up  to  their  expec- 
tation. They  have  a  nice  neat  store,  and  their  win- 
dow display  is  very  creditable.  Mr.  Mort  F.  Wilson 
has  had  a  varied  training.  After  years  of  experience 
in  the  retail  trade  he  crossed  the  line,  and  travelled 
out  of  Boston  for  the  H.  H.  Tuttle  Co.  For  a  time 
he  was  representing  the  Cook  Fitzgerald  Company  of 
London,  Ontario,  and  previous  to  opening  up  here  he 
represented  the  A.  P.  Cimon  Shoe  Co.,  on  their  West- 
ern ground.  Mr.  Wilson  finds  that  Vancouver  people 
demand  the  best  shoe  products,  and  he  has  set  him- 
self to  supply  the  need. 

Quite  a  number  of  changes  have  taken  place  in 
the  retail  trade  recently.  Henry  D.  Rae  is  now  suc- 
cessor to  Rae  Bros.,  and  is  still  to  be  found  at  the 
old  stand  on  Cordova  street. 

The  business  of  Webb  &  Donaldson,  Cordova 
street,  has  been  sold  to  Mr.  Wm.  Wood,  who  was 
lately  with  H.  D.  Rae.  Mr.  Wood  is  well  known  here 
and  his  many  friends  wish  him  success  in  his  new 
venture. 

Four  new  stores  have  opened  their  doors  for  busi- 
_  ness.  The  Wilson  Shoe  Co.,  at  125  Hastings  street 
west,  The  Regal  Shoe  Co.,  recently  opened  on  Gran- 
ville street,  Mr.  H.  E.  Endacott,  being  the  proprietor. 
Stark's  Shoe  Store  occupies  the  corner  of  Nelson  and 
Granville  and  the  Goodwin  Shoe  Co.  are  at  45  Has- 
tings street  east. 
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Makers    of    Canadian  Footwear 

JOHN    A.    REID  —  SHOEMAN 


Some  twenty  years  ago  a  youth  from  the  Quebec 
village  of  St.  Brigide  entered  the  office  of  the  Ames- 
Holden  Company  of  Montreal,  and  with  fearful  and 
hopeful  feelings  alternating  within  him  saw  the  name 
of  John  A.  Reid  entered  on  the  books  for  the  posi- 
tion, "on  trial,"  of  invoice  clerk,  in  response  to  a  re- 
quest for  a  "job."  He  occupied  this  position  for 
several  months,  during  which  time  his  dinner  hours 
were  cut  short  and  much  overtime  was  spent  on  the 
work  lest  the  "job"  with 
its  princely  stipend  of 
$6.00  per  week  would 
vanish.  It  was  not  long 
however,  before  it  did 
vanish,  only  to  be  re- 
placed with  one  more  re- 
sponsible position  after 
another  until  in  the  fall 
of  1896  Mr.  Reid  was 
transferred  to  the  firm's 
headquarters  for  the 
Maritime  Provinces  in 
St.  John,  N.B. 

In  the  autumn  of  1899 
the  doors  of  Fredericton's 
first  shoe  factory  were 
thrown  open,  and  the 
"Hartt  Shoe"  made  its  in- 
itial appearance  on  the 
market,  with  John  A. 
Reid  in  full  charge  of  the 
books,  he  having  favor- 
ably considered  a  tempt- 
ing offer  to  change  from 
a  jobbing  branch  to  a 
manufacturing  house. 
The  baby  factory  having 
survived  all  the  infant 
diseases  (and  this  baby 
had  every  one  of  them) 
through  the  careful  nurs- 
ing of  its  Board  of  Direc- 
tors, began  in  its  growing 
days  to  throw  off  the  dif- 
ferent lines  it  was  mak- 
ing, until  following  the 
advice  of  Mr.  Reid,  the 
"Hartt  Shoe  for  Men 
Only"  was  announced  by 
the     Directors     in  the 

spring  season  of  1908.  The  era  of  success  was  now 
begun  and  continued,  until  through  the  concentra- 
tion necessary  when  specializing  the  "Hartt  Shoe" 
rapidly  rose  to  its  present  premier  position  in  the 
shoe  world  and  is  to-day  a  main  factor .  in  keeping 
out  of  our  country  the  product  of  foreign  competitors. 

At  his  desk  Mr.  Reid  was  in  constant  touch  with 
the  retailers  of  Canada,  and  that  he  might  better  fit 
himself  to  deal  fairly  and  intelligently  with  the 
firm's  customers,  he  took  advantage  of  a  local  open- 
ing and  acquired  a  half  interest  in  a  properous  retail 
shoe  business,  to  which  he  devoted  only  enough  of 
his  spare  time  to  become  fully  acquainted  with  the 


Mr.  Joh 


establish  the  reputation  which  the  Hartt  Boot  & 
Shoe  Company  now  has,  of  dealing  broadly  and  gen- 
erously with  its  patrons.  Not  content  to  remain  idle 
when  there  was  a  chance  to  forward  the  interests  of 
his  company,  Mr.  Reid  succeeded,  towards  the  latter 
part  of  1910,  in  interesting  outside  capital,  and  to- 
gether with  his  own  savings,  secured  a  substantial 
increase  of  active  money  for  the  treasury,  and,  in  the 
re-forming  of  the  directorate,  was  placed  in  the  posi- 
tion of  Vice-President  of 
the  Company,  which  he 
holds  to-day. 

During  his  twelve 
years  connection  with  the 
Hartt  Boot  &  Shoe  Com- 
pany, Mr.  Reid  never 
lost  an  opportunity  of 
familiarizing  himself  with 
every  manufacturing  de- 
tail, and  his  wide  experi- 
ence in  all  branches  of 
the  shoe  business,  added 
to  his  natural  alertness, 
has  caused  him  to  be 
looked  upon  as  one  of  the 
shrewdest  leather  buyers 
that  visits  foreign  mar- 
kets, and  in  the  factory 
can  adjust  an  error  in 
manufacturing,  pacify  a 
disgruntled  customer,  or 
strike  off  a  trial  balance, 
with  equal  ease. 

The  early  days  on  the 
farm  have  left  him  with 
fond  recollections,  and 
when  nearing  Montreal, 
he  points  with  pride  from 
the  car  window,  to  a  piece 
of  clear  land,  and  numer- 
ous scars  which  have 
close  associations.  The 
craving  for  outdoor  life 
never  left  him,  and  most 
of  his  recreative  hours 
are  spent  in  the  open, 
while  in  the  winter  he 
becomes  an  enthusiastic 
curler.  His  happiest 
time,  however,  is  when 
a  few  days  between  "runs"  gives  him  an  op- 
portunity of  bagging  the  black  duck  among  the 
marshes  of  the  Oromocto,  or  playing  to  the  death 
with  three  or  four  pound  speckled  beauties  in  the 
rapids  of  the  Pokiok.  Most  of  the  wealthy  residents 
have  summer  cottages  near  Fredericton,  and  Mr.  Reid 
is  no  exception  to  the  rule. 

His  summer  camp,  some  two  miles  out  of  town, 
is  always  open  to  receive  his  friends,  and  many  a 
traveller,  remembering  his  genial  hospitality,  has 
found  it  "absolutely  necessary  to  attend  to  some 
pressing  business  in  Fredericton,"  whenever  he  is  in 
the  near  vicinity,  and  is  always  given,  when  leaving, 


difficulties  that  beset  the  retailer,  and  in  this  way  to     a  hearty  "call  again,"  from  Mr.  Reid. 
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Talks  on  Trade  Topics 

Interviews   of   Interest  to   Retailer,   Jobber  and   Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


Mr.  C.  R.  LaSalle 


Disposing  of  Job  Lots 

"Although   no  doubt  there 
are  difficulties,  1  think  that 
manufacturers  could  devise 
1  some  means  of  disposing  of 

mKm 'j  their   jobs   to  ordinary  re- 

tailers, instead  of  selling 
them  to  departmental 
stores,"  remarked  Mr.  C.  R. 
LaSalle,  of  341  Rachel  street 
East,  Montreal.  "This  sel- 
ling of  surplus  stock  to  the 
departmental  stores  leads  to 
a  severe  cutting  of  prices, 
and  this  harms  the  retailer 
who  has  already  purchased 
his  goods  at  the  usual 
prices.  The  manufacturers 
might  get  rid  of  their  surplus  by  dividing  it  into 
smaller  lots,  and  so  enable  the  retailer  to  get  what- 
ever advantage  there  may  be.  Probably  something 
might  be  done  by  making  representations  to  this  end 
to  the  manufacturers,  and  it  is  a  subject  which  the 
hoot  and  shoe  retail  section  of  the  Retailers'  Associa- 
tion could  take  up  with  advantage. 


Cut  Prices  of  Department  Stores 

A  Montreal  shoe  retailer,  referring  to  the  cut 
prices  at  which  departmental  stores  sell  boots  and 
shoes,  said:  "I  think  that  the  smaller  retailers  suffer 
considerable  injury  from  these  cuts  in  prices.  No 
doubt  the  manufacturer  is  glad  to  get  rid  of  goods 
left  on  his  hands,  owing  to  faults,  cancelled  orders, 
etc.,  and  will  sell  them  at  a  great  reduction,  but  the 
retailers  cannot  buy  in  sufficient  large  quantities  to 
secure  such  lines." 

"What  is  your  remedy  for  this  condition?"  we 
asked. 

"I  think  that  the  retailers  should  cold-shoulder 
those  firms  who  sell  such  jobs,"  he  replied.  "I  recog- 
nize that  the  manufacturers  have  to  get  rid  of  the 
lines,  but  it  would  make  matters  easier  for  the  retail- 
ers if  the  manufacturer  would  sell  these  jobs  in  small- 
er quantities,  instead  of  in  large  lots  to  departmental 
stores  and  others,  to  be  sold  to  the  public  at  prices 
with  which  the  retailers  cannot  compete.  If  the  re- 
tailers could  get  a  chance  to  buy  jobs  in  small  quan- 
tities they  would  not  feel  the  competition  so  keenly 
as  now.  This  selling  of  jobs  allows  the  departmental 
stores  to  sell  at  prices  considerably  below  what  the  re- 
tailers pay  for  their  goods,  and  gives  the  public  the 
impression  that  the  shopkeepers  are  making  a  very 
large  profit.  It  is  not  fair  to  the  retailers,  when  they 
have  bought  stock  at  ordinary  wholesale  prices,  to  find 
that  they  are  being  undersold  by  reason  of  the  big 
stores  being  able  to  purchase  job  lots  at  quotations 
which  are  below  the  cost  of  production." 


Job  Lots  Sold  to  Department  Stores 

Another  Montreal  retailer  spoken  to  on  the  sub- 
ject of  sales  of  jobs  to  departmental  stores  expressed 
himself  more  strongly.  He  said  it  was  a  great  in- 
justice to  retailers  that  manufacturers  should  sell  to 
these  big  stores  and  traders  at  prices  at  which  the 
ordinary  shoeman  could  not  possibly  compete.  He 
gave  an  instance  where  he  bought  wholesale  at  $2.00 
and  within  a  few  days  found  another  store  which 
bought  large  jobs  selling  retail  the  identical  goods  at 
$2.05.  How  could  he  afford  to  compete  against  such 
trading?  Naturally  he  was  indignant  at  this  treat- 
ment, and  should  refuse  to  buy  again  from  this  manu- 
facturer. Such  practices  would  prove  eventually  a 
very  bad  policy  for  manufacturers  who  adopted  it, 
for  retailers  would,  he  believed,  decline  to  buy  from 
those  who  did  not  give  them  a  square  deal.  It  was 
true  that  manufacturers  had  to  dispose  of  their  sur- 
plus, but  they  should  be  careful  to  do  it  in  a  way  that 
would  not  prove  prejudicial  to  the  ordinary  shop- 
keeper. There  were  some  houses  who  adopted  a  fair 
system  in  these  matters,  and  who  had  some  regard 
for  the  men  upon  whom  they  relied  for  the  far  greater 
part  of  their  business. 

*      *  * 
The  "One  Pair"  Order 

"The  shoe  retailer  often  thinks  we  are  'holding 
him  up,'  "  remarked  a  shoe  manufacturer,  "when  we 
ask  him  from  75  cents  to  $1.00  more  on  a  one  or  two 
pair  order.  If  we  do  not  deliver  the  goods  within 
a  week  or  so  from  the  time  the  order  is  sent  in  he 
thinks  we  are  negligent  and  careless  and  do  not  care 
for  his  order.  As  a  matter  of  fact,  we  do  not  care 
for  'one  pair'  orders,  and  only  take  them  to  oblige 
our  customers.  It  takes  as  long  or  longer  to  turn  out 
the  small  order  as  it  would  for  sixty  pairs,  and  the 
cost  to  the  manufacturer  in  labor  is  as  great,  so  you 
see  that  we  have  to  put  an  extra  charge  on  these 
small  orders,  not  to  make  a  profit,  but  to  prevent  loss." 

"Yes,"  he  continued,  "If  the  retailer  knew  of  the 
difficulties  we  are  laboring  under  in  filling  his  'one 
pair'  order  he  would  not  grumble  at  the  extra  cost  or 
the  time  it  takes  to  fill  it.  He  would  explain  to  the 
customer  who  placed  the  order  with  him  that  it  would 
take  from  four  to  six  weeks  to  make  the  shoes  and 
that  they  would  cost  from  $1.00  to  $1.50  more  per 
pair  than  if  they  were  in  stock.  If  the  retailer  and 
his  customer  were  acquainted  with  the  real  facts  they 
would  cease  to  grumble  at  the  little  extra  expense  or 
at  the  time  thev  have  to  wait  to  have  their  small  or- 
der filled." 

a|e        ajc  3|e 

"  Not  Up  to  Sample  " 

"One  of  the  chief  annoyances  in  our  business," 
remarked  a  prominent  shoe  manufacturer,  "is  the  re- 
turning of  goods  'not  up  to  sample'  by  the  retailer. 
By  this  I  do  not  mean  shoes  that  are  really  inferior 
or  deficient  in  any  way,  for  we  would  take  these  back 
gladly  in  our  own  interest;  we  do  not  wish  to  lower 
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the  value  of  our  products  in  the  eyes  of  the  public. 
But  what  I  am  complaining  of  is  the  returning  of 
good  shoes  for  no  sufficient  reason,  with  the  stereo- 
typed phrase  'not  up  to  sample.'  That  is  a  grievance 
we  all  suffer  from,  and  most  of  us  suffer  in  silence. 
We  accept  the  goods  back  and  then  have  to  sell  them 
at  a  big  loss.  This  is  not  good  business,  nor  is  it 
just  to  us." 

"Of  course,"  he  continued,  "There  is  some  differ- 
ence in  quality  between  even  the  best  made  shoes  of 
the  same  brand.  Leather  is  not  a  manufactured  pro- 
duct in  the  sense  that  other  fabrics  are,  and  a  great 
many  factors  must  be  reckoned  with  in  producing  its 
standard  of  quality.  Climate  has  a  big  effect  on  the 
animal,  and  consequently  on  its  hide.  Health,  food, 
age,  sex  and  a  thousand  and  one  other  things  all  go 
towards  making  or  marring  the  hide.  With  a  fabric 
such  as  silk  or  cotton  you  can  be  absolutely  sure  of 
the  quality  and  it  can  always  be  manufactured  up  to 
standard,  but  with  the  very  best  methods  and  care 
there  will  always  be  a  difference  in  leather,  founded 
upon  physical  conditions,  so  you  see  that  with  the 
utmost  care  on  the  part  of  the  tanner  and  the  manu- 
facturer there  must  necessarily  be  some  slight  differ- 
ence in  the  quality  of  even  the  best  made  shoes  of 
the  same  brand.  This  is  understood  by  all  retailers 
who  know  their  business,  and  yet  we  are  frequently 
having  goods,  with  which  no  fault  should  be  found, 
returned  to  us  by  retailers  who  should  know  better." 

"I  am  afraid,"  he  continued,  "that  the  retailer  is 
not  always  quite  honest  in  this  matter.  He  has  per- 
haps bought  a  little  unwisely  and  overloaded  on  cer- 
tain brands,  and  the  excuse  'not  up  to  sample'  is  as 
good  as  any  to  induce  the  manufacturer  to  accept  his 
product  back  again.  This,  however,  is  carried  on  to 
such  a  wholesale  extent  that  it  must  be  put  a  stop 
to.  We  should  get  together  through  our  Association, 
discuss  this  matter  and  agree  to  put  a  stop  to  it.  As 
far  as  I  am  concerned  personally,  I  am  tired  of  being 
"done"  in  this  manner  by  dishonest  retailers,  and 
when  a  flagrant  case  occurred  not  long  ago  I  refused 
to  accept  the  goods  back,  and  sued  the  retailer  for 
the  price  of  them.  When  the  case  came  to  court, 
competent'and  independent  evidence  was  called  in  and 
testified  to  the  fact  that  the  goods  which  we  had  sup- 
plied the  retailer  were  a  fair  average  and  up  to 
sample.  The  result  was  that  judgment  was  given  in 
our  favor  with  costs." 

"If,"  he  concluded,  "the  other  manufacturers 
could  be  induced  to  act  in  the  same  manner  we  would 
soon  put  an  end  to  this  evil." 

*     *  * 
Watching  Opportunities 

"When  we  were  youngsters,"  said  a  shoe  retailer, 
"we  were  always  being  reminded  how  important  it 
was  never  to  neglect  opportunities.  We  were  told 
of  how  a  boy  applying  for  a  position  noticed  a  pin 
on  the  floor  and  quickly  picked  it  up,  and  how  this 
little  deed  secured  him  his  position  and  started  him 
on  his  upward  course,  which  finally  ended  in  his  be- 
coming president  of  the  company.  And  there  are  few 
of  us  who  can't  recall  a  dozen  similar  stories  to  show 
the  significance  of  small  details. 

"And  yet  every  one  of  us  who  are  in  business  are 
failing  every  day  to  take  advantage  of  the  opportun- 
ities that  are  offered  us.  Our  stores  are  simply  mines 
of  opportunities,  and  there  are  few  of  us  who  ever 
discover  them. 

"Just  as  an  example :    A  manufacturer  of  one  of 


our  lines  of  shoes  produces  a  booklet  about  them.  He 
sends  us  a  hundred  copies  for  use  in  our  store.  The 
booklet  is  carefully  illustrated  and  the  text  is  of  a 
sort  that  would  make  a' woman  who  read  it  want  a 
pair  of  that  particular  shoe  or  one  of  those  original 
styles.  We  ourselves  take  the  booklets  and  give  them 
a  good  position  on  a  counter  or  the  top  of  the  find- 
ings case  and  straightway  forget  all  about  them. 

"To  be  sure,  someone  comes  into  our  store  occas- 
ionally, and  seeing  the  pile  of  booklets  takes  one,  but 
most  of  them  become  out-of-date  and  eventually  find 
themselves  in  the  trash  box.  It's  just  an  opportunity 
wasted.  Suppose  instead  of  putting  a  pile  of  them 
on  the  counter  we  put  a  single  booklet  in  the  pack- 
age that  contained  Johnny's  shoes.  The  package  will 
be  opened  by  mother  or  big  sister  when  it  gets  home, 
and  these  are  the  people  you  want  to  reach  with  your 
literature.  Then,  too,  when  they  are  opening  the 
package  their  mind  is  on  shoes ;  they  are  in  tune  with 
the  subject  and  the  matter  that  reaches  them  arrives 
at  the  right  time. 

"That  is  just  one  example,  but  there  are  hun- 
dreds of  others  that  could  be  given  just  as  readily. 
The  main  point  is  for  the  retailer  to  take  a  good  long 
look  through  his  store  and  then  think  a  little.  The 
chances  are  he  will  find  some  pretty  profitable  chances 
that  he  has  been  overlooking." 

Changes  in  the  Retail  Shoe  Business 

"Looking  back  over  fifteen  years,"  said  a  promin- 
ent Montreal  retailer,  "I  see  a  great  change  has  taken 
place  in  the  retail  shoe  business,  and  as  compared 
with  to-day,  selling  shoes  and  pleasing  buyers  was 
then  an  easy  matter.  Now  a  man  starting  business 
with  a  small  stock  has  a  very  difficult  task,  as  the 
public  like  to  do  business  where  there  is  a  large  as- 
sortment to  select  from.  I  often  show  eight  or  nine 
different  styles  to  customers,  and  in  the  great  major- 
ity of  cases  they  will  select  the  first  one  I  got  out. 
The  chances  are  that  if  I  had  only  two  or  three  styles 
to  show,  I  should  have  lost  the  sale." 

"The  retail  shoe  business  is  not  easy  to  conduct 
successfully.  The  man  who  is  trying  to  cultivate  the 
fine  trade  is  obliged  to  stock  the  latest  styles,  and 
the  result  is  often  disappointing;  the  following  sea- 
son he  is  hardly  able  to  give  the  stock  away,  as  the 
public  is  very  critical.  The  tail  ends  of  the 
freaks  and  fads  that  are  stored  on  the  shelves  have 
put  many  a  trader  out  of  business.  In  my  opinion, 
staple  lines  are  the  safest  to  carry,  but  the  trouble 
is,  the  public  is  after  style,  and  is  willing  to  sacrifice 
comfort  for  it.  For  instance,  I  was  offering  a  shoe 
to  a  lady,  when,  after  looking  it  over,  she  said,  'Oh, 
no  thank  you ;  my  last  shoes  were  the  same  as  these, 
and  they  went  all  out  of  shape.'  Now  any  person 
with  common  sense  knows  that  when  a  shoe  is  worn 
some  time  it  takes  the  form  of  the  foot,  and  it  is  only 
then  that  a  person  enjoys  comfort.  I  might  hardly 
say  that  I  did  not  explain  the  reason  for  the  lady's 
shoes  going  out  of  shape ;  had  I  done  so,  I  should  have 
lost  the  sale,  and  probably  the  customer." 

"A  few  years  ago,"  he  continued,  "traders  had  their 
own  customers,  more  so  than  to-day.  Now  the  public 
will  go  wherever  they  think  they  can  get  the  best 
value,  and  do  not  stay  with  a  particular  retailer  as 
they  used  to.  I  look  upon  advertising  as  a  magnet 
for  drawing  the  people,  but  it  does  not  pay  in  a  small 
business.  I  believe  that  a  good  window  is  the  eye 
to  the  store.  The  public  want  to  know  the  prices 
and  the  points  of  a  shoe  before  they  will  purchase." 
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Good  Examples  of  Small  Shop  Fronts 

Photographs  of  Exteriors  of  Stores  Less  than  Thirty  Feet  in 
Width — Combine  Utility,  Good  Salesmanship  and  Good  Taste 


The  photographs  of  small  shop  fronts  that  are 
shown  in  connection  with  this  article  are  all  of  stores 
whose  exteriors  are  less  than  thirty  feet  in  width. 
These  illustrations  show  how  buildings  with  fronts  of 
this  type  may  be  treated  architecturally  so  as  to  em- 
body the  principles  of  good  salesmanship  and  good 
taste.  The  illustration  shown  below  on  this  page  is 
that  of  an  old  house,  in  Canterbury,  England.  It  is 
of  the  Elizabethan  period  and  is  used  both  as  a  work- 
shop and  a  store,  by  a  group  of  weavers.  Its  style  oi 
architecture  has  been  extensively  copied  as  the  ex- 
terior treatment  is  attractive  and  adapted  both  for 
town  and  country  shops. 

Although  the  store  fronts  shown  are  not  exclusive- 
ly those  of  shoe  stores,  yet  the  ideas  and  architectural 


An  Old  English  Shop 

arrangements  of  them  all  are  unique,  attractive  and 
suitable  to  the  requirements  of  their  trade.  We  feel 
sure  that  if  any  of  our  readers  are  contemplating  the 
erection  of  new  stores,  or  altering  old  ones,  they  will 
be  much  interested  in  these  designs.  A  store  is  judg- 
ed largely,  in  fact  almost  wholely  on  first  appearance, 
by  its  store  front.  Of  course  window  dressing  plays 
a  very  large  and  important  part  in  creating  favorable 
impression  and  drawing  customers  into  the  store,  but 
the  architecture  of  the  front,  both  from  the  aesthetic 
and  practical  points  of  view,  also  counts.  While  it  is 
quite  true  that  an  artistic  window  display  wili 
create  attention  and  draw  trade,  even  when  handicap- 
ped by  the  outward  appearance  of  the  store,  if  the 
same  skill  and  pains  were  expended  upon  the  window 
of  a  store  with  superior  architectural  beauty,  the  re- 
sult would  be  much  greater.  When  you  are  building 
or  altering  a  store  it  pays  to  do  it  right,  it  pays  to 
make  it  beautiful  and  attractive,  it  pays  to  have  the 
greatest  amount  of  space  possible  devoted  to  your 
windows  in  order  to  display  your  goods  to  the  best 


advantage.  It  pays  to  have  your  store  high  class 
looking,  to  draw  the  high  class  trade.  With  this 
class  of  trade  particularly,  the  appearance  of  the 
store  front  counts. 

Another  point  to  be  considered  is  the  lighting  of 
the  shop.  A  well-lighted,  attractive  looking  store 
front  is  bound  to  command  attention  and  draw  trade. 
The  window  especially  should  be  brightly  lighted  so 
as  to  show  off  your  goods  to  the  best  advantage  and 
this  is  the  case  in  all  modernly  designed  and  up-to- 
date  stores.  While  on  the  lighting  problem  of  the 
store  front  we  might  draw  attention  to  the  transoms 
shown  over  the  windows  in  many  of  our  illustrations. 
Of  course  stores  having  this  advantage  are  much 
lighter  in  the  interior  in  the  day  time,,  and  if  the  tran- 
som is  moveable  it  aids  greatly  in  the  ventilation  of 
the  store,  which  is  always  an  important  consideration. 
People  do  not  care  to  enter  or  remain  in  a  shop  that 
is  stuffy  and  smelling  of  stale  leather.  The 
methods  of  displaying  the  firm's  name  also  adds  or 
detracts  from  the  store  front's  usefulness  and  at- 
tractiveness. It  pays  to  have  your  sign  placed  where 
the  people  can  read  it  without  walking  along  the 
street  with  neck  craned  in  the  air,  bumping  into  other 
pedestrians.  Some  firms  like  the  name  placed  on  the 
windows  themselves,  which  is  a  very  good  plan ; 
others  show  it  below  the  window.  A  sign  hung  out 
over  the  sidewalk  is  also  a  great  draw,  particularly 
if  it  be  unique  and  attractive.  If  the  latter  is  illum- 
inated at  night  your  expenditure  in  advertising  in  this 
respect  should  be  repaid  with  interest. 

As  we  said  before,  the  retail  store  is  judged  at 
first  sight  by  a  good  appearance.  The  reason  of  this 
is  obvious.  It  is  all  we  have  to  go  by  until  we  are 
better  acquainted.  Therefore  much  pains  should  be 
taken  with  the  outward  appearance  of  your  store. 
Much  care  can  and  should  be  expended  on  the  plan- 
ning of  a  store  front.  It  should  be  elegant  in  a  busi- 
ness-like way,  unique  if  possible,  without  freakish- 
ness,  and  designed  to  advantageouslv  show  goods  and 
advertise  your  business.  A  store  front  is  a  stand- 
ing advertisement,  advantageous  or  otherwise  to  the 
occupant,  but  there  are  many  ways  in  which  a  store's 
appearance  and  business  pulling  power  can  be  proved. 

The  store  front  should  not  have  a  highly  ornate 
style  of  architecture ;  in  fact,  such  really  detracts  from 
its  appearance.  It  has  a  serious  business  in  life — 
that  of  selling  goods — and  should  look  business-like 
and  dignified,  but  it  can  be  both  and  still  be  beauti- 
ful. The  store  fronts  that  we  illustrate  are  good  ex- 
amples of  the  latter,  combining  architectural  beauty 
with  utility.  In  our  collection  we  have  many  styles 
of  architecture,  Venetian,  Greek,  Roman,  Gothic,  Eliz- 
abethan and  plain,  everyday  American.  The  stores 
are  constructed  of  various  materials,  stone  of  different 
kinds,  brick,  concrete,  plaster  finish,  and  wood,  which 
are  regulated  by  the  requirements  of  the  business  or 
the  purse  of  the  owner.  In  every  case,  in  spite  of  the 
small  front  space,  the  designer  has  made  the  most  of 
his  opportunities,  and  produced  a  store  front  that  is, 
in  its  way,  a  gem. 
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The  illustration  to  the 
left  shows  a  unique  show 
window  in  black  wood, 
suggested  by  the  Dutch 
style  of  architecture  and 
adapted  to  the  modern 
store. 

The  store  to  the  right 
is  an  example  of  a  plaster 
finish — in  this  case  set 
off  by  simple  wood  trim 
in  the  doors  and  win- 
dows. 


A  simple  and  dignified 
solution  of  the  problem  of 
the  retailer  whose  store  is 
on  or  below  the  street 
level.  The  trim  is  of  black 
— serving  as  a  frame  for 
the  brilliantly  colored  ob- 
jects in  the  window  ex- 
hibit. 


A  distinctly  modern 
note  in  store  architecture 
is  struck  by  this  shop 
front  on  Fifth  Avenue, 
New  York.  The  stone- 
work is  a  light  grey ;  the 
bronze-work  is  green. 
Evergreens  at  both  sides 
of  the  entrance  give  the 
store  a  finished  touch. 
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A  novel  and  pleasing 
effect  was  secured  in  this 
case  by  applying  plaster 
to  the  exterior  of  the  store, 
painting  it  white  and  add- 
ing a  decorative  design  in 
blue  a  scheme  that  may 
be  readily  adopted  by 
many  storekeepers. 


Tnornch  Ittpprl  &  Go. 


The  illustration  to  the 
lefl  is  thai  <>i  ;i  simple  and 
rich  city  store  fronl  <>i 
pure  ( Ireek  design,  execul 
ed  in  white  marble  with 
bronze  trimmings. 

The  ar(   store  at  the 

i  is  of  <  rO(  hk  design. 


j  t;i  r  i 


A  modern  adaptation  of 
a  Gothic  design.  The 
white  marble  exterior, 
with  its  trimming  of  ever- 
greens, sets  off  the  touches 
of  brilliant  color  in  the 
windows,  where  the  pro- 
ducts of  the  firm  are  dis- 
played. 
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The  Value  of  Indirect  Advertising 

Keep  a  Large  Stock  of  Civility  and  Politeness-^It  Costs 
Nothing  and  Brings  Business — Some  Examples  to  Illustrate 


Possibly  there  is  no  one  subject  in  commercial  life 
talked  of  more  than  advertising.  We  say  "talked  of" 
advisedly,  for  while  it  is  talked  of  and  talked  about 
and  the  word  juggled  in  business  and  ordinary  con- 
versation, we  have  an  idea  it  is  very  little  considered 
or  analyzed.  When  one  hears  the  word  "Advertise" 
he  immediately  associates  it  with  printed  matter,  the 
daily  or  weekly  paper,  hand  bills,  dodgers,  posters, 
etc.  And  this  is  as  far  as  the  average  merchant  thinks 
on  the  subject.  If  we  may  be  permitted  to  give  a 
meaning  to  the  word  "Advertise"  we  would  say  it 
means  "Anything  that  will  attract  attention  to  a 
merchant  or  his  business."  This  extends  and  enlarges 
the  radius  of  our  mercantile  vision,  lets  down  bars 
that  have  trammelled  our  feeble  conception  of  true 
advertising,  and  opens  to  us  new  fields  and  pastures. 

In  this  connection  let  us  consider  the  "Pleased 
Customer."  Some  merchants  talk  about  their  best 
advertisement  being  a  pleased 
customer,  but  make  little  ef- 
fort to  see  that  all  their  cus- 
tomers are  pleased.  They  will 
pay  out  many  good  dollars  in 
advertising  space,  but  will 
banter  and  get  angry  with  a 
customer  over  a  few  cents  or 
a  dollar  when  the  giving  in  to 
the  customer  would  be  the 
best  advertisement  they  could 
have  for  the  amount  it  would 
a    story  told  of  a  successful 


"  Geep  a  beeg  stock  of 
'Cevility.' " 


cost  them.    There  is 

Hebrew  merchant  in  giving  advice  to  his  son,  saying: 
"'My  son,  vatch  your  stochk.  Dond  let  eet  get  too 
beeg.  Dond  keep  any  more  stochk  den  you  half  to 
to  do  der  business  mit.  Bud  my  son,  der  iss  von  ding 
I  vant  to  tell  you  dot  you  musd  geep  a  lot  of  on  hand 
all  der  time,  for  id  dond  gost  nuddings  to  geep  it  und 
it  pays  more  dan  von  hundred  per  cent.  It  is,  my 
son,  dat  you  geep  all  der  time  a  big  stochk  of 
'Cevility.'  " 

We  once  saw  a  little  lad  enter  a  grocery  store,  and 
reaching  up  to  the  counter  on  his  tip  toes,  lay  a  cent 
down  and  ask  for  some  candy.  The  proprietor  said 
to  the  little  fellow  in  the  gruffest  kind  of  a  manner: 
"Aw  git  out  of  here,  we  got  something  else  to  do  be- 
sides bothering  with  kids  for  a  cent's  worth  of  candy." 
The  little  lad  was  wounded.  It  was  not  much  in  the 
merchant's  estimation,  perhaps.  Only  a  kid  with  a 
cent.  But  that  little  fellow  had  a 
mother  who  dealt  at  that  store. 
That  mother  was  hurt  as  much  as 
the  boy  when  she  heard  of  the 
treatment.  The  grocer  forgot  that 
a  pleased  child  meant  a  pleased 
parent.  And  a  pleased  parent 
means  a  good  customer.  That  lad 
grew  up  and  saw  that  merchant 
fail  twice  in  business.  We  do  not 
"  Aw,  git  out  of  here  I "  say  t]iat  t]le  treatment  of  this  child 

caused  his  financial  failures,  but  we  do  think  that 
the  tact  he  lacked  in  dealing  with  the  little  fellow  was 
as  lacking  in  dealing  with  others  and  he  missed  the 
idea  and  effect  of  a  "Pleased  Customer." 


mum  ill,  let 

me  see  them." 


A  woman  bought  her  husband  a  pair  of  house  shoes 
for  Christmas.  He  put  them  on  Christmas  morning 
but  a  wrinkle  in  his  stocking  caused  discomfort.  He 
tried  to  get  it  out  but  every  time 
he  would  put  them  on  in  would  go 
the  wrinkle.  Pie  wore  them  in  the 
house  all  that  day.  Next  evening 
he  changed  his  socks  but  they 
wrinkled.  He  then  felt  into  the 
shoes  and  found  the  wrinkle  was 
in  the  lining  of  the  shoe.  He  went 
to  the  shoe  man  and  said,  "My 
wife  bought  me  a  pair  of  house 
shoes  here  this  Xmas  and  there  is  a  wrinkle  in  the 
lining  that  hurts  my  foot.  Now  I  have  worn  them 
in  the  house  and  the  bottoms  are  marked.  Do  you 
think  you  can  clean  them  so  you  can  change  them 
for  a  pair  that  will  give  me  comfort?  If  you  cannot 
I  am  willing  to  pay  you  some  difference  to  change 
them."  The  shoe  man  said:  "Bring  them  in,  let  me 
see  them."  Pie  did,  and  the  proprietor  looked  at 
them,  and  in  the  most  pleasant  manner  called  a  clerk 
and  said  "Give  this  gentleman  another  pair  of  shoes 
like  these."  The  customer  got  more  than  he  expect- 
ed. By  a  strange  coincidence  the  pair  he  got  this 
time  had  a  hole  in  the  upper  which  he  did  not  notice 
till  he  had  worn  them.  Pie  returned  them  and  got  a 
new  pair  as  cheerfully  as  he  did  the  first  time.  Prob- 
ably the  merchant  lost  a  few 
cents  on  this  deal.  Possibly  not. 
But  if  he  lost  a  dollar  he  got  $10 
worth  of  advertising.  That  cus- 
tomer never  tires  telling  of  his 
treatment  by  this  firm.  He  never 
passes  the  store  or  thinks  of  their 
name  but  he  thinks  kindly  of 
that  treatment.  There  was  some 
indirect  advertising  with  a  pleas- 
ed customer. 

In  strange  contrast  with  the 
above,  the  same  man  was  taking  a  few  photos  of 
store  fronts.  A  particular  shoe  store  attracted  his 
attention.  The  awning  was  down  about  18  inches 
so  he  went  in  and  said  to  the  proprietor,  "I  want  to 
take  a  picture  of  your  store  front,  just  for  my  own 
amusement,  the  awning  is  down  a  little,  have  you  any 
objection  to  having  it  rolled  up?"  In  the  haughtiest 
kind  of  a  manner  he  replied:  "That  awning  is  going 
to  stay  right  where  it  is  and  you  needn't  trouble  tak- 
ing any  pictures  of  my  store  front.  Sorry  to  deprive 
you  any  pleasure,  but  we're  not  going  to  touch  that 
awning."  We  do  not  question  the  man's  right  to  re- 
fuse to  raise  the  awning,  but  we  do  question  the  busi- 
ness policy  of  treating  a  stranger  and  possible  cus- 
tomer -with  so  little  consideration  and  positive  dis- 
respect. There  are  a  hundred  and  one  nice  ways  he 
might  have  refused  and  given  no  offence,  and  the 
impression  made  was  certainly  not  a  trade  winner. 
Two  or  three  days  later  the  man  was  passing  the 
store,  the  awning  was  up.  Click  went  the  shutter. 
Pie  had  the  impression  of  the  outside  of  the  store  on 
his  film  and  the  impression  of  the  inside  of  the  store 
is  still  on  his  mind. 


"  That  awning  is  going  to 
stay  right  where  it  is. 
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Shoe  Store  and  Window  Illumination 

How  to  get  the  Best  Results  from  both  Daylight  and  Arti- 
ficial Lighting — Points  Every  Shoe  Merchant  Should  Know 

By  J.  G.  Henninger 


Quite  a  problem  presents  itself  to  the  average  shoe 
merchant  when  he  is  confronted  with  the  necessity  of  pro- 
viding a  good  system  of  illumination  for  his  place  of  busi- 
ness. There  are  many  lamps  and  reflectors  on  the  market, 
and  they  all  look  more  or  less  alike  to  him.  The  lamps 
vary  a  little  bit  in  size  and  he  has  some  indistinct  idea 
that  one  will  give  more  light  than  the  other.  Reflectors 
differ  in  color,  size  and  shape,  but  what  it  all  means  he 
does  not  know.  As  a  rule,  the  merchant  leaves  the  prob- 
lem of  lighting  his  store  in  the  hands  of  a  local  contractor 
or  fixture  dealer  who  in  most  cases  puts  in  what  looks 
right  according  to  his  judgment  and  experience.  Now,  as 
a  matter  of  fact,  a  system  of  illumination  can  be  made  right 
or  wrong,  just  as  well  as  a  shoe,  and  the  merchant  should 
spare  no  pains  to  see  that  he  gets  an  illumination  system 
which  is  made  correctly.  Conditions  to  be  met  with  are 
so  many  and  varied  that  it  will  be  impossible  in  the  short 
space  of  this  article  to  deal  with  them  all.  However,  the 
writer  will  take  up  a  few  general  principles  which,  if  ob- 
served, will  aid  the  merchant  in  getting  a  satisfactory  sys- 
tem of  illumination. 

Daylight  Illumination 

First  of  all,  the  daylight  illumination  of  the  store  should 
receive  careful  consideration.  If  this  is  not  done,  the  store 
will  either  look  dark  and  gloomy  or  it  will  be  necessary  to 
provide  some  artificial  light  in  part  of  the  store  at  least. 
The  average  shoe  store  will  be  between  15  and  20  feet  in 
width  and  possibly  60  feet  in  length  with  a  12  to  14  ft. 
ceiling.  Usually  the  only  natural  light  available  is  received 
from  the  front  and  rear  of  the  store.  It  is  common  prac- 
tice to  have  a  shoe  repairing  room  at  the  rear  of  a  store; 
hence  daylight  is  cut  off  from  this  direction  and  all  that 
is  received  must  come  through  the  front  windows.  Wher- 
ever skylights  are  used,  they  are  of  great  value  in  bright- 
ening up  the  store.  In  order,  however,  to  get  the  full 
benefit  of  daylight,  the  light  which  comes  through  the  win- 
dows and  skylights  must  be  controlled  and  directed  in  some 
fashion.  If  ordinary  ground  glass  or  clear  glass  is  used 
in  the  skylights  and  windows,  there  will  be  a  brightly 
lighted  area  near  the  front  windows  and  another  one  un- 
derneath the  skylight,  while  the  intervening  space  will  be 
comparatively  dark.  By  means  of  prismatic  glass  it  is  pos- 
sible to  so  direct  the  light  that  comes  through  the  sky- 


lights and  through  the  front  windows  that  fairly  uniform 
illumination  can  be  obtained  over  the  entire  store.  The 
first  cost  of  purchasing  prismatic  glass  and  of  having  it 
set  is  comparatively  small,  while  its  advantage  in  the  sav- 


3.    Store  front  with 
prism  glass 


Fig.  4.    Store  front  with- 
out prism  glass 


ing  of  light  bills  and  providing  good  daylight  illumination 
will  by  far  outweigh  the  first  cost. 

Figure  1  illustrates  how  prismatic  glass  distributes  the 
light  received  from  the  skylight,  while  Figure  2  shows  how 
the  light  passes  through  an  ordinary  skylight  fitted  with 
ground  or  ripple  glass.  Figure  3  shows  how  prismatic  glass 
is  used  above  a  show  window  to  direct  the  light  into  a 
store,  while  Figure  4  shows  what  happens  in  an  ordinary 
window. 

Decorations  Should  be  light  in  Color 

As  a  further  aid  to  both  natural  and  artificial  illumina- 
tion, the  interior  decorations  of  the  store  should  be  light 
in  color.  It  is  folly  to  have  walls,  ceiling  and  woodwork 
dark  in  color,  for  dark  colors  absorb  light  and  in  order  to 
get  anywhere  near  the  same  effect,  the  lamps  must  either 
be  increased  in  size  or  number. 

In   order   to   be  well   illuminated,   a   store   must  have 
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Fig.  1.    Sky-light  with  Prism  glass 
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Fig.  2.    Sky-light  without  prism  glass 
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Figure  6 


Figure  7 


sufficient  light;  the  light  sources  must  be  properly  placed 
and  they  must  be  equipped  with  the  proper  reflectors. 

By  sufficient  light  we  mean  that  illumination  of  suffi- 
ciently high  intensity  must  be  provided  so  that  labels  on 
boxes,  size  marks  on  shoes  and  foot  gauges  may  be  easily 
read,  and  that  the  store  may  have  a  bright  and  cheerful 
appearance. 

By  well  placed  units  we  mean  that  the  light  sources 
should  be  placed  so  that  they  look  well;  so  that  the  max- 
imum amount  of  light  is  uniformly  distributed  over  the 
area  to  be  illuminated;  and  so  placed  that  customers  will 
not  be  in  their  own  shadows  when  they  lean  over  to  in- 
spect their  footwear. 

As  stated  in  the  opening  paragraph  of  this  article,  there 
are  hundreds  of  reflectors  which  can  be  bought  on  the  open 
market.  Each  different  type  of  reflector  produces  different 
results.  Some  are  suited  for  use  where  the  ceilings  are 
high;  others  where  the  ceilings  are  low.  Some,  by  virtue 
of  their  color  and  shape,  are  suited  to  one  need,  where 
others  would  not  do  at  all. 

As  a  usual  thing  several  reflectors  can  be  found  which 
will  meet  a  given  set  of  requirements,  that  is  to  say,  that 
for  a  store  of  certain  size  and  arrangement,  several  re- 
flectors can,  as  a  rule,  be  found 
which  will  give  very  satisfac- 
tory results,  but  for  every  suit- 
able reflector,  there  are  a  score 
which  cannot  be  considered. 
For  the  above  reason,  the  mer- 
chant should  take  care  that  the 
lamps,  when  placed  in  his 
store,  are  properly  equipped 
with  reflectors. 

In  order  to  perhaps  fix 
more  clearly  in  the  minds  of 
the  readers  of  this  article  the 
manner  in  which  an  average 
size  store  can  be  illuminated, 
there  are  shown  herewith  a 
number  of  sketches  of  a  store" 
room  18  ft.  wide  by  71  ft.  in 
length  with  a  12  ft.  ceiling.  The 
sales  room  proper  is  56  ft.  in 
Figure  8  length,  while  the  shoe  repair- 


ing  and  stock  room  at  the  rear  of  the  store  is  14  ft.  in 
length.  Down  the  center  of  this  store  are  a  number  of 
double  seats  while  just  inside  the  main  entrance  is  a  case 
for  fancy  shoe  laces,  slippers,  etc.,  while  around  the  sides 
and  end  are  the  regulation  wall  cases.  In  the  accompany- 
ing sketches,  we  are  showing  three  possible  ways  of  light- 
ing this  store.  Each  one  will  produce  practically  the  same 
intensity  of  illumination,  the  differences  being  in  the  ex- 
pense of  installation  and  the  class  or  appearance  of  the 
fixtures  and  glassware  used. 

Scheme  No.  1,  Figure  5,  is  at  once  the  simplest  and 
cheapest.    Down  the  center  of  the  store  we  have  suggested 
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Figure  11 

tlie  installation  of  four  250-watt  bowl  frosted  Mazda  lamps 
fitted  with  a  good  type  of  extensive  reflector  and  hung  at 
a  height  of  10  ft.  above  the  floor.  These  units  may  be 
supported  by  a  small  canopy  chain  drop  fixture  which  is 
at  once  neat  in  appearance  and  low  in  cost. 

Where  to  Place  the  Lamps 

In  the  stock  room  at  the  rear  of  the  store  we  would 
suggest  the  installation  of  one  100-watt  bowl  frosted  Mazda 
lamp  fitted  with  a  good  type  extensive  reflector  hung  10 
ft.  above  floor,  while  over  the  cobbler's  bench  there  should 
be  provided  one  25-watt  bowl  frosted  Mazda  lamp  fitted 
with  a  good  enameled  steel  reflector.  The  enameled  steel 
reflector  is  suggested  for  the  reason  that  it  is  efficient  and 
being  opaque  will  shield  the  bright  light  source  from  the 
cobbler's  eyes.  Inasmuch  as  this  room  is  used  partly  as 
a  stock  room,  it  is  not  necessary  to  illuminate  the  entire 
space  all  of  the  time.  It  will,  on  the  other  hand,  be  wise 
to  provide  the  cobbler  with  an  individual  lamp  which  he 
may  adjust  to  suit  his  work.  As  a  rule,  the  best  place  for 
this  lamp  will  be  found  to  be  about  one  foot  in  front  and 
about  two  feet  above  the  cobbler's  head  when  he  is  seated. 
In  this  position  the  light  will  fall  at  a  good  angle  on  the 
work  and  will  be  so  directed  that  the  workman's  eyes  will 
be  protected  from  the  bright  light  source. 

In  scheme  No.  2,  Figure  6,  we  have  used  a  neat  four- 
light  fixture,  each  fixture  fitted  with  four  60-watt  bowl 
frosted  Mazda  lamps  fitted  with  extensive  type  reflectors 
and  hung  at  a  height  of  10  ft.  above  the  floor.  With  this 
scheme,  almost  the  same  intensity  of  illumination  will  be 
produced   as   in   the   first  case  and   the  store  will   have  a 


this  case  we  have  recommended  the  installation  of  four  Ala- 
baster glass  dishes  similar  to  the  one  shown  in  the  accom- 
panying illustration,  Figure  8.  This  unit  should  be  equipped 
with  four  100-watt  clear  Mazda  lamps  and  should  be  hung 
about  30  inches  from  the  ceiling.  The  illumination  of  the 
workroom  and  stockroom  in  the  rear  is  the  same  as  in  the 
previous  cases.  This  scheme  of  decorative  lighting  can  be 
carried  on  in  a  great  many  different  directions.  One  mer- 
chant of  whom  the  writer  knows  has  made  use  of  ham- 
mered brass  fixtures  equipped  with  a  large  number  of  round 
bulb  all-frosted  Mazda  lamps.  The  result  is  very  pleasing. 
Another  dealer  has  illuminated  his  store  by  means  of  large 
translucent  glass  spheres,  with  splendid  results. 

An  improvement  over  scheme  No.  1  would  be  the  use 
of  two  rows  of  light  sources  instead  of  one,  the  lamps  be- 
ing about  half  the  size  of  those  used  in  the  center  unit  and 
being  uniformly  spaced  along  the  length  of  the  store. 

The  Indirect  System 

In  addition  to  the  above,  we  might  mention  the  Eye- 
Comfort  or  indirect  system  of  illumination.  In  this  sys- 
tem the  lights  are  completely  hidden  from  view,  the  room 
being  illuminated  by  reflected  light  from  the  ceiling.  With 
this  system  there  is  a  large  range  of  choice  in  fixtures  ^so 
that  almost  any  purse  may  be  suited.  These  suggestions  are, 
of  course,  general,  but  indicate  the  numerous  ways  in  which 
a  store  may  be  illuminated  effectively  and  well. 

Window  Lighting 

The  illumination  of  show  windows  needs  quite  as  much 
careful  attention,  if  not  more,  than  the  illumination  of  the 
store  itself.  It  is  the  show  windows  which  clearly  reflect 
the  character  of  the  merchant.  If  he  is  a  "live  wire,"  al- 
ways on  the  lookout  for  new  business,  his  windows  will  be 
dressed  in  such  a  fashion  as  to  attract  the  buying  public; 
while  if  he  is  prone  to  "lay  by"  and  take  up  that  which 
comes  to  him,  his  windows  are  apt  to  be  rather  indiffer- 
ently dressed.  The  purpose  of  a  show  window  is  clearly 
to  display  goods  which  are  on  sale  within  the  store  and 
certainly  not  to  advertise  the  local  lighting  company.  It  is 
never  good  practice  to  outline  a  window  with  incandescent 
lamps  of  any  size.  It  is  sometimes  effective  during  the 
holiday  season  to  use  a  number  of  miniature  lamps  in  a 
window,  but  the  illumination  of  the  window  proper  should 
never  be  done  by  outline  lighting.  The  effect  of  such  a 
system  of  illumination  on  a  passer-by  is  always  a  glare  and 
instead  of  seeing  the  wares  on  display  in  the  window,  he 
will  look  at  the  lamps  and  pass  on.  The  lighting  of  a  win- 
dow should  be  done  in  such  a  way  that  the  attention  of 
passers-by  is  attracted  to  the  goods  on  display  without  call- 
ing attention  to  the  lamps  themselves  in  any  way. 

About  the  cheapest  and  at  the  same  time  effective  way 


Figure  12 


much  more  complete  and  finished  appearance.  The  illumina- 
tion of  stock  and  workrooms  remains  the  same. 

In  scheme  No.  3,  Figure  7,  we  have  carried  the  devel- 
opment a  little  further;  assuming  that  the  shopkeeper  de- 
sires to  have  an  installation  which  is  different  from  what 
everybody  else  has:  something  ornate  as  well  as  useful.  In 


to  light  a  window  of  the  size  shown  on  the  accompanying 
sketch  would  be  to  install  a  150-watt  bowl  frosted  Mazda 
lamp  fitted  with  a  concentrating  reflector  and  hung  just 
above  the  top  of  the  plate  glass.  This  plan  may  be  im- 
proved upon  somewhat  by  using  smaller  lamps.  In  this 
case,  five  40-watt  lamps  spaced  as  shown  around  the  edge 


FOOTWEAR    IN  CANADA 


85 


of  the  window  and  equipped  with  a  good  type  window  light- 
ing reflector,  similar  to  those  shown  on  the  accompanying 
illustrations,  Figures  12  and  13,  were  used.  The  advantage 
of  a  number  of  smaller  lamps  over  the  large  one  is  that  the 
shadows  cast  by  a  "built  up  display"  will  not  be  nearly 
so  dense  as  with  a  single  unit.    Furthermore,  if  one  light 


must  be  thrown  almost  vertically  downward,  while  with 
a  deep  window,  the  light  must  be  thrown  downward  and 
backward  away  from  the  glass. 

There  are  sometimes  windows  which  are  too  deep  to 
be  illuminated  from  the  front.  This  is,  however,  not  often 
the  case  with  shoe  display  windows. 


Figure  13 


goes  out,  the  entire  window  will  not  be  in  darkness.  The 
accompanying  sketches,  Figures  9  and  10,  show  the  man- 
ner in  which  these  units  should  be  installed.  The  light 
sources  may  be  concealed  from  the  street  by  means  of  a 
translucent  sign  at  the  top  of  the  window,  or  by  means  of 
French  curtains,  grill  work,  etc.  In  the  illustration  shown, 
Figure  11,  the  windows  are  backed  with  clear  glass  so  that 
the  light  sources  are  visable  from  the  interior  of  the 
store.  However,  through  the  use  of  concentrating  prismatic 
glass  reflectors  and  a  number  of  small  lamps  spaced  uni- 
formly along  the  upper  front  edge  of  the  window,  the 
wares  are  beautifully  illuminated  and  the  translucent  sign 
stands  out  distinctly,  and  even  though  the  units  are  visible 
from  the  interior  of  the  store,  there  is  no  glare  to 
speak  of. 

Where  the  windows  are  larger  the  scheme  of  spacing 
the  units  uniformly  along  the  upper  front  edge  of  the 
windows  will  nearly  always  work  well.  As  the  windows 
change  in  size,  the  type  of  reflector  required  will  change. 
For  instance,  with  a  very  high  narrow  window,  the  light 


Entrance  display  cases  should  be  treated  somewhat  as 
show  windows.  When  the  cases  are  open  at  one  side 
only,  light  sources  may  be  placed  at  the  upper  front  edge 
of  the  case.  Sometimes  where  the  case  is  quite  narrow, 
tubular  lamps  must  be  placed  at  the  front  edge  under  each 
shelf.  Glass  shelves  always  aid  when  one  is  illuminating 
a  case.  Where  a  case  is  set  in  the  middle  of  an  entry  way, 
small  lamps  fitted  with  concentrating  reflectors  placed  along 
the  upper  edge  of  the  case  are  effective.  The  light  sources 
should  always  be  hidden  from  view  if  possible. 

Figures  12  and  13  show  a  few  of  the  many  excellent 
reflectors  available  for  use  in  show  window  lighting. 

The  merchant  will  find  in  the  long  run  that  it  will 
pay  to  give  the  most  careful  consideration  to  the  illumin- 
ation of  his  store  and  windows.  If  he  is  uncertain  as  to 
what  to  do,  he  should  consult  some  reliable  engineer  or 
write  to  the  various  lamp  and  reflector  companies,  who  have 
competent  engineers  in  their  service  who  are  willing  to 
give  advice  as  to  the  best  way  in  which  to  illuminate  the 
store  in  question. 


Show  Window  of  Mutrie  and  Son's  New  Store  on  Douglas  Street,  Victoria,  B.  C. 
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The  Show  Card  as  a  Merchandise  Seller 

A  Potential  Factor  in  the  Selling  of  Goods — Examples  of  Simple 
but  Effective  Show  Cards  —  Helpful  Suggestions  for  Shoemen 


That  the  show  card  has  become  a  potential  factor 
in  the  selling  of  goods  is  now  conceded  by  all  who 
recognize  progressive  methods.  It  is  a  safe  venture 
to  emulate  successful  men  and  some  of  the  most  suc- 
cessful business  men  to-day  are  extensive  users  of 
show  cards  and  price  tickets.  Both  arc  silent  sales- 
men that  tell  their  story  perpetually  and  effectively. 
The  window  that  is  dressed  without  a  show  card  or 
price  ticket,  lacks  that  business  finishing  touch  that 
robs  it  of  its  effectiveness  in  the  selling  of  goods.  A 
card  with  some  little  terse  statement  will  work  won- 
ders in  selling  goods. 

In  connection  with  show  cards  it  may  not  be  out 
of  place  to  emphasize  a  fact  which  many  merchants 
are  blind  to,  which  is  that  their  windows  are  the  best 


possible  advertisement  they  can  have.  The  man  who 
neglects  his  windows  neglects  the  most  powerful  sell- 
ing agent  outside  of  the  salesmen  in  his  store.  No 
printed  description  of  merchandise  can  possibly  equal 
an  attractive  display  of  goods  in  the  window.  One 
can  see  at  a  glance  the  values  offered  and  a  suggestive 
show  card  and  price  ticket  will  make  a  powerful  pur- 
chasing impression  that  cannot  be  made  in  any  other 
way.  But  we  will  take  this  up  more  in  detail  at  some 
future  time,-  confining  this  article  more  particularly 
to  show  cards. 

We  reproduce  a  few  cards  this  month  that  may  be 
helpful  as  suggestions  for  windows  and  which  may  be 
used  afterwards  in  the  store.  With  one  exception 
these  cards  should  be  supplemented  with  price  tickets. 
We  are  conscious  that  many  merchants  in  the  smaller 
towns  have  objections  to  pricing  articles  in  their  win- 
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dow  display.  They  fear 
their  opposition  will  see 
the  prices  and  resort  to 
"cutting."  But  the  many 
advantages  of  pricing 
more  than  outweigh  the 
objections.  The  card  re- 
ferred to  above  is  the 
large  panel  card  which 
should  be  used  in  a  win- 
dow with  $4.00  shoes 
only,  or  a  section  of  the 
window  devoted  to  $4.00 
lines.  The  other  cards 
are  suitable  for  mixed 
displays,  but  would  be 
meaningless  unless  price 
tickets  were  used  in  con- 
junction. For  example, 
take  the  long  card  "Good 
Values,  Best  Styles,  Pop- 
ular Prices;"  while  peo- 
ple may  judge  of  the  > 
styles  when  they  see  the 
display,  how  will  they  be  L 

aide  to  tell  if  the  price  is  popular  or  the  value  good 
when  they  do  not  know  what  the  price  is?  The 
"Fashion  Decree"  card  is  similar.  These  goods  may 
appeal  to  the  discriminating  young  man  but  the  first 
question  that  will  come  to  the  mind  of  the  discrim- 
inating young  man  will  be  "What  is  the  price?"  and 
this  will  be  the  strong  factor  in  determining  the  ap- 
peal to  him. 

Treatment  of  Cards. — The  cards  reproduced  are 
all  standard  sizes.  That  is,  they  will  cut  without 
waste  from  22-in.  x  28-in.  card  "Fashion's  Decree" 
and  "Good  Values"  cards  are  half  sheets.  The  $4.00 
card  and  two  cards  the  size  of  the  "Foot  Wear"  card 
will  cut  from  one  sheet  22  x  28  inches.  The  "Good 
Values"  card  has  a  "Spatter"  border  and  background 
design  done  in  red,  yellow,  blue  and  black,  spattered 
to  give  the  effect  shown.  The  lettering  is  all  black 
and  shaded  with  light  green.  The  "Women's  Foot 
Wear"  card  has  a  deep  blue  outline  design  with 
Mowers  in  pale  blue  and  green  foliage.  Small  letters 
are  black  and  "Foot  Wear"  is  red,  shaded  in  pale 
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green  to  harmonize  with  the  foliage.  In  the  $4.00 
card,  the  small  letters  are  all  black  and  the  figures  are 
red.  Conventional  flowers  are  in  pale  blue  and  shad- 
ing in  blue  to  match.  "Fashion's  Decree"  card  is  of  a 
composite  character.  The  illustrations  are  cut  from 
advertisements  sent  out  by  manufacturers.  These  are 
pasted  on  and  the  lettering  and  design  worked  around 


Good  Values,  Best  5tjrles 
Popular  Prices. 


them.  This  style  of  card  is  easy  to  do  and  is  very 
effective.  The  word  "Fashion's"  is  in  red,  others  in 
black.  Shading  in  green.  The  small  special  card  is 
in  black,  shading  in  light  green. 

The  enterprising  shoe  man  will  find  these  sugges- 
tions helpful  if  he  will  apply  them,  making  such 
changes  as  local  conditions  demand,  and  we  are  sure 
the  result  will  be  increased  sales.  Our  next  article 
will  deal  largely  with  "Price  Tickets." 


Good  Judgment 

Good  judgment  is  the  key-note  of  a  rattling  good 
article  in  a  recent  issue  of  The  Shoe  Retailer.  It 
points  out  that  this  is  the  shoe  dealer's  road  to  busi- 
ness success  and  if  he  does  not  possess  it,  and  exer- 
cise it  as  well,  he  had  better  get  out  of  business  before 
the  sheriff  puts  the  padlock  on  the  door.  Good  judg- 
ment is  necessary  in  buying.  There  is  danger  in  over- 
buying, in  buying  too  many  styles,  in  buying  too 
many  lines  and  in  overloading  on  novelties  that  may 
not  sell.  The  retailer  must  be  in  possession  of  every 
bit  of  knowledge  possible  relating  to  shoe  styles  that 
are  selling  in  order  that  he  may  avoid  these  pitfalls. 
If  a  dealer  has  bought  novelties  (not  freaks)  he  must 
add  an  extra  profit  for  style  or  beauty,  which  has  an 
intrinsic  value  for  which  the  customer  should  pay. 
This  is  good  judgment. 

In  selling,  the  dealer  must  look  to  his  store  ser- 
vice ;  see  that  the  customers  are  properly  fitted ;  that 
the  clerks  are  courteous ;  that  no  customer  goes  away 
dissatisfied ;  that  bad  debts  do  not  accure ;  that  every 
sale  means  a  profit.  To  neglect  these  important 
points  shows  poor  judgment. 

It  is  good  judgment  not  to  "knock;"  to  pay  atten- 
tion to  your  own  affairs  and  not  lie  about  competi- 
tors;  to  be  honest  with  your  customers  and  yourself; 
to  go  after  profits. 

It  is  also  good  judgment  to  read  your  trade  paper 
with  as  much,  or  even  more,  enthusiasm  as  you  do 
the  daily  newspaper.  Your  business  is  dollars  and 
cents  to  you,  and  for  that  reason  is  even  of  more  im- 
portance than  the  news  of  the  world.  Keep  your  eyes 
on  the  word  "Profits,"  let  the  other  dealer  run  his 
business  as  he  chooses ;  watch  your  credit  ledger  and 
cash  register,  and  you'll  win  out ! 


A  Manufacturer's  Views  on  Shoe  Prices 

"Many  writers  in  different  shoe  journals  are  ad- 
vocating that  the  retailer  should  sell  his  goods  at  un- 
even prices,"  said  Mr.  Palmer,  president  of  the  Hartt 
Boot  &  Shoe  Company,  Fredericton,  N.B.,  "that  is  to 
say,  that  he  should  not  advertise  his  prices  by  halves 
and  dollars  as  he  has  in  the  past.  It  would  seem  to 
us  that  this  was  the  right  policy  to  pursue  and  the 
sooner  the  retail  shoe  dealers  in  Canada  adopt  this 
plan  the  better  it  will  be  for  all  concerned." 

"At  this  date  we  are  not  in  a  position  to  say  ab- 
solutely what  our  prices  will  be  next  season,  compared 
with  last,  but  it  is  plain  to  us  that  shoe  manufactur- 
ers who  wish  to  continue  making  goods  up  to  the 
standard  as  in  the  past,  must  of  necessity  obtain  a 
greater  price  for  them,  as  we  must  bow  to  the  inevit- 
able and  pay  more  for  both  upper  and  sole  stock,  as 
a  result  of  the  periodical  advances  in  prices  which 
have  been  made  since  last  season.  Our  policy  has 
been  for  several  seasons  past  to  produce  a  high  grade 
specialty  for  men  only,  and  we  wish  to  put  ourselves 
on  record  to  say  our  policy  is  the  same  to-day,  and 
will  be  maintained  in  the  future,  and  under  no  cir- 
cumstances will  we  skin  our  product  for  the  sake  of 
producing  a  shoe  at  a  price,  but  rather  aim  at  a  higher 
standard,  if  possible." 


The  Retailer's  Remedy 

Are  you  tired  of  the  "freak"  shoe  and  constantly 
changing  "millinery"  styles,  Mr.  Retailer?  We  have 
always  maintained  that  the  remedy  is  in  your  hands, 
if  you  care  to  apply  it,  and  we  were  glad  to  see  an 
article  in  a  recent  issue  of  the  Boot  and  Shoe  Re- 
corder that  entirely  accorded  with  our  views  on  this 
matter.  The  article  in  question  quotes  the  opinions 
of  leading  retailers  all  over  the  United  States ;  real 
shoemen  who  thoroughly  understand  their  business 
and  are  not  content  with  merely  selling  shoes,  but 
who  make  a  study  of  them  and  of  the  conditions  asso- 
ciated with  the  trade  generally. 

The  concensus  of  their  opinions  is  that  manufac- 
turers and  last  makers  are  not  altogether  to  blame 
in  this  matter.  They  have  been  obliged  to  decide 
the  style  changes  for  themselves,  whereas  if  retailers 
would  get  together  and  voice  their  ideas  and  wishes 
through  associations,  their  decisions  would  influence 
and  probably  control  the  style  output  and  many  other 
things  of  vital  importance  to  the  retail  trade. 


Last  Season's  Feet 

The  customer,  a  stout  man,  appeared  to  be  hav- 
ing considerable  difficulty  in  finding  just  what  he 
wanted.  The  salesman,  after  showing  him  a  dozen 
or  more  pairs,  blandly  observed : 

"Now,  here  is  a  pair  that  I  think  will  suit  you  to 
perfection." 

"But  I  don't  like  them,  they  are  too  narrow  and 
too  pointed,"  said  the  customer. 

"Ah,"  he  clerk  advised,  "but  they  are  wearing 
narrow,  pointed  shoes  this  season." 

"Possibly,"  returned  the  stout  man,  "but  I  am 
still  wearing  my  last  season's  feet-" 


Men  placed  in  positions  of  authority  have  privi- 
leges but  they  certainly  have  responsibilities. 

There  are  more  good  places  in  the  world  than 
there  are  good  men  to  fill  them. 


There  is  no  disgrace  in  asking  others  to  help 
us  after  we  have  gone  as  far  as  we  can  alone. 

A  small  piece  of  work  well  done  is  better  than  a 
large  one  left  unfinished. 

Do  not  mistake  egotism  for  originality. 
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Useful  Advice  on  How  to  Attract  Trade 

Honesty  Pays  Best — Salesmanship  can  be  Acquired — Praise  Your 
Goods— Insure  Good  Fit— Note  Last  and  Size  for  Future  Reference 


By  Dennis  J.  Shea 


Who  lias  not  heard  the  plaint  of  the  shoe  dealer 
struggling  against  a  lassitude  of  business  which  gen- 
erally voices  itself  thus:  "I  carry  as  complete  a 
stock  as  any  ordinary  shoe  store  needs.  I  buy  the 
best  stocks  in  each  grade  I  sell.  My  prices  are  as 
low  as  can  honestly  be  offered.  Yet  look  at  my  com- 
petitors. Some  of  them  do  just  the  opposite.  They 
carry  stocks  of  cheaper,  flashy  goods,  and  often  get 
prices  I  would  be  ashamed  of  asking.  I  tell  you, 
honesty  of  dealing  does  not  seem  to  pay.  It  used  to 
when  father  was  a  boy,  but  the  people  nowadays  like 
to  be  gulled.  They  enjoy  it  and  come  back  for  more, 
But  I  can't  do  it.  I'm  too  honest.  That's  the  trouble. 
I'm  too  honest." 

Sounds  familiar,  doesn't  it?  But  it  is  not  true. 
It  never  will  be  true  so  long  as  people  have  feet,  to 
walk  with.  The  tricky  dealer  will  thrive  perhaps— 
at  least,  to  all  appearances.  The  gullibility  of  humans 
will  evidence  itself,  but  the  honest  man  will  prosper 
if  only  he  knows  how  to  prove  his  honesty.  The 
trouble  is  that  the  imposters  boast  of  their  own  hon- 
esty; they  flaunt  the  white  sheepskin  before  the  pub- 
lic's eyes,  and  until  that  same  public  peers  behind 
the  fleece  and  sees  the  gray  wolf-hide  they  will  be- 
lieve. The  honest  man  generally  wanders  on  with 
his  light  hidden  under  the  proverbial  bushel,  inno- 
cently believing  that  virtue  will  triumph  before  the 
world  despite  all  efforts  of  the  conflicting  elements. 

Yes,  virtue  needs  exploitation  as  well  as  trickery 
needs  revealment.  That  is  the  sort  of  world  we  live 
in.  Of  course,  the  processes  must  be  different  in 
either  case,  and  it  is  the  process  of  exploitation  of  hon- 
esty that  should  be  considered.  What  it  suffers 
most  from  are  errors  of  omission. 

Let  us  examine  this  exemplary  merchant  of  the 
good,  complete  stock,  honestly  offered.  Let  us  go 
into  his  store.  It  is  a  plain,  sometimes  severely 
plain  store,  set  for  business  of  the  typically  hard,  hon- 
est type.  You  ask  for  a  shoe.  What  kind?  We 
have  it.  There  it  is.  The  price  is  so  much.  Take  off 
your  shoe  and  try  it  on.  It  is  the  size  you  asked  for, 
and  if  you  think  it  fits  it  is  yours  for  the  price.  No 
philandering,  no  airy  persiflage,  no  extra  attention, 
for  the  goods  will  sell  themselves. 

To  the  ordinary  mind  there  could  be  no  improve- 
ment upon  this  process.  It  is  plain,  straightforward 
dealing.  It  is  the  kind  many  businesses  were  built 
upon.  But  it  is  a  sad  fact  that  the  people  of  the 
present  day  expect  more.  If  we  should  delve  for 
the  reason  it  would  be  too  long  a  story.  The  point 
to  be  illustrated  can  best  be  demonstrated  by  a  visit 
to  the  competing  store. 

You  enter  and  an  alert  clerk  greets  you  even 
though  he  is  waiting  on  a  customer.  You  are  then 
conscious  of  being  "in  convoy,"  and  your  advent  has 
the  edge  worn  off.  Being  seated  the  attentions 
showered  upon  you  are  so  numerous  that  unless  you 
are  an  exceptionally  perverse  character  you  are  flat- 
tered by  the  intense  desire  to  please.  All  the  points 
of  smart  salesmanship  are  exhibited.  You  are  stud- 
ied, and  if  wavery  a  new  point  is  offered  you.  In 


his  battery  of  selling  attack  he  has  a  complete  gar- 
rison, and  like  a  good  soldier  he  employs  the  imple- 
ments most  effective  against  your  armor.  If  less  than 
ordinarily  vulnerable  the  tactics  in  service  may  not 
be  according  to  the  code,  but  his  intention  is  to  force 
you  to  succumb. 

This  brings  out  the  subject  offered  as  the  meaty 
kernel.  It  is  the  handling  of  customers,  commonly 
called  salesmanship.  Someone  has  said  the  good 
salesman  is  born,  not  made.  This  is  putting  him  on 
a  par  with  the  genius  whom  some  sage  leveler  has  de- 
lined  as  an  artisan  whose  capability  lies  in  taking  in- 
finite pains.  Therefore  it  can  be  acquired,  and  the 
few  succeeding  hints  are  offered  as  having  worth. 

To  the  storekeeper  each  customer  is  a  guest  of 
honor  and  himself  is  host.  The  clerks  are  one  with 
himself,  therefore  he  should  be  a  good  pattern,  and 
should  see  that  they  match  the  model  in  the  essen- 
tials. Starting  then  with  the  honesty  of  dealing  as 
the  rockbed  and  the  good,  complete  stock,  welcome 
your  guest  on  his  or  her  entrance.  Show  him  the  civ- 
ilities that  assure  him  a  welcome,  and  do  not  fear 
that  you  are  piling  it  on.  They  like  the  attention 
almost  to  the  point  of  discomfort.  He  is  your  friend, 
for  he  is  coming  with  money,  so  be  cordial.  Try 
then  and  learn  his  wants,  and  interest  yourself  in  his 
requirements.  Eager  attentiveness  will  break  through 
the  sturdiest  barrier.  Trouble  yourself  to  please  him 
even  though  he  be  a  crotchety  crank.  A  crank  sat- 
isfied and  pleased  can  be  termed  a  valuable  customer, 
for  his  very  stubbornness  will  send  him  to  you  in 
spite  of  all  difficulties  that  beset  him  in  reaching 
you,  and  his  testimony  overweighs  a  host  of  others. 
He  will  be  a  steady  customer,  and  steady  customers 
are  the  bone  and  sinews  of  every  business. 

Study  the  means  to  accomplish  this  end.  The 
means  are  best  acquired  in  attention  to  little  things. 
Praise  your  goods,  and  do  not  forget  to  blow  your 
own  horn.  And  here  is  a  point  where  most  shoe  deal- 
ers fail — the  perfect  fitting.  Never — never  allow  a 
customer  to  take  a  shoe  that  does  not  fit  him.  It 
were  better  to  let  the  sale  pass  than  to  sell  an  im- 
perfect fit.  Each  modern  shoe  store  should  have  the 
measuring  stick  in  use  with  every  sale.  Use  it,  and 
use  it,  and  when  it  wears  out  get  another,  for  they 
are  cheap  enough. 

The  majority  of  people  wear  shoes  too  short ; 
hence  they  do  not  fit.  There  is  no  need  to  dwell  on 
this  harmful  practice.  Make  it  a  rule  to  measure  with 
the  stick,  and  put  it  on  both  feet.  When  the  foot 
rests  on  the  stick  it  should  be  pressed  down  on  it  to 
get  the  greatest  length,  for  many  feet  are  fleshy  on 
the  sole.  Take  into  consideration  the  last  of  the  shoe 
to  be  fitted,  for  some  lasts  have  short  fore-parts  and 
others  are  longer  in  comparison.  Short,  thick  feet 
will  stand  shorter  shoes  than  long  narrow  feet. 

Say  little  of  the  size,  but  if  an  inquiry  must  be 
answered  tell  the  truth  and  use  persuasion  to  con- 
vince the  customer  of  your  correctness.  Above  all 
do  not  covertly  deceive.  Try  the  left  shoe  first,  for 
in  the  majority  that  is  the  larger,  and  once  you  have 
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fitted  him  right  tell  him  so  until  he  is  satisfied.  It 
requires  no  deep  psychology  to  divine  the  benefits 
that  will  accrue. 

There  is  an  added  custom  that  the  astute  dealer 
employs.  Make  out  a  little  card  recording  the  last 
and  size  for  reference  in  future  sales.  It  is  a  little 
attention  that  will  please  the  customer  when  he  re- 
turns, saving  his  and  your  time. 

When  his  visit  is  ended,  whether  or  not  he  buys, 
speed  the  parting  guest  with  as  much  cordiality  as 
shown  when  he  entered.    This  may  he  hard  to  do  in 


some  cases,  but  there  is  this  to  remember;  he  is 
your  guest  in  this  particular.  He  calls  with  some  in- 
tention of  conferring  a  favor  upon  you  by  tendering 
money  to  you,  so  his  presence  is  desirable,  and  as 
with  a  friend  you  wish  to  see  more  of  him. 

The  selling  force  of  one  of  the  largest  business 
houses  has  for  its  watchword  "Be  cordial."  Adopt 
it  and  you  will  find  it  one  of  the  most  favoring  graces 
of  business.  Indifference,  lassitude,  sensitiveness  of 
temper  should  be  debarred.  Be  patient,  be  generous, 
be  cordial. 


The  Problem  Facing  the  Shoe  Buyer 

Is  Modern  Shoe  Buying  a  Gamble — Women's  Department 
the  Most  Difficult  to  Supply — Children's  Trade  the  Easiest 


Undoubtedly  the  task  of  shoe-buying  is  a  gamble, 
although  many,  we  are  aware,  dispute  the  right  to 
the  use  of  the  word  in  connection  with  legitimate 
business.  The  fact  remains,  nevertheless,  and 
anyone  who  is  accustomed  to  spending  his  time 
and  energy  in  the  placing  of  orders  for  the  growth 
and  development  of  his  business  almost  twelve 
months  ahead  of  time  of  disposal  of  goods,  must  ad- 
mit that  at  the  best  he  can  only  make  a  guess  at 
what  is  going  to  be  demanded  in  his  particular  cen- 
tre of  business.  Take  for  example  an  experienced 
representative  of  a  large  manufacturing  house  in  the 
Eastern  States  who  lands  in  due  time  in  Toronto, 
Winnipeg,  or  Vancouver,  to  display  his  samples,  and 
although  all  his  advice  may  be  given  in  good  faith, 
the  prospective  buyer  may  rightly  say,  "That  is  all 
very  true,  my  friend,  in  New  York,  or  Boston,  but 
we  are  buying  for  Toronto,  Winnipeg,  and  Van- 
couver, where  every  detail  of  surrounding  demands 
is  vastly  different." 

If  we  in  Toronto  or  Vancouver  were  to  purchase 
heavy  felt-soled  shoes  on  the  advice  of  an  expert 
Winnipeg  buyer,  where  would  we  be  at  the  end  of 
our  so-called  winter  season;  or  vice  versa?  If  a  To- 
ronto merchant  should  try  to  dictate  to  a  Quebec  city 
buyer,  what  lines  to  select  for  his  peculiar  French 
(sometimes  almost  antique)  trade,  what  a  shape  the 


latter's  stock  would  be  in  at  the  end  of  even  one 
season's  business !  Thus  we  see  that  it  is  really  a 
matter  for  every  buyer  to  decide  for  his  own  town 
or  community  as  to  the  selection  of  stock,  both  for 
style  and  quantity. 

Coming  a  little  closer  to  our  present  day  needs, 
however,  we  might  readily  ask  and  that  without  re- 
ceiving at  all  what  would  seem  a  satisfactory  answer, 
"What  will  we  buy  for  the  fall  and  winter  trade  of 
1912-13?"  "Will  it  be  button  or  lace  boots,  straight 
Polish,  or  Blucher  cut;  twelve,  fourteen,  sixteen, 
eighteen  button  height  or  even  higher;  will  it  be  tan 
or  patent,  or  will  it,  just  because  the  price  is  soaring 
(whether  or  not  by  a  notion  of  the  manufacturers  of 
such  a  line  to  make  a  little  extra  on  the  side)  be 
gun  metal  as  is  the  talk  of  to-day?"  Then  again  as 
to  patterns  and  lasts,  shall  we  buy  any  more  high 
toes  and  short  vamps,  or  will  the  more  staple  style 
(if  I  may  be  permitted  to  term  the  same  "English") 
of  the  long  vamp,  straight  last  and  lower  heel,  step 
in  and  take  its  place? 

Once  more  we  must  turn  our  attention,  speaking 
of  the  women's  department  more  particularly,  to  by 
no  means  the  least  difficult  task  of  determining  the 
selection  of  our  slipper  stock,  which  involves  the 
question,  as  in  the  high  cut  shoes,  of  how  many  widths 
it  will  be  advisable  to  carry  in  each  line  selected. 
Will  this  or  that  line  be  sufficiently  in  demand  to 
warrant  the  carrying  in  stock  of  five  widths,  say  from 
A  to  E,  or  will  C  and  D  or  even  C  width  practically 
fill  the  demand?  Will  the  coming  season  of  slipper 
iootery  require  and  demand  great  quantities  of  color- 
ed satins  in  order  to  match  the  various  evening 
gowns,  as  heretofore,  or  will  our  patronesses,  tired 
of  the  tribulations  of  trying  to  match  unheard-of 
shades,  to  say  nothing  of  deep  colors,  which  have 
been  so  in  vogue  the  past  season,  turn  from  their 
troubles  by  demanding  black  to  be  worn  with  every- 
thing, as  was  the  case  not  so  many  seasons  ago?  Not 
only  does  the  up-to-date  buyer  have  to  consider  this, 
but  having  at  last  placed  his  judgment  for  the  "mil- 
linery of  the  feet,"  he  must  turn  to  the  art  of  sizing  his 
hosiery  department  to  satisfy,  as  nearly  as  possible, 
the  fastidious  tastes  of  his  feminine  customers  in 
matching  the  footwear  already  purchased  by  them  in 
his  store;  for,  of  course,  it  is  now  a  recognized  fact 
that  there  is  no  really  up-to-date  shoe-house  without 
at  least  a  small  hosiery  and  trimming  department. 

Speaking  of  hosiery  brings  up  the  much  discussed 
question  as  to  whether  such  a  department  pays  the 
average  shoe  retailer,  but  after  several  seasons  of 
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experience  it  might  safely  be  answered  in  the  affirm- 
ative, if  carried  on  in  the  proper  manner.  The  chil- 
dren's and  women's  trade  is  naturally  much  easier 
to  corral,  but  harder  to  hold,  than  the  men's,  which 
is  very  hard  to  secure,  but  once  established  is  al- 
ways to  be  relied  upon  as  steady,  providing  the  stock 
is  watched  and  kept  up-to-date.  We  think  the  best 
profit  to  be  derived  from  the  women's  department, 
where  many  expensive  silks,  with  large  profits  attach- 
ed are  now  being  used  and  to  carry  such  delicate 
goods  at  the  average  profits  of  cottons  or  cashmeres, 
would  be  folly,  at  least.  Therefore,  we  think  the 
hosiery  and  trimming  department,  the  latter  of  which 
also  carries  good  profit  and  fills  in  well  with  the  more 
delicate  hosiery  trade,  after  all  does  pay. 

These  are  some  of  the  present,  past  and  future 
difficulties  which  a  retail  shoe  merchant  is,  has  been, 
and  always  will  be,  "up  against."  Here,  some  may 
offer  the  query,  "How  does  all  this  help  us  out  of 
our  present  dilemma  of  what  to  buy  for  the  coming 
fall?"  The  answer  will  be  found  in  our  first  remarks, 
that  each  individual  buyer  must  decide  for  his  own 
immediate  community  and  demands,  but  3peaking 
from  personal  judgment  of  the  present  situation  and 
as  a  buyer  of  one  of  the  largest  and  oldest  established 
exclusive  retail  shoe-houses  in  the  Dominion,  I  think 
I  may  safely  state  that  the  sooner  the  manufacturer 
realizes  he  is  over-loading  the  average  retailer  with 


unnecessary  freak  styles,  to  say  nothing  of  various 
fabrics;  and  incidentally  taxing  his  brain  to  know 
which  of  the  many  to  select,  making  probably  some 
poor  choices,  and  turns  to  the  more  staple  lines,  just 
so  soon  will  the  retailer  buy  "more"  goods  of  him 
on  these  staple  but  "fewer"  lines.  This  will  give  him 
a  chance  to  fit  his  customers  the  better  for  the  selec- 
tion of  a  few  more  widths  in  these  fewer  lines,  and 
also  maintain  a  higher  financial  standing  with  his 
bank  at  home  as  well  as  making  a  vast  saving  for  his 
manufacturer  abroad  by  way  of  decreasing  the  vast 
outlay  for  lasts,  patterns,  etc.  In  making  this  state- 
ment, however,  one  is  quite  aware  that  there  are 
many  arguments  against  it,  such  as  the  idea  of  kill- 
ing competition  among  the  many  manufacturers  of 
lasts  and  patterns,  etc.  But  who  will  win?  The 
retailer,  if  he  objects  to  buying  the  goods  that  the 
last-makers  and  manufacturers  continue  to  produce, 
or  the  so-called,  progressive  manufacturer  who  con- 
tinues to  flood  the  market  with  useless  ideas?  This 
again  resolves  itself  into  the  up-to-date  conundrum, 
"Why  should  the  retailers  cater  to  so  many  queer 
demands,  when  by  combining  their  efforts  they  could 
make  the  public  purchase  what  they  exhibit  of  foot- 
wear, sensible  in  appearance,  comfortable  and 
hygienic. 

Here's  hoping  and  waiting  for  a  more  reasonable 

era. 


The  Science  of  Shoe  Window  Display 

By  Arthur  S.  Hardy 


The  show  window  display  is  an  acknowledged  at- 
tribute of  trade  winning.  It  is  the  merchants  closest 
connecting  link  with  the  public,  and  also  one  of  his 
best  aids  to  the  building  up  of  a  retail  business.  Noth- 
ing can  be  given  more  credit  for  direct  results  than 
the  display  behind  the  glass.  Many  a  retail  business 
stands  or  falls  accordingly  as  the  show  windows  at- 
tract or  repel  customers;  for  by  the  windows  the 
public  will  judge  the  store.  The  supreme  test  of 
merit  in  a  show  window  is  that  it  will  advertise  and 
sell  goods.  A  window  in  which  proportion,  harmony 
of  color  and  design  have  received  proper  attention, 
always  proves  a  winning  advertising  medium,  and 
the  secret  of  its  success  lies  in  its  artistic  make-up. 

The  general  public  is  composed  entirely  of  possible 
customers,  but  only  the  pleased  element  thereof  may 
be  considered  as  probable  customers.  It  is  a  great 
mistake  to  underrate  the  knowledge  of  the  masses  in 
art  matters,  or  to  presume  upon  their  ignorance.  Peo- 
ple may  not  all  be  critics,  but  they  have  an  innate 
sense  of  the  "fitness  of  things"  which  is  an  unerring 
guide  to  their  judgment.  The  fact  that  a  window  trim 
constructed  on  artistic  lines  will  attract  favorable  at- 
tention, is  sufficient  evidence  in  itself.  If  it  did  not 
so  attract,  by  reminding  the  passers-by  of  something 
wanted,  creating  new  wants,  or  inducing  immediate 
sales,  no  returns  could  be  expected  and  if  the  public 
conceives  a  favorable  impression  of  the  store  by  a 
passing  glance  at  its  show  windows,  one  mission  of 
the  trim  has  been  fulfilled.  As  possible  buyers,  they 
have  been  brought  to  a  condition  of  mind  which 
must  always  precede  a  purchase,  and  just  what  that 
favorable  impression  or  good-will  is  worth  to  the 
merchant  is  impossible  to  estimate,  but  all  successful 
merchants  know  it  is  the  most  valuable  asset  in  their 
business  and  thousands  of  dollars  are  spent  to  obtain 


it.  In  this  it  is  fortunate  for  those  concerned  that 
there  is  harmony  between  the  artistic  and  the  prac- 
tical. The  merchant  is  benefitted,  the  public  pleased, 
and  the  trimmer  is  placed  on  a  higher  plane. 

The  expert  decorator  has  become  a  recognized  ne- 
cessity even  in  the  smaller  stores,  the  proprietors  of 
which,  a  dozen  years  ago,  would  have  laughed  at  the 
idea  of  spending  so  much  money  on  window  display. 

A  good  decorator  can,  no  doubt,  make  a  great  deal 
out  of  very  little,  but  he  can  accomplish  much  more 
if  he  has  the  proper  materials  to  work  with.  He 
must  have  fixtures  and  decorative  materials  at  hand 
to  draw  upon.  Then  there  are  many  little  incidental 
expenses  for  which  a  fair  allowance  should  be  made. 
Of  course  a  line  must  be  drawn  somewhere  and  the 
expense  kept  down  to  the  lowest  reasonable  amount 
possible,  but  if  it  goes  below  that,  the  windows  are 
likely  to  lose  in  attractiveness  far  more  than  the  mer- 
chant will  gain  by  his  saving-  An  extra  dollar  spent 
on  a  window  display  will  often  add  the  finishing  touch 
that  is  necessary  to  change  a  very  good  display  into 
an  attractive  one. 

There  is  nothing  more  "fetching"  in  a  window 
than  the  simple  artistic  arrangement  of  a  few  attrac- 
tive goods.  Simplicity  has  been  urged  by  almost 
every  writer  upon  window  trimming,  yet  it  is  gener- 
ally disregarded.  More  err  in  crowding  a  window 
than  in  displaying  insufficient  goods.  A  good  back- 
ground, throwing  out  a  few  articles  that  are  good 
values,  or  distinct  novelties,  may  be  relied  upon  to 
arrest  the  attention  of  the  passing  shopper. 

The  mission  of  the  show  window  is  not  to  display 
unsalable  goods,  but  to  sell  goods.  If  you  cannot 
make  a  pretty  picture  and  sell  goods  at  the  same  time, 
let  the  picture  go,  but  make  a  display  that  will  sell 
the  goods.    Don't  forget  that  if  you  can  make  the 
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window  attractive  enough  to  arrest  the  attention  of 
the  passers-by  the  goods  are  half  sold. 

Shoes  are  difficult  to  display  and  they  need  much 
attention  and  time,  both  in  the  correct  placing  in  the 
window,  and  in  shaping  and  lacing  before  they  are 
ready  for  display.  Shoe  windows  usually  do  not  per- 
mit of  much  elaborate  detail,  principally  because  plain 
effects  are  the  most  striking,  but  this  also  varies  ac- 
cording to  the  class  of  trade  patronizing  the  store. 
I  noticed  a  good  display  in  a  very  exclusive  shop. 
The  shoes  were  blocked  out  and  set  on  the  floor,  a 
dozen  shoes  making  up  the  entire  display,  and  in  a 
certain  high  class  department  store,  the  shoes  were 
shown  in  groups  on  slabs  (40  in.  x  20  in.)  on  low 
pedestals  with  skins.  In  another  store  having  a  fol- 
lowing among  buyers,  who  do  not  pay  over  $3.50  for 
footwear,  the  windows  were  crowded  and  the  shoes 
creased  and  elaborately  laced. 

The  methods  of  displaying  shoes  on  sale  vary 
greatly  according  to  the  character  of  the  store.  Shoes 
must  be  displayed  with  plenty  of  space  about  them, 
so  that  they  may  be  viewed  from  every  angle,  thus 
bringing  out  every  good  feature.  The  toes  and  heels 
are  important  parts,  and  it  takes  room  to  show  these 
parts  up  well- 

What  an  experiment  shows  : 

Place  one  shoe  on  the  floor  and  view  it  from  that 
position.  Take  note,  and  set  it  on  a  stand  which  is 
level  with  the  onlooker's  head  and  the  shoe  takes  on 
a  seemingly  different  appearance.  The  one  on  the 
floor  may  not  suit  the  prospective  buyer,  while  the 
other  is  likely  to  be  exactly  the  style  he  has  been 
looking  for. 

Plush  draped  through  a  shoe  window  brightens 
the  display,  also  flowers  and  foliage  suitable  to  the 
season  add  that  finishing  touch  necessary  to  make 
the  window  attractive. 


A  Vancouver  Shoe  Factory 

Herewith  we  produce  a  photograph  of  the  prem- 
ises occupied  by  the  J.  Leckie  Company,  Limited, 
boot  and  shoe  manufacturers,  centrally  located  on 
Cambie  street,  Vancouver,  B.C.  Looking  at  this  cut, 
it  is  difficult  to  realize  that  scarcely  seven  years  have 
elapsed  since  the  now  flourishing  concern  occupied  a 
one-floor  space,  and  was  engaged  in  a  jobbing  busi- 
ness employing  only  five  men,  and  turning  out  thirty- 
five  pairs  of  boots  per  day.  Some  idea  can  thus  be 
gained  of  the  rapid  progress  gained  since  1905.  It 
was  in  1907  that  the  company  realized  the  tremendous 
possibilities  which  lay  ahead  of  them,  and  decided  to 
enlarge  their  plant  and  move  into  more  commodious 
premises,  a  three-storey  block  being  built  on  Howe 
street  to  accommodate  the  factory.  During  the  two 
years  spent  in  this  location  the  young  firm's  output 
rapidly  increased,  and  the  name  of  J.  Leckie  Com- 
pany, Limited,  became  synonymous  with  all  that  was 
best  in  footwear  throughout  the  province.  At  pre- 
sent a  building  seven  storeys  in  height,  measuring 
143  x  66  feet,  is  occupied  by  the  company,  three  en- 
tire floors  being  taken  up  by  the  factory  proper,  and 
the  remaining  floors  being  utilized  for  warehouse  and 
office  space,  upwards  of  one  hundred  men  being  em- 
ployed throughout. 

Now,  as  to  the  quality  of  their  output,  it  can  be 
stated  without  fear  of  contradiction  that  the  footwear 
manufactured  by  the  J.  Leckie  Company  has  made  an 
enviable  reputation,  and  occupies  a  class  by  itself. 
Surveyors,  loggers,  prospectors  and  construction 
workers  demand  footwear  of  the  very  highest  quality, 
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and  it  is  to  these  classes  of  customers  this  company 
chiefly  turns  its  attention,  finding  its  markets  in 
British  Columbia,  the  Yukon  Territory,  Alberta  and 
Ontario.  In  addition  to  these  special  lines  the  com- 
pany manufactures  all  grades  of  footwear,  suitable  for 
city  wear,  supplying  the  retail  stores  in  British  Col- 
umbia extensively  with  this  class  of  goods.  The  lines 
manufactured  in  men's  boys'  and  youths'  sizes  are 
Goodyear  welt,  standard  screw  and  pegged.  Only 
the  very  best  quality  of  machinery  and  the  most  up- 
.to-date  methods  are  employed  in  the  factory,  which  is 
equipped  with  a  plant  not  possessed  by  many  larger 
concerns.  With  the  present  output  of  four  hundred 
pairs  of  boots  per  day  falling  far  short  of  the  exist- 
ing demand  it  seems  probable  that  further  extensions 
will  be  necessary  to  meet  the  swiftly  growing  mar- 
ket in  British  Columbia  and  Alberta. 

This  article  would  be  incomplete  without  refer- 
ence to  Mr.  J.  A.  Thurston,  who  from  the  beginning 
has  been  factory  superintendent  and  buyer  for  J. 
Leckie  &  Company.    Mr.  Thurston  all  along  has  dis- 


Factory  of  J.  Leckie  &  Co.,  Limited,  Vancouver,  B.  C. 


played  the  utmost  energy  and  resource  in  his  posi- 
tion, possessing  an  intimate  knowledge  of  the  needs 
of  the  British  Columbia  market  in  particular.  He  has 
brought  an  intelligent  and  vigorous  personality  to 
bear  on  all  questions  involving  the  future  progress 
of  his  company,  and  it  is  not  too  much  to  say  that 
his  connection  with  the  J.  Leckie  Company,  Limited, 
has  been  one  of  the  most  important  factors  in  that 
firm's  rapid  advancement  and  present  prosperity. 


The  Christie  Woodworking  Company,  Limited,  of 
St.  John,  N.B.,  have  put  on  the  market  four  of  the 
neatest  and  best  arranged  and  most  attractive  show 
cases  that  are  to  be  seen  anywhere  in  the  trade.  One 
has  a  wooden  base  with  carved  feet.  One  has  a  mar- 
ble base,  another  is  all  glass,  while  the  fourth  is  of 
the  popular  mission  style. 
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Facts  Regarding  the  Fitting  of  Shoes 

Study  Customer's  Foot  and  Note  Shape  and  Style  of  Shoe — Ex- 
plain Causes  of  Shoe  Losing  Shape — Misfits  Cause  Shoe  Troubles 

By  Dr.  W.  A.  Wing 


For  the  benefit  of  shoemen  I  will  endeavor  to 
give  an  outline  of  the  many  little  things  to  be  taken, 
into  consideration  and  make  ninety-five  per  cent,  of 
yonr  customers  not  only  regular  patrons  but  boosters 
as  well.  In  selecting  help  don't  look  for  a  cheap  man, 
but  get  a  man  of  ability,  one  that  is  not  only  pleasant, 
but  capable  of  handling  the  public.  When  you  are 
sure  you  have  the  right  man,  make  him  acquainted 
with  your  goods  and  let  him  meet  the  various  drum- 
mers and  hear  their  arguments  regarding  the  differ- 
ent little  details  in  the  shoe  line.  He  must  know  the 
shoe  he  is  selling,  and  when  a  salesman  has  con- 
fidence in  the  goods  he  is  handling  he  can  talk  to 
much  better  advantage,  and  convince  his  customer 
that  he  is  getting  one  of  the  very  best  articles  pos- 
sible for  the  money.  Experience  has  proved  that  a 
cheap  line  of  shoes  has  driven  away  more  business 
than  a  year's  advertising  could  bring 

The  next  essential  thing  in  the  shoe  business  is 
to  fit  each  and  every  customer  with  a  shoe  that  suits 
his  or  her  particular  foot.  All  feet  vary  in  shape  and 
sizes.  Every  merchant  carrying  a  full  line  of  shoes 
can  not  only  fit  the  foot  of  his  customer,  but  the  eye 
as  well.  Study  your  customer's  foot,  note  the  shape 
and  style  of  shoe  he  wears.  If  you  find  the  shoes 
have  not  lost  their  shape  and  your  customer  is  in- 
clined to  like  that  particular  last,  it  is  a  very  easy 
matter  to  fit  him,  but  on  the  other  hand,  if  you  find 


that  the  shoes  he  is  wearing  project  over  the  edge  of 
the  sole,  the  foot  is  a  short  broad  one. 

Explain  to  the  customer,  the  cause  of  the  shoe  los- 
ing its  shape,  and  if  he  wants  comfort  and  will  allow 
you  to  fit  his  foot  with  a  last  that  is  suitable  for  it, 
you  will  not  only  give  him  shoes  that  will  fit  his  feet 
perfectly,  but  that  will  hold  their  shape  as  well.  Al- 
ways remember  that  a  well  fitting  shoe  not  only 
brings  the  customer  back  for  another  pair,  but  brings 
his  friends  as  well.  How  many  times  you  hear  the 
remark,  "This  pair  of  shoes  I  have  on,  I  bought  at 
Such-and-such  a  place,  and  I  never  had  any  corns  or 
sore  feet  until  1  wore  them,"  and  though  the  very 
shoe  might  be  a  high  grade  one  and  as  good  as  money 
could  buy,  still  the  customer  condemns  it  just  because 
the  salesman  failed  to  give  him  a  proper  fit  and  the 
right  shaped  last  for  his  foot.  The  merchant  not  only 
loses  a  customer,  but  so  does  the  manufacturer  of  the 
shoe  as  well,  as  customers  will  never  forget  the  make 
of  a  shoe  that  causes  them  trouble. 

Ninety  per  cent,  of  my  patients'  foot  troubles  are 
caused  from  the  shoe  being  one  shape  and  the  foot 
another.  If  the  shoe  salesman  of  to-day  would  make 
a  study  of  the  human  foot,  its  contour  and  structure 
and  be  able  to  explain  the  cause  of  the  various  pedal 
ailments,  he  would  be  worth  much  more  to  his  em- 
ployer, and  could  get  the  confidence  of  the  public  and 
make  a  much  better  success  of  the  shoe  business. 


Salesmen  and  Salesmanship-Discontent 

By  W.  P.  Willis 


Discontent  has  been  subject  to  much  critic- 
ism and  in  most  cases  justly  so,  nevertheless  it  is 
occasionally  found  to  be  the  direct  cause  of  that  mind 
force  which  has  resulted  in  bringing  advantages  to 
the  age  and  fame  to  those  whose  restless  spirit  would 
not  yield  to  the  quieting  influences  of  contentment. 
Discontent  is  a  mental  condition  which  has  con- 
ceived and  developed  some  of  the  great  improvements 
and  enterprises  which  have  benefitted  the  masses  and 
enriched  their  promoters.  Few  will  deny  that  con- 
tentment dulls  ambition,  dwarfs  the  mind,  withers 
energy,  subordinates  activity  and  lulls  to  sleep  that 
underlying  power  which  creates  and  brines  to  com- 
pletion that  which  disturbs  traditions,  annuls  old  cus- 
toms, revolutionizes  commercialism,  communities  and 
nations. 

Now  while  this  is  entitled  to  thoughtful  consider- 
ation and  possesses  much  that  is  true,  unless  it  is  un- 
der the  restraint  of  reason  and  common  sense,  which 
are  the  fundamental  principles  of  all  law,  it  may  work 
out  unhappiness  and  prove  a  destructive  element  to 
many  who  are  toiling  for  their  own  and  others'  wel- 
fare. Salesmen  are  proverbially  restless,  wishing  time 
away  with  the  hope  that  it  will  unfold  better  oppor- 
tunities, hasten  advancement  and  the  much  desired 
increase  of  incomes.  It  is  well  understood  that  the 
man  who  is  contented  to  plod  along  a  path  which  he 


likes,  because  it  is  easy  and  his  employers  appear 
satisfied  with  what  he  annually  accomplishes  is  not 
the  most  desirable  employee  in  the  establishment. 
Let  such  an  one  become  restless  and  bring  a  little  dis- 
content into  his  business  life  and  he  will  pass  out  of 
the  bondage  of  inertia  into  an  atmosphere  of  life  and 
action  which  will  redound  to  the  profit  of  himself  and 
the  business  with  which  he  is  connected. 

Ambition  is  akin  to  discontent  and  the  latter  is 
often  the  channel  through  which  ambition  enters  and 
ultimately  arouses  that  which  is  best  in  mankind.  The 
salesmen  of  to-day  are  receiving  more  recognition  and 
occupy  a  much  closer  position  with  the  directors  of 
the  business  than  was  the  case  a  few  years  back.  This 
has  worked  advantages  sufficiently  apparent  to  con- 
cerns which  considered  it  nonessential  to  business 
success,  so  that  now  the  salesman  not  deemed  en- 
titled to  a  certain  amount  of  confidential  information 
is  either  a  freshman  or  one  within  the  pale  of  unde- 
sirables. 

But  because  of  this  closer  relationship  with  the 
business,  salesmen  ought  not  to  believe  that  they  are 
an  indispensable  element  and  have  become  the  sus- 
taining power  and  their  employers  but  branches  of  the 
establishment.  Many  salesmen  have  fallen  into  dis- 
use by  presumptions  estimates  of  their  value  and 
subsequently  suffered  the  consequences  of  a  feeling 
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of  content  when  if  it  had  been  tempered  with  a  mod- 
erate amount  of  discontent  which  never  fails  to  keep 
one  alive  to  greater  efforts  they  would  not  have  lost 
their  prestige, 

The  thought  that  the  time  for  the  gratification  of 
one's  higher  hopes  and  ambition  has  passed  beyond 
recall  is  altogether  too  prevalent  among  the  salesmen 
of  to-day,  and  it  unfits  them  as  subjects  worthy  of 
consideration  for  advancement  which  the  ever  chang- 
ing methods  of  commercialism  are  occasionally  mak- 


ing possible.  Therefore  let  the  young  or  the  mature 
among  them  look  at  the  future  and  shape  their  course 
by  deeds  conspicuously  unselfish,  and  with  the  sole 
purpose  of  promoting  the  business  interests  of  the 
firm,  that  the  chances  of  success  may  be  increased  by 
their  own  endeavors,  that  they  may  become  involun- 
tary candidates  for  the  advanced  positions  which  time 
has  opened  up,  and  discontent  will  vanish  before  a 
well  earned  sense  of  content  which  actual  worth  and 
merit  entitles  them  to  enjoy. 


Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


The  shoe  dealer  who  would  have  his  advertising 
appropriation  pay  a  satisfactory  dividend  at  the  close 
of  the  business  year  cannot  afford  to  let  anything 
overshadow  the  main  object  of  all  retail  advertising, 
which  is  to  sell  goods.     He  should  aim  to  be  the 


jj  Children's  Shoes  I 

Jl  We've  won  an  enviable  reputation  for  being  "The  Store  for  ;  J 

jj  Children's  Shoes."  j 

I ;  Our  lines  for  Little  People  are  selected  with  the  greatest  care. 

I  \  No  detail  too  small  to  be  looked  after. 

*  I  We  see  that  every  Boy  or  Ctrl  we  shoe  is  perfectly  fitted  with  a 

Shoe  of  the  right  style  and  proportion — the  style  and  form  of  Shoe$ 

11  (hey  ought  to  Wear. 

The  Shoes  give  satisfaction  and  our  reputation  grows. 
Shoes  of  Dull,  Bright  or  Tan  Leather,  formed  to  fit  growing 
feet.  Spring  heels  and  low  heels. 

?t  Button  or  lace  styles. 


Mutrie  &  Son 

1 209  Douglas  Street  Sayward  Building 


most  exacting  critic  of  his  own  advertising,  criticiz- 
ing, testing  and  "pulling-to-pieces"  each  announce- 
ment as  ruthlessly  as  he  knows  how  before  it  ever  gets 
into  the  hands  of  the  printer. 

To  be  effective  an  advertisement  must  aim:  1,  to 
gain  favorable  attention.  2,  To  arouse  interest.  3, 
To  create  desire,  and  4,  To  impell  to  action. 

Does  Not  Impell  Action 

The  Mutrie  advertisement  reproduced  in  our  first 
illustration  may  be  said  to  meet  the  two  first  require- 
ments tolerably  well,  but  upon  the  other  two — the  two 
that  are  all-important  in  "clinching"  sales — it  falls 
down  badly.  Walking  on  a  downtown  street  the 
other  day  I  noticed  a  well  dressed  shoe  window,  and 
paused  to  look  it  over.  The  display  was  good. 
Amongst  two  or  three  well  executed  window  cards 
in  the  background  of  the  display  was  one  referring 
to  children's  shoes,  but  although  the  card  was  all 
that  could  be  desired  children's  shoes  were  not  fea- 


tured in  the  display  itself.  1  noticed  the  card,  but 
that  was  all. 

A  little  further  on,  one  of  the  windows  of  another 
store  was  given  over  to  shoes  for  the  little  ones. 
Here  also  there  was  an  effective  window-card  refer- 
ring to  children's  shoes  in  general — but  the  card  was 
backed  up  by  the  goods  themselves,  and  prices. 

Now  I  wasn't  buying  children's  shoes,  but  if  I  had 
been,  it's  altogether  likely  I  should  have  bought  at 
the  second  store  rather  than  at  the  first.  The  Mutrie 
advertisement  reminds  me  of  the  first  store ;  there 
is  no  doubt  that  many  readers  of  the  Victoria  News 
noticed  it  and  many  may  have  read  a  part,  at  least, 
of  what  it  had  to  say,  but  it  speaks  of  children's  shoes 
in  a  tone  too  abstract  and  far-away  to  be  readily 
convincing.  It  would  have  been  much  stronger  as  a 
business-puller  if  the  first  three  paragraphs  had  been 
followed  by  detailed  description  of  definite  lines  of 
children's  footwear,  well  displayed,  and  backed  up 
by  prices.  In  appearance  it  would  also  have  been 
stronger  and  more  harmonious  if  the  border  had  been 
a  plain  rule  in  keeping  with  the  large  prominent  type 
of  the  display  lines.  A  plain  rule  at  top  and  bottom 
would  also  have  been  an  improvement,  or  the  rules 
in  .this  place  might  well  have  been  dispensed  with 
altogether. 

A  Business  Getter 

The  McRobbie  advertisement  from  St.  John,  N.B., 
is  an  excellent  example  of  setting  and  display,  and 
also  contains  a  lot  of  good   practical  salesmanship. 


FOOTWEAR  BARGAINS 

OF  EXTRAORDINARY  VALUE 

!$ote'the'<lesmptioii  of  the  goods,  the  original  prices  and  the 
amount  of  the  reductions,  and  you  will  realize  what 
gxeat  bargains  we  aje  offering. 


OIEIS'  PATENT  BUTTON 
BOOTS 

Black  Suede  tops.  Sizes  11;:  13,13 1* 
$3.C0,  reduced  to  $1.79.  . 

WOKEN  d  ALL  PATENT  BLUCHEB 
OXTOEDS 

Queen  quality..  Sizes  21-2.  3,  4,  5,  6. 
$4.60.  reduced  to  $3.00. 

CHILDREN'S  PATENT  BLUCHEB . BALS 

Sizes  8,  9,  10. 
$2.00  reduced  to  $L26\ 

HEN'S  PATENT  BLUCHEB  BALS 

'TValk.Overs.     Nearly  every  size, 
$6.00,             reduoed  to    $3.75. 

CHILDREN'S  TWO  BUCKLE  0VEBEH0E3 

Sizes  6,  9,  10. 
$156  reduced  to   75e, . 

MEN'S  VELOUE  CALF  BLUCHEB  BALS 

Almost  all  sizes. 
$4.00,             reduced  to  ...  .  $3.10. 

McROBBIE  STREET 


The  space  is  comparatively  small,  but  it  is  not  simply 
filled,  it  is  used,  and  used  in  a  way  that  is  sure  to 
bring  business.  One  "box"  on  the  left-hand  side  of 
the  advertisement  is  not  completed,  but  otherwise  the 
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printer  has  done  his  work  admirably.  The  only  im- 
portant criticism  that  may  be  urged  against  the  Mc- 
Robbie  advertisement  is  in  connection  with  the  intro- 
duction. To  account  for  a  reduction  of  $2.25  on  $6.00 
shoes  or  for  a  cut  from  $1.35  to  75c.  there  is  surely 
some  good  reason.  What  is  the  reason?  Why  not 
take  the  public  into  your  confidence?    Offer  a  man 


A  Weak  Advertisement 

The  same  point  applies  to  the  Neill  advertisement. 
Lindsay  gets  a  lot  of  out-of-town  business — but  where 
is  Neill  the  Shoeman  to  be  found?  This  advertise- 
ment would  have  been  much  better  balanced  if  the 
bargain  counters  had  occupied  the  center  instead  of 


8Day    Carnival    Shoe  Sale 

The  latest  store  news  is  our  Special  Sale  for  the  3  Days  of  Lindsay's  Great  Street  Carnival.    Remember, dates  Feb.  14,  15,  16. 

Afl  Winlcr  Foolwrkr  ami  go  irrespcetiTe  of  cotl,  «o.  c  lt»nng  out  price*  will  b«  the  order  of  'ha  d»T     See  (he  (an  on  Ihe  t'rc«l-  (f.m  itve  roar  n;«u«i  hj  ubiac  jro«T  ikix  p^rrB**«t  «l  NrilPi 

Five  Special  Bargain  Counters 


3  Days  of  Bargain  Selling 
In  Footwear 


il  r,m  u«  CM  iut  <•  at  i. 


Semi-Annual  Trunk  8ale  t 


NEILL    THE  SHOEMAN 


LINDSAY 

>  Slorti  In  Cmu^A 


shoes  or  anything  else  at  a  greatly  reduced  price, 
and  give  him  no  reason  for  the  sweeping  reduction, 
and  the  very  first  thing  lie  is  likely  to  ask  is:  "Well, 
what's  the  matter  with  them ;"  but  give  him  some 
sound  reason  why  you  can  afford  to  take  less  money 
to-day  than  you  could  last  week,  last  month,  or  two 
or  three  months  ago,  and  you  at  once  disarm  sus- 
picion. The  location  of  the  store,  except  in  a  very 
small  place,  should  also  be  made  more  definite.  Even 
if  everybody  in  town  knew  exactly  where  to  find  the 
McRobbie  store,  which  is  most  unlikely,  there  are 
many  out-of-town  people,  and  if  they  finally  drift  into 
some  other  store  while  trying  to  find  the  one  they 
want,  your  advertisement  has  pulled — but  failed  to 
oull  quite  far  enough. 


the  left-hand  side,  while  the  separate  counters — No. 
1  counter,  and  so  on — might  well  have  been  brought 
out  a  little  more  prominently  to  correspond  with  the 
price  display.  Indeed,  both  the  heading  and  price 
in  connection  with  these  special  items  might  have 
been  made  more  prominent.  The  two-line  intro- 
duction, beneath  the  heading,  is  good,  but  a  great 
deal  more  life  and  interest  and  salesmanship  should 
have  been  worked  into  the  central  paragraph,  while 
for  a  semi-annual  Trunk  Sale  in  a  place  no  larger  than 
Lindsay  doesn't  "stupendous"  read  like  a  rather 
overgrown  adjective? 

The  display  type  used  in  this  advertisement  a 
trifle  antiquated,  but  otherwise  the  printer  has  shown 
tolerably  good  judgment. 


The  Language  of  Advertising 

By  Ralph  Francis 


Advertising  is  often  defined  as  "Salesmanship  on 
Paper."  Now  every  successful  retail  merchant  knows 
something  at  least  of  practical  salesmanship.  He  may 
know  nothing  about  "psychology"  and  nothing,  theor- 
etically, about  the  principles  involved  in  making  a 
sale ;  but  he  has  goods  on  his  shelves  to  sell,  and 
it  is  a  plain  bread-and-water  proposition  that  he  must 
be  able  to  sell  them,  and  to  sell  them  in  competition 
with  other  goods,  other  salesmen  and  other  stores. 
How  is  he  going  to  do  this? 

To  do  this  a  good  salesman,  whether  selling  his 
own  goods  in  his  own  store  or  employed  as  salesman 
by  another,  must  first  of  all  know  his  goods.  He 
must  know  the  selling  points  of  every  article  he  of- 
fers for  sale.  He  must  have  some  knowledge  at 
least  of  methods  of  manufacture ;  he  must  be  able  to 
give  convincing  reasons  for  the  difference  in  price  of 
apparently  similar  lines  of  goods;  and  he  must  be 
able  to  present  argument,  description,  comparative 
values,  and  persuasion,  if  necessary,  in  such  a  way 
as  to  appeal  most  forcibly  to  the  mental  point  of  view 
and  practical  wants  of  the  individual  customer. 

And  in  order  to  do  this  the  good  salesman  must, 
in  the  second  place  be  able  to  size-up  the  mental 


attitude  of  a  customer.  Some  men  know  just  what 
they  want,  and  want  to  waste  no  time  in  getting  it. 
It  is  no  trouble  to  sell  goods  to  such  customers — 
when  you  happen  to  have  what  they  want.  But  what 
they  really  do  want  is  the  last  thing  in  the  world 
that  many  customers  know,  and  it  is  with  just  such 
customers  that  the  work — and  the  opportunitv — of  the 
good  salesman  comes  in.  The  ability  to  size  up  the 
man  rapidly  and  accurately  requires  cultivation.  To 
size  up  the  mental  attitude  of  many  women  requires 
still  more  cultivation.  As  a  general  rule,  however, 
men  want  quality,  and  will  pay  a  fair  price  for  it. 
As  an  equally  general  rule,  which  is  not  without  its 
exceptions,  price  appeals  more  strongly  to  women. 

Further,  a  good  salesman  realizes  that  the  value 
of  an  article  depends  primarily  upon  the  purpose  it 
fulfills,  or  the  sense  it  satisfies.  Thus  the  chief  selling 
point  of  slippers  or  the  house  shoe  is  comfort ;  of  the 
dainty  pump  for  evening  wear  it  is  style,  snappy  ap- 
pearance, finish;  of  boots  for  the  boy  it  is  the  fact 
that  they  are  built  to  withstand  the  rough-and-tumble 
usage  that  all  real  boys  give  all  kinds  of  boots. 

The  language  of  salesmanship  and  the  language 
of  advertising  must  therefore  be  chosen    with  the 
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strong  selling  points,  the  essential  characteristics  of 
the  goods  to  be  sold,  kept  steadily  in  view. 

In  few  words,  these  are  the  essential  principles  of 
practical  salesmanship  with  which  every  shoe  dealer, 
consciously  or  unconsciously,  is  more  or  less  famil- 
iar. They  are  at  the  same  time  essential  principles  of 
salesmanship-on-paper — your  advertising  should  be 
the  best  possible  expression  of  your  goods. 

Yet  many  a  man  who  is  never  at  a  loss  in  the 
store,  who  is  brimful  of  selling  talk  when  handling 
a  customer  at  close  quarters,  loses  his  nerve  entirely 
and  becomes  halting,  unconvincing,  and  almost  help- 
less just  as  soon  as  he  gets  a  pencil  in  his  hand 
and  sits  down  to  rough  out  change  copy  for  his  local 
advertising. 

And  after  all  it  is  what  an  advertisement  says  that 
counts.  Good  printing  and  display,  and  effective 
border,  even  expensive  cuts  will  never  give  the  "pull- 
ing power"  to  an  advertisement  from  which  the  real 
"sales  story"  is  lacking. 

The  reason  why  some  men  find  the  writing  of  an 
advertisement  so  difficult  is  because  they  don't  put 
time  and  thought  enough  into  the  work.  More 
hard  thinking  would  result  in  more  interesting,  pro- 
ductive advertising.  Others,  again,  think  too  much  ; 
but  instead  of  turning  their  thought  upon  the  thing 
they  want  to  advertise,  they  try  so  hard  to  think  up 
something  "original"  or  funny  that  they  lose  sight  of 
the  real  aim  of  advertising,  which  is  to  sell  goods. 

When  you  sit  down  to  write  an  advertisement  try 
to  put  yourself  in  your  customer's  place.  Every  day 
of  the  week  you  are  handling  customers  who  want 
shoes.  What  do  they  want  to  know  about  them? 
How  do  you  convince  a  careful  buyer  that  one  shoe 
is  better  than  another  that  sells  for  less  money?  The 
man  with  "a  nose  for  advertising"  will  gather  some 
of  his  most  useful  advertising  material  from  his  own 
customers,  in  his  own  store  and  as  he  goes  about 
the  ordinary  work  of  practical  salesmanship. 

Much  may  also  be  learned  from  the  advertising  of 
others — but  whatever  you  do,  don't  let  yourself  sink 
to  the  level  of  a  mere  copyist.  Learn  to  think  your 
own  thoughts  about  your  own  goods ;  then  tell  your 
own  story  in  your  own  words,  as  clearly,  as  strongly 
and  as  concisely  as  you  know  how  to  tell  it. 

Clearness  and  simplicity  are  obtained  by  clear 
thinking  and  the  use  of  simple,  well-known  words 
and  short  sentences.  The  simplest  words  are  often 
the  most  forceful.  They  are  also  the  most  easily  un- 
derstood. Similarly,  short  simple  sentences  are  most 
likely  to  be  free  from  involved  reasoning  and  ambig- 
uous statement. 

It  is  good  practice  after  the  first  rough  drafting 
of  an  advertisement  to  go  through  it  carefully,  sen- 
tence by  sentence  and  word  by  word,  cutting  out  all 
words  that  are  unnecessary — that  add  nothing  to  the 
sense  or  forcefulness  of  the  text. 

You  will  be  surprised,  perhaps,  to  find  how  many 
extravagant  claims,  how  many  inflated  superlatives, 
have  crept  in;  and  into  how  few  words  of  strong, 
simple  salesmanship  a  lot  of  "fine  writin-"  can  be 
condensed.    But  try  it. 

The  most  successful  advertising  to-day  is  "posi- 
tive" rather  than  "negative"  in  sup"°estion,  keeps  close 
to  business,  states  business  facts — and  doesn't  try  to 
be  funny.  While  keepir-  close  to  business,  however, 
it  is  not  necessary  to  get  right  down  to  dry  "bones" 
and  overlook  what  editors  term  the  "news  quality"  or 
"human  interest"  of  the  story  you  have  to  tell.  Talk 


business,  but  by  all  means  talk  it  in  the  most  easy, 
natural  and  interesting  way  you  know  how. 

Lastly,  write  the  truth  about  your  goods — the 
whole  truth,  if  you  like,  but  nothing  but  the  truth. 
Enduring  business  was  never  built  upon  misrepre- 
sentation. If  yoli  are  not  prepared  to  write  the  truth 
about  your  goods,  you  had  better  not  advertise  them 
at  all. 


First  Man  in  Canada  to  Make  Box  Shoes 

"Box  toes  that  come  all  alike"  is  the  motto  of  the 
Independent  Box  Toe  Company,  of  102  Christopher 
Columbus  Street,  Montreal,  founded  by  Mr.  L.  H. 
Dupre  in  1907.  Mr.  Dupre  was  connected  with  the 
Dominion  Die  Company  from  1904  to  1907,  and  co- 
operated with  his  brother  in  making  that  business 
well  known  throughout  the  Dominion.  He  is  31 
years  of  age,  was  born  in  Brockton,  Mass.,  and  has 
the  distinction  of  being  the  first  man  in  Canada  to 


Mr.  L.  H.  Dupre 

make  box  toes.  The  factory  has  the  largest  output 
in  the  Dominion,  and  is  the  only  one,  in  this  country, 
under  one  roof  making  box  toes  only. 

Of  course  the  business  commenced  in  a  small  way, 
but  last  year  it  had  so  completely  outgrown  the  fac- 
tory at  Visitation  Street  that  Mr.  Dupre  purchased  the 
present  premises,  formerly  occupied  by  the  Caledoni- 
an Biscuit  Company.  Extensive  alterations  were 
made,  new  machinery  installed,  and  an  additional 
force  of  men  engaged  to  double  the  capacity,  which 
now  averages  8,000  pairs  per  day.  One  secret  of  this 
expansion  is  the  attention  which  Mr.  Dupre  gives  to 
the  superintendence  of  the  factory  work.  He  looks 
after  the  manufacture  of  his  productions,  and  devotes 
considerable  attention  to  new  devices  for  improving 
box  toes;  he  has  already  to  his  credit  several  im- 
provements, by  which  shoe  manufacturers  have  bene- 
fited. Particular  efforts  are  made — and  with  success 
— to  produce  everything  covering  box  toe  require- 
ments, such  as  leather,  leather  and  canvas,  felt,  split, 
hygienic,  cork,  waterproof  toes.  In  addition  to  sup- 
plying manufacturers  throughout  Canada,  the  com- 
pany exports  its  products  to  Great  Britain. 

A  new  department  for  heels — covering  3,000  feet 
floor  space — under  the  supervision  of  an  expert  heel 
maker  is  now  in  operation. 
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Berlin  as  a  Shoe  and  Leather  Centre 

More  Industries  to  the  Acre  than  Any  Other  City 
of  its  Size  in  Canada — Everything  in  Footwear  Made 


The  claim  of  Berlin,  Ontario,  to  being  the  "best 
town  in  Canada"  is  not  an  idle  boast.  It  has  more 
industries  to  the  acre  and  a  greater  variety  of  these 
than  any  other  municipality  of  the  size  in  this  coun- 
try. In  the  manufacture  of  furniture,  shirts  and  col- 
lars, buttons,  and  footwear  in  leather,  felt  or  rubber 
it  is  the  centre.  The  town  was  founded  a  little  over 
a  hundred  years  ago  and  last  year  became  a  city.  It 


Mr.  N.  B.  Detweiler 


is  one  of  the  most  modern  and  up-to-date  municipali- 
ties in  Canada,  owns  and  operates  its  own  water,  gas 
and  electric  light  plant.  It  was  the  pioneer  in  the 
establishment  of  a  sewer  farm  and  possesses  a  sys- 
tem which  is  considered  a  model  and  has  received 
governmental  recognition  in  grants.  Having  no  nat- 
ural advantages  to  speak  of,  and  yet  having  outstrip- 
ped towns  which  possess  them,  our  readers  will  desire 
to  know  the  underlying  causes  of  Berlin's  progress. 
This  may  fairly  be  ascribed  to  certain  qualities  pos- 
sessed by  its  people  which  differentiate  them  from 
others. 

Of  late  years  numerous  municipalities  have  shown 


The  Eagle  Tannery,  Berlin,  Ont. 


evidences  of  a  communal  spirit  of  progressiveness. 
This  has  been  at  work  in  Berlin  for  a  cpiarter  of  a 
century.  Having  the  courage  of  their  convictions  and 
engaging  in  every  line  of  manufacture  which  they 
believed  they  could  make  and  make  well,  they  strug- 
gled and  persisted,  displaying  that  rare  courage  that 
believes  difficulties  are  made  to  be  surmounted.  There 
was  no  turning  back,  the  goal  must  be  reached,  and 
reach  it  they  did.  In  those  trying  early  years  the 
predominating  traits  of  the  German  character  stood 
them  well :  industry  without  measure ;  thoroughness 
that  led  them  to  exhaust  every  subject  necessary  to 
be  mastered;  and  the  sheet  anchor  of  thrift;  to  these 
add  a  love  of  home  and  Berlin  and  you  have  found 
that  on  which  the  town's  success  rests.  Their  in- 
tense loyalty  to  Berlin  was  infectious.  Newcomers 
soon  became  infected  and  never  got  over  it.  To-day 


r 


Mr.  L.  J.  Breithaupt 

it  is  a  community  of  enterprising,  aggressive  citizens. 
"You  cannot  keep  a  good  man  down,"  as  the  canni- 
bal said  after  he  had  eaten  the  missionary.  A  town 
full  of  hustlers  is  bound  to  make  things  move. 


The  Breithaupt  Leather  Co.'s  Warehouse 
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The  Three  Factories  of  the  Berlin  Felt  Boot  Company 


The  Merchants  Rubber  Company,  Berlin,  Ontario 
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Berlin  is  the  only  city  in  Canada  which  has  the 
distinction  of  having  three  companies  operating  rub- 
ber mills  within  its  limits.  It  is  essentially  a  shoe 
town  and  most  of  its  progress  and  development  may 
be  traced  to  the  industrial  activity  on  the  part  of  the 
lubber,  felt  and  leather  shoe  industries. 

Rapid  Growth  of  Rubber  Business 

Since  the  establishment  of  the  Merchant's  Rubber 
Company,  Limited,  in  1904,  the  business  has  many 
times  outgrown  the  capacity  of  the  original  building. 
During  the  second  year  of  manufacture  the  output 
was  practically  doubled  and  each  successive  year  bas 
shown  a  substantial  increase.  To  keep  pace  with  this 
rapid  advancement  many  improvements  have  been 
introduced  and  new  buildings  erected.  To-day  this 
mill  with  its  modern  equipment,  the  individual  ability 
of  the  workmen  and  the  attention  given  to  details, 
is  unsurpassed  by  any  in  Canada.  Two  powerful  ele- 
ments have  been  the  chief  causes  that  have  united  in 
building  up  the  business  to  its  present  immense  pro- 
portions. From  the  inception  of  the  company  until 
the  present  date  no  variation  has  been  made  from 
"Merchant's"  standard  of  quality,  and  coupled  with 
this  dictum  of  excellence  in  manufacture  is  the  direct 
selling  system  "From  Factory  to  Retailer.''  This 
system  appeals  to  a  merchant  and  enables  the  Mer- 
chant's Rubber  Company  to  keep  in  closer  touch  with 
trade  requirements  and  thus  produce  better  goods  and 
better  service  to  all.  This  company  is  one  of  those 
connected  with  the  Canadian  Consolidated  Rubber 
Company,  Limited. 

The  Kaufman  Rubber  Company 

The  Kaufman  Rubber  Company  was  organized 
in  1908  and  occupied  the  same  premises  that  they  do 
at  present.  Since  that  time,  however,  the  factory  has 
more  than  doubled  its  size.  It  has  a  capacity  of  from 
6,000  to  8,000  pairs  a  day  and  business  is  increasing  so 
rapidly  that  they  have  to-day  an  output  over  twice 
what  it  was  a  year  ago.  They  make  two  grades  of 
rubber  footwear,  viz.,  first  and  seconds.  Formerly 
they  manufactured  a  third  grade,  but  found  so  little 
demand  for  it  that  they  discontinued. 

Last  year  the    firm    was    severely  handicapped 


they  arc  in  a  position  to  handle  all  the  business  they 
had  last  year  and  also  a  considerable  increase. 

"Life-buoy"  is  the  trade  name  of  their  first  grade 
rubbers,  and  "Rubber  Leaf"  of  the  second.  They  are 
so  well  known,  however,  that  this  will  be  no  informa- 
tion to  our  readers. 

It  is  the  policy  of  the  Kaufman  Company  to  go 
direct  to  the  retailer  and  their  goods  are  never  hand- 
led by  jobbers.  To  facilitate  distribution  they  have 
established  branches  in  various  parts  of  Canada,  where 
they  have  competent  staffs  and  carry  large  stocks. 


Mr.  J.  C.  Breithaupt 


These  branch  houses  are  situated  at  Vancouver,  B.C., 
Calgary,  Alta. ;  Edmonton,  Alta. ;  Winnipeg,  Man. ; 
Toronto,  Ont. ;  Ottawa,  Ont. ;  Montreal,  One. ;  Fred- 
ericton,  N.B.;  Truro,  N.S. ;  and  Charlottetown,  P.E.I. 

This  year  they  are  introducing  some  new  lasts  to 
cover  the  "new  styles  in  boots"  and  these  will  be 
shown  by  their  travellers.  A  leather  heel,  which  was 
an  innovation  with  them  last  year,  has  proved  highly 


Factory  of  The  Kaufman  Rubber  Company 


through  the  demand  for  good  footwear  far  exceeding 
the  supply.  Many  of  the  retailers  were  late  in  or- 
dering, and  this  also  complicated  matters  and  caused 
some  delay  in  the  delivery  of  goods.  This  difficulty 
was  experienced  by  all  Canadian  rubber  companies. 
At  present,  however,  the  Kaufman  Company  say  that 


successful  and  has  practically  done  away  with  heel 
troubles  in  rubbers.  They  will  also  show  this  year 
new  lines  in  working  men's,  lumbermen's  and  various 
trade  rubbers  which  are  built  specially  to  suit  the  de- 
mands of  various  occupations. 

The  president  of  the  Kaufman  Rubber  Company 
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The  L.  McBrine  Co.'s  Factory 

is  Jacob  Kaufman,  and  the  manager  is  A.  R.  Kauf- 
man. 

The  Kaufman  Company  have  just  got  out  their 
new  catalogue  which  is  being  mailed  to  the  trade 
throughout  the  country.  If  any  of  our  readers  do  not 
get  a  copy  of  this  interesting  and  valuable  publica- 
tion they  should  drop  a  post  card  to  the  company  and 
the  oversight  will  be  remedied  at  once. 

The  Berlin  Felt  Boot  Company 

The  Berlin  Felt  Boot  Company  is  the  oldest  in 
Canada,  having  been  established  by  Jacob  Shantz  in 
1864.  The  business  was  bought  in  1868  by  Mr.  Geo. 
Rumpel,  who  has  been  running  it  ever  since. 

The  Kimmel  Felt  Boot  Company 

A.  J.  Kimmel,  of  the  Kimmel  and  Elmira  Felt 
Boot  Companies,  was  formerly  with  the  Berlin  Com- 
pany. At  present  these  three  factories  are  controlled 
by  the  Canadian  Consolidated  Felt  Company,  which 
was  formed  three  years  ago.  Mr.  D.  Lome  McGib- 
bon  is  president  of  the  latter  company,  and  Mr.  Geo. 
Rumpel  second  vice-president  and  general  manager. 
The  Berlin  factory  turns  out  1,500  pairs  a  day  and 
employs  two  hundred  men,  the  Kimmel  factory  have 
an  output  of  1,000  pairs  a  day  and  employ  150  men. 


Factory  of  the  Western  Shoe  Co. 

years  ago,  and  has  made  much  progress  since  that 
time,  and  by  integrity  and  turning  out  only  reliable 
goods,  has  established  a  nation-wide  reputation.  They 
moved  into  their  present  large  modern  factory  about 
two  years  ago.  Since  that  time  business  has  increased 
so  largely  that  they  are  contemplating  building  an 
addition.  The  present  output  of  the  factory  is  about 
450  pairs  a  day,  and  affords  employment  to  about  65 
hands.  This  firm  manufactures  all  solid  leather  staples 
in  men's,  women's  and  children's.  This  year  they 
are  branching  out  into  high  cuts  and  miner's  boots. 
They  are  making  these  high  cuts  in  women's  and 
children's  as  well  as  men's. 

The  Western  Shoe  Company 

The  Western  Shoe  Company  have  been  establish- 
for  over  five  years  and  manufacture  medium  staples 
in  men's,  women's,  boys'  and  misses'.  Their  pro- 
ducts are  solid  leather  throughout  and  leather  lined. 
They  have  a  capacity  of  1,500  pairs  a  day  and  employ 
one  hundred  men.  This  firm  does  not  sell  to  the  re- 
tailer direct,  their  output  being  handled  entirely  by 
jobbers.  Mr.  Gerald  Heintzman  is  president  of  the 
company  and  Mr.  Geo.  Killer  vice-president  and  gen- 
eral manager. 


Factory  of  the  Kimmel  Felt  Company,  Limited 


The  building  that  is  now  occupied  by  the  Kimmel 
Company  was  formerly  owned  by  the  Berlin  Rubber 
Company.  Mr.  Oscar  Rumpel  is  manager  and  sup- 
erintendent of  factories  for  the  Canadian  Consolidat- 
ed Felt  Company.  In  the  Kimmel  factory  there  is 
lots  of  room  for  extension. 

C.  A.  Ahrens  &  Company 

The  C.  A.  Ahrens  Shoe  Company  was  established 
by  the  father  of  the  present  manager,  twenty-five 


The  Oberholtzer  Shoe  Company 

Some  of  the  most  popular  lines  that  are  handled 
by  Canadian  shoe  retailers  are  made  by  the  G.  D. 
Oberholtzer  Company,  Limited,  Berlin,  Ont.  This 
company  was  incorporated  in  1900  with  a  capital  of 
$150,000.  It  is  successor  to  G.  V.  Oberholtzer  & 
Company,  who  were  established  in  the  same  premises 
in  1892.  The  firm  has  a  large,  well-equipped  factory 
lying  on  the  tracks  of  the  Grand  Trunk  and  Canadian 
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Pacific  Railways  and  is  connected  by  switches  and 
sidings  with  both. 

The  factory  has  a  floor  space  of  over  20,000  square 
feet,  and  employs  over  fifty  skilled  workmen.  The 
linn  are  both  manufacturers  and  jobbers,  handling 
boots  and  shoes  with  a  sale  extending  all  over  Can- 
ada. N.  B.  Detwiler  is  president,  treasurer  and  gen- 
eral manager.  Mr.  D.  15.  Detwiler  is  vice-president. 
This  year  they  have  added  new  and  up-to-date  lasts 
in  men's,  boys'  and  women's,  which  will  no  doubt 
have  a  great  demand  and  a  ready  sale  with  the  trade. 

New  Leather  Goods  Firm 

The  Berlin  Trunk  &  Bag  Company,  Limited,  are 
at  present  manufacturing  in  temporary  quarters  sec- 
ured in  the  Star  Whitewear  Manufacturing  Company 
building.  The  company  was  organized  on  February 
1st,  1912,  with  the  following  officers  who  are  among 
the  leading  citizens  of  Berlin  and  Waterloo;  Presi- 
dent, Mr.  A.  L.  Breithaupt ;  vice-president,  Dr.  A.  F. 
Bowman,  of  Waterloo;  secretary,  Mr.  II.  D.  Huber. 
These  with  Air.  hey  ffolman,  constitute  the  board 
of  directors.  The  latter  gentleman  has  been  engaged 
with  the  L.  McBrine  Company  since  the  commence- 
ment of  their  business,  having  latterly  had  complete 
charge  of  the  travelling  bag  department.  The  new 
factory  will  be  under  his  management.  During  the 
time  they  are  in  their  present  quarters,  they  will  con- 
fine their  output  entirely  to  travelling  bags,  suitcases 
and  telescopes.  They  have  secured  a  good  site  and 
expect  to  put  up  a  modern  factory  as  soon  as  the 
weather  permits  building  operations,  and  as  soon  as 
they  occupv  their  new  premises  they  will  add  a  full 
line  of  trunks  to  their  output. 

A  Travelling  Goods  Factory 

The  L.  McBrine  Company,  Limited,  started  in 
business  on  a  very  small  basis  about  twenty  years 
ago,  and  like  all  other  concerns  in  Berlin,  have  worked 
their  business  up  to  its  present  standing.  The  fac- 
tory to-day  covers  three  acres  of  floor  space  and  is 
modern  and  up-to-date  in  every  respect.  They  manu- 
facture trunks,  suitcases,  club  bags,  and  every  style 
made  in  the  line  of  travelling  goods.  The  directors 
are  L.  McBrine,  president ;  W.  G.  Kleghorn,  vice- 
president  ;  Miss  E.  M.  Zapfe,  treasurer,  and  Geo.  S. 
Ahrens,  secretary.  They  have  branch  offices  in  To- 
ronto, Winnipeg,  Regina,  Calgary  and  Vancouver. 

The  Breithaupt  Leather  Company,  Berlin 

The  Breithaupt  Leather  Company  Limited,  is  so 
well  and  favorably  known  to  our  readers,  who  are 
the  whole  shoe  and  leather  trade  in  Canada,  that  any 
comment  on  our  part  would  be  almost  superfluous. 
The  business  was  established  over  half  a  century  ago, 
to  be  precise,  in  1857,  by  the  late  Louis  Breithaupt, 
who  at  the  time  of  his  decease  was  mayor  of  the  town. 
The  responsibility  of  successfully  conducting  the 
business  was  then  taken  over  by  the  executrix  and 
executors  of  the  estate,  Mrs.  C.  Breithaupt  and 
Messrs.  L.  J.  and  W.  II.  Breithaupt,  for  a  period  of 
ten  years.  In  1890  the  present  joint  stock  company 
was  formed  with  Mr.  L.  J.  Breithaupt  as  president 
and  Mr.  J.  C.  Breithaupt  as  secretary,  both  of  whom 
were  ex-mayors  of  the  town.  Both  still  continue  to 
devote  no  little  time  and  energy  to  the  interest  and 
welfare  of  the  town  (this  year  becoming  a  full-fledg- 
ed city).  Mr.  I ,.  J.  Breithaupt  is  now  vice-president 
of  the  Hoard  of  Trade,  of  which  he  is  also  a  past 
president.  Mr.  J.  C.  Breithaupt  is  Chairman  of  the 
Board  of  Water  Commissioners,  of  which  he  has  been 
a  member  for  over  twelve  years  continuously.  The 


location  of  this  tannery  in  Berlin  is  a  great  conveni- 
ence to  and  is  much  appreciated  by  the  manufacturers 
of  Berlin  and  vicinity.  Berlin  is  the  headquarters  of 
the  Breithaupt  Leather  Company,  himited,  the  well- 
known  tanners  of  sole  leather,  but  they  have  other 
large  tanneries  elsewhere.  The  Eagle  tannery  is  op- 
erated under  Breithaupt's  while  the  product  of  the 
"Penetang"  tannery  is  all  brought  to  their  extensive 
warehouses  in  Berlin  where  with  the  product  of  the 
Eagle  tannery  it  is  sorted  and  shipped  to  all  parts 
of  Canada  from  Victoria,  B.C.,  to  St.  Johns,  New- 
foundland, and  also  to  foreign  countries.  They  have 
another  plant,  viz.,  the  Hastings  Tannery  which  is 
located  at  Hastings,  Out.,  and  manufactures  mainly 
harness  leather. 


Store  News  from  Victoria,  B.  C. 

Canadian  felt  slipper  manufacturers  certainly  be- 
lieve in  getting  in  early  with  order  book  and  pencil. 
This  new  department  of  the  Canadian  Consolidated 
Rubber  Co.,  shows  signs  of  becoming  a  very  impor- 
tant branch  of  their  business.  Mr.  EL  \V.  Fraser, 
their  Victoria  manager,  called  on  the  retail  trade  dur- 
ing the  month,  and  got,  he  reports,  excellent  book- 
ings for  a  "butter  in"  on  a  new  line.  Their  bonus  on 
combined  rubber  and  felt  goods  is  a  good  way  of 
stimulating  buying  and  it  has  undoubtedly  had  that 
effect. 

Robert  Watson  has  bought  over  the  lease  on 
Stark's  Shoe  Store  at  1321  Dougles  street,  and  opened 
up  at  the  beginning  of  February.  He  is  running  an 
opening  sale  which  has  been  very  satisfactory,  and 
has  enabled  him  to  clear  out  all  the  tardy  winter 
lines.  Mr.  Watson  will  continue  to  operate  both 
stores  and  has  materially  reduced  his  large  stock  in 
a  short  time. 

V.  H.  Watchorn,  Nanaimo.  is  opening  up  in  the 
canal  town  of  Vancouver  Island,  Alberni,  at  the  head 
of  the  Alberni  canal.  His  brother  Frank  will  be  in 
charge  and  hopes  to  work  up  a  good  trade  in  this 
rising  locality. 

Victoria  is  the  most  distant  town  but  one  to 
which  Canadian  made  shoes  are  shipped,  and  is  re- 
presentative of  the  whole  province  of  British  Colum- 
bia, in  the  handicap  of  distance  from  a  manufacturing 
centre. 

A  retailer  must  take  no  chances  of  running  short 
of  a  certain  line  of  shoes,  say,  for  next  fall,  and  there- 
fore is  inclined  to  over-order  when  the  traveller  comes 
around  this  spring.  He  knows  that  a  shortage  means 
a  definite  loss  of  trade,  and  with  no  chance  of  filling 
up  sizes  when  necessary,  like  the  Ontario  shoeman, 
is  compelled  to  overstock  himself  at  a  certain  season 
of  the  year. 

Some  manufacturers  help  out  considerably  by 
stocking  some  of  the  principal  sellers  and  holding 
them  ready  for  shipment,  but  a  more  thorough  sys- 
tem of  keeping  in  touch  with  the  western  retailers 
in  the  matter  of  advice  re  stock  carried,  etc.,  would 
be  to  their  mutual  benefit  and  would  relieve  the  West- 
ern shoeman  of  a  serious  working  disability. 


A  men's  wear  store  in  a  western  town  adopted  the 
trade-pulling  scheme  now  a  custom  with  many  laun- 
dries in  the  big  cities.  It  will  mend  suits,  under- 
wear and  the  like  bought  at  the  store  and  will  always 
keep  them  in  a  wearable  condition  free  of  charge.  This 
offer  was  widely  advertised  in  local  mediums  and 
proved  very  successful.  How  would  this  do  for  a 
shoe  store? 


FOOTWEAR 
Some  Canadian  Fall  Styles 

La  Compagnie  J.  A.  &  M.  Cote,  St.  Hyacinthe, 
Que.,  have  added  Goodyear  welts  in  men's  wear  this 
year,  that  are  built  on  two  staple  lasts,  one  medium 
toe  and  one  narrower.  This  will  give  the  retailer 
who  purchases  them  the  advantage  of  style  without 
faddishness,  and  he  may  safely  rely  upon  the  fact  that 
he  will  not  have  to  sell  these  lines  as  job  lots  after 
the  season  is  over.  All  of  the  Goodyear  lines  made 
by  this  firm  are  stamped  "Yamaska  Brand"  which  is 


James  Dillon,  Shoe  Retailer  H.  B.  Myers,  Shoe  Retailer 

St.  Catharines,  Ont.  Barrie,  Ont. 


a  guarantee  that  they  are  made  of  solid  leather,  with 
solid  leather  heel,  counter  and  box  toe.  These  lines 
are  made  in  10-in.,  12-in.,  and  15-in.  sporting  bluchers 
and  in  cotton  and  leather  lined  low  cut  bluchers.  The 
firm  expects  confidently  that  their  customers  and  the 
trade  in  general  will  give  them  a  fair  trial,  and  that 
they  will  not  be  disappointed  in  them. 

Apart  from  new  lines  in  Goodyear  welts  they  ex- 
pect to  have  at  least  their  regular  trade  in  staples. 
Their  pegged  standard  screwed  and  lock  stitched 
sporting  bluchers  and  medium  cut  bluchers  have  been 
in  great  demand  in  the  past  and  indications  point  to 
even  greater  popularity  this  year. 

One  of  the  features  of  their  new  fall  samples  will 
be  their  heavy  sole  lines  in  men's  and  boys.'  These 
are  built  principally  with  a  view  to  the  requirements 
of  the  British  Columbia  trade  and  have  been  made  at 
the  suggestion  of  Mr.  M.  L.  Savage,  who  has  been 
attending  to  the  firm's  trade  in  that  province  for  some 
years. 

Travellers  from  this  firm,  who  have  all  been  with 
it  for  several  years,  will  shortly  call  on  their  respec- 
tive customers  and  as  the  Cote  Company  only  manu- 
facture on  orders  they  ask  that  their  customers  place 
these  early  as  it  takes  an  average  of  four  weeks  to 
fill  sorting  up  orders.  In  cases  where  the  customer 
cannot  possibly  wait  so  long  for  his  order  they  re- 
quest him  to  correspond  with  the  wholesale  houses 
mentioned  below  who  carry  a  heavy  stock  of  their 
lines  and  who  can  fill  up  orders  on  short  notice : 

The  London  Shoe  Company,  London,  Ont. ;  The 
A.  W.  Ault  Company,  Limited,  Ottawa,  Ont. ;  Jas. 
Robinson,  Montreal,  Que. ;  Waterbury  &  Rising,  St. 
John,  N.B.;  The  W.  A.  Marsh  Company,  Western, 
Limited,  of  Winnipeg,  Man. 


IN    CANADA  101 

The  Eagle  Shoe  Company,  of  Montreal,  are  get- 
ting out  an  entirely  new  set  of  samples  in  their  men's 
and  women's  fine  welts  for  the  coming  season,  and 
their  eight  travellers  will  start  out  about  April  first. 
They  have  added  three  new  lasts  in  the  men's  which 
include  a  "Rocker"  for  the  young  trade,  a  new  "Eng- 
lish" for  custom  trade  and  a  facsimile  of  Hanan's 
"London  Toe."  Two  new  lasts  have  been  added  in 
women's,  viz.,  the  "Round  Toe"  so  strongly  pushed 
by  all  up-to-date  houses,  and  the  "English  Custom" 
last  for  "ladies  of  fashion."  A  strong  line  in  buttons 
for  men  and  women  in  gunmetal,  tan  calf,  patent, 
and  storm  leathers  will  be  shown.  Many  "Wet  Proof" 
soles  will  also  be  shown.  Their  two  brands,  the 
"Eagle  Shoe"  and  Frank  W.  Slater's  "Strider"  shoe 
are  at  the  present  moment  considered  leaders  from 
coast  to  coast  as  proved  by  the  many  complimentary 
letters  the  firm  have  received  this  season. 


Toronto  Shoe  Retailers  Meet 

There  will  be  a  meeting  of  Toronto  Boot  and  Shoe 
Retailers  at  the  offices  of  the  Retail  Merchants'  Asso- 
ciation of  Canada,  on  Richmond  street,  on  the  after- 
noon of  March  27th.  It  is  hoped  that  all  will  attend 
as  matters  of  much  importance  will  be  discussed.  Ar- 
rangements will  be  made  at  this  meeting  for  holding 
a  conference  of  the  trade  in  Ontario  with  a  view 
to  forming  a  Provincial  Association. 


A  Prominent  Wholesaler 

Edward  L.  Rising,  President  and  General  Man- 
ager of  Waterbury  &  Rising,  Limited,  New  Bruns- 
wick's largest  and  most  progressive  shoe  house,  was 
born  in  St.  John  in  1858.  He  was  working  in  a  shoe 
factory  at  fifteen  years  of  age.  At  eighteen  he  was 
superintendent  of  the  cutting  and  stitching  depart- 
ment of  a  United  States  shoe  factory,  and  a  retail 


Edward  L.  Rising 


merchant  at  twenty-one.  A  Baptist  in  religion,  Mr. 
Rising  is  prominently  identified  with  all  the  move- 
ments tending  to  the  betterment  and  advancement 
of  St.  John,  financially,  socially  and  morally.  The 
company  carries  on  an  extensive  wholesale  business, 
employs  eight  travellers  and  has  three  large  retail 
stores. 
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With  the  Genial  Knights  of  the  Grip 

What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


A  Well-Known  Rubber  Traveller 

There  are  few  men  on  the  road  in  British  Colum- 
bia better  known  than  the  subject  of  our  sketch.  Mr. 
Fyke  hails  from  Kingston,  Ontario.  For  a  time  he 
travelled  out  from  there  with  a  line  of  shoe  findings, 
but  just  22  years  have  passed  since  he  heard  the  call 
of  the  West,  and  Vancouver  has  been  his  home  ever 
since.  Mr.  Pyke  therefore  is  an  old  timer,  and  has 
witnessed  the  rise  of  the  city,  from  small  beginnings 
to  metropolitan  proportions. 

He  was  associated  with  his  brother  in  the  retail 


shoe  trade,  but  ten  years  ago  he  joined  the  staff  of  the 
Vancouver  Rubber  Company.  That  he  has  proved  an 
acquisition  to  the  firm  is  self  evident  from  the  ever 
increasing  sales  of  the  Maltese  Cross  rubber  goods. 

"Sam,"  as  he  is  familiarly  called,  is  a  very  busy 
man,  yet  he  finds  time  to  act  as  license  commissioner. 
For  two  years  he  occupied  the  commissionership  as 
government  appointee,  but  this  year  he  sought  the 
suffrage  of  the  electors,  being  returned  by  a  large 
majority.  Quite  recently  he  was  receiving  the  con- 
gratulations of  his  friends  on  his  appointment  as  First 
Vice-President  of  the  Vancouver  Conservative  Asso- 
ciation. 


Former  Retailer  Who  Has  "Made  Good" 

For  thirteen  years  Mr.  J.  G.  Riel,  of  Montreal,  has 
been  engaged  in  the  shoe  business,  as  retail  sales- 
man and  traveller.  Born  in  Montreal,  lie  left  three 
weeks  after  birth,  and  did  not  go  back  to  the  city 
for  twenty-five  years.  During  seven  years  of  his  ex- 
perience in  the  trade,  Mr.  Riel  resided  in  Ottawa,  and 
then  for  four  years  was  manager  of  the  store  of  Mr. 
O.  P.  de  Montigny,  St.  Catherine  street  east,  Mont- 


real. Confinement  in  a  store,  however,  proved  unfav- 
orable to  his  health,  and  Mr.  Riel  decided  to  try  the 
road.  He  accordingly  joined  the  staff  of  travellers  of 
Kirvan-Doig,  Limited,  Montreal,  and  has  made  good 
in  this  position — in  fact  has  done  exceedingly  well. 
He  travels  in  Montreal,  and  is  a  man  who,  having 
made  customers,  holds  them  by  reason  of  courtesy 
and  personality.  Mr.  Riel  knows  the  shoe  business 
from  A  to  Z,  and  his  wide  experience  in  retail  selling 
is  a  valuable  aid  now  that  he  represents  a  firm  of 
progressive  manufacturers. 


Mr.  Fred  W.  Cowan 


New  Western  Shoe  Traveller 

Mr.  Fred  M.  Cowan,  commonly  called  "Pete," 
learned  the  retail  shoe  business  in  Chatham,  then 
went  to  the  United  States,  worked  in  the  principal 
cities  from  New  York  to  San  Francisco,  securing  ex- 
perience and  seeing  the  country  at  the  same  time. 
Then  he  drifted  back  to  Canada  and  represented 
Smardon  &  Company,  Montreal,  and  Winn  &  Com- 
pany, Perth,  Ont.,  for  years,  in  Western  Ontario, 
where  he  has  worked  up  a  large  personal  trade.  He 
is  now  travelling  Western  Canada  in  the  interests  of 
the  Brandon  Shoe  Company,  of  Brantford,  Out.,  and 
the  McDermott  Shoe  Company,  of  Montreal. 


Winnipeg  Shoe  Trade  News 

The  month  just  closed  has  been  quite  a  satisfac- 
tory period  for  the  local  wholesale  boot  and  shoe 
merchants.  The  volume  of  business  was  much  larger 
than  in  January ;  the  sorting  trade  for  prompt  delivery 
was  fairly  good  and  substantial  orders  were  received 
to  add  to  bookings  previously  made  for  spring  and 
summer  demand.  The  retail  merchants  throughout 
the  country  evidently  appreciated  that,  with  prospects 


Mr.  R.  S.  Pyke  Mr.  J.  G.  Reil 
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for  the  coming  season  so  bright,  they  had  ordered 
too  conservatively  when  the  samples  were  put  be- 
fore them  last  fall.  It  is  feared  that  some  of  the 
orders  being  booked  now  for  the  spring  trade  cannot 
be  filled  as  promptly  as  the  dealers  would  desire.  The 
present  demand  at  wholesale  is  for  leather  foot- 
wear. This  is  especially  the  case  in  the  city,  where 
the  tendency  seems  to  be  to  wear  warmer  lines  less 
generally  than  formerly.  This  tendency,  of  course, 
has  been  aided  this  season  by  the  mild  weather  of 
the  past  month  or  more.  The  only  really  severe 
frosty  weather  this  winter  has  not  aggregated  more 
than  five  weeks.  It  is  said,  however,  that  felt  shoes 
and  overshoes  have  been  sold  in  large  volume  both 
in  the  city  and  country  this  winter,  and  the  amounts 
of  stocks  to  be  carried  over,  after  special  sales,  will 
be  very  small. 

The  travellers  of  the  wholesale  houses  are  on  the 
road  with  fall  samples,  and  they  are  sending  in  ex- 
cellent reports  of  the  situation.  It  is  surprising  the 
optimism  that  prevails  in  practically  all  parts  of  the 
west,  considering  the  drawbacks  experienced  in  dif- 
ferent ways  during  the  past  season.  Dealers  seem 
to  be  quite  ready  to  place  business  for  future  needs, 
even  considering  that  the  country  has  not  yet  reached 
the  seeding  stage.  For  one  thing,  however,  the  mar- 
ket is  growing,  and  the  people  must  have  footwear. 
The  volume  of  footwear  business  in  the  western  prov- 
inces is  bound  to  grow  year  after  year  according  as 
the  country  is  settled. 

The  local  trade  has  recently  been  eagerly  awaiting 
the  new  rubber  prices  arrangement.  At  this  writing 
no  announcement  has  been  made,  and  no  satisfaction 
can  be  had  from  the  jobbers  in  that  connection.  The 
impression  seems  to  be  that  there  will  be  no  specified 
price  made  public.  The  situation  is  pretty  much  the 
same  as  a  year  ago;  the  fight  between  the  "combine" 
and  the  "independents"  prevented  the  usual  arrange- 
ment as  to  prices  and  discounts,  and  it  now  looks  as 
if  they  were  as  far  apart  as  ever. 

Leading  local  jobbers  venture  the  prediction  that 
there  will  be  no  reduction  in  the  prices  of  rubbers 


as  many  seem  to  be  looking  for ;  in  fact  some  are 
inclined  to  the  belief  that  advances  have  to  be  made, 
in  order  that  the  manufacturers  may  show  a  reason- 
able margin  on  their  products.  It  is  only  reasonable 
to  suppose  that  the  manufacturers  kept  their  lists 
pretty  close  to  the  wind  under  such  stirring  compe- 
tition as  existed.  Reductions  were  recently  an- 
nounced in  the  United  States,  but  it  is  claimed 
that  the  situation  on  this  side  of  the  line 
does  not  warrant  a  corresponding  change.  One  Win- 
nipeg jobber  remarked  to  the  writer  that  the  United 
States  figures  last  year  were  much  higher  than  in 
Canada,  and  conditions  were  very  different  on  the  two 
sides  of  the  boundary. 

As  regards  the  leather  goods  market,  the  Winni- 
peg wholesale  trade  do  not  look  for  any  important 
changes  in  prices  in  the  near  future.  The  situation 
remains  firm  and  steady.  Of  course  any  noticeable 
change  that  might  occur  in  the  East  would  be  re- 
flected here.  Collections  are  still  somewhat  unsatis- 
factory, although  a  considerable  amount  of  money  has 
reached  the  wholesale  merchants  during  February. 
The  outlook  in  this  respect  is  encouraging,  and  there 
is  a  healthy  feeling  in  trade  circles  generally.  In 
addition  to  the  large  amount  of  money  that  will  go 
into  circulation  gradually  according  as  the  balance  of 
the  western  wheat  is  marketed,  each  week  brings 
along  new  announcements  of  enormous  amounts  of 
money  to  be  expended  in  different  kinds  of  invest- 
ments this  year,  west  of  the  Great  Lakes.  Outside 
capitalists  are  apparently  very  eager  to  grasp  the 
many  opportunities  offering  here  in  the  investment 
line,  as  indicated  by  the  operations  of  the  leading 
financial  institutions  in  Winnipeg.  Almost  each  week 
some  new  company  is  formed,  whose  stock  seems  to 
be  readily  subscribed,  which  is  proof  that  someone 
has  money  to  invest.  There  appears  to  be  no  end 
to  the  programs  of  the  railway  companies,  who  are 
vying  with  each  other  in  the  struggle  to  cover  new 
territory  with  rails.  Then,  again,  there  is  the  immi- 
gration outlook ;  there  is  not  a  season  that  newcom- 
ers do  not  bring  in  large  amounts  of  money,  which 
eventually  goes  into  circulation  among  the 
business  community.  It  is  expected  that 
immigration  into  the  western  provinces 
will  touch  new  records  in  1912,  and  many 
millions  of  capital  will  be  introduced  in 
this  way. 

All  the  foregoing  factors  will  have  a 
beneficial  effect  on  western  trade,  and  it 
is  but  reasonable  to  suppose  that  the  boot 
and  shoe  merchants  will  get  their  share 
of  the  general  prosperity. 


The  Latest  in  Costly  Footwear 

We  are  told  that  the  use  of  plumage 
will  be  inverted  this  year,  and  the  woman 
of  fashion  will  wear  it  upon  her  feet  in- 
stead of  on  her  head.  Beautifully  shaped, 
iridescent  feathers  will  be  glued  to  the 
shoes,  and  buckles  will  be  composed  of 
masses  of  ospreys  or  other  plumage. 

But  Mrs.  Charles  H.  Anthony,  of  Mun- 
cie,  Indiana,  has  devised  an  even  more  ex- 
travagant scheme  in  the  jewelled  slippers 
she  wears.  They  are  made  of  cloth  of 
gold,  with  diamond  buckles,  and  many 
large  diamonds  set  in  the  high  French 
heels. 
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Selling  Arguments  for  Rubber  Footwear 

Impress  Public  With  Value  and  Importance  of  Rubbers  as 
Money   and   Health    Savers.  —  When  and  How   to  Sell 


Anything  that  is  of  vital  interest  to  the  shoe  trade 
affects  the  rubber  business,  or  at  least  it  should  do 
so.  "Goods  well  bought  are  half  sold,"  is  an  old 
but  true  saying.  It  is  therefore  just  as  important  to 
place  your  rubber  orders  as  intelligently  as  you  do 
those  for  your  leather  footwear.  Judging  by  the  way 
some  dealers  buy  rubbers,  however,  we  are  afraid 
that  they  do  not  give  the  matter  much  consideration. 
It  has  always  been  a  conundrum  to  know  why  the 
average  shoe  dealer  does  not  take  more  interest  in 
the  rubber  end  of  his  business.  A  commodity  of  so 
great  importance  to  the  general  public  is  surely  en- 
titled to  more  consideration  than  it  receives.  During 
the  last  year  in  Canada  there  was  approximately  six 
million  dollars'  worth  of  rubber  footwear  sold.  Sure- 
ly such  a  volume  of  business  as  this,  with  the  indiffer- 
ence accorded  to  it  now,  might  be  nearly  doubled  if 
the  same  attention  were  paid  to  it  that  the  retailer 
pays  to  his  shoes. 

Rubbers  Save  Money 

Take  the  importance  of  rubbers  as  a  money  saver 
to  the  general  public.  We  all  know  they  protect  the 
shoes  from  cracking  and  ripping  during  wet  and 
slushy  weather.  A  pair  of  $3.00  shoes  with  rubbers 
will  wear  longer  than  a  pair  of  $7.00  or  $8.00  shoes 
without,  and  as  for  doctor's  and  druggist's  bills,  a 
pair  of  rubbers  would  save  many  a  $100  bill  that  went 
for  the  doctor  or  the  undertaker.  The  retailer  should 
impress  upon  the  customer  the  importance  of  rubbers 
both  in  the  preserving  of  his  health  and  the  saving 
they  afford  in  the  wear  of  his  shoes.  It  is  of  the  ut- 
most importance,  particularly  during  the  cold  wea- 
ther, to  keep  the  feet  dry.  Most  of  our  colds,  attacks 
of  influenza,  and  the  tuberculosis  which  frequently 
ensues,  can  be  traced  in  ninety-nine  cases  out  of  a 
hundred  to  wet  feet.  Rubbers  would  have  saved  the 
patient  all  this  sickness,  worry  and  expense.  Drive 
this  fact  home  and  you  will  increase  your  rubber 
sales. 

No  Excuse  for  Not  Wearing 

With  the  modern  styles  of  rubber  footwear  made 
to  fit  neatly  almost  any  style  of  shoe,  there  is  no 


longer  the  old  excuse,  so  familiar  to  many  of  us,  for 
not  wearing  rubbers.  These  are  only  a  few  points 
from  which  we  can  gather  some  conclusions  as  to 
what  we  can  do  to  increase  our  rubber  business.  The 
old  idea  that  there  are  only  so  many  shoes  or  rub- 
bers worn  and  that  you  cannot  sell  any  more  than 
the  people  want  or  ask  for,  is  exploded.  If  we  were 
to  go  back  to  natural  demand  we  would  all  be  out 
of  business. 

Most  people  buy  a  pair  of  shoes  like  they  do  an 
umbrella,  when  they  get  caught  out  in  bad  weather; 
and  have  you  ever  noticed  that  a  great  many  think 
more  of  keeping  their  heads  dry  than  their  feet? 

The  Time  to  Sell  Children's  Lines 

A  good  time  to  start  in  with  children's  lines  is 
when  you  are  selling  them  their  new  school  shoes. 
Usually  a  child  needs  a  larger  size  than  the  preced- 
ing pair.  Why  not  sell  them  rubbers  to  fit  the  new 
ones  so  that  they  would  be  prepared  before  hand? 
You  can  find  many  good  reasons  for  this  to  bring  to 
their  parents'  notice. 

Men  and  women,  when  buying  new  shoes  fre- 
quently change  the  style  of  toe  or  heel,  from  the  last 
pair.  This  is  an  opportunity  to  increase  your  sales 
by  suggesting  rubbers  to  fit  the  new  shoes.  A  rub- 
ber, to  give  satisfaction,  must  fit  the  shoe.  In  many 
cases  where  rubbers  fail  it  is  because  they  have  been 
worn  over  different  shoes  from  the  shape  they  were 
made  to  fit.  One  of  the  secrets  of  success  is  to  learn 
how  to  avoid  trouble. 

A  Few  Don'ts 

The  following  are  a  few  rules  that  should  be  ob- 
served in  selling  rubbers : 

Don't  fit  rubbers  over  dirty  shoes.  Have  facili- 
ties handy  on  wet  days  to  clean  off  shoes  before  put- 
ting on  rubbers. 

Don't  fit  rubbers  too  short. 

Don't  sell  low  heel  rubbers  for  high  heel  shoes. 
Don't  sell  high  heel  rubbers  for  low  heel  shoes. 


Rubber  Features 

The  Non  Slip  Rubber 
heel  and  the  Boy  Scout 
Rubber  are  two  new 
lines  just  being  intro- 
duced by  the  Miner  Rub- 
ber Company,  ofGranby 
Que. 


Sole  of  Bov  Scout  Rubber 


Non  Slip  Heel 


Boy  Scout  Rubber 
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Don't  tit  narrow  toe  rubbers  on  full  toe  shoes. 
They  will  creep  forward  and  cut  out  at  the  heel. 

Don't  fail  to  have  your  rubbers  arranged  handy 
for  a  quick  sale.  Rubber  weather  is  no  time  to 
open  cases  and  hunt  for  sizes. 

Don't  wait  until  you  are  entirely  out  of  sizes  and 
then  find  fault  with  the  manufacturer  because  he  did 
not  know  it,  and  ask  him  to  work  nights  and  Sundays, 
just  because  you  thought  you  had  ordered  your 
goods,  but  had  forgotten  to  do  so. 

Don't  forget  it  is  a  wise  merchant  who  gets  ready 
to  do  business.  We  are  all  more  or  less  inclined  to 
put  off  the  rubber  business  until  demand  comes. 

Don't  sell  an  inferior  article  with  the  idea  that 
the  average  customer  does  not  know  the  difference. 
They  may  not  appear  to,  but  if  you  do  not  hold  their 
trade  it  is  because  they  have  found  a  store  where  the 
dealer  acts  honestly  with  them. 

It  is  doubtful  if  any  line  of  merchandise  other  than 
shoes  and  rubbers  requires  a  man  of  such  ability  and 
sense.  Salesmanship  is  necessary,  while  in  many  lines 
of  trade,  it  only  requires  order-takers,  or  average 
ability,  to  do  the  business.  The  following  are  a  few 
points  about  rubbers  that  should  be  known  to  every 
dealer  and  consumer.  Grease  and  oil  of  any  kind 
are  very  injurious  to  rubber.  Strong  sunlight  or 
heat  unbearable  to  the  hand  will  soon  destroy  the 
life  and  wearing  qualities  of  rubber.  Rubbers  tear 
easily.  Very  few  goods  have  such  tensile  strength 
and  yet  tear  as  easily  if  a  rent  is  made. 


A  Versatile  Rubber  Man 

Mr.  J.  M.  S.  Carroll,  district  manager,  Montreal, 
Canadian  Consolidated  Rubber  Co.,  Limited,  is  one 
of  the  best  known  "rubber"  salesman  in  Eastern 
Canada.  He  has  been  associated,  first  with  the  Cana- 
dian Rubber  Co.  of  Montreal  and  subsequently  with 
the  Canadian  Consolidated  Rubber  Co.,  Limited,  for 


Mr.  J.  M.  S.  Carroll 


a  combined  period  of  over  nine  years,  and  numbers 
hosts  of  strong  personal  friends  amongst  his  com- 
pany's important  clientile.  Persistent  hard  work,  ex-^ 
ceptional  organizing  ability,  and  great  resourcefulness 
as  a  salesman,  are  the  main  characteristics  that  have 
contributed  to  "Morris"  Carroll's  success.  For  years 
he  has  been  a  well-known  athlete,  excelling  in  long- 


distance swimming  and  gymnasium  work.  In  social 
and  fraternal  bodies  in  Montreal,  Mr.  Carroll  has  a 
wide  connection.  He  is  a  well-known  Mystic  Shriner 
being  a  prominent  member  of  "Karnak"  Temple,  Mon- 
treal ;  also  a  member  of  the  Engineers'  Club,  the  Rail- 
way Club,  and  many  other  kindred  organizations. 


Prominent  Canadian  Shoe  Manufacturer  Dead 

Mr.  Louis  Gauthier  died  at  his  home  in  Quebec 
on  March  7th,  in  his  fifty-eighth  year.  Mr.  Gauthier 
came  to  Quebec  City  twenty-four  years  ago  as  super- 


The  late  Mr.  Louis  Gauthier 


intendent  for  the  W.  G.  Marsh  Company.  Previous 
to  this  time  he  had  been  employed  in  the  shoe  busi- 
ness in  the  United  States,  and  as  manager  of  the 
Geo.  Slater  Shoe  Factory,  Montreal.  After  being  a 
few  years  with  W.  G.  Marsh  &  Company,  he  became 
a  member  of  the  firm.  Eight  years  ago  Mr.  Gauthier 
started  a  shoe  factory  of  his  own  under  the  name  of 
Louis  Gauthier  &  Company,  and  progressed  so  rapid- 
ly that  four  years  ago  he  formed  the  present  joint 
stock  company  known  as  The  Louis  Gauthier  Com- 
pany, Limited.  Associated  with  him  were  his  bro- 
ther, Damase  Gauthier ;  J.  E.  Plamondon,  secretary- 
treasurer;  and  J.  A.  Langlois,  M.P.P.,  vice-president. 
The  present  factory  is  one  of  the  most  up-to-date  in 
Quebec  Province.  Mr.  Gauthier  was  one  of  the  best 
known  and  most  popular  men  in  the  Canadian  shoe 
trade.  He  was  a  thoroughly  practical  man  and  by 
his  knowledge  of  the  trade,  together  with  his  busi- 
ness capacity  and  energy  he  placed  the  Louis  Gau- 
thier Company,  Limited,  in  its  present  outstanding 
position  in  the  Canadian  shoe  trade.  His  geniality 
and  many  good  qualities  endeared  him  to  all  with 
whom  he  came  in  contact  and  his  loss  will  be  felt 
by  all  who  knew  him.  The  company  which  he  form- 
ed will  continue  the  business  under  the  same  name 
and  have  reaped  the  benefit  of  his  experience,  by  pos- 
sessing the  present  modern  and  up-to-date  plant  and 
facilities  for  turning  out  the  highest  class  work. 

In  1878  Mr.  Gauthier  married  Ellen  Fex,  of 
Brockville.  He  is  survived  by  his  wife,  four  sons 
and  four  daughters.  The  sons  are  Louis,  James,  Wil- 
frid and  Ernest. 
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Shoe  and  Leather  News  from  Boston 

English  Goods  Have  Increasing  Sales — Stocks  in  Hands 
of  Distributors — Samples  for  1913  will  be  Ready  in  May 


There  are  on  exhibition  in  the  New  England  Shoe 
&  Leather  Exchange  several  lines  of  samples  from  the 
shoe  factories  of  England.  Naturally  these  shoes 
would  be  subjected  to  severe,  if  not  prejudical  crit- 
icism, especially  so  when  it  is  considered  that  the  im- 
portation of  footwear  from  England  was  quite  liberal 
during  the  past  year.  The  goods  were  well  dis- 
tributed, buyers  from  the  coast  line  to  as  far  west 
as  the  Missouri  river  bought  case  lots  of  fair  amounts. 
Information  in  regard  to  the  selling  qualifications  of 
these  goods  has  not  yet  been  obtained,  but  interviews 
with  those  who  are  handling  them  revealed  no  ad- 
verse statements,  which  in  itself  presents  a  favorable 
aspect.  After  a  careful  examination  of  the  sample  by 
competent  judges  (attached  to  each  individual  sample 
is  the  price  to  consumers),  a  conclusion  highly  com- 
mendatory was  the  result.  They  represent  men's  and 
ladies'  high  and  low  cuts  intended  for  the  masses, 
and  were  well  made  in  every  respect,  both  the  stock 
and  shoemaking  being  excellent  for  the  prices  asked; 
and  aside  from  lacking  the  ultra  fashionable  shapes 
were  certainly  stylish  enough  to  attract  the  attention 
of  the  general  public.  These  goods  are  carried  by 
some  of  Boston's  largest  retailers  one  of  which  stated 
that  lie  had  sold  out  his  entire  purchase. 

Now  this  is  mentioned  in  order  to  bring  the  atten- 
tion of  our  home  manufacturers  to  the  possibilities 
which  lie  this  side  of  the  border,  for,  as  a  matter  of 
fact,  if  English  shoe  makers  can  find  a  market  three 
thousand  miles  away  from  their  base  of  operations  it 
seems  reasonable  to  suppose  that  Canadian  manufac- 
turers ought  to  do  the  same,  especially  so  when  the 
distance  is  very  much  reduced.  It  may  be  that  our 
home  merchants  are  too  absorbed  in  the  local  business 
to  give  the  American  market  any  serious  considera- 
tion, but  be  this  as  it  may  it  is  an  opportunity  which 
it'  would  be  well  to  foster,  as  it  would  serve  as  an 
outlet  during  a  protractive  dull  spell,  which  all  trade 
centres  are  subjected  to. 

The.  Boston  shoe  market  is  passing  through  a 
mid-season's  dullness  judging  from  the  salesman's 
standpoint.  The  list  of  visiting  buyers  is  small  and 
will  remain  so  until  the  beginning  of  another  season. 
The  factories  specializing  summer  goods  are  running 
up  to  capacity  limits,  Lynn  and  Haverhill  being  par- 
ticularly favored  in  this  regard,  many  of  the  factor- 
ies being  short  of  workmen.  White  nubuck  and  can- 
vas are  having  an  excellent  demand  and  fancy  col- 
ored fabric  more  or  less  so.  Velvet  being  a  warm 
fabric  is  not  moving  as  freely  as  it  did  in  the  fall. 
The  colonial  pattern  is  on  the  wane,  the  popular  styles 
now  being  a  pump  with  or  without  a  strap,  and  a 
sandel  with  from  two  to  four  straps.  These  shoes  are 
decorated  as  expensively  as  trade  requirements  will 
justify.  The  call  for  high  cut  button  boots  is  fair  for 
the  medium  to  high  grades,  but  high  boots  for  com- 
mon street  wear  continue  to  be  in  good  demand. 

Manufacturers  of  misses  and  children's  shoes  arc 
busy  although  new  business  is  not  equal  to  factory 
capacity.  The  jockey  pattern  remains  popular  in  the 
low  to  medium  priced  goods  as  do  fancy  effects. 
Prices  on  the  above  lines  have  not  materially  ad- 
vanced, in  fact  inquiry  failed  to  find  anything  of  a 


positive  nature  in  regard  to  it.  Men's  slippers  is  an- 
other line  of  goods  which  have  changed  in  price  but 
little.  The  fall  demand  has  begun  and  factories  will 
be  busy  from  now  on  with  Christmas  goods.  This 
season's  vamp  patterns  are  unusually  attractive. 

Men's  and  women's  warm  shoes  are  expected  to 
have  one  of  the  best  seasons  for  years.  The  stocks  in 
the  hands  of  distributors  were  sold  down  to  bare 
floors,  and  more  could  have  been  disposed  of  if  orig- 
inal orders  had  not  been  abnormally  small.  The  buy- 
ers sampled  largely  of  these  lines  and  all  are  expect- 
ing a  liberal  trade  in  the  fall.  Men's  fine  shoes  have 
had  a  long  and  satisfactory  run  of  business.  The 
reserve  order  list  is  still  large,  and  receipts  by  mail 
are  sufficient  to  keep  the  reserve  about  the  same  as 
it  lias  been  for  a  year  or  more.  Not  for  a  long  time 
have  the  travelling  men  had  less  radical  changes  to 
present  to  their  trade  than  is  the  case  this  season. 
There  are  modifications  of  extreme  shapes  but  this 
constitutes  the  major  part  of  the  changes,  being  what 
might  be  termed  alterations  rather  than  new  crea- 
tions.   Prices  are  firmly  held. 

Manufacturers  of  men's  stylish  medium  grade  foot- 
wear have  reduced  their  reserve  orders  to  a  minimum 
but  duplicates  are  expected  during  the  coming  three 
months  which  will  keep  the  factories  active.  This 
grade  follows  the  fashions  of  the  better  one  even 
to  extremes,  and  has  benefitted  by  it,  notwithstanding 
the  custom  requires  liberal  appropriations.  Advanced 
prices  are  more  noticeable  on  this  than  on  the 
finer  grades.  The  long-legged  boot  is  almost  obso- 
lete, even  the  cow-boy  boot  is  so  seldom  inquired  for 
that  it  is  rarely  referred  to  in  trade  reports.  Men's 
heavy  chrome,  elk,  kangaroo  and  satin  shoes  are  mov- 
ing slowly  on  account  of  the  advanced  prices.  These 
goods  feeling  the  full  force  of  the  strong  leather  mar- 
ket demand  higher  values  which  will  admit  of  but 
little  if  any  compromising.  This  condition  is  well 
understood  by  both  buyers  and  manufacturers,  but 
as  present  necessities  do  not  call  for  immediate  ac- 
tion, buyers  are  withholding  contracts  at  the  risk  of 
satisfactory  deliveries. 

Heavy  shoes  requiring  bark  tanned  upper  stock 
are  delayed  in  production  by  the  difficulty  in  finding 
sufficient  quantity  of  that  brand  of  leather.  Several 
tanners  have  dropped  this  stock  from  their  output 
which  has  caused  a  serious  shortage  of  it.  To  sum  up 
the  whole  matter,  the  present  situation  is  from  fair 
to  very  good,  and  if  nothing  unusual  occurs  in  the 
financial  and  agricultural  affairs  the  merchants  here 
anticipate  a  normal  amount  of  business  regardless  of 
the  political  disturbance  incident  to  a  presidential 
election. 

Samples  for  the  summer  of  1913  are  now  in  the 
works  and  by  May  1st  they  will  be  ready  for  the 
trade. 


The  man  who  breaks  his  word  is  more  of  a  fool 
than  a  knave. "  He  has  less  respect  for  himself  than 
for  others. 

There  is  no  such  thing  as  getting  rich  quick  in 
the  retail  business.  Make  up  your  mind  you'll  have 
to  spend  considerable  time  on  the  proposition. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


The  extensive  opportunities  for  the  meat  packing  in- 
dustry which  are  provided  by  the  herds  of  cattle  in  Western 
Canada  have  already  drawn  the  Chicago  firm  of  John  Morris 
&  Co.  to  Calgary  where  they  are,  at  the  cost  of  $3,000,000 
laying  down  a  packing  plant  which  will  employ  many  hun- 
dreds of  persons,  in  the  near  future  therefore  it  looks  as  if 
Calgary  will  become  as  big  a  centre  for  the  hide  trade  as 
Chicago. 

The  boot  and  shoe  store  of  R.  J.  Macintosh  at  Chilli- 
vvack,  B.C.,  was  destroyed  by  fire  last  month. 

Fred  Cornet  was  in  Victoria  last  month  on  business  for 
his  firm.  He  travels  Vancouver  Island  and  as  far  as  Rev- 
elstoke  on  the  mainland  in  the  interest  of  Ames-Holden- 
McCready,  Limited. 

The  A.  P.  Cimon  Shoe  Manufacturing  Company,  Mon- 
treal, intend  building  a  shoe  factory  153  ft.  long  by  45  ft. 
wide  and  four  storeys  high  on  the  corner  of  DeFleurimont 
and  DeNormandville  streets.  It  will  be  of  solid  brick  and 
is  expected  to  be  ready  by  the  first  of  July  next.  This 
will  enable  them  to  do  four  times  the  business  they  are 
handling  at  the  present  in  men's  and  women's  welts,  as  well 
as  McKays.  As  they  have  no  intention  of  working  for  job- 
bers this  will  increase  their  business  by  one-half  for  the  first 
year,  and  with  the  growth  of  Montreal  and  the  country  in 
general  we  feel  confident  that  they  will  have  their  new  fac- 
tory working  to  its  full  capacity  all  the  year  round. 

As  illustrating  the  great  changes  which  have  taken 
place  in  the  rentals  paid  by  shoemen  in  Montreal,  it  may 
be  mentioned  that  26  years  ago,  when  Mr.  J.  Roston,  of  St. 
Catherine  street  West,  started  business  he  paid  only  $3 
a  month  for  a  store  on  one  of  the  busiest  corners  of  St. 
Catherine  street  West. 

The  partnership  between  Mallette  and  Roy,  leather  mer- 
chants, Lemoine  street,  Montreal,  has  been  dissolved.  Mr. 
E.  Mallette  is  now  the  principal  in  the  firm  of  Mallette  & 
Co.,  and  Mr.  Paul  Roy  has  also  started  business  on  his 
own  account  at  248  Lemoine  street,  Montreal. 

Mr.  Geo.  G.  Lennox,  wholesale  footwear  merchant  of 
Winnipeg,  was  visiting  the  eastern  factories  last  month  in 
the  interest  of  his  business. 

One  of  the  best  known  shoemen  of  the  Lower  Provinces 
is  Mr.  A.  Lemieux,  General  Manager  of  the  Fraserville  Shoe 
Co.,  Ltd.,  of  Fraserville,  Que.,  manufacturers  and  whole- 
salers of  men's,  women's  and  children's  shoes  in  all  the 
staple  lines.  Previous  to  starting  in  business  for  himself  he 
travelled  the  Maritime  Provinces  for  26  years,  17  years  in 
the  interest  of  the  well-known  firm  of  Z.  Lapierre  of  Mon- 
treal, and  then  for  the  Whitham  Shoe  Co.,  of  Montreal,  both 
of  which  concerns  are  now  out  of  business.  Mr.  Lemieux 
started  in  business  at  Fraserville  over  10  years  ago  as  the 
Fraserville  Shoe  Co.,  doing  a  wholesale  jobbing  trade,  but 
finding  his  trade  extending  so  rapidly,  in  1910  a  joint  stock 
company  was  formed  with  authorized  capital  of  $100,000. 
The  new  company  have  extensive  factory  premises  for  the 
manufacture  of  shoes  and  the  town  has  granted  them  20 
years'  tax  exemption  and  a  bonus  of  $15,000.  They  have 
seven  travellers  now  covering  Eastern  Canada.  Their  spec- 
ial light  grade  brands  are  "New  York  Styles"  for  men,  and 
"The  Albani"  for  women. 

Mr.  J.  I.  Chouinard,  president  of  the  Regina  Shoe  Co., 
Montreal,  has  returned  from  a  trip  to  Cuba  and  Florida. 

L.  O.  Wisler  of  Stettler,  Alta.,  has  sold  out  his  boot 
and  shoe  business  to  Messrs.  Walker  &  Wishart. 

Mr.  Welsh  is  opening  a  new  shoe  store  in  Gananoque, 

Ont. 

J.  A.  Viaoux  has  been  appointed  city  traveller  for  Mon- 
treal, for  the  W.  B.  Hamilton  Shoe  Company  of  Toronto. 

Stubbs  Bros,  have  opened  a  shoe  store  at  896  Bloor 
street  West,  Toronto. 

S.  Miller  has  opened  a  new  shoe  store  at  586  Bank  street, 
Ottawa. 

B.  I.  Gibson  has  purchased  the  boot  and  shoe  business 
of  P.  J.  Sarginson  in  Campbellford,  Ont. 


The  following  firms  are  handling  the  goods  of  the  Miner 
Rubber  Co.:  Jackson  &  Savage,  Montreal;  F.  Maranda, 
Quebec;  R.  B.  Griffiths  &  Co.,  Hamilton;  Coates,  Burns  & 
Wanless,  London;  W.  A.  Marsh  Co.,  Western  Limited,  Win- 
nipeg; Dowling  &  Creelman,  Brandon;  and  J.  M.  Hum- 
phrey Co.,  of  St.  John,  N.B. 

Mr.  R.  B.  Matheson  who  has  been  manager  of  the  A. 
Levy  Shoe  Store,  Yonge  street,  Toronto,  for  the  last  three 
years,  is  taking  over  the  management  of  the  shoe  depart- 
ment of  the  Hudson  Bay  Company's  store  at  Edmonton, 
Alta. 

At  a  representative  gathering  of  the  shoe  manufactur- 
ers of  the  Province  of  Ontario  held  in  the  Traders  Bank 
Building,  Toronto,  recently  a  boot  and  shoe  section  of  the 
Manufacturers'  Association  for  the  Province  of  Ontario  was 
organized  and  the  following  officers  elected:  president,  Alex. 
Brandon,  Brantford;  vice-president,  J.  A.  Walker,  Toronto; 
secretary-treasurer,  G.  M.  Murray,  Toronto  (secretary  of 
the  Canadian  Manufacturers'  Association);  board  of  direc- 
tors, J.  S.  King,  Toronto;  Chester  B.  Hamilton,  Toronto; 
Alfred  Minister,  Toronto;  E.  J.  Getty,  Gait;  J.  A.  McPher- 
son,  Hamilton;  and  E.  J.  Donovan,  London.  The  annual 
meeting  is  to  be  held  in  February  of  each  year,  and  special 
meetings  will  be  called  when  necessary,  by  the  executive 
committee.  No  attempt  will  be  made  by  the  new  organiza- 
tion to  regulate  prices. 

Dufresne  et  Galipeau,  Limitee,  have  been  incorporated 
in  the  Province  of  Quebec  with  a  capital  of  $250,000  divided 
into  twenty-five  hundred  $100.00  shares.  The  chief  place  of 
business  will  be  Montreal,  in  the  Province  of  Quebec.  Some 
of  the  incorporates  are  Thomas  Dufresne,  Oscar  Dufresne 
and  Candide  Dufresne  of  the  town  of  Maisonneuve,  and 
Ralph  Locke  of  Westmount,  Que.  They  are  licensed  to 
carry  on  the  business  of  tanners  and  manufacturers  of  boots 
and  shoes. 

Arthur  G.  Saunders  and  Thomas  Cresswell  have  entered 
into  partnership  with  Geo.  H.  Wilkinson,  shoe  retailer  of 
Windsor.  Messrs.  Saunders  &  Cresswell  have  been  con- 
nected with  the  shoe  store  for  some  time.  Mr.  Saunders  is 
a  man  of  large  experience,  having  been  connected  witn  the 
boot  and  shoe  business  in  Bristol,  Brighton  and  Richmond, 
England,  as  well  as  well-known  stores  in  Canada.  He  will 
be  in  charge  of  the  general  business.  Mr.  Cresswell  who 
was  for  many  years  in  the  boot  and  shoe  business  in  De- 
troit is  a  very  practical  man  and  will  have  charge  of  the 
repairing  department.  The  business  will  be  carried  on  along 
the  same  lines  as  in  the  past. 

P.  E.  Frank  &  Co.  are  carrying  lines  of  ladies'  pumps 
to  be  used  with  silk  bow  or  buckle.  They  expect  that 
ladies'  five  button  oxfords  with  high  toe  will  be  in  good 
demand,  tan  calf  button  boots  and  white  nubuck  will  share 
honors  for  early  selling.  In  the  men's  lines  tan  calf,  gun- 
metal  calf  and  patents  will  be  featured  stronglv  this  season. 

G.  H.  Henry,  Jr.,  of  Toronto,  Ont.,  shoe  merchant,  is 
retiring  from  business  and  the  stock  is  advertised  for  sale. 

During  the  slippery  weather  last  month,  T.  T.  Brown 
stole  a  pair  of  rubbers  from  the  St.  Leger  Store,  484  Queen 
street  West,  Toronto  They  did  not  prevent  him,  however, 
from  slipping  into  jail  for  15  days 

Chas.  Emeryj  has  bought  out  the  boot  and  shoe  business 
of  J.  H.  Hill  in  Ottawa. 

Spaner  Bros.,  boot  and  shoe  dealers,  of  Edmonton,  have 
retired  from  business. 

J.  M.  Berritt  of  Wapella,  Sask.,  has  sold  his  shoe  busi- 
ness to  Jos.  Garrett. 

J,  J.  Reid  of  Lucknow,  Ont.,  has  taken  over  the  shoe 
business  of  R.  French  of  that  place. 

John  P.  Leger,  shoe  dealer,  of  Bathurst,  N.B.,  has  sold 
-  his  business  to  Frank  M.  LeBlanc  of  North  Sydney,  who 
will  take  over  the  business  next  month. 

■Mr.  T.  H.  Lennox,  Aurora,  Ont.,  will  he  President,  and 
Mr.  J.  Collis  the  Managing.  Director  of  a  new  tannery  which 
will  be  built  shortly  at  Aurora,  Ont.    A  by-law  to  grant 
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$10,000  bonus  to  the  company  will  be  voted  on  in  Aurora 
on  March  4th.  The  Syndicate  guarantees  to  employ  from 
fifty  to  one  hundred  hands  within  six  months. 

Bert  Lightford  is  the  new  superintendent  of  the  Winn 
Shoe  Co.  of  Perth.  Out.  Formerly  he  was  associated  with 
the  Kingsbury  Footwear  Company. 

David  Mendelsohn  has  opened  a  new  store  at  428  St. 
Lawrence  street,  Montreal. 

W.  G.  Dowling  will  be  in  charge  of  the  distributing 
house  which  the  Williams  Shoe  Co.,  of  Brampton,  Ont.,  are 
opening  at  Brandon,  Man. 

The  addition  to  the  factory  of  the  T.  Sisman  Shoe  Com- 
pany, at  Aurora,  has  been  completed. 

The  Minister-Myles  Shoe  Co.  employees  held  their  an- 
nual ball  last  month  at  the  Forum  Hall,  Yonge  street,  To- 
ronto. About  one  hundred  couples  attended.  Among  the 
invited  guests  was  the  staff  of  the  United  Shoe  Machinery 
Company. 

Mr.  E.  B.  Weiss  who  has  been  with  the  Blachford  Shoe 
Store,  Toronto,  for  some  six  years,  is  opening  a  store  of 
his  own  in  conjunction  with  his  brother  at  N'apanee.  The 
firm  will  be  known  as  Weiss  Bros. 

Miner  Rubber  Co.  have  got  out  three  different  placards 
in  colors  illustrating  three  classes  of  their  rubber  footwear, 
viz.,  lumber,  specifications  and  boy  scouts. 

J.  T.  King,  superintendent  of  the  Regal  branch  factory, 
Toronto,  was  on  a  business  trip  to  the  Eastern  States  early 
this  month. 

King  Bros.,  tanners,  Whitby,  Ont.,  have  begun  to  use 
the  chrome  tannings  and  are  doing  a  good  amount  of  calf 
and  chrome  side  leather. 

Mr.  Farley,  formerly  of  the  Selby  Shoe  Co.  of  Ports- 
mouth, Ohio,  is  now  superintendent  of  the  Relindo  Shoe 
Co.,  Toronto,  and  Mrs.  Hanson  of  Newburyport  is  fore- 
woman of  the  stitching  department. 

Mr.  L.  W.  Johnston,  of  Gait,  Ont.,  has  opened  a  new 
-Inn-  store  in  the  renovated  building  formerly  occupied  by 
The  Great  Western  Telegraph  Co.  He  carries  a  complete 
stock  of  up-to-date  footwear,  including  the  Astoria  Brand 
for  men  and  also  a  fine  line  of  women's  shoes.  It  is  Mr. 
Johnston's  intention  to  confine  his  stock  wholly  to  these 
two  lines.  The  interior  of  the  store  is  furnished  with  all 
the  equipment  of  an  up-to-date  shoe  store. 

The  Ames-Holdeu-McCready  Company  are  establishing 
a  branch  at  Prince  Rupert. 

Starks  Ltd.,  who  operate  stores  in  Vancouver  and  Vic- 
toria, have  announced  their  intention  of  establishing  a  branch 
shortly  in  New  Westminster. 

F.  &.  F.  Henderson,  of  Perth,  Ont.,  men's  furnishings 
and  shoes,  are  reported  as  selling  out  to  Thos.  Spence. 

Jeffries  &  Smith  of  Ridgetown,  Ont.,  are  dissolved  and 
Jeffries  is  continuing  the  business  of  boots  and  shoes. 

Mrs.  Piere  Moise  &  Fils,  shoe  retailers,  Montreal,  have 
dissolved.  Mrs.  Moise  will  carry  on  the  business  under 
her  own  name. 

The  Penticton  Mercantile  Company  of  Penticton,  B.C., 
was  recently  burned  out.  The  loss  is  $18,000  of  which  $8,000 
is  said  to  be  covered  by  insurance. 

The  Rideau  Shoe  Company,  Maisonneuve,  Montreal,  re- 
port that  their  factory  is  now  running  at  its  fullest  capa- 
city, and  that  the  business  booked  for  spring  goods  is  25 
per  cent,  over  that  of  last  year.  The  company  manufacture 
a  large  variety  in  staple  fall  lines,  including  chrome  water- 
proof soles,  and  men  and  women's  button  boots  with  gaiter 
effect.  Another  line  is  very  heavy  button  boots,  with 
chocolate  kid  lining.  In  fabric  tops  the  company  have  men's 
and  women's  buttons  in  nubuck  and  imperial,  while  a 
good  seller  is  women's  heavy  tan  and  black  calf  walking 
boots,  the  lining  being  of  chocolate  kid.  A  variety  of  chrome 
waterproof  and  rubber  soles  are  also  being  put  on  the 
market. 

The  branch  factory  of  the  Regal  Shoe  Co.  at  Toronto 
is  not  large  enough  to  make  all  the  shoes  required  by  the 
firm  and  plans  are  being  discussed  for  enlarging  the  pres- 
ent plant  or  else  moving  to  a  larger  factory.  Samples  are 
being  made  with  a  view  to  doubling  the  present  capacity. 
So  far  as  is  possible  the  entire  material  is  of  Canadian  make. 
The  business  manager,  Mr.  Pollock,  is  a  Torontonian.  The 
superintendent,  Mr.  J.  S.  King,  is  from  Abington,  Mass., 
where  he  was  a  successful  manufacturer  of  fine  shoes  for 
many  years. 


Mr.  J.  Adams,  manager  of  the  Rideau  Shoe  Co.,  spent 
a  week  last  month  in  the  Boston  markets  in  the  interest 
of  his  firm. 

Fred  Ethier,  treeing  room  foreman  of  the  Regina  Shoe 
Co.,  Montreal,  has  resigned  from  this  firm  and  accepted  a 
position  in  the  same  capacity  with  the  Murray  Shoe  Co., 
London,  Ontario. 

The  stamp  of  the  Boot  and  Shoe  Workers'  Union  is 
growing  in  marked  popularity  among  Canadian  shoe  factor- 
ies. There  are  several  prominent  Canadian  and  American 
manufacturers  now  considering  the  introduction  of  the 
stamp  in  their  factories.  Recent  firms  taking  on  the  stamp 
include:  D.  A.  Donovans'  Sons,  Lyon,  who  have  established 
a  new  factory  for  making  misses'  and  childrens'  Goodyear 
Welts  exclusively,  and  the  Beals  &  Torrey  Shoe  Co.,  of 
Watertown,  Wisconsin. 

The  travellers  of  the  Canadian  Consolidated  Rubber  Co. 
started  out  with  their  samples  of  rubber  footwear  on  Feb- 
ruary 19th. 

It  is  reported  that  Otto  Martin  of  the  Martin  Trunk 
Company,  Picton,  Ont.,  is  conducting  the  negotiations  in 
regard  to  building  a  trunk  factory  in  Lethbridge,  Alberta. 

The  United  Shoe  Machinery  Company  of  Canada,  have 
opened  an  ofifice  at  122  Adelaide  street  West,  Toronto. 

The  Goller  Shoe  Company  of  Lynn,  Mass.,  has  altered 
its  name  to  the  Goller  Grover  Shoe  Company.  Mr.  Alfred 
C.  Grover  who  for  fifteen  years  has  been  purchasing  agent 
and  a  director  of  the  Thos.  G.  Plant  Co.,  of  Boston,  has  be- 
come associated  with  them  now.  The  present  plant  and 
complete  organization  are  retained  and  there  will  be  no 
disturbance  whatever  in  their  deliveries  or  product.  With 
increased  capital  to  meet  the  demands  of  a  growing  business 
and  the  experience  brought  by  the  new  member  of  the  firm 
they  are  in  a  stronger  position  than  ever  to  give  the  trade  the 
best  possible  service  and  deliver  merchandise  of  superior 
merit. 

Mr.  H.  Clark  has  been  appointed  advertising  manager 
to  the  Slater  Shoe  Company,  Ltd.,  Montreal. 

The  Eagle  Shoe  Company  of  Montreal,  propose  to  add 
two  storeys  to  their  factory  as  soon  as  the  spring  rush  is 
over.  They  have  been  unable  to  cope  with  their  trade  in 
spite  of  the  fact  that  they  have  turned  out  about  five  hun- 
dred pairs  a  day  since  the  first  of  December  and  will  keep 
it  up  until  the  1st  of  June  at  least. 

According  to  Fisk,  Limited,  Montreal,  the  best  makes 
of  patent  leather  are  absorbed  as  quickly  as  they  come  on 
to  the  market,  and  glace  kids  appear  to  be  coming  into  favor 
again. 

The  Hamburg  Felt  Boot  Co.,  New  Hamburg,  Ont.,  in- 
tend erecting  another  addition  to  their  already  large  fac- 
tory. The  new  building  will  be  175  feet  by  55  feet  and  two 
storeys  in  height,  and  when  the  whole  plant  is  completed 
they  will  be  in  a  position  to  treble  their  present  output. 

On  Saturday,  March  30,  the  electors  of  the  town  of 
Perth,  Ont,  will  be  called  upon  to  vote  on  a  by-law  to 
authorize  the  issue  of  debentures  of  the  town  to  the  amount 
of  $25,000  to  be  granted  to  the  Winn  Company,  Ltd.,  which 
has  lately  been  reorganized  under  the  name  of  the  Perth 
Shoe  Co.,  Ltd. 

Mr.  Kant  Whipple  of  Savanna,  N.Y.,  is  travelling  Can- 
ada in  the  interests  of  the  W.  L.  Douglas  Shoe  Co.,  of 
Brockton,  Mass. 

The  Canadian  Consolidated  Rubber  Company  have 
adopted  two  prices,  one  for  Eastern  and  one  for  Western 
Canada.  Fort  William  is  the  dividing  line.  They  charge 
from  2  per  cent,  to  3  per  cent,  more  in  Western  Canada 
than  in  Eastern,  the  reason  for  this  being  that  freight 
charges  are  usually  3  or  4  per  cent,  more  to  Western  points 
than  to  Eastern  and  prices  have  to  be  governed  accordingly. 
Their  prices  in  general  have  advanced  about  5  per  cent,  and 
indications  point  to  a  further  increase  to  take  place  on  the 
list.  The  following  are  some  of  the  increases:  Men's  Fine 
Specialties,  from  66c.  to  73c.  in  Eastern  Canada,  75c.  West- 
ern; Women's  Fine  Specialties  from  50c.  to  54c.  in  Eastern 
Canada,  55c.  Western;  Men's  Plain  Overs,  2nd  grade  60c. 
to  64c.  in  Eastern  Canada,  65c.  Western;  Women's  Plain 
Overs,  2nd  grade  44c.  to  46c.  in  Eastern  Canada,  47c.  West- 
ern. Other  lines  show  about  the  same  relative  increase  in 
prices.  We  understand  that  the  various  independent  rubber 
companies  have  adopted  the  schedule  of  the  Consolidated 
Rubber  Company  and  that  if  the  latter  increase  their  prices 
in  May,  the  former  companies  will  do  likewise. 
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British  Columbia 

Wm,  Dick,  Limited,  has  been  incorporated  in  Britisli 
Columbia  with  a  capital  of  one  hundred  thousand  dollars, 
divided  into  one  hundred  thousand  shares.  They  will  carry 
on  a  general  store  business  in  the  different  parts  of  the 
province. 

A.  J.  Paull,  general  dealer  of  Chase  River,  B.C.,  has 
sold  out  his  business  to  C.  H.  Darnell. 

Manitoba 

A.  N.  Eides  has  taken  over  the  general  store  of  Ens 
&  Loewen  at  Rosenort. 

T.  J.  Hare,  of  Tenby  has  sold  his  general  store  to 
Donan  Bros.  &  Tenenbein,  of  Winnipeg. 

Friesen  Bros.,  general  store-keepers,  of  Plum  Coulee, 
have  been  succeeded  by  A.  Harder  &  Sons. 

J.  A.  Hardy,  general  store  dealer  at  Plum  Coulee,  has 
retired.    His  business  will  be  continued  by  his  son. 

The  Rosenfeldt  Trading  Company,  general  store  mer- 
chants at  Rosenfeldt,  have  been  succeeded  by  Bashman  & 
Stillman. 

W.  A.  Pierson,  general  dealer,  of  Carnegie,  has  sold 
out  to  R.  A.  Hill. 

W.  E.  Ballentine,  general  dealer,  of  Gladstone,  has  been 
succeeded  by  T.  F.  Hunter,  of  Clearwater. 

J.  P.  Madore,  of  St.  Pierre,  is  reported  to  have  sold 
his  general  store  to  S.  P.  Wilson  of  Winnipeg. 

Alberta 

W.  E.  Voss  has  opened  a  general  store  at  Ferintosh. 
Chemlmitsky  &  Chaslowsky  have  opened  a  general  store 
at  Vermilion. 


P.  H.  Metcalf,  general  store-keeper,  of  Flat  Lake,  has 
sold  out  to  D.  Porteous. 

Price,  Nash  &  Co.  have  sold  their  general  store  at 
Munson  to  R.  V.  Wilson. 

Spahr  &  Pettys,  of  Acme,  have  sold  their  general  store 
to  J.  E.  Collison. 

C.  Maggard,  general  store-keeper,  of  New  Stirling,  has 
been  succeeded  by  Miller  &  Degner. 

L.  B.  Matusch,  general  store-keeper,  of  Amisk,  has  been 
succeeded  by  the  Amisk  Trading  Company. 

W.  Jackson  has  opened  a  general  store  at  Thornton. 
Andrew  Scotland  has  opened  a  general  store  at  Nevis. 

D.  E.  Humphries,  general  store-keeper,  at  Wolf  Creek, 
has  sold  out  his  business  to  W.  Jackson. 

J.  P.  Madore  has  sold  his  branch  of  general  store,  etc., 
at  Hutton,  to  Francis  Bernuy. 

Saskatchewan 

Rovik  &  Agrey  have  opened  a  general  store  at  Willis. 
O.  H.  Robertson  has  opened  a  general  store  at  Sturgis. 
Emm   &   Lawrence    are    opening    a   general    store  at 
Lewyan. 

Thomas  Morton,  of  Shellbrook,  has  sold  his  general 
store  to  David  Ford. 

Lee  Bros.,  general  dealers,  of  Vonda,  have  been  si>r- 
ceeded  by  S.  Panar. 

J.  H.  Stadnik  has  opened  a  general  store  at  Arborg. 
O.  H.  Robertson  has  opened  a  general  store  at  Morse. 
Ferran  Bros.,  general  store  traders  at  Artland,  have  been 
succeeded  by  Thos.  Kitching. 


Our  Lines  for  1912  are  Now  Ready 


CjJThey  embody  advanced  methods  of  shoe  making  and  show  the  little  niceties 
so  dear  to  the  up-to-date  retailer  and  so  impossible  to  get  without  adequate 
equipment  and  supervision. 

C|  It  is  with  confidence  we  approach  you  for  business,  as  no  one  in  the  Can- 
adian shoe  industry  can  offer  more  in  good  fitting,  well  finished,  quick  sell- 
ing and  attractive  footwear. 

<|We  have  a  large  plant,  well  equipped,  to  handle  a  large  business  and 
located  to  serve  you  quickly  and  cheaply.  What  we  want  now  is  quantity, 
we  expect  to  get  that  by  great  value,  good  service  and  courteous  treatment. 

€[fWe  are  represented  by  the  same  selling  staff  this  season  as  last  and  ask  for 
them  the  welcome  hand  and  generous  business. 


The  A.  A.  Durkee  Co.,  Ltd.,  Truro,  N.  S. 
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The  Louis  Gauthier  Co.,  Limited 

Quebec 

MANUFACTURERS  OF 

• 

Men's.  ^Vomen*s.  Bovs/  Misses* 

Fine  Welts  and  McKays 

ANNOUNCEMENT : 

We  regret  to  anounce  the  death  of  our 
Mr.  Louis  Gauthier,  which  occurred  on  the 
6th  inst. 

There  will  be  no  interruption  in  business 
operations,  and  as,  in  the  past  we  have  built 
up  a  reputation  for  first  class  goods  in  every 
respect  so  in  the  future  will  this  policy  be 
maintained  under  efficient  management,  and 
we  trust  we  may  have  a  continuance  of  your 
esteemed  tavor. 

The  Louis  Gauthier  Co.,  Limited. 
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Wanted  and  For  Sale  Department 

Publishers  Notice:—  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,-  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


WANTED  —  SHOE  SALESMAN, 
must  have  experience  and  good  refer- 
ences. Apply  H.  C.  Blachford,  114 
Yonge  street,  Toronto.  3 

SHOE  CLERK  —  MALE  —  EXPERI- 
enced — wanted  at  once.  Apply  per- 
sonally J.  W.  Leslie,  67  King  street 
east,  Hamilton,  Ont.  3 

SHOEMAKER  WANTED  —  EDGE 
Trimmer — with  some  knowledge  of 
heel-trimming;  steady  work;  good 
wages.  R.  Dack  &  Son,  Toronto, 
Ont.  3F 

WANTED,  AT  ONCE,  EXPERIENC- 
ed  clothing  and  boot  and  shoe  sales- 
man, for  general  store,  Apply,  with 
reference,  to  Box  124,  Port  Hope, 
Ont.  3F 

WANTED  —  AN  EXPERIENCED 
boot  and  shoe  packer.  Must  have  ex- 
perience. Apply  Kilgour  Rimer  Co., 
Ltd.,  87  Princess  street,  Winnipeg, 
Man.  3F 


WANTED  —  A  GOOD  RELIABLE 
shoe  salesman  and  stockkeeper.  Ap- 
ply by  letter,  stating  experience  and 
wages,  to  W.  J.  Thurston,  Guelph, 
Ont.  3 

SHOE  SALESMAN  WANTED— MAN 
with  good  western  connection;  must 
be  able  to  furnish  good  references; 
good  salary  paid  to  right  man.  Ap- 
ply Thos.  Ryan  &  Co.,  Ltd.,  Winni- 
peg, Man.  3F 

ONE  OF  THE  LARGEST  FIRMS  OF 
shoe  manufacturers  in  New  Yotk 
State  with  excellent  facilities  for  sup- 
plying Canadian  trade,  wants  a  high 
class  salesman.  Apply,  giving  experi- 
ence, to  Box  459,  Footwear  in  Can- 
ada, Toronto,  Ont. 


SALESMEN— WANTED  TWO  GOOD 
shoe  salesmen;  must  have  experience 
and  speak  both  French  and  English. 
Apply  The  Fogarty  Company,  Limit- 
ed, corner  Main  and  St.  Catherine 
streets,   Montreal.  3F 

SHOE  SALESMAN  WANTED  WITH 
two  or  three  years'  experience.  Ap- 
ply, stating  age,  wages  and  national- 
ity, with  copies  of  testimonials,  with 
name  of  last  employer,  to  J.  W.  Dee- 
gan,  North  Bay,  Ont.  3F 

Positions  Wanted 

WANTED— POSITION  AS  TRAVEL- 
ling  salesman  for  a  Canadian  firm  by 
a  Canadian  shoe  man  speaking  French 
and  English,  having  had  five  years 
experience  in  New  York  State.  Can 
furnish  first-class  references.  Reply 
Box  451,  Footwear  in  Canada,  Toron- 
to, Ont.  3 

Agents  Wanted 

A  LARGE  UNITED  STATES  FIRM 
manufacturing  misses'  and  children's 
shoes,  wants  a  good  manufacturers' 
agent  making  a  specialty  of  ladies' 
shoes  to  take  on  their  lines.  Will  as- 
sist liberally  with  publicity.  Write  E. 
J.  Mcintyre,  4059  Perry  street,  Chic- 
ago, 111.  '■'< 

 For  Sale  

SHOE  STORE  FIXTURES,  CHAIRS, 
tables,  mirrors,  signs,  etc.,  also  four- 
drawer  cash  register.  Chisholm's 
Shoe  Store,  West  Toronto.  3 

Machinery  For  Sale 

TWO  AMAZEEN  SKIVING  MACH- 
ines  for  light  and  heavy  work.  Cheap 
for  immediate  sale.  Reply,  Box  454, 
Footwear  in  Canada.  Toronto,  Ont.  3 


ATTENTION ! 

All  Shoe  Manufacturers 

-   Just  what  you  are  looking  for 

The  Cello  Stain  Hollow  Forms 
and  the  Satinette  Forms 

Made  in  25  different  shades — vary- 
ing from  Baby  Blue  to  Light  Pink 

LYNN   LAST  CO. 

25  Harrison  Street.  Lynn,  Mass.,  U.  S.  A 


Shoe  Stamp  Specialist 

Use  My  Up-to-Datc  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 

T     I    FnWARfK      119  Summer  Street 

^''ftRWJ,  BOSTON,  Mass., U.S.A. 


A.  H.  McGbeal,  W.  G.  Gilbert,  Proprietors 

Canadian  Shoe  Buyers 

are  invited  to  make  their 

HOTEL  EGGLESTO 

|\  j        home  at  the  Eggleston 

when  in  Rochester. 

159  EAST  MAIN  STREET 

EUROPEAN  PLAN 

ROCHESTER,  N.Y. 

$1.00  to  $1.50 
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13  J  9  The  Shoes  you  need, 

1X66(1  S   L/r66Cl  I    delivered    when  you 
__«__«__^___    need  them 

fljTHEY'RE  OFF  !  Tan  Calf  in  the  lead,  White  Buck  second,  Gun 
^  Metal  and  Patent  Colt  running  strong.  Get  on  our  books  as  soon 
as  possible  and  be  in  at  the  winning,     We  pick  none  but  Winners! 


No.  B519.   TAN  CALF. 
y4  Foxed  Button,  16  Buttons,  Welt,  Poodle 
Last,  VA  Heel,  2'~-7  ;  A-D  $2.75 


No-  B516.  PATENT. 
Vi  Foxed  Button,  16  Bnttons,  Welt,  Poodle 
Last,  l7a  Heel,  2,^-7  ;  A-D  $2,50 


No.  B555  WHITE  BUCK. 
,  Foxed  Button,  Welt,  16  Buttons,  Poodle  Last,  \%  Heel, 
2^-7  ;  A-D   $2.75 


No.  B551.    TAN  CALF  PUMP. 
Welt,  Ribbed  Silk  Bow,  Vi  Heel.  2M-7;  A-D 
 $2.50 


No.  B595.   GUN  METAL  PUMP. 
Welt,  Flat  Silk  Bow,  1%  Heel,  2H-7 ;  A-D 
  $2.25 


No.  B552.   WHITE  BUCK  PUMP. 
Welt,  Flat  Buck  Bow.  No.  31  Last,  \%  Heel,  2H-7;A-D,  $2.25 

E.  P.  Reed  &  Co. 


Stock  Departments: 

Rochester,  N.Y. 

and 

Chicago,  111. 


FOOTWEAR    IN  CANADA 


113a 


"QUICKEST  SERVICE  ANYWHERE" 

The   Five   Best    Bets    in    Fashionable    Shoe  Circles 
FOR  RIGHT  NOW  BUSINESS 


S  096 

WHITE  NUBUCK  BUTTON 
High  Cut  Welt,  1  %  in.  Heel 
Rival  Last 
A  to  D,  $2  75,  2'A  to  7 

THESE  SHOES 
IN 
STOCK 


S  401 

BLACK  SILK  VELOUR  BUTTON 
High  Cut  Welt,  17A  in.  Heel 
Madrid  Last 
A  to  D,  $2.50,  2%  to  7 


ITEMS  IN  GREAT 
POPULAR 
DEMAND 


S  051 

TAN  RUSSIAN  CALF  BUTTON 

(Schmidt's  Color  R) 
High  Cut  Welt.  1  %  in.  Heel 
Skihi  Last 
A  to  D.  $2  60,2'   to  7 


LIBERAL  USE  OF  OUR  STOCK 
DEPARTMENT— MEANS  MONEY 
IN  THE  BANK  AND  ROOM  ON 
YOUR  SHELVES 


Write  for  Catalogue  of 
Instantaneous  Stock  Department 


S  097 

PATENT  COLT  BUTTON 
High  Cut  Welt,  1  %  in.  Heel 
Rival  Last 
A  to  E,  $2.50,  2[2  to  7 

READY  TO 
GO 

INSTANTLY 


S  052 

ROYAL  G.  M.  CALF  BUTTON 
High  Cut  Welt,  1  %  in.  Heel 
Skihi  Last 
A  to  D,  $2.50,  2%  lo  7 


LET'S  GET  TOGETHER  TO  COVER  YOUR  IMMEDIATE  NEEDS 


THE  MENIHAN  COMPANY 


ROCHESTER,  N.  Y,  U.S.A. 


INSTANTANEOUS 
STOCK  SHOE  DEPT. 
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So  Cosy 


JUST 
OUT 


JUST 
OUT 


SOMETHING  NEW 

The  So-Cosy 

"Marilla"  Insole 

The  Newest  and  Daintiest  CREATION  to 
add  to  your  finding  lines.  Ask  your  job- 
ber about  it.  If  he  can't  supply  you, 
write  us  

FACTS  ABOUT  IT 

The  "  Marilla"  Insole  was  designed  and  patented  by  a 
woman.  It  is  made  of  velvet,  and  does  away  entirely 
with  the  slipping  forward  of  the  foot  in  PUMPS  and 
OXFORDS,  and  t  he  heel-piece  prevents  slipping  at  the 
heel.  (Jan  be  applied  with  ordinary  paste  or  glue  in 
THREE  minutes,  and  after  drying  half  an  hour  ARE 
ready  to  wear.  They  cost  you  $2.00  per  dozen  pairs  in 
single  pair  cartons,  and  may  be  retailed  at  25  cents, 
giving  you  50  per  cent,  profit. 

The  Hurlbut  Co.  Limited 

Preston,  Ontario  -  Canada 


High  Grade  Leggings 

in  Leather  and  Canvas 


We  manufacture  a 
Legging  of  best 
quality  Split  and 
Grain  leather.  It  is 
well  finished  and  a 
good  seller. 

Our  Double  Vul- 
canized Canvas 
Legging  will  out- 
wear leather  and  is 
light  and  water- 
proof. Price  is  low. 


Illustration  shows  our  Patented  Spiral  Strap  Riding  Legging, 
which  is  unequalled  in  workmanship;  made  in  black  and  tan. 
Write  for  Samples  and  Prices 

The  Peel  Shoe  and  Legging  Co. 

WHITBY      -  ONT. 


Timely  Tips  on 


Turned  Footwear 


All  welt  footwear  pays  royalty  that  does  not  benefit  the  wearer  in  the  least, 
but  does  cut  down  the  otherwise  possible  quality  of  the  sole  leather  used  in 
welt  footwear.  The  Guptill  Turned  footwear  pays  no  royalty  to  anyone, 
and  this  great  saving  goes  into  the  Guptill  Turned  footwear  and  would 
alone  be  a  great  and  convincing  reason  for  its  adoption  in  preference  to 

other  makes  and  processes. 

( To  Be  Continuod  Next  Month 


HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 
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Specializing  in  American 


Ladies'   Pumps  in  Velvet,  Satan,  Gun 
Metal,  Patent,  Tan,  Nubuck  and  Sea 
Island  Duck. 


Men's  Gun  Metal  Bulcher  Boots,  $2.60 
Men's  Pat.  Leather  $2.60 
Men's  Tan  Calf  "  $2.75 


Ladies'  Tan  Calf  "Alpine" 


The  illustrations  shown  embody 
some  of  our  Spring  and  fall  novel- 
ties. 

We  carry  a  full  line  of  Nubuck 
and  White  Sea  Island  Duck  in 
Button  Boots  and  Pumps. 


Our  line  of  Ladies'  Evening 
Slippers  for  Fall  Season  is 
most  Complete  line  ever 
shown  in  Canada. 


P.  E.  Frank 


20   Front  Street,  East 


- 
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and  European  Footwear 


Our  travellers  will  be  on  the  ground 
about  March  20th.  snowing  a  com- 
plete range  of  these  lines.  Including 
Russian  Calf  Boots,  Pumps  and 
Colonials  which  are  the  most  up- 
to-date   yet   shown    in  Canada. 


Ladies'  5  Button  Oxford  in  Russia  and 
Gun  Metal  Calf,  $2.25 


Our  Mail  Order  Department 
will  interest  you.  No  matter 
how  small  your  order  may  be 
it  will  be  shipped  same  day 
as  received. 


&  Company 

TORONTO,  ONTARIO 


Men's  Gun  Metal  Oxford  $2.50 
Men's  Patent  Oxford  $2.50 
Men's  Tan  Calf  Oxford  $2.50 


White  Nubuck,   15  Button,  $3.00  up 
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Shoe  Factory  Talk 

"I  have  told  you  there  is  no  advantage  in  cutting 
cheap  patent.  The  work  of  repairing  costs  more 
than  the  difference  in  the  cost  of  good  stock. 

You  Know! 

We  can  cut  the  Patent  made  by  A.  R.  Clarke  & 
Co.  to  better  advantage  than  any  other.  Now 
send  the  orders  to  the  firm  we  can  depend  on, 
and  cut  out  this  cost  of  repairing. 99 


A.  R.  Clarke  &  Company 

Toronto,  Ont.  Limited 
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Rubber  Footwear 

Miner  and  Shef ford  Brands 


18  Pacific 


14  Laurentian 


See  our  Samples  of 

Miner  Duck 
Lumbermen's 

before  placing  your 
order  for  fall 


Fac-simile  of  Solid  Heel  show- 
ing the  Foster  Patent  Friction 
Plug  used  on  all  Miner  Duck 
Lumbermen's  exclusively. 


Fac-simile  of  show  card  enclosed  in  each  shipment 


The  Miner  Rubber 


Granby,  Que. 


Selling  Agencies : 

TORONTO-Blachford,  Davies  &  Co. 
HAMILTON— R.  B.  Griffith  &  Co. 
LONDON— Coates,  Burns  &  Wanless. 
MONTREAL— Jackson  &  Savage. 
ST.  JOHN,  N.B.-J.  M.  Humphrey  &  Co. 


22  Glacier 


Co.,  Ltd. 

Toronto,  Ont. 

Selling  Agencies  : 

WINNIPEG  1 

CALGARY  L— W.  A.  Marsh  Co., 
EDMONTON.)  Western,  Ltd. 

BRANDON— Bowling  &  Creelma'n. 
QUEBEC-P.  Maranda. 
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Two  Sources  of 
Certain  Profit 
for  the  Retailer 


<  poyal 


For  Season  1912-1913 


Rubbers  and  Shoes 


There's  money  for  you  in  the  Kant  Krack, 
Dainty  Mode  and  Bull  Dog  Brands  of 
Rubbers. 

Their  reputation  is  established  with  the 
trade  for  supplying  the  public  need  in  every 
detail.  Their  quality  is  assured  and  will 
never  vary.    The  demand  for  these  goods  is 

permanent 


The  more  you  use  the  quality  of  Imperial 
Shoes  as  a  sales  argument  the  more  high- 
class  shoe  retailer  you  can  be.  Imperial 
Shoes  have  a  quality  feature  you  can  always 
rely  on — finest  leather  only  used,  Goodyear 
welts  and  Mackays. 
Other  lines  of  out- 
solid  quality  shoes 
include  the  Maple 
Leaf  Brand  heavy 
working  shoes. 
All  solid  leather, 
every  pair  war- 
ranted. The  Little 
Canadian  shoes 
for  Misses  and 
Children  in  all 
leathers  and 
styles. 

The  very  latest  modes  out  in  shoe  styles  are  now  in  the  hands  of  our  travellers  and  include 
Men's  and  Women's  Tan,  Calf,  Gun  Metal  and  Patent  Colt  in  Button  and  Blucher, 
Goodyear  Welts  and  Mackays. 

All  ready  for  Prompt  Delivery  at  Moderate  Prices 

McLaren  &  Dallas 

Toronto,  Ont. 
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Are  YOU 
Selling 


"NUGGET" 

OUTFITS? 

IJ  Consisting  of  Brush,  Pad  and  Tin  of  Polish  put  up 
in  metal  and  cardboard  boxes.  They  show  you  a 
good  margin  of  profit.  Brushes  and  Pads  may 
also   be  obtained  separately   


GET  THE  NEW  TIN  OF  POLISH 


Same 
Price 


Same 
Quality 


WRITE  FOR  PRICE  LIST  NOW 


The  "Nugget" 
Polish  Co«^  Ltd.* 

67  Adelaide  Street  E. 

Toronto         »  Ont. 
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North  British  Rubbers 

Season  1912 


Distribution:  "Factory  direct  to  you,  Mr.  Retailer",  has  always  been 
our  policy  in  marketing  our,  now  well  known,  rubbers,  viz:  North 
British  and  Elephant  Brands.  Our  salesmen  will  soon  call  on  you 
to  show  you  British  quality  rubbers,  right  up  to  the  minute  in  style. 
Our  lasts  have  been  designed  to  make  rubbers  to  fit  the  prevailing 
Canadian  shoe  shapes  of  to-dav. 

Rubber  selling,  Mr.  Retailer,  can  be  made  profitable  to-day  if  you 
buy  a  brand  that  is  not  sold  by  every  shoe  dealer  in  your  town.  North 
British  Rubbers  is  the  brand  you  will  most  likely  buy,  after  you  have 
seen  all  others.  Our  Dreadnought  Duck  Lumbermen's  Rubber  will 
out-wear  two  pair  of  ordinary  rubbers. 

Dreadnought  Duck  is  a  specially  woven  English  duck  controlled  by 
our  Company  and  used  exclusively  in  making  our  brand  of  Dread- 
nought Duck  Lumbermen's.  It  is  almost  impossible  to  stub,  crack  or 
break  this  duck  after  it  has  been  thoroughly  coated  with  Para  Gum. 

Elephant  Brand  Rubbers:  so  like  other  makers'  firsts  that  they  are 
acknowledged  by  the  trade  to  be  the  best.  Each  pair  is  carefully 
examined  and  packed  in  a  carton,  and  being  made  on  the  same  lasts 
as  firsts,  commands  almost  as  high  a  price,  retail,  as  firsts. 

Mr.  Retailer,  you  can  very  greatly  increase  your  rubber  sales  by  plac- 
ing your  rubber  order  for  19 12  with  us.  We  have  the  stock  in  our 
Toronto  Warehouse  to  fill  all  orders  same  day  as  received.  Wait  for 
North  British  Rubber  Salesman. 


The  North  British  Rubber  Co. 


LIMITED 


Executive  Offices  and  Factories: 

Edinburgh,  Scotland 


Canadian  Branch: 

43  Colborne  Street,  Toronto.  Ont. 


The  Clark  Shoe  Co.,  Brantford,  Ont.    Western  Ontario. 
SELLING  AGENCIES:  The  R.  Tanner  Co.,  Ltd.,  Pictou,  N.  S.    Maritime  Provinces. 

Frank  Stafford  &  Co.,  Ltd.,  Montreal.    Province  Quebec. 
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Leather  and  Findings 

Our  factory  is  working  full  time 
supplying  Trade  Wants 

We  are  making  a  specialty  in  Leather  of  all  kinds, 
Leggings,  Shoe  Uppers  and  Moccasins 

No.  i  oo  Split  Laced  Leggings...  $1.00  per  pair 
i o4  Oram  ...  1.50 


Full  List  on  Application 

Style  No.  104 


Our  Goods  Have  Style  as  well  as  Quality 


There  is  good  money  in  handling"  our 

MOCCASINS 

Our  Patent  Stiffened  Heel  makes 
our  Moccasin  superior  to  anything 
in  the  market 

FULL  LIST  ON  APPLICATION 


No.  400,  0-inch  Leg 
Retails  at  $2.00  pair 


No.  407,  14-inch  Leg 
Retails  at  $3.75  pair 


WHY  NOT  DO  YOUR 

OWN  REPAIRING? 

We  can  supply  you  Finishing 
Machines  on  short  notice — Power 
or  Foot  Power. 

Agents  for  Modern  Repairing 
Jack— "  Solidity,"  50  Iron  Lasts 
and  attachments,  $25.00. 

Bradbury  Patching  Machines 
$50.00  net. 


Style  3,  Power  Bench  Finisher,  length  7  feet,  weight  140  lbs. 
Price,  Net  Spot  Cash,  $55.00,  F.O.B.  Toronto. 


BEAL  BROS.,  Limited 


Toronto,  Ont. 


52  Wellington  St.  East. 


Tannery,  Uxbridge 
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«X  BE ARDMORE & GO. 


"Acton "  -"  Muskoka  "  Brands 


of  Hemlock  Sole  Leather 


in    Sides,    Hacks,    Bends,    Shoulders   and  Bellies. 


The  Best  Cutting,  Best  Wearing  and 
Best  Looking  Sole  Leather  on  the 
market !    Always  the  same  ! 

Chrome  and  Combination  tanned  Up- 
per Leathers  in  Calfskins  and  Sides. 

Manufacturers,  Cut  Taps,  Top  Lifts, 
Insoles,  Moulded  and  Flat  Counters, 
Closed  Uppers  and  Leggings,  Good- 
year Welting. 


TANNERS 


TORONTO 


MONTREAL 


QUEBEC 


39  Front  St.  East 


59  St.  Peter  St. 


553  St.  Valier  St. 


TANNERIES : 


ACTON 


BRACEBRIDGE 
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THE  THREE  BEST  RETAIL  PROFIT 
PRODUCERS    ON    THE  MARKET 

"Miss  Canada"  "Beresford" 
and  "Vassal  Shoes 


Shoes  such  as  these  sell 
quickly — pay  good  pro- 
fits and  keep  customers 
coming"  back  to  your 
store. 


Our  travellers  are 
now  on  the  road 
with  a  complete 
range  of  samples 
for  Fall  and  Win- 
ter selling. 

See  samples  of 
our  lines  before 
placing  orders 
elsewhere. 


Our  shoes  are  designed 
to  conform  to  Nature's 
plan  of  the  foot — g"ive 
absolute  comfort  com- 
bined with  style  and  the 
best  of  materials. 


The  Minister-Myles  Shoe  Co.,  Limited 


Corner   Pearl   and   Simcoe  Streets 

Toronto,  Canada 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


Manufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  1 3  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather — a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32   CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARRS  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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The  M.  Langmuir  Mfg.  Co. 

of  Toronto,  Limited 

Trunks,  Traveling  Bags,  Suit  Cases 

Illustrated  Catalogue  to  the  Trade  on  Application. 
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PHILIP  JACOBI 


MANUFACTURER  OF 


Tailor-Made  Over  Gaiters  and  Leggings 


How  our  Welt  Shoe  is  Made 


Tan  and  Black  in  Lace  and  Button 


Child's  Slipper,  Hand-Lasted 


Sandals 

Our  Goodyear  Non  -  Rip  Sandal  we 
guarantee  to  give  the  Best  satisfaction 
of  anything  on  this  market. 

A  complete  stock  of 

Infant's 
Child's 
Misses' 
Women's 
Men's 


always 

on 
hand 


This  make  will  be  in  greater  demand 
this  season  than  ever. 

ORDER    AT  ONCE 


150  varieties  of  Children's  Welts. 
A  very  large  range  of  Infant's 
Footwear. 


HEADQUARTERS  FOR 


Shoe  Findings  and  Shoe  Store  Supplies 


PHILIP  JACOBI    -    5  Wellington  East    -  TORONTO 
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Arnold  (McKay)  Flex  Welt 

The  greatest  and  newest  thing"  in  Welt.  We  are  the 
exclusive  manufacturers  for  Canada  and  Great  Britain. 

Goodyear  Side  Welting 

We  make  only  from  our  own  side  leather.  Our  cus- 
tomers include  most  of  the  large  shoe  houses  of  Canada. 

Oil  Tan  Moccasin  Leather 

Heavy  for  oil  packs.         Light  for  prospectors'  boots. 

Combination  Shoe  Leathers 

Write  for  samples  and  further  information.    We  pay 
special  attention  to  prompt  deliveries. 

Wickett  &  Craig,  Limited 

TORONTO,      -  CANADA 


Metal  Shoe  Fixtures 

will  always  be  popular,  they  have  so 
many  points  in  their  favor.     There  is 
Strength,    Durability,    Multiplicity  of 
Adjustment  and  Beauty  of  Finish  all 
combined. 

We  make  wood   fixtures  for  those 
who  will  have  them,  but  very  strongly 
recommend  the  metal. 

Write  for  our  new  supplement. 

Clatworthy  &  Son,  Limited 

161  King  Street  West,  Toronto,  Ont. 

■ 

126 


FOOTWEAR    IN  CANADA 


Artistic  Shoe 
Fixtures 


Our  Fixtures 
are  made 
to  give 
satisfaction 


Experienced 
workmanship 

and  best 
materials  used 

in  their 
manufacture 


PRICES  REASONABLE 


We  should  like  to  send  you  our  Catalogue  or  submit 
designs  for  your  special  requirements. 

Toronto  Brass  Mfg.  Co.,  Limited 

17-21  Temperance  Street,  Toronto 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer- and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Go. 


183  Essex  St.,  Boston,  Mass.,  U.S.A. 


in.-. 


HEELS  and  TOP  LIFTS 


Compressed 


Compressed  and  Non- 
Compressed 


High    Class  Workmanship 
The  Best  of  Material 
Prompt  Delivery 


It  Will  Pay  You  to  Submit 
Samples  and   Get   Our  Prices 


Jackson  &  Dowdall 

122  Adelaide  Street  West 

Toronto 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


MWUKtV  FINANCIAL,  COW  HIRUAL  Si 
UJQJtAl  TXADC  NIwSfAPtA^-C**  OPUAJ  WEST, 

Over  29  years  in  its  field. 


' '  CA  NA  DA  \S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chic  ago,  New  York,  London,  Eng. 
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NEW  BRUNSWICK'S  GREATEST  SHOEHOUSE.      ESTABLISHED  1878 


Waterbury  &  Rising 


ST.  JOHN,  N.  B. 


Limited 


The 
Man 


Selling  shoes  either  as  a  side  line  or  exclusive- 
ly should  be  interested  in  our  method  of  doing 
business. 

We  have  seven  live  hustling'  representatives 
who  cover  the  entire  Maritime  Provinces,  carrying 
an  unapproachable  range  of  Samples  of  footwear, 
including  "  Maltese  Cross  "  Rubbers,  Findings,  etc. 
From    them  you 


can  order  goods,  either  in  case  lots  or  single 
pairs. 

We  have  an  immense  warehouse  constantly 
stocked  with  all  the  leading  staples,  and  on  the 
very  day  of  the  receipt  of  an  order,  the  goods  are 
shipped.  In  addition  to  this,  we  handle  all  the 
fashionable  styles  of  the  day  as  they  appear  upon 

the  market,  so  that  a 
dealer  in  need  of  a  pair 
or  two  for  a  special  cus- 
tomer can  have  them  by 
return  mail  or  Express. 


Waterbury  &  Rising,  Limited 


Rubber  and  Leather  Warerooms 


Generrl  Offices 


60-66  Prince  William  Street         61  King  Street 

ST.  JOHN,  N.  B. 
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The  KRISTY  CASE 

For  Shoe  Men 


<fl  The}  Kristy"Case  with  its  wide  shelves,  easy  running  doors  that  lift  out,  small  bars  that  do  not  obstruct  the 
view  make  an  ideal  Silent  Salesman. 

They  are  not  made  in  the  "knock  down"  with  hook  and  eye  joints  that  work  loose  and  make  your  case 
rickety,  but  a  solid  construction  that  gives  you  years  of  satisfaction. 

•J  The  other  day  we  got  our  fifth  order  from  a  firm  of  well  known  shoe  dealers.  Their  first  order  was  for  a 
case  to  show  fancy  slippers,  laces,  polishes  &c.  At  the  time  they  wondered  if  they  would  have  enough  of  this 
class  of  goods  to  fill  the  case.    To-day  they  find  they  need  five. 

^  They  use  a  special  case  for  their  goods  and  we  would  be  pleased  to  give  any  shoe  man  particulars. 

•J  The  first  Kristy  case  was  made  for  a  firm  of  dry  goods  dealers  and  it  is  still  doing  service  along  with  more 
Kristy  cases.    Another  dry  goods  firm  liked  Kristy  cases  so  well  that  they  have  over  fifty  in  use. 


LET  US  SEND  YOU  OUR  FOUR  GOOD  SALESMEN  CATALOGUE 


=  Christie  Wood  Working  Co.,  Ltd. 

S42  City  Road,  St.  John,  N.  B. 
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Humphrey's  Solid  Shoes 

Humphrey's  Solid  Shoes  are  the  very  shoes  to  boom 
your  solid  shoe  sales  for  next  fall  and  winter. 

Displayed  in  your  window  they  will  have  a  trade- 
pulling  effect.  It  will  be  seen  at  a  glance  that  they 
embody  all  that  is  required  of  fall  footwear: — 
strength,  warmth,  comfort  and  style. 

On  close  examination  they  will  be  found  to  fulfil 
all  our  claims  for  their  solidity — honest  quality — 
genuine  leather.  1 

Eight  travellers  are  calling  on  the  trade  regularly. 
Let  them  show  you  our  solid  shoes.  They  are 
winning  trade  by  sheer  merit. 

An  enquiry  at  once  may  result  in  greatly  increased 
sales  for  you  throughout  the  fall  and  winter  seasons. 

Write  or  wire  at  once. 


J.  M.  HUMPHREY  &  CO. 

ST.  JOHN,  N.  B. 
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Christie  Travelling 
Goods 

give  absolute  value  for  every  cent  of  their 
cosL  Compare  prices  if  you  will,  but 
don't  forget  to  compare  quality  at  the 
same  time. 


Round  Edge  Steamer  No.  39 
Strength  and  Beauty  Combined 


Give  your  customers  the  best  and  you 
will  get  a  firmer  hold  on  your  trade. 

Illustrated  catalogue  of  our  complete 
line  of  Trunks,  Bags  and  Suit  Cases  on 
request. 

Freight  rates  equalized. 


Specialty 
CHRISTIE  FIBRE 
Sample  Shoe  Trunks 


Christie  Bros.  &  Co. 


AMHERST,  NOVA  SCOTIA 


LIMITED 


A  Few  Words  to  the 


Retail  Shoe  Trade 


We  carry  a  stock  of  all 
kinds  of  Footwear  made 
by  the  best  factories  in 
Canada  and  we  want 
your  trade. 

MAILORDERS  given 
prompt  attention. 

Selling  Agents  for  the 
Canadian  Consolidated 
Rubber  Co.,  Ltd. 


Doherty  &  McHugh 

Boots,  Shoes  and  Rubbers  Wholesale 
15  King  St.,  St.  John,  N.  B. 
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Moore's 
Quality  Leathers 


Glove  Kid 

The   Great  Topping  for  Boys'  and 
Men's  McKays  and  cheap  welts. 
For  shoes  $2.50  or  under. 

Russia  No.  5 

The  Great  Topping  for  Men's  and 
Women's  Welts. 

For  shoes  $2.50  or  over. 

Russia  No.  64 

The  Great  Substitute  for  Colored 
Calf.  Used  wherever  Colored  Calf 
is  Used. 


Quality  Cabretta 

The  Great  Topping  for  Women's, 
Misses'  and  Children's  shoes. 

Glove  Cabretta 

'  The  Great  Topping  for  All  shoes 
where  an  imitation  mat  calf  is  wanted. 


Quality  Patent  Kid 

The  Great  Tipping,  Quarter  and 
Cuff  Patent  Leather.  Cheapest  in 
Price.     Best  in  Quality. 


NOTE — Jobbers  Attention!  We  do  not  need  to  advertise  these  leathers  to  the 
shoe  manufacturers  for  almost  every  shoe  manufacturer  in  Canada  is  using"  them  to 
the  exclusion  of  all  similar  leathers,  BUT  we  do  hope  that  JOBBERS  and  large 
RETAILERS  will  write  us  about  these  leathers  so  that  they  may  be  sure  that  they  are 
getting-  QUALITY  leathers  in  their  shoes.  Samples  and  prices  gladly  sent  on  request 
with  full  description,  those  using  them,  and  our  past  experience  with  these 
QUALITY  Leathers. 


Benj.  N.  Moore  and  Sons  Co. 

95  south  street  Boston,  Mass 
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DIES 


Being  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON    DIE   CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brocton,  Mass. 


FACTORIES : 
Haverhill,  Mass. 


Chicago,  111. 


Wright  &  Wright 

Chrome 

Velvet 

Splits 

In  all  Colors  and  Weight 

FOR 

Shoes,  Slippers,  Quarter 
Linings,  Topping,  Button 
Fly,  etc. 


Tannery:  Office  and  Salesroom: 

LYNN,  MASS.       109  Lincoln  Street,  BOSTON,  MASS. 


Also  General  Agents  for 

A.B.  HOFFMANN  &  SON  Inc.,  Lynn,  Mass. 

COLORED  KID  and  MATT  TOPPING 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 


Over  50  years  experience  in  producing  "  WOOD- 
RIGHT"  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  else. 

"  WOODRIG  1  IT  "  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new- 
style  offered  by  shoe  manufacturers,  it  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT." 

Play  safe,  specify  "WOODRIGHT"  lasts  to  your 
manufacturer. 

"  WOODRIGHT"  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
207  Essex  Street,  and  look  over  some  new  models, 
"  WOODRIGHT." 

Woodard  &  Wright  Last  Co. 

Brockton,  ( Campeiio )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


THE   BARK  SUPPLY 

All  tanners  realize  that  the  supply  of  bark  in  this  country  is  growing  less  every  year.  The  natural  tendency  is 
toward  imported  tanning  materials,  and  the  wise  tanner  will  use  some  of  these  materials  before  his  bark  supply  is 
entirely  exhausted.    We  are  importing  an  absolutely  pure  Bark  Extract  that  pleases  manv  tanners.    This  is  our 

GOLDEN  CUTCH 

in  solid  form,  55-60%  tannin.    There  are  good  reasons,  aside  from  the  bark  shortage,  why  tanners  should  use  this 
material.   \\)  It  makes  a  strong  leather.    (2)  Produces  a  beautiful  color.    (3)  Tt  will  increase  weight . 
It  is  to  your  interest  to  investigate  this  material.    We  will  be  glad  to  tell  you  all  about  it. 

Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

Crescent   Brands  Excel 

New  York  Office,  82  Wall  Street       Branch  Store,  Chicago,  1030  Sorth  Branch  Street       201-225  Purchase  Street,  75  High  Street,  Boston,  U.S.  A, 
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A  Last  Which  Will  Be  Extensively  Used 
For  Men's  High-Grade  Footwear  in  1912 


The  "Billy"  last  was  modeled  to  meet  the  style 
requirements  of  the  men  who  demand  Semi- 
conservative  styles. 

To  such  men  you'll  find  the  "Billy"  a  good 
seller. 

We  are  prepared  to  supply  not  only  this  model 
of  lasts  but  all  that's  best  for  men's  welt 
footwear. 

Can  we  be  of  service 
to  you? 


When  the  most  progressive  shoe  manufacturers 
in  the  country  are  using  our  lasts  every  day  it 
means  something. 

It  means  that  our  Mr.  L.  B.  Weston  has  given 
his  personal  supervision  to  the  designing  of  our 
styles. 

It  means  that  some  of  the  largest  orders  for 
shoes  in  the  country  are  based  on  samples  in 
the  construction  of  which  our  lasts  play  the 
essential  part. 


MONTELLO  STATION" T^"""   BROCKTON,  MASS. 

BOSTON  OFFICE,  56  Lincoln  St. 
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We  Buy  and  Sell 
Surpluses  of  — 


Consignments 
Solicited 


Factory  Cut  Soles 
and  Innersoles 


WHAT 
HAVE 
YOU 
TO 

OFFER 


WE 

PAY 

CASH 


GORDON    &  BERMAN 

BROCKTON,  MASS. 


Boston  Store:  21  South  St., 
B03T0N,  MASS. 


Main  Store  :  43  No.  Montello  St. 
BROCKTON,  MASS. 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


MOORE  BROS 

TOP  LIFTS 

Condensed  and  Non-Condensed 

Send  sample  lifts  and  patterns  and  get  our  figures. 

DO  IT  NOW. 

77  Derby  Street     -    -    SALEM,  Massachusets 

Canadians  visiting  Salem  are  always  welcome  to  our  plant. 


THE  "TOWER"  FOR  STRENGTH 


Telegrams 
'  Chromerj 
London.' 


Tht 


(  nd<- 

Al  and 

Leibers 


London  Chrome 
Tannery,  Limited 

83-85,  BERMONDSEY  STREET,  LONDON,  S.E., 
ENGLAND 


GLACE  KID. 
BOX  CALF. 


TANNERY  MACHINERY 

Special  attention  now  being 
given  to  Tannery  Machinery 
by  W.  P.  Plant,  an  expert  with 
thirty  years  experience  in  the 
making  of  all  kinds  of  machines. 

Prices  Reasonable 

Write  for  information  to 

W.  P.  PLANT 

HASTINGS,  ONT. 
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"McKellar  Brand" 

MEANS 

Solid  Leather  Staples 

i 

The  solid  leather  shoe  is  rocognized  to  be  of  the  great- 
est importance  to  the  retailer. 

It  is  the  solid  leather  shoe  that  forms  the  backbone  of 

1"  \~\  O    f  a  fill     C-       S~\  O    +"  1"  *"l  r\  o 

iiic  recall  snoc  natic. 

Therefore  every  dealer  should  buy  his  stock  of  solid 
footwear  judiciously. 

The     "McKELLAR    BRAND"    of  solid  leather 
staples  demand  your  consideration  on  their  merits. 

Their  values  cannot  be  duplicated    anywhere   at  the 
price. 

Our  travellers  are  now  on  the  road  showing  the  newest 
lasts  and  latest  styles  for  fall. 

McKellar  Shoe  Co.,  Limited 

BERLIN         -  ONTARIO 
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THE  BERLIN  FELT  BOOT  COMPANY 

LIMITED 


Is  one  of  the  oldest  and  most  flourishing  industries  in  Berlin.  It  was 
founded  in  1868,  passed  through  many  years  of  struggle,  until  to-day  it 
produces  a  range  of  Felt  Footwear  which  is  proudly  called— 


THE  BEST  IN  THE  WORLD 

Sold  exclusively  by 

CANADIAN  CONSOLIDATED  RUBBER  CO. 

LIMITED 

27  BRANCHES  THROUGHOUT  CANADA 
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K  a  u 
Life-Buoy 

For  the  coming  season  the 

Life-Buoy  Line 

will   be  shown  as  a  still   greater  and   more  complete 
line  of  Rubber  footwear. 

It  will   contain   many  new  Ideas  of  Design  and  Con- 
struction. 

Goods  built  for  a  purpose  to  suit  the  particular  re- 
quirements of  various  Trades  and  Occupations. 

The  newest  and  best  in  Modern  lasts,  and  of  a  Quality 
that  will  still  further  increase  the  popularity  of  the  now 
Famous 

Life-Buoy  Brand 

Made  by 

The  Kaufman  Rubber  Co. 

BERLIN,  ONTARIO  Limiled 

An  Independent  Company 
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man  s 
Rubbers 


The  most 
modern 
Rubber  Footwear 
Factory 
in  America 


Our  present 
factory  with 
large  addition 
erected  during 
1911 


In  all 

First  Quality 
Soft  Back 
Goods. 


The  most 
Important 
Improvement 
in  Rubber 
Footwear  of 
L£AW£R  recent  years. 


NO  JOINT 
HERE 


LEATHER 


Be  sure  to  see  these  goods  before  placing  for  Fall  1912. 
Our  representatives  will  call  in  plenty  of  time. 

BRANCH  STOCKS  CARRIED  AT 

Charlottetown,  P.E.I.       Truro,  N.S.        Fredericton,  N.B.        Montreal,  Que.       Ottawa,  Ont. 
Toronto,  Ont.       Winnipeg,  Man.       Edmonton,  Alta.       Vancouver,  B.C. 
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Specify  "Elmiras"  for  your  1912  Felts.     They  are 
recognized  as  the  Best.    Your  customers  will 
ask  for  "Elmiras." 
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Fads  and  Fancies 


versus 


The  Real  Thing 


Ail  the  fancy  styles  and  extreme 
cuts  in  shoes  are  just  the  frills  of  the 
business.  You  can't  depend  upon  these 
to  build  up  your  trade. 

It  takes  tried  and  successful  pro- 
ductions of  established  factories  to  form 
a  solid  basis— to  make  good  for  your 
store — buy  established  lines  of  reliable 
footwear — do  not  experiment. 

Every  live  shoe-dealer  in  Canada 
carries  at  the  back  of  all  his  fancy  shapes 
a  solid  line  of  shoes.  This  is  the  place 
the  Ahrens  Shoe  fills  in  your  store —  the 
place  it  is  made  for.  Every  pair  solidly 
built  with  selected  leathers  that  make  a 
good  flexible  shoe,  and  sure  enough  in 
style  to  make  business  anywhere. 

Remember  the  name  Chas.  A. 
Ahrens  stands  for  solidity  and  good 
honest  quality  in  shoes — shoes  you  can 
rely  on — shoes  that  will  stand  the  test. 

All  sizes  from  Children's  to  Men's. 


2  Breithaupt 
Leather  Co. 


Limited 


Sole  Leather  Tanners 


Our   Brands  : 

Eagle,  Penetang 

and 

Listowel 


Hastings  Union  Oak  Harness  Leather 
Cut  Soles  and  Counters  a  Specialty 

Head  Office  : 

Berlin     «  Ontario 
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Ames  Holden  McCready  Co. 

Sole  Selling  Agents  for  All  Canada 
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Onyx  Hosiery 


Shoe  Dealers  who  intend  adding  a  Hosiery  Department 

are  invited  to  consider  the  World- Famous 


TRADE 


Men,  Women  and  Children 

Every  Grade,  Price  and  Quality  from  Cotton  to  Silk. 

Ninety- five  per  cent,  of  the  Shoe  Dealers  selling  Hosiery 
use  this  Brand. 

We  carry  an  enormous  stock,  permitting  you  to  draw  from  it. 

No  hose  is  allowed  to  bear  our  seOnyx"  Stamp  unless 
meeting  the  Highest  Possible  Standard. 

You  take  no  chances  with  the  "Onyx"  Brand. 

Lord  &  Taylor 

Wholesale  Distributers 

NEW  YORK 

CHICAGO,  22  W.  Monroe  Street  BOSTON,  78  Chauncy  Street 

PHILADELPHIA,  1033  Chestnut  Street 
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Come  to  Boston 

July  10-17,  1912 

3  Big  Events  During  This  Week  3 


National  Retail     Sixth  National      New  England 
Shoe  Dealers     Shoe  &  Leather  Shoe  &  Leather 
Association         Market  Fair  Association 


(i  ^  .  rp  .  w    ,  "  Get  Together  Week " 

Get  logether  Week 

»  .  .  ,  „  ,  •  ,  f  „  Bigger  and  better  than  ever  A  welcome  to  the  Shoe  and 
A  great  fellowship  plan  for  all    hf>forp  T      ,  , 

,         .  •,  oetore.  Leather  trades, 

shoe  retailers. 

Branch  Headquarters  in  This 
In  This  Building  in  This  Building  Building 


LOW  ROUND-TRIP  RATES  TO  BOSTON 

Come  and  meet  the  Shoe  and  Leather  Trade  of  the  world 

Jacobsen  Publishing  Company 


Publishers  of  "Hide  and  Leather" 


183  Essex  Street 


BOSTON,  MASS. 


Price  of  Exhibition 
Space 

Same  as  last  year.  Good 
spaces  may  be  had  $125  to 
$288  Including  signs,  desk, 
chairs,  display  eases  and 
tables,  lights,  locker,  floor 
covering  and  janitor  service. 


2  Stone  St.,  New  York 
136  W.  Lake  St.,  Chicago 
415  Arch  St.,  Philadelphia 


New  Booklet  Now  Out 

We  have  prepared  a  booklet 
showing  diagram  of  floor 
space  and  giving  full  details 
of  the  Market  Fair. 

Send  For  One  Today 


FOOTWEAR    IN  CANADA 


James  A.  Foster 

Canadian  Representative  of 

A.  J.  Bates  Co. 

of  Webster,  Massachusetts 

is  now  in  Canada,  showing  his  fall  line.  With 
the  installation  of  eight  new  lasts  and  four  new 
patterns,  the  already  strong  line  has  been  strength- 
ened to  one  that  is  absolutely  impregnable. 

Our  Canadian  business  increased  60  per  cent, 
last  season.  There  is  a  reason  !  That  reason  is 
that  we  are  able  to  give  the  Canadian  dealer, 
even  after  duty  is  paid,  a  strictly  up  to  minute 
American  shoe  which  can  be  retailed  at  a  long 
profit. 

SEND  TO 

A.  J.  Bates  Co. 

Webster,  Massachusetts 

for  Catalogue  or  for  Appointment  with  Mr.  Foster 
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Finest 

Quality 


WMttemore's  Largei* 


f  f  /Shoe  Polishes 


Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World, 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.   Always  ready  to  use.    Largest  quantity.    Finest  quality.    Polishes  without  rubbing.   Pet  ails  25c 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.  Each  cake  in  a  sine-tin  box  with  sponge 
(see  cut)    Retails  10c.    Each  cake  in  a  handsome  aluminum  box  with  sponge.    Retails  25c. 

"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.  Boxes  open  with  a 
coin.    Retails  10c. 

"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles, 
bridles,  etc.  Retails  25c.  "STAR"  russet  combination  (10c  size).  Russet,  Brown  and  Ox  Blood  pastes  (5  sizes  of  each  color) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.   Restores  color  and  lustre  to  all  black 

shoes.    Retails  2oc.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  he  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS  &  CO.,  Boston,  Mass.  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 


SHOE  REPAIRERS     Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages: 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point  which  makes  a 
high-class  machine,  the  SUPREM- 
ACY of  the  "Standard"  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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Carried  in  Stock  for  uAt«Once"  Shipment 


Here  are  a  few  of  our  snappy  styles  in 
Women's  Turns— the  kind  you  can  sell. 
We  carry  a  big  line  in  stock— our  IN- 
T  J  C  C   D  1 


Convertible  Satin  Pump 

Made  in  eight  colors,  chiffon  rose 
centre  pompom.  Readily  changed 
to  Colonial  pumps  by  using  our  spec- 
ial tongue.  In  black  A-A-D.  In 
colors  A-D,  1-8.  $2.00 


Satin  and  White  Goods  are 
Our  Specialties 


Cook's  Footwear  represents  the  best  there  is 
in  Women's  Turns — and  we  only  need  a  trial 
order  from  you  to  prove  it. 

OUR  CATALOGUE 

shows  many  more  styles 
and  is  yours  for  the  asking 


No.  ioo— Genuine  Sea  Island  White 
Duck  Pump 
A  to  D-l-8.  $1.35 


No.  780   Eight  Strap  Roman  Sandal. 
Black  Velvet,  A  to  D,  1-7.  $2.75 


we  Make  Turns 

Exclusively 


J.  A.  COOK  &  BRO.,  Lynn,  Mass.,  u 


S.A. 


PROOF 


To  create  an  enviable  repu- 
tation for  the  quality  of 
your  Footwear,  use 

Barnet's  Dirt  Proof 

the  Dependable  Tan  Calf 


Write  for  Samples 


J.  S.  Barnet  &  Sons,  he. 


18  South  Street,  Boston 


Tanneries :  Lynn,  Mass* 
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A  Glazed  Kid  With  All  the 

Good  Points 


Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre 
^       Uniformly  Assorted,  Sized  and  Weighted  ^ 


J  JAVING  already  convinced  Amer- 
ican Shoe  Manufacturers  of  the 
Surperior  Qualities  of  "  H  &  C" 
Glazed  Kid,  we  believe  it  should  inter- 
est Canadian  Manufacturers  who  are 
looking'  for  a  high  class  Glazed  Kid 
Shoe  at  reasonable  prices. 


We  will  be  very  glad  to  send  samples 
of  any  grade,  weight  or  size,  and  feel 
sure  if  you  will  make  sample  shoes 
from  this  leather,  you  will  become  a 
regular  customer. 

You  owe  it  to  yourself  as  a  Good 
Shoemaker  to  examine  this  line. 


Manufactured  by  

Hitchings  &  Coulthurst  Co. 

122  South  Street,  BOSTON,  MASS. 

Factory :  Philadelphia,  Pa.  Address  all  correspondence  to  Boston  Office 
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Mr.  Shoe 
Manufacturer 


.WORKERS  UNION, 


IJ  Industrial  piece  and  uninterrupted  production 
are  promoted  by  shoe  manufacturers  operating  un- 
der a  Union  Stamp  Arbitration  Contract. 

^  The  Union  Stamp  is  a  selling  factor,  the  in- 
fluence of  which  is  equivalent  to  the  work  of  one  or 
more  road  salesmen,  according  to  the  amount  of 
territory  covered  by  the  manufacturer.  Wages  are 
fixed  upon  a  competitive  basis  ;  the  volume  of  out- 
put is  largely  increased  in  every  Union  Stamp  fact- 
ory, thereby  reducing  manufacturing  fixed  charges 
and  giving  employees  more  weeks  work  in  the  year. 

CJ  The  Union  Stamp  is  the  emblem  of  peace,  which 
means  more  business  even  in  dull  times. 

€|  Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


^WORKERS  UNION 


UNION>HSTAMP 

Factory 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.  S.  A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec.-Treasurer 


^WORKERS  UNION, 


UNION^OSTAMP 

Factory 
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Why  Some  ST  £"3  Others  Don't 


THE  MAN  who  Invents  a  Leather  Shoe  that  MUST  hold  its  shape  until  worn  out,  will  own  an  Invention 
more  valuable  than  Bell  Telephone.  He  will  earn  more  money  than  Rockefeller,  Morgan  and  Carnegie 
combined,  because  every  woman,  man  and  child  in  the  United  States  and  other  Countries  would  like  to 
buy    such  a    shoe.      Leather  stretches  in  EVERY  direction.      Cotton  Cloth  cannot  stretch   on  its 
WARP  THREADS  nor  WEFT  THREADS. 

The  Big  Eastern  Shoe  Factories  employ  clever  young  University  men  to  THINK  and  EXPERIMENT  for  them. 
Devise  Saving.     Study  Economies.     Help  them  AVOID  Waste.    It  PAYS. 

These  Young  Men  listened  to  us  when  we  told  them  that  a  strip  of  our  Acme  Backing  Cloth,  made  of  Soft  Cotton 
Cloth  and  New  Live  Rubber,— put  on  like  Sticking  Plaster,— WARP  THREAD  WAY,— by  a  Boy  or  a  Girl 
with  a  moderately  hot  iron,— ALONG  THE  LINE  OF  STRAIN  in  a  SHOE,— where  the  foot  pulled  in 
wearing, — would  prevent  the  Shoe  losing  its  shape. 

These  modern  young  men,  with  their  scientific  training,  experience  in  research  work  and  Laboratory,  tested  our 
statements  and  found  them  accurate. 

They  also  listened  when  we  told  them  that  Patent  Leather  and  Tips  wouldn't  crack  when  Backed  by  our  Soft  as 
Silk  Acme  Backing  Cloth.  That  a  strip  of  Acme  under  Seams  would  act  as  a  STAY — a  BRACE, — and  give  a 
straighter  seam. 

That  Button  Holes  would  not  tear  out  if  Stayed  with  our  Acme  Backing  Cloth.  That  the  Heel  seam  would  be 
straight  and  live  longer  if  stayed  with  a  strip  of  Acme  Backing  Cloth. 

That  75%  of  Cripples  and  Comebacks  would  be  avoided, — that  the  extra  cost  per  pair  of  Shoes  would  be  practi- 
cally nothing,  as  Acme  costs  only  about  2c.  per  square  foot. 

That  is  why  some  of  the  Big,  Advertised  Makes  of  Shoes  stand  up,  and  hold  their  shape  and  style, — while  other 
higher  priced  lines  have  a  crude,  raw,  home  made,  floppy  look. 

That  is  why  some  Big  Retail  Buyers  in  New  York  City  require  all  their  purchases  of  Suede  and  other  delicate 
Leathers  to  be  Backed  with  our  Soft  Acme  Backing  Cloth. 

We  have  been  patiently  preaching  this  Gospel  for  34  years.  Three  Generations  of  us  have  studied  the  Backing 
Business.    University  Professors  in  their  Laboratories  have  been  unable  to  suggest  improvements.    Samples  Free. 

Demonstrator  sent  on  request. 


Sawed  in  Half! 


One  of  the  Biggest  Factories  in  United 
States  Improves  and  strengthens  shoe 
in  8  places  with  Acme  Backing  Cloth 


1.  Tips  are  backed  with  Acme  to  prevent  cracking — keeps  moisture  and 
box  toe  gum  from  reaching  tips. 

2.  Vamp  stayed  with  yoke  of  Acme.    Prevents  throat  from  tearing  and 
holds  tacking  on  Bluchers. 

3  and  5.    Acme  used  as  seam  re-enforcement.    Insure  straight,  smooth 
seams. 

4.    Acme  used  to  prevent  stretching  and  bagging  at  the  top  of  shoe. 

6.  Entire  upper  backed,  gives  strength  and  body  to  shoe. 

7.  Seam  re-enforcement. 

8.  Vamp  backed  with  Acme.    Shoe  keeps  its  shape  and  prevents  foot 
from  stretching  and  breaking  vamp. 


PETERS    MANUFACTURING  CO., 


31  UNION  SQUARE 
NEW  YORK  CITY 


43-53  LINCOLN  STREET 
BOSTON,  MASS. 
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WHERE  QUALITY  COUNTS  WE  WIN 

Monarch  and   Brandon  Shoes 
and  Dr.  Brandon's  Cushion 

Fall  Samples  for  1912- are  now  ready 


C|  Monarch  and  Brandon  styles  for  fall  are  more  than  outside  show 
— they  have  in  them  the  finest  materials  that  money  can  buy.  So 
cleverly  constructed  that  they  appeal  to  all  men  at  all  times. 

^  These  are  the  brands  that  have  made  our  reputation  and  built  our 
business.  The  brands  that  are  ever  increasing  our  trade  and  win- 
ning success  for  all  retailers  who  sell  them. 

|J  We  are  not  merely  among  the  leaders.  We  go  one  better.  Mr. 
Brandon  has  visited  the  largest  shoe  centres  in  the  United  States 
and  has  procured  the  very  latest  lasts  and  patterns.  As  a  result 
we  have  got  together  a  line  of  shoes  for  fall  191 2  unique  in  smart- 
ness and  style.    A  line  bristling  with  up-to-date  improvements. 

<][  Every  wise  and  successful  retailer  knows  well  the  value  of  stocking 
the  very  latest  lines  and  styles.  They  are  easy  sellers— make  quick 
returns  and  attract  trade. 

Here  is  the  Retailers'  Opportunity 

We  now  offer  to  the  trade  the  very  latest  lasts  in  the  smartest  and 

most  up-to-date  styles,  in  a  quality  which  cannot  be  excelled — at 
a  price  which  defies  competition. 

Our  travellers  are  in  their  own  territories.     Wait  for  them. 

Brandon  Shoe  Co.,  Limited 

BRANTFORD,  ONT. 
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The  Season  for  " Maltese  Cross'' 
Rubbers   opened   March  the  fourth. 

There  are  twenty-four  selling  agen- 
cies to  distribute  this  well-known  line 
and  some  of  their  travellers  will  soon 
be  calling  upon  you. 

Wait  for  them.  You  don't  really 
know  what  the  rubber  market  has  to 
offer  till  you've  looked  over  the  Mal- 
tese Cross  line. 


The  Gutta  Percha  &  Rubber  Mfg.  Co. 

OF  TORONTO,  LIMITED 

Head  Offices :  47  Yonge  Street,  TORONTO,  CANADA. 

Branches:    Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver;  Sydney,  Melbourne  and  Perth,  Australia 

(NOT  IN  ANY  TRUST) 


The  Miner  Rubber  Company 

Head  Office  and  Factory  -  ^  Ontario  Branch 

GRANBY,  QUE.  93  to  99  Spadina  Avenue,  TORONTO 

(also  see  page  6.) 
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HUMAN  FEET 

(15,000,000  of  them  in  Canada) 


YAMASKA  BRAND  SHOES  should  be  introduced 

to  them — particularly  those  Feet  requiring  the 
more  substantial  FOOTWEAR. 


FACTORY 

LARGE 
MODERN 
EFFICIENT 


EXPERIENCE 

SKILL 
HIGH  GRADE 
LEATHER 


Result  is 

YAMASKA  SHOES 

The  YAMASKA  BRAND,  A  Sensible  Serviceable  Shoe  for  Men 

The  shoe  man  may  stock  a  few  of  the  ever  changing 
freak  styles,  but  the  Yamaska  Shoe  will  supply  him 
with  a  Reliable  Profitable  line — made  to  wear  on  leet  re- 
quiring the  best.       They  have  the  right  appearance  too. 


LA  COMPAGNIE  J.  A.  &  M.  COTE 

ST.  HYACINTHE,  P.  Q. 
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THE  BEST  EVER 

FALL  OPENING 

"Ames  Holden"  Footwear 

In  a  short  time  our  travellers  will 
be  calling  upon  you  with  our  new 
line  of  Fall  Footwear,  the  best  we 
have  ever  produced — made  in  all 
popular  leathers. 

Our  classy  line  of  Men's  Bluchers 
and  Buttoned  Shoes,  not  only  on 
the  old  reliable  lasts,  but  on  new 
up-to-the-minute  lasts  with  duck,- — 
calf,  and  cordovan  linings,  is  bound 
to  attract  your  attention  and  will 
prove  easy  sellers  for  you. 

Also  our  new  line  of  Women's 
goods  on  new  patterns  and  lasts. 

See  our  new  high  cut  Women's 
Buttoned  Shoes, — very  neat  and 
fashionable. 

A  line  of  shoes  upon  which  you 
will  have  to  put  in  repeat  orders, 
as  they  are  the  right  goods  at  the 
right  prices. 

AMES  HOLDEN  McCREADY,  Limited 

MONTREAL      ST.  JOHN      TORONTO      WINNIPEG      CALGARY     EDMONTON  VANCOUVER 
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There  is  never  a  time  when  you  have  not  enough  room  to  stock  the 
"Doctors"  Special  Shoe — a  stock  is  never  complete  without  it. 

You  will  find  that  there  is  a  sale  for  the  "Doctors"  Shoe  when  all 
other  lines  appear  dead. 

This  is  because  they  possess  features  which  make  them  saleable  re- 
gardless of  the  vagaries  of  the  weather  or  the  changing  of  the  seasons. 

Made  only  of  the  best  grade  leather — stylish  enough  for  city  streets — 
strong  enough  for  country  roads.  They  are  a  patented  non-perspiro 
shoe,  made  on  hygienic  lines  to  keep  the  feet  healthy — ALWAYS 
Dry  and  Comfortable. 

We  have  more  shoe  buyers  each  year  who  tell  us  that  the  "Doctors" 
Shoe  once  put  into  stock  grows  rapidly  in  favor  and  helps  their  trade. 
What  about  you  ?  Now  is  the  time  to  get  acquainted.  Let  us  hear 
from  you. 


Handled  by  All  Leading  Jobbers 


The 


Tebbutt  Shoe  &  Leather 


Limited 


Three  Rivers       -  Que. 
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JpeliableII 

OLEaTHERSO 

NUBUCK— Washable,    Durable,  Economical 

The  most  popular  leather  for  next  seasons'  White  Shoes. 


IMPERIAL  NUBUCK 

A  remarkable  production  in  Upper  Leather,  having  all  the 
good  qualities  of  Calfskin  and  Buckskin  combined. 
It's  color,  a  beautiful  shade,   something  between  a  coffee 
brown  and  champagne,  which  harmonizes  with  any  colored 
garment  and  suitable  for  most  all  occasions. 

BLACK  DIAMOND— Chrome  Patent 

The  leader  of  all  patent  leathers. 

TAN  GUN  METAL  CALF 

The  correct  shade  of  Tan  for  Men's  and  Women's  Fine 
Shoes.    We  also  manufacture  this  leather  in  Black. 


OTHER  PRODUCTS: 

GLOVE  LEATHER— A  wide  range  SHEEP  LEATHER— In  every  good 

of  grades  and  finishes.  Tannage. 

WEILDA    CALF— In   twenty-two  HUB  PIGSKIN  and  CUT  STOCK 

shades.  HUB  GUM  SOLES 


A.  C.  Lawrence  Leather  Co. 


95  SOUTH    STREET,  BOSTON 


NEW  YORK  CITY,  621  Broadway 
CINCINNATI,  O.,  632  Sycamore  St. 
GLOVERSVILLE,  N.Y.,  50  So.  Main  St. 


CHICAGO,  ILL.,  180  N.  Franklin  St. 
ST.  LOUIS,  MO.,  705  Lucas  Ave. 
ROCHESTER,  N.Y.,  605  Powers  Bldg. 
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Rubber  Footwear 

Miner  and  Shefford  Brands 


■  x\ 


18  Pacific 


See  our  Samples  of 

Miner  Duck 
Lumbermen's 

before  placing  your 
order  for  fall. 


M|  KBR 


%  *** 


22  Glacier 


Fac-simile  of  Solid  Heel  show- 
ing the  Foster  Patent  Friction 
Plug  used  on  all  Miner  Duck 
Lumbermen's  exclusively. 


Fac-simile  of  show  card  enclosed  in  each  shipment 

The  Miner  Rubber  Co.,  Ltd. 

Granby,  Que.    iSBgte^.  Toronto,  Ont. 


To  insure  Early  Delivery 
place  your  order  before 
May  1st. 


Stocks  carried  at  al 
Distributing  Points. 
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No.  2  X  1    Gun  Metal  Calf  C-D-E  in  Stock  No.  2  F  I    Tan  Calf   C  D-E  in  Stock 


Buffalo   Wont-Leke  Shoe 
Styles  for  Fall  of  1912 

are  the  same  as  for  fall  of  191 1 

STAPLE  AS  SUGAR  because  these  correct  foot-form  lasts  have  stood  the  test  of  years. 

These  four  styles  with  uppers  of  finest  Calf-Skin  and  Vici  Kid,  are  bottom- 
ed with  Niagara  Sole  Leather,  absolutely  and  permanently  water-proof, 
non-slippery  when  wet  and  wonderfully  wear-resistant. 

MR.  SHOE  RETAILER  ! 

How  about  the  trade  which  asks  for  "The  same  kind  I  got  before.'' 

No  Clearance  Sales  !     No  Dead  Stock  ! 

Drop  a  Postal  for  that  Catalog  To-day. 

BUFFALO  SHOE  CO.,  Buffalo,  N.  Y. 


No.  2TI  Tan  Calf  No.  2  M  I    Vici  Kid  Bal   C-D-E  in  Stock 
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Shoes  of  Quality 


■JHE  hand  that  guides  the  "  McDermott  Shoe" 
from  the  factory  to  your  store,  is  now  hold- 
ing out  something  to  cause  retailers   to  sit  up 
and  take  notice  of  their  stocks. 

We  cannot  tell  you  more  than  a  trial  of 
the  shoes  themselves  will  prove  to  you.  Show 
your  lady  clients  our  styles — mention  their  manu- 
facture by  modern  machinery,  out  of  the  McDer- 
mott Factory.     Many  retailers  are  forging  ahead 
with  the  latest  McDermott  designs  in  Colonials, 
Two-Straps  and  Pumps.  Give  us  a  chance,  we  ll 
make  a  McDermott  customer  of  you. 

The 

McDermott  Shoe  Company 

Women   Shoe  Specialists 

MONTREAL,  QUE. 
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Become  the  Only  Retailer  of  Foot-Comfort 


Gentlemen 


In  your  town  and  you  will  get  a  vast- 
ly-increased trade.  How  can  you 
attain  the  distinction  of  being  the  only 
retailer?  By  taking  the  exclusive 
agency  for  these  New-England-Made 
EDUCATOR  SHOES.  With 
these  shoes  in  stock,  you  can  absolute- 
ly guarantee  perfect  foot-comfort  to 
your  people.  Note  the  comfort-space 
in  these  shoes ! 


Room 
for 
Five 
Toes 


Educator. 
Shoe® 


Room 
for 
Five 
Toes 


Do  you  know  that  with  dealers  in  the 
United  States,  the  EDUCATOR 
trade  is  a  regularly-increasing  trade  ? 
That  proves  something !  These  shoes 
are  made  m  all  styles  and  leathers  "for 
every  member  of  the  family."  When 
you  take  the  agency  for  them,  no  other 
dealer  will  be  allowed  to  compete  ! 
Take  it  before  the  other  fellow  does  ! 

We  earnestly  solicit  your  correspon- 
dence. 


RICE  &  HUTCHINS,  Inc.    -   Boston,  U.  S.  A. 


to 
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Telephone  122 

Sfeo      W   So  to  an 


(V<y  O^iny  Street 


Qhathum.  Ont  .  #...—.19 1* 


Quality  Counts 


GETTY  &  SCOTT,  LIMITED 

Manufacturers  of  "Classic  Shoes" 
for  Women,  Misses  and  Children 

GALT  -:-  -:-  -:-  ONTARIO 


FOOTWEAR   IN  CANADA 


An  Open  Face 

and  an 

Open  Price 

Inspire 
Confidence 


The  Plain 
Price 


The  New 
Fall  Models 


Ready-to-Ship 

Twelve 
Best  Sellers 


Much  of  the  success  of  the  Slater  Shoe — its  pres- 
tige with  the  people — may  be,  ascribed  to  the 
plain  price — the  stamped  price  on  the  shoe.  Do 
you  know  that  is  just  what  gave  the  big  mer- 
chants in  Canada  their  start  when  everybody  else 
was  marking  their  goods  with  X  O  L  or  B  Y  G 
hieroglyphics. 


Our  travellers  are  out  now  with  the  new  models  and  lasts  for  next  fall. 
On  April  1  5  th.,  we  complete  our  Spring  deliveries.    We  score  two  Records — in  de- 
livery and  in  volume  of  trade. 

Have  you  ever  noticed  that  the  stories  of  our  Shoe  Rivals  are  always  in  direct  contra- 
diction to  our  biggest  and  best  years. 


Repeat  orders  will  be  taken  care  of  promptly  in  30  days  horn  receipt  of  order  at  the 
House.  Ready-to-Ship  orders  of  the  1  2  Best  Sellers —  1 44  pairs  in  all  of  $4,  $5 
and  $6  lines —  will  be  promptly  forwarded  to  our  merchants  in  any  town  where  we 
are  not  now  properly  represented. 

We  promise  a  Boost  campaign  to  the  Dealer  who  introduces  Slater  Shoes  in  his  town. 


The 

Slater  Shoe 
Company 

Limited 

Montreal   -  Canada 


"I  Want  Your  Trade 
If  I  Can  Deserve  It " 


"Hundreds  of  Styles 
and  Not  a  Bad  Style 
in  the  Lot " 


My  New  Lines  of  Felt  Slippers 


€JJ  I  have  made  a  careful  selection  of  Slippers  and  have  secured  a  most  saleable  line  for  fall 
trade.  This  line  consists  of  the  pick  of  imported  goods  and  in  up-to-dateness,  style  and 
quality  is  unapproachable  throughout  the  trade. 

ffl  I  have  made  a  deep  study  of  my  customers  needs  for  next  fall  and  this  new  line  of 
Slippers  has  satisfied  my  judgment. 

Cjf  This  means  a  great  deal  to  you — it  means  that  I  have  proclaimed  them  trade-pulling, 
profit  producing  lines  upon  which  you  can  stake  your  own  reputation.  If  I  put  my  name 
at  the  back  of  any  line,  that  line  is  a  winner.  My  travellers  are  now  showing  my  line  of 
Felt  Slippers — Ask  to  see  them. 

James  Robinson,  Montreal 
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"Rubbers  that 
are  Right  in 
Every  Detail " 


^^WHAT  WE  HAVE 


"I  Want  to  be 
Judged  by  the 
Goods  I  Sell" 


My  Rubbers  for  Fall 

and 

My  Letter  Order 
Department 


ROYAL  BRAND 


01  KANT  KRACK 


€J[  Throughout  the  Trade  dealers  are  having  great  success  with  my  lines  of  "Kant  Krack  " 
"Dainty  Mode"  and  "Royal  Brand"  Rubbers — selling  thousands  of  pairs  a  season. 

€ff  Customers  well  pleased  and  retailers  enthusiastic — you  too  should  reap  this  advantage. 
We  can  supply  you  from  stock.     Handle  these  lines  at  good  profit  and  please  all  customers. 

€|J  My  Letter  Order  Department  is  more  than  ever  at  your  service — we  are  always  pleased 
to  RUSH  a  letter  order — because  we  are  ALWAYS  ready. 


James  Robinson,  Montreal 
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The  Average  Boy  will  wear  out  three  times  as 

many  shoes  as  a  man 

Profitable  Trade 

Have  you  a  Standard  Boys  Line  to  Offer  ?    We  offer  you 

Boy  Scout  Shoes 


MATERIAL 
THROUGHOUT 
STOUT  AND 
SOLID 
STYLISH  AND 
ATTRACTIVE 
A  SHOE  THAT 
WILL  SELL 


Fall   Model  D 


Our  Travellers  are  now  on  the  road  for  Fall    may  we  send 
one  to  you  ? 

New  Spring  Catalogue  just  out — Write  for  it 

Jackso i 

Sales  Agen 

MONTREA 


FOOTWEAR    IN  CANADA 


Hymans  Metallic 

Chrome  Sole 


THE  FEATURE 
OF  THIS 
LEATHER  IS 

WEAR 

TOUGH  AND 
STRONG 


One  of  Our  Fall  Models 


See  Special  Range  for  Fall 

( Boy  Scout  Shoes )  with  extra  heavy  sole  of  Hymans 
Metallic  Chrome  Sole. 

Will  positively  outwear  two  soles  of  best  oak-tanned 
leather. 

&  Savage 

liner  Rubber  Co. 

CANADA 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

======  If  there  is  anything  ========= 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Que. 


FOOTWEAR  IN  CANADA 
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A  Last  Which  Will  Be  Extensively  Used 
For  Men's  High-Grade  Footwear  in  1912 


The  "Billy"  last  was  modeled  to  meet  the  style 
requirements  of  the  men  who  demand  Semi- 
conservative  styles. 

To  such  men  you'll  find  the  "Billy"  a  good 
seller. 

We  are  prepared  to  supply  not  only  this  model 
of  lasts  but  all  that's  best  for  men's  welt 
footwear. 

Can  we  be  of  service 
to  you? 


When  the  most  progressive  shoe  manufacturers 
in  the  country  are  using  our  lasts  every  day  it 
means  something. 

It  means  that  our  Mr.  L.  B.  Weston  has  given 
his  personal  supervision  to  the  designing  of  our 
styles. 

It  means  that  some  of  the  largest  orders  for 
shoes  in  the  country  are  based  on  samples  in 
the  construction  of  which  our  lasts  play  the 
essential  part. 


MONTELLO  STATIOI^  ^     "    BROCKTON,  MASS. 

BOSTON  OFFICE,  56  Lin  con  Street. 
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fflB  OSES© 

worn 


is,  Has 


THE 
"NUCCET" 
POLISHES 

Sell 
easily 

for 
Reasons 


UPERIOR  •  •  • 
QUALITY 

XTENSIVE  •  •  • 
ADVERT? 

'TLE  ■  •  •  • 
LABOUR 

ASTING  •  •  • 
SHINE 


THE  SUBSTANTIAL  MARGIN  OF  PROFIT 
LEFT  TO  THE  TRADE  MAKE  THE 
NUGGET  GOODS  WORTH  HANDLING 


The  "  Nugget "  Polish  Co.,  Ltd. 

67  Adelaide  Street  East, 

TORONTO,  ONTARIO 
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W.  L.  DOUGLAS 
The  Worlds'  Greatest  Shoemaker 

Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.  S,  A.  CAPACITY  17,000  PAIRS  A  DAY 
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RUBBER  FOOTWEAR 

FIRST  IN  FAVOR 


Jacques  Cartier 

Daisy 

Maple  Leaf 

Dominion 

Merchants 

Anchor 

Our  representatives  are  showing  the  most  complete  range  of  rubber  footwear 
ever  offered  to  the  trade. 

The  quality    of   these  brands  have  made 
Canada. 

them    the    standard  throughout 

The  benefits  introduced  by  us  last  year  met 

with  hearty  and  complete  accep- 

tance  by  the  Retail  Trade  of  Canada,  and.  are  still  in  force  ;  but  we  have 

A  BETTER  PROPOSITION  THIS  YEAR 

New  Features — More  Quality — Better  Terms. 

Do  not  delay  your  order.    See  our  travellers  or  write  us,  now! 


Exclusive  Selling  Agents : 

Canadian  Consolidated  Rubber  Co. 

„  ,     „       ,  LIMITED. 

Sales  Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 


Order  from  Nearest  Branch. 
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Keep  Your  Stock  well  Sorted 

There  will  be  an  unprecedented  demand  this  season  for : 


TENNIS  AND  SPORTING  SHOES 

Every  Athlete  knows  the  Name 

We  specialize  in  the  manufacture  and  distribution  of  this  brand 
The  one  best  sporting  shoe  The  most  complete  line  on  the  market 


Ducks 

Blue 
Black 
White 
Tan 


Real 
Rubber 
Soles 

Red 

White 

Black 


There  is  wisdom  in  carrying"  only  one  brand  of  Sporting"  Shoes,  and  "FLEET  FOOT" 

gives  you  the  advantange  of 

One  Quality — The  Best  Stocks  kept  Uniform  and  Clean 

Less  Stock  to  Carry  A  Widely  Advertised  Brand 

We  carry  stocks  in  all  the  important  centres  Order  from  the  nearest  branch 

Canadian  Consolidated  Rubber  Co. 

LIMITED. 

Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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A  Glazed  Kid  With  All  the  Good  Points 

Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre, 
Uniformly  Assorted,  Sized  and  Weighted. 

You  owe  it  to  yourself  as  a  Good 
Shoemaker  to  examine    this  line. 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory :  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFICE. 


The  Fraserville  Shoe 
Co.,  Limited 

FRASERVILLE,  QUEBEC 

Manufacturers  and  Wholesalers 


We  carry  a  Large  Stock  of  every  line  of 
Men's,  Women's  and  Children's  Shoe. 


Our  Special  Brands  of  High-Grade 
Shoes  are 

"New  York  Style" 

For  Men 

"The  Albani  Shoe" 

For  Women 


We  stand  behind  and  guarantee  every  pair  of 
these  shoes  produced.  Samples  w  ill  be  express- 
ed free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.  Ask 
us  for  quotations  and  samples. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 


THE  "TOWER"  FOR  STRENGTH 


Telegrams 
<  'lircjiiK'rj 
'  London' 


The 


Al  and 
l.i  ilit  j  - 


London  Chrome 
Tannery,  Limited 

83-85,  BERMONDSEY  STREET,  LONDON,  S.E., 
ENGLAND 


GLACE  KID. 
BOX  CALF. 


THE   BARK  SUPPLY 

All  tanners  realize  that  the  supply  of  bark  in  this  country  is  growing  less  every  year.  The  natural  tendency  is 
toward  imported  tanning  materials,  and  the  wise  tanner  will  use  some  of  these  materials  before  his  bark  supply  is 
entirely  exhausted.    We  are  importing  an  absolutely  pure  Bark  Extract  that  pleases  many  tanners.    This  is  our 

GOLDEN  CUTCH 

in  solid  form,  55-60%  tannin.    There  are  good  reasons,  aside  from  the  bark  shortage,  why  tanners  should  use  this 
material.    (1)  It  makes  a  strong  leather.    (2)  Produces  a  beautiful  color.    (3)  It  will  increase  weight. 
It  is  to  your  interest  to  investigate  this  material.    We  will  be  glad  to  tell  you  all  about  it. 

Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

Crescent   Brands  Excel 

New  York  Office,  82  Wall  Street       Branch  Store,  Chicago,  1030  Sorth  Branch  Street       201-225  Purchase  Street,  75  High  Street,  Boston,  U.S.A. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ahrens  Co.,  Chas.  A   64 

Ames  Holden  McCready   3 

Ault  &  Co,  A/  W   63 

Barnet,  J.  S   73 

Boot  and  Shoe  Workers'  Union  . .  60 

Brandon   Shoe   Company   58 

Brockton  Die  Company   61 

Buffalo  Shoe  Company   7 

Canadian  Blacking  &  Cement  Co...  57 
Canadian  Consolidated  Rubber  Co.  20-21 

Chicago  Farming  Company   63 

Clarke  &  Co.,  A.  R.  . .   . .   59 

Clatworthy  &  Son   58 

Cleo  Shoe  Company   23 

Cote,  J.  A.  &  M   2 

Dominion  Die  Company   64 

Douglas  Co,  W.  L   19 

Fiske   Company,   Limited   66 

Fortuna  Machine  Company   61 

Fraserville  Shoe  Co   22 

Ge.tty  &  Scott   10 

Gordon  &  Berman   63 


Guptill,  Hervey  E   24 

Gutta  Percha  &  Rubber  Mfg.  Co.  76 

Hitchings  &  Coulthurst   22 

Hotel  Eggleston   61 

Humberstone  Shoe  Co   73 

Hurlbut  Company   58 

Jacobsen  Publishing  Co   71 

Jackson  &  Savage  14-15 

Jorolemon  Oliver  Company   61 

Kirvan  &  Doig   56 

Klipstein  &  Co,  A   69 

Lawrence  Leather  Co,  A.  C   5 

London  Chrome  Tannery   22 

Mann  Bros   69 

Marden,  Orth  &  Hastings   22 

Mawhinney  Last  Co   17 

McDermott  Shoe  Co   8 

Miner  Rubber  Company   1-6 

Moore  Bros   63 

Murray  Shoe  Co   56 

Nugget  Polish  Co   18 


Peters  Manufacturing  Company.    ..  66 

Remington  Typewriter  Co   74 

Rice  &  Hutchins   9 

Rideau  Shoe  Company   26 

Rigg  &  Company   62 

Robinson,  James  12-13 

S.  &  S.  Suede  Polish  Co   25 

Shoeman   64 

Sisman  Shoe  Co.,  T   65 

Slater  Shoe  Co   11 

Standard  Engineering   68 

Sterling  Bros   75 

Taylor  Manufacturing  Co   65 

Tebbutt  Shoe  &  Leather  Co   4 

Toronto   Brass   Company   63 

United  Shoe  Machinery  Co.  16-67-70-72 

Walpole  Rubber  Company   57 

Whittemore  Bros   25 

Williams  Shoe  Company   69 

Woodard  &  Wright   61 

Worcester  Slipper  Co   68 

Wright  &  Co,  E.  T.   24 


Women's  Goodyear  Welts  to  retail  at  $3.50  to  $4.50 

"  Cleo  "  Heavy  Walking  Boots  for  Women  are  partic- 
ularly stylish  for  Fall  Trade 

Every  progressive  retailer  should  be  interested  in  the  artistic  Style, 
Quality,    Saleability,    and  Profit,    which   "Cleo"  Shoes  assure. 

Write  Now  for  Exclusive  Agency. 


Cleo  Shoe  Company 

London,  Canada 


24 


FOOTWEAR    IN  CANADA 


Timely  Tips  on 


Turned  Footwear 


The  Guptill  Turned  footwear  is  improved  footwear  and  is  free  from  the 
faults  of  other  makes  or  processes  of  turned  shoes.  It  is  free  from  the 
clumsiness  stiffness,  deceptive  sole  edge  appearance  of  welt  footwear. 


(To  be  continued  next  month) 

HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 


White  fcvid.  Seamless  Opera  Slipper 
with  hand  embroidered  perforations 
in  white  silk,  14-8  Paris  style  full 
Louig  heel. 


A  Step  Ahead  in  Style 


This  new  last,  the  "White 
Hope"  is  one  of  the  quintet  of 
new  lasts  in  the  "Just  Wright" 
Fall  Line. 

The  best  recommendation 
it  can  possibly  have  is  that  it 
is  made  by  the  E.  T.  Wright 
Co.  in  Rockland,  Mass. 


"WHITE  HOPE" 
Very  Sharp  Medium  High  Toe, 
Wide  Shank  i  Inch  Heel. 


You  need  these  shoes — we  want  your  business.  Now 
is  the  time  to  get  together.    Let  us  hear  from  you. 

E.  T.  WRIGHT  &  CO.,  (Inc.)  Rockland,  Mass. 
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"S&S"  SUEDE  POLISH  CO. 

170  W.  Randolph  St.,  CHICAGO 


OUR  Suede  Dressings  have  an  established  WORLD-WIDE  REPUTATION  as  the  BEST  ON   THE  MARKET. 
They  are  the  only  Suede  Dressings  which  do  not  run  through  the  leathers  and  spoil  the  linings  of  the  shoes.    They  are 
sold  in  every  state  in  the  Union  and  in  many  foreign  countries.  Jobbers  handle  them. 


F 

m 

) 

f  ~-t-  FOR  Ai-U 

Undressed  Leathers 

BUCK.SU6PE  CA'-F.OOZE 
AMD  CA&TOB  SMOI3 

Maps  Mke  New 

wTITnotruscff 

^rMicwQjju-U-S^aKi 

S&S"  White  "S&S"  Black  "S&S"  Colors 


Retails  25c.  the  Bottle 


Wholesale  $18.00  the  Gross 


Dressings  Preserve  the  Velvety  Surface  of  the  Leather,  Renew  its  Original 
Beauty,  do  not  Rub  off  or  Soil  the  Hands. 

"S&S" 

Dressings  can  be  Relied  On  for  Uniform  Excellence.  They  Give  Universal 
Satisfaction  and  are  by  Far  the  Most  Popular  with  Jobbers,  Merchants  and 
Costumers. 

Get  Ready  for  the  Great  Suede  Rage 


1^ 


For  All  White  fabric  Show 

made  of  canvas,  linen, 

sillc,  etc 

(For  Alt  While  Luatfa.r  Shoe* 

made  of  »uede,  ooze,  c.is- 
tor,  kid.  etc. 
WILL  NOT  HAROEN 


WILL  NOT  RUB  OFF 


StJEDEPOLISHCo. 

Chicago  Ill.U S  A 


J 


Finest 

Quality 


WAtttemore's  *****  . , 

ff  Shoe  Polishes  Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World, 

GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.   Always  ready  to  use.    Largest  quantity.   Finest  quality.   Polishes  without  rubbing.   Retails  25c 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.  Each  cake  in  a  zinc-tin  box  with  sponge 
(see  cut)    Retails  10c.    Each  cake  in  a  handsome  aluminum  box  with  sponge.    Retails  25c. 

"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.  Boxes  open  with  a 
coin.    Retails  10c. 

"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles, 
bridles,  etc.  Retails  25c.  "STAR"  russet  combination  (10c  size).  Russet,  Brown  and  Ox  Blood  pastes  (5  sizes  of  each  color) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.   Restores  color  and  lustre  to  all  black 

shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  be  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS  &  CO.,  Boston,  Mass.  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
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Two  of  the  Latest  "Rideau" 
Models  for  Fall  Trade 


We  know  we  have  never  offered 
the  Shoe  Merchant  better  lines 
or  better  values,  for  his  store 
and  his  customer,  than  we  are 
now  showing  in  our  new  fall  and 
winter  samples. 


We  draw  special  attention  to  the  two 
styles  shown— both  made  for  comfort 
and  ease.  The  patent  leather  button  style 
is  a  dead  plain  design  which  is  fast 
finding  favor  throughout  the  high-class 
trade  absolutely  without  frills  and  built 
to  the  natural  shape  of  the  foot. 

Our  special  fitting  range  is  given  in  these  two  styles — three  widths 
to  each  size  and  a  narrow,  medium  and  wide  toe  to  each  width. 
These  are  advantages  your  customers  will  appreciate — -points  that 
will  draw  trade. 

Rideau  Shoe  Company,  Limited 

MONTREAL,  CANADA 
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We  have  published  in  Footwear 

Shoe  Store        from  time  to  time,  photographs, 
Construction         ,  ,     ,       .  ,.  c 

plans,   and   descriptions   01  the 

most  modern  and  carefully  planned  shoe  stores  in 
the  country,  in  order  that  our  readers  might  benefit 
by  the  experience  of  others.  The  Chisholm  shoe 
store,  of  which  we  show  plans  in  this  issue,  is  prob- 
ably the  very  latest  word  in  shoe  store  construction. 
It  has  been  planned  after  careful  thought  and  dis- 
cussion by  a  very  able  architect  and  three  of  the 
most  experienced  men  in  the  Canadian  retail  trade. 
The  result  has  been  the  erection  of  a  store  that  is 
probably  as  near  the  shoe  shoe  retailer's  standard  of 
perfection  as  will  be  found  anywhere  in  the  world. 
Merchants  who  are  planning  the  erection  of  new 
stores  or  considering  the  alteration  of  old  ones,  should, 
if  possible,  look  in  at  the  Chisholm  shoe  store,  1703 
Dundas  street,  Toronto.  A  careful  inspection  of  this 
building  will  well  repay  the  intelligent,  progressive 
retailer. 


Shoe 
Accounting 


Under  modern  business  condi- 
tions shoe  accounting,  if  the 
dealer  is  to  be  successful,  must 
be  done  by  scientific  methods.  The  word  "scientific" 
has  been  so  abused,  and  overworked,  and  misapplied 
that  it  repels  many  people.  What  is  a  "scientific" 
method,  anyway?    It  is  simply  an  analyzed  method, 


something  which  has  been  dug  into,  and  turned  over, 
and  searched  out,  item  by  item,  so  that  you  know 
the  details,  instead  of  guessing.  "Scientific"  man- 
agement of  a  bank  includes  the  knowledge  of  what 
it  costs  to  handle  accounts,  to  place  its  loans,  to  pay 
its  clerical  force,  to  pay  the  interest  to  depositors, 
and  on  the  other  hand,  what  the  receipts  are,  in  the 
way  of  commissions,  exchange  fees,  or  interest  from 
money  loaned.  There  can  be  no  guess-work  on  any 
of  these  items,  but  absolute  dead  certainty,  figured 
down  to  the  last  dollar  and  cent. 

In  a  shoe  factory  "scientific"  management  includes 
such  a  knowledge  of  the  whole  business  as  enables 
the  manager  to  set  down  in  figures  just  what  is  the 
cost  of  his  material,  labor,  supervising  force,  insur- 
ance, rent,  machinery,  heat,  fuel,  light,  etc.  The  shoe 
manufacturer  has  been  getting  things  figured  down 
with  a  great  exactness,  even  to  the  hundredth  part 
of  a  cent.  The  great  trouble  with  too  many  shoe 
stores,  all  over  Canada,  is  that  instead  of  knowing 
a  lot  of  things,  they  take  them  for  granted,  or  trust 
to  luck.  More  shoe  dealers  have  been  ruined  through 
cheating  themselves  in  their  inventories — cheating 
themselves  in  not  allowing  enough  for  the  deprecia- 
tion of  old  stock — than  from  any  other  of  the  causes 
of  financial  shipwreck.  This  is  one  of  the  great  dif- 
ficulties facing  the  shoe  dealer  of  to-day,  and  the 
only  way  to  eliminate  it  is  by  digging  down  to  solid 
rock  in  the  way  of  getting  a  basis  for  comparison,  a 
starting  point,  a  balance  sheet,  by  means  of  which 
a  shoe  dealer  can  set  down  for  his  own  study  the 
real  costs  and  expenses  and  depreciations,  as  against 
the  real  income  on  the  other  side. 

For  example,  let  any  dealer  consider  the  follow- 
ing questions  a  moment : — What  per  cent,  of  your 
average  total  sales  do  you  pay  for  advertising?  What 
do  you  include  in  the  heading,  "Advertising?"  News- 
paper space  and  circulars  are  presumably  included, 
but  do  you  charge  the  postage  for  the  latter  in  "gen- 
eral supplies?"  Is  your  electric  sign  charged  for 
under  "advertising"  or  under  "lights?"  Do  you  charge 
your  window  trimming  to  "advertising?"  If  not  what 
else  is  it?  If  you  make  any  allowance  on  a  pair  of 
shoes,  is  that  "advertising"  or  "expenses?"  Do  you 
keep  a  separate  account  of  allowances  ?  W ould  not 
such  an  account  be  a  barometer  as  to  the  wear  and 
service  the  shoes  were  giving,  an  allowance  being  un- 
derstood to  be  made  on  account  of  defect  or  poor 
wear.  Again,  what  percentage  do  you  pay  for  rent? 
If  heat  is  supplied  do  you  figure  that  as  part  of  the 
rent,  or  separately?  How  about  light?  All  these 
must  be  considered  by  the  modern  shoe  retailer  if  he 
is  to  make  certain  of  success  and  not  just  trust  to 
luck  and  guess-work. 

Of  course,  the  retailer  may  have  an  entirely  orig- 
inal method  of  accounting.  He  does  not  have  to 
adopt  the  methods  of  other  men,  even  if  the  latter 
have  been  proved  to  be  economical  and  successful, 
but  it  is  the  business  of  one  shoe  dealer  to  know  how 
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the  others  in  the  same  town  run  their  stores.  If 
any  one  dealer  is  cheating  himself  in  not  figuring  in 
all  his  expenses  or  by  not  putting  a  proper  profit  on 
his  goods,  then  he  is  cheating  every  other  merchant 
in  the  same  line,  in  that  town,  for  he  has  a  propor- 
tionate influence  in  bringing  down  the  average  price 
of  shoes  in  that  community.  While  he  is  losing 
money  for  himself,  he  is  a  source  of  danger  and  a 
profit-cutter  to  other  businesses  as  well.  If  all  the 
dealers  in  one  town  or  section  of  the  country  can  be 
induced  to  take  a  square  view  of  what  their  actual 
conditions  are,  the  man  who  is  missing  an  opportun- 
ity and  is  cheating  himself  will  be  able  to  see  it,  and 
once  he  sees  it,  he  surely  will  have  sense  enough  to 
come  up  to  the  line. 

Shoe  accounting  is  one  of  the  most  important 
subjects  a  shoe  retailer  has  to  deal  with.  It  is  a  sub- 
ject for  discussion  by  associations.  It  is  most  im- 
portant that  every  shoe  retailer  should  have  a  sys- 
tem that  gives  accurate  results.  If  he  has  not  he 
will,  sooner  or  later,  go  to  the  wall  and  in  the  mean- 
time is  a  source  of  danger  and  expense  to  other  shoe 
retailers. 

*  *  * 
An  interesting  decision  was  given 
"Smartness"  in  recently  at  Toronto  in  respect  to 
Advertising  an  ac^on  brought  by  an  adver- 
tising agency  to  recover  damages  and  commission 
from  a  firm  which  had  broken  a  contract  for  a  year's 
advertising  owing  to  what  it  claimed  to  be  unsatis- 
factory services  on  the  part  of  the  agency  in  pub- 
lishing its  advertisement  with  display  headings  among 
the  reading  matter  instead  of  purely  and  simply  as 
reading  matter.  In  giving  judgment  for  the  agency 
for  the  full  amount  claimed  with  $250.00  damages  for 
breach  of  contract  Chief  Justice  Falconbridge  com- 
mented as  follows:  "If  it  is  at  all  material,  there  is 
no  evidence  to  show  me  which  form  of  advertising 
is  more  likely  to  attract  purchasers  or  customers. 
Personally  I  would  rather  buy  from  a  man  who 
frankly  displayed  his  advertisement  than  from  one 
who  uhder  false  pretences  induced  the  unwary  to 
peruse  half  a  column  of  more  or  less  interesting  mat- 
ter, only  to  come  suddenly  upon  an  enumeration  of 
the  merits  of  a  certain  line  of  goods.  Against  this 
person  one  could  not  help  feeling  a  certain  amount  of 
resentment." 

The  observations  of  the  Chief  Justice  are  most  op- 
portune and  are  applicable  to  all  forms  of  advertis- 
ing. Certainly  it  is  a  poor  way  to  attempt  to  make 
an  abiding  impression  for  good  by  commencing  with 
a  petty  deceit  on  the  reader.  The  "smartness"  which 
will  entrap  a  man  into  the  misapplication  of  his 
time,  the  misdirection  of  his  effort,  has,  or  should 
have  no  place  in  the  business  methods  of  any  well 
balanced,  self-respecting  community.  Such  a  policy 
is  defended  by  some  on  the  ground  that  the  main 
object  of  advertising  is  to  attract  attention,  and  that 
if  this  object  is  achieved,  the  particular  form  of  ad- 


vertising is  efficacious.  To  this  we  reply  that  the 
main  object  of  advertising  is  not  to  attract  attention, 
but  to  attract  favorable  attention,  to  create  a  good 
impression,  to  stimulate  healthy  interest. 

A  short  time  ago  the  name  of  Captain  Amundsen, 
the  intrepid  explorer  of  the  Antarctic  regions,  ap- 
peared in  the  headlines  of  every  newspaper  in  the 
world.  If  a  man  were  a  malefactor  on  a  sufficiently 
large  scale,  he  would  attain  the  same  end;  the  differ- 
ence is  in  the  kind  of  publicity.  The  gulf  is  between 
fame  and  notoriety,  and  so  it  is  with  advertising. 
That  reprehensible  form  of  advertising  that  is  "smart" 
and  misleading  gains  for  itself  and  for  those  who  pro- 
mote it  a  cheap  notoriety  which  is  as  hard  to  throw 
off  as  the  worst  reputation. 

Advertising  to  attain  its  highest  end  should  re- 
present the  man — should  represent  him  in  his  most 
straightforward  arguments — and  just  as  one  esteems, 
candor  and  honesty  in  the  man,  so  does  one  appre- 
ciate the  same  qualities,  even  when  they  are  con- 
veyed through  the  medium  of  an  advertisement.  In 
like  manner  one  is  attracted — or  repelled.  Adver- 
tising plays  a  great  part  in  the  business  life  of  to- 
day and  nothing  is  more  certain  than  that  that  part 
will  be  continued  and  augmented.  No  effort,  then, 
should  be  spared  to  raise  advertising  In  its  highest 
plane. 


The  Murray  Shoe  Co.  Ltd.,  London,  Out.,  report 
large  increases  in  their  trade  with  the  Western 
provinces  over  the  same  months  of  last  year. 


Judge  a  business  not  by  its  volume,  its 
turn-over — but  by  its  earnings,  its  profits. 
Get  the  net. 

Size  up  an  argument,  not  by  the  sentiment 
that  is  woven  into  it,  but  by  the  strands 
of  hard  fact  that  form  its  warp  and  woof 
— get  the  net. 

Formulate  an  opinion,  not  as  you  wish 
and  yearn — but  as  you  see  and  know. 
Get  the  net. 

Estimate  a  man  not  by  his  clothes,  his 
manners,  his  words — but  by  the  character 
that  lies  within  him— and  get  the  net. 

Listen  rather  to  the  cold  criticism  of  an 
enemy  than  to  the  friendly  flattery  of 
your  intimate  associates;  esteem  yourself 
not  by  the  things  you  have  done,  but 
rather  by  the  things  you  have  left  undone. 
Get  the  net. 

Seek  out  the  bare,  the  naked  truth. 
Get  the  net. 


New  Fall 
Styles 

OF 

Getty  &  Scott 

Limited 

Gait,  Ont. 


3° 
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Unique  Features  of  Show  Windows  Basket  Carriers  Replace  Cash 
Registers  —  One  Carton  System  of  Shelving  —  Many  Show  Cases 


A  new  and  very  up-to-date  shoe  store  lias  been 
opened  at  1703  Dundas  street,  Toronto,  of  which  Mr. 
A.  Chisholm  is  the  proprietor.  It  is  a  two-storey 
building,  and  was  erected  according  to  Mr.  Chis- 
holm's  own  ideas  as  to  what  a  shoe  store  should  be, 
and  the  result  is  perhaps  the  most  carefully  planned 
and  practical  shoe  store  in  Canada. 


Tlate 


'Cobh«r- jel' 
f)n'sm4 


Tlafe 


Front  Elevation  of  Store,  Showing  V-Shaped  Entrance 

The  entrance  to  the  store  is  V-shaped,  one  side 
being  up  against  the  usual  blank  wall,  the  other  be- 
ing plate  glass,  which  is  allowed  by  having  a  passage- 
way to  the  upper  floor.  The  window  on  the  last  men- 
tioned side  is  always  dressed  with  men's  footwear, 
in  fact  the  window  was  arranged  with  careful  fore- 
thought for  this  purpose.  In  the  wide  passage-way 
between  the  men's  window  and  the  wall  of  the  build- 
ing is  a  tailor  shop,  and  also  the  stairway  to  a  barber 
shop  in  the  basement.  The  entrance  to  the  offices 
above  is  also  made  through  this  passage,  and  thus  the 
many  hundreds  of  men  who  are  patronizing  the  bar- 
ber and  tailor  or  doing  business  with  the  offices  up- 
stairs must  of  necessity  pass  by  the  men's  window, 
and  cannot  fail  to  notice  the  very  attractive  display. 


The  windows  are  each  lighted  by  six  100  watt  lamps 
with  X-ray  reflectors,  Mr.  Chisholm  having  found  by 
years  of  experience  and  careful  consideration,  that 
this  class  of  reflector  is  most  suitable  for  diffusing 

...  o 

light  m  a  window  or  show  case.  The  large  plate 
glass  windows  should  never  sweat  or  become  frosty, 
owing  to  the  latest  system  of  ventilation.  Along  the 
bottoms  of  the  windows,  close  to  the  glass,  are  a  num- 
ber of  small  perforations,  and  similar  ones  are  to  be 
found  at  the  top,  thus  preventing  by  the  perfect  cir- 
culation of  air,  the  condensation  of  moisture  on  the 
glass. 

As  you  enter  the  store  you  cannot  help  noticing 
the  artistic  window  display  on  either  hand,  and  after 
you  pass  through  the  doorway  you  will  notice  some- 
thing unusual  and  quite  unique  about  the  show  win- 
dows, viz.,  that  they  are  carried  back  some  three  or 
four  feet  into  the  store,  and  are  of  glass  at  the  rear, 
thus  enabling  customers  in  the  store  to  view  the  win- 
dow display,  or  point  out  to  the  salesman  anything 
that  may  have  attracted  their  attention  from  the  out- 
side. As  the  shoes  are  all  neatly  ticketed  with  prices, 
etc.,  the  customer  has  no  difficulty  in  locating  the 
shoe  which  arrested  his  attention  from  the  sidewalk. 

On  the  left-hand  side  of  the  doorway,  just  after 
you  enter  the  store,  is  a  hosiery  department,  presided 
over  by  a  young  lady,  who  devotes  her  whole  time 
to  this  feature  of  the  business.  There  is  a  fine  large 
glass  show  case  which  acts  as  a  counter,  behind  which 
she  sits  ready  to  serve  customers.  Against  the  wall 
behind  her  is  a  large  glass-fronted  cupboard  contain- 
ing hosiery  of  all  materials  and  colors.  On  the  oppo- 
site side  of  the  doorway  is  the  department  for  polishes, 
accessories,  etc.,  which  are  contained  in  a  large  glass- 
fronted  cupboard.  Underneath  this  cupboard  are 
three  rows  of  shelves  with  cartons  containing  dif- 
ferent kinds  of  shoe-trees. 

A  short  railing  on  either  side  makes  a  division  be- 
tween these  departments  and  the  main  store,  but  suf- 
ficient width  is  allowed  for  the  passing  of  several 
customers  without  interference.  On  the  inside  of  this 
railing,  on  either  side  of  the  store,  is  a  folding  desk, 
which  when  not  in  use  becomes  part  of  the  railing, 
and  when  wanted  simply  has  to  be  pulled  up.  This 
is  very  useful  when  the  store  is  crowded,  for  wrapping 
parcels,  or  for  travellers  to  display  their  samples  on. 
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Ground  Plan  of  Chisholm  Shoe  Store,  Showing  Departments,  Shelving,  Show  Cases,  Show  Windows,  Lighting  Arrangements, 

Office  in  Rear  and  Hinged  Wrapping  Counters 
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Just  above  these  folding  desks  are  cash  carriers  which 
communicate  with  the  office  in  the  rear.  These  are 
generally  only  used  when  sales  are  made  in  the  find- 
ings or  hosiery  department,  as  the  main  store  is  equip- 
ped with  four  large  basket  carriers,  which  also  com- 
municate with  the  office  in  rear  and  carry  the  parcels 
there  to  be  wrapped  up  and  returned,  together  with 
the  change,  to  the  purchaser.  This  is  rather  an  un- 
usual feature  in  the  modern  shoe  store,  but  Mr.  Chis- 
holm  adopted  it  after  very  careful  consideration,  hav- 
ing come  to  the  conclusion  that  it  was  superior  in 
many  ways  to  the  cash  register  system.  In  a  store 
of  this  size,  the  proprietor  says,  at  least  two  cash 
registers  would  be  required,  one  at  the  front  and  one 
at  the  back,  and  if  the  wrapping  was  done  on  the 
same  floor  it  would  require  at  least  two  parcel  tables, 
thus  occupying  room  that  could  be  otherwise  used  to 
advantage,  and  would  necessitate  the  employment  of 
one  or  two  extra  hands.  The  customer  does  not 
mind  waiting  while  the  parcel  is  being  wrapped  at 
the  office,  and  returned  by  the  carrier  basket. 

The  floor,  fittings  and  chairs  are  all  in  oak,  the 
latter  being  furnished  with  comfortable  padded  lea- 
ther seats.  The  store  is  divided  into  three  depart- 
ments, men's,  women's  and  children's.  Chairs  are 
placed  on  both  sides  of  the  carpeted  aisle  and  a  high 
glass  show  case  on  either  side  divide  the  women's 
and  children's  from  the  men's  department.  One  of 
these  show  cases  contains  misses'  and  children's 
shoes  and  hosiery,  while  the  other  has  men's.  At 
the  back  of  the  store  is  a  large  show  case  witli  glass 


shelves,  containing  infants'  shoes  and  hosiery.  It  is 
lighted  by  three  electric  lamps  with  X-ray  reflectors. 

The  shelving  is  the  one  carton  system,  which  Mr. 
Chisholm  considers  superior  to  any  other,  as  it  leaves 
no  shoes  knocking  about  on  the  ledge  or  on  the  floor. 
At  the  back,  overhead,  is  the  office  with  the  parcel 
wrapper's  and  cashier's  desks.  The  store  is  ventilated 
by  openings  in  the  baseboard  and  registers  at  the  top 
of  the  wall. 

In  the  basement  is  the  stock  room,  which  is  kept 
in  excellent  order  by  Mr.  M.  S.  Chisholm.  This 
gentleman  is  an  expert  on  stock  keeping  and  looks 
after  the  women's  department  and  the  receiving  and 
ordering  as  well.  In  the  basement  is  also  the  fur- 
nace. Mr.  J.  L.  Chisholm,  another  brother  of  the 
proprietor,  has  charge  of  the  men's  department,  and 
looks  after  the  decorating  and  selling.  The  windows 
at  the  back  of  the  shop  in  rear  of  the  office  are  of 
prism  glass,  which  diffuses  light  equally  in  every 
direction.  Another  feature  of  the  building  is  that  no 
pipes  for  water,  gas,  etc.,  show,  these  being  laid  be- 
tween the  walls  and  under  the  floor.  The  store  is 
lighted  with  fourteen  lamps  covered  with  white 
globes  to  soften  the  light. 

The  firm  sells  all  grades  of  footwear  to  suit  their 
general  class  of  customers,  They  handle  lines  from 
$1.50  to  $6.00. 


Finds  Early  Closing  Satisfactory 

Winnipeg,  March  2,  1912. 
The  Editor,  Footwear  in  Canada, — 
Dear  Sir : — ■ 

We  have  got  so  used  to  early  closing,  and  its 
many  advantages,  that  the  big  majority  of  retailers 
in  this  city  would  not  think  of  going  back  to  the  old 
order  of  things. 

Shortly  before  I  came  to  this  city,  14  years  ago, 
the  stores  here  closed  any  old  time,  with  the  result 
that  the  salespeople,  and  proprietors  were  never  feel- 
ing fresh.  They  were  always  tired  out  from  the  long 
hours,  and  they  got  in  the  habit  of  doing  their  work 
in  an  easy  go-lucky  fashion,  knowing  that  they  had 
to  work  to  10  or  11  o'clock  anyway.  As  to  the  buy- 
ers— a  lot  of  purchasers  who  could  well  get  away  in 
the  day-time  would  leave  their  buying  until  night, 
knowing  that  the  stores  would  be  open,  and  many 
times  customers  dropped  in  at  11  o'clock  at  night,  and 
kept  the  salesman  until  nearly  12  o'clock,  or  even 
later. 

But  since  the  early  closing  law  came  into  effect 
all  this  is  changed,  the  salesman  does  his  work  quick- 
er, and  with  more  snap  and  ambition,  and  comes 
to  work  in  the  morning,  ready  and  willing  for  an- 
other day's  work,  because  he  has  had  a  relaxation. 
As  to  business  I  can  truthfully  say  that  it  is  certainly 
more  satisfactory;  customers  buy  more  quickly,  as 
the)'  know  they  only  have  till  6  o'clock  to  do  their 
purchasing".    The  result  is  that  we  serve  more  cus- 


tomers in  the  shorter  space  of  time  than  we  did  dur- 
ing the  longer  hours.  To  sum  up  I  can  safely  say 
that  the  result  of  early  closing  has  been  satisfactorv 
in  every  way. 

Yours  very  truly, 
W.  C.  Allen,  Proprietor, 

QUEBEC  SHOE  CO. 


An  Attractive  Catalogue 

Ames-Holden-McCready  Limited  have  got  out  a 
very  attractive  catalogue  which  will  prove  of  much 
interest  and  use  to  the  trade.  It  is  printed  on  excep- 
tionally good  paper  and  the  illustrations  are  repre- 
sentative of  the  product  of  specialized  factories.  Af- 
ter looking  at  an  illustration  and  reading  the  de- 
scription underneath  the  retailer  will  get  almost  as 
good  an  idea  of  the  shoe  as  if  he  had  it  in  his  hand. 
There  is  hardly  anything  in  the  way  of  leather  foot- 
wear, either  useful  or  ornamental,  that  is  not  shown, 
and  any  retailer  who  has  not  received  a  copy  is  miss- 
ing something,  and  should  write  to  the  firm  and  have 
the  oversight  rectified. 


The  time  for  a  man  to  sit  down  and  rest  under  his 
business  laurels  is  when  he  is  ready  to  retire.  When 
you  stop  rowing  the  boat  stops  going  up  stream. 
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f    Canadian  Footwear 


GEORGE   S.    KIRVAN  ORGANIZER 


Every  successful  boot  and  shoe  manufacturer  is 
alive  to  the  importance  of  factory  organization  and 
supervision — the  necessity  of  watching  the  hundred 
and  one  little  things  which  represent  the  difference 
between  high  and  low  cost  of  production,  and  in  many 
instances  the  difference  between  a  profit  and  a  loss. 
Unless  there  be  constant  and  intelligent  factory  su- 
pervision there  is  certain  to  be  a  number  of  leakages, 
and  the  history  of  the  trade  is  marked  by  failure  due 
to  heavy  manufacturing 
costs,  arising  from  lack 
of  proper  management  in 
the  factory  end.  Smart 
salesmanship  is  useless 
unless  there  be  good  or- 
ganization in  the  produc- 
ing departments.  Among 
those  who  have  made  a 
reputation  in  this  partic- 
ular line  is  Mr.  George  S. 
Kirvan,  of  Kirvan-Doig, 
Ltd.,  Delorimier  avenue, 
Montreal.  With  an  ex- 
perience of  33  years — 31 
of  them  in  the  employ- 
ment of  three  firms — in 
the  United  States  and 
Canada,  Mr.  Kirvan  prob- 
ably knows  as  much 
about  this  side  of  the 
business  as  any  man  in 
the  Dominion.  He  is  an 
expert  on  the  organiza- 
tion of  boot  and  shoe  fac- 
tories, knows  the  cost  of 
materials,  labor,  and  the 
finished  article  down  to 
a  cent,  and  is  a  firm  be- 
liever in  putting  factory 
management  on  a  scienti- 
fic basis.  He  has  been 
in  the  shoe  trade  all  iiis 
life,  and  has  had  the  su- 
pervision of  some  of  the 
largest  factories  in  Can- 
ada and  the  United 
States,  so  that  when  lie 
decided  to  branch  out  on 
his  own  account  he  was 
able  to  draw  upon  a  prac- 
tical knowledge  covering  every  branch  of  the  business 

Mr.  Kirvan  is  a  native  of  Salem,  Mass.,  but  moved 
to  Lynn  when  4  years  of  age.  At  thirteen  he  started 
in  the  factory  of  the  Davis  Shoe  Company,  at  that 
period  among  the  largest  concerns  in  the  trade.  When 
he  was  twenty-one  he  went  to  the  Portsmouth  Shoe 
Company,  Portsmouth,  N.H.,  as  foreman  of  the  sole 
leather  room  ;  this  company  had  an  exceptionally  large 
business,  turning  out  between  9,000  and  10,000  shoes 
per  day.  After  eight  years,  Mr.  Kirvan  climbed  an- 
other step  of  the  commercial  ladder — he  was  appoint- 
ed superintendent  of  the  entire  factory,  and  this  posi- 
tion he  held  during  the  existence  of  the  concern.  On 
the  death  of  the  three  gentlemen  responsible  for  the 


Mr.  George  8.  Kirvan 


finances — all  within  three  years — the  executors  sold 
the  entire  interests  to  the  Gale  Shoe  Manufacturing 
Co.,  of  Haverhill,  Mass.,  and  on  a  reorganization,  Mr. 
Kirvan  decided  to  accept  the  position  of  superinten- 
dent of  Dodge  Bros.,  Newburyport,  Mass.  He  was 
there  only  9  months,  as  the  Ames-Holden  Co.,  of 
Montreal,  asked  him  to  become  general  superinten- 
dent of  their  factory,  and  he  closed  with  the  offer.  Dur- 
ing the  eight  years  he  occupied  this  position,  Mr.  Kir- 
van planned  the  new  fac- 
tory of  the  company. 

Mr.  Kirvan,  however, 
thought  he  could  do  bet- 
ter for  himself,  and  de- 
cided to  go  into  business 
as  a  manufacturer.  The 
Ames-Holden  Co.  did 
their  best  to  retain  his 
services,  but  having 
made  up  his  mind  to 
venture,  he  retused  to 
consider  any  proposition. 
It  was  then  that  he  be- 
came associated  with  his 
partner,  Mr.  Doig.  It  is 
about  three  years  since 
operations  were  com- 
menced, and  so  rapid  has 
been  the  growth  ot  the 
trade  that  arrangements 
have  had  to  be  made  for 
the  erection  of  a  new  fac- 
tory in  Maisonneuve,  the 
shoe  manufacturing  dis- 
trict of  Montreal.  Mr. 
Kirvan  looks  after  the 
factory  chiefly,  while  Mr. 
Doig,  who  has  been  on 
the  road  for  a  number  of 
vears,  sees  to  the  selling- 
side.  The  company  spe- 
cializes on  misses,'  little 
gents,'  children's,  and 
growing  girls'  shoes,  and 
are  putting  out  some  new 
lines  for  the  fall.  Both 
partners  have  confidence 
in  the  expansion  of  Can- 
ada, and  believe  that  they 
will  obtain  a  satisfactory 
share  of  the  new  business  which  is  bound  to  follow 
on  the  material  growth  of  the  Dominion. 


One  Canadian  shoeman  keeps  various  colored 
stains  in  stock.  When  a  woman  comes  into  his  store 
and  wishes  a  shoe  to  match  her  dress  or  hosiery,  he 
can  readily  accommodate  her.  He  will  take  an  or- 
dinary white  satin  shoe  and  stain  it  the  desired  color. 

Erratum — In  our  March  issue  we  inadvertently 
published  the  photograph  of  Mr.  Johnston  Carey,  of 
the  Carey  Shoe  Co.,  of  Toronto,  Barrie  and  Chatham, 
as  that  of  Mr.  Joshua  Carey. 
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White  and  Tan  in  Children's  Shoes — Pumps  and  High  Top 
Buttons  will  be  Women's  Favorites — Men's  Styles  Less  Freakish 


In  children's  shoes  the  usual  style  difficulties  con- 
fronting the  retailer  in  women's  and  men's  goods  have 
been  to  a  considerable  degree,  fortunately,  absent. 
There  is  no  exception  to  this  in  the  goods  brought  out 
for  this  spring  and  summer,  and  likewise  in  the  sam- 
ples for  next  fall.  Manufacturers  and  retailers  are 
fully  convinced  that,  outside  of  a  few  simple  and,  in 
the  main,  sensible  style  features,  the  true  foundations 
of  a  profitable  trade  in  the  children's,  misses'  and 
boys'  lines,  are  quality  and  fit. 

White  and  Tan  the  Colors 
For  next  spring  and  summer  the  leadin°'  colors 
in  children's  shoes  will  be  white  and  tan.  In  high- 
prade  trade  of  the  larger  cities  the  demand  for  white 
has  been  unprecedented,  and  for  this  class  of  trade 
white  is  now  regarded  as  a  year-round  color.  For 
winter  wear,  white  buck  and  imitations  of  buck  have 
made  up  the  bulk  of  the  goods,  and  these  materials 
will  be  exceptionally  strong  for  this  spring  and  sum- 
mer. For  these  seasons,  white  canvas,  of  course,  will 
be  prominent. 

The  staples,  dull  calf,  patent  leather  and  kid,  are 
entitled  to  full    consideration    in  the   materials  for 


Tie  Pump,  Hervey  E.  Guptill 

children's  lines,  but  the  distinctive  style  features  con- 
sist of  white  goods  and  tans.  Some  of  the  fabrics, 
particularly  corkscrew  cloths  and  also  velvets,  have 
been  introduced  in  some  lines,  but  they  have  not 
taken  hold  strongly  enough  to  warrant  consideration 
as  style  factors. 

Button  Boots  in  Great  Demand 

In  patterns,  button  boots,  with  higher  tops  in  the 
older  sizes,  have  been  in  greatest  demand  for  child- 
ren and  will  continue  so  for  early  spring.  For  the 
later  trade,  the  pump  of  plain  type  in  the  growing 
girls'  sizes,  and  with  an  ankle  strap  in  the  smaller 
runs,  will  lead  the  low-cuts.  An  effort  was  made  to 
introduce  the  Colonial  pump  features  in  the  children's 
lines  for  this  season,  but  the  response  of  the  trade  in 
the  way  of  actual  buying  is  not  encouraging.  The 
two-strap  effects  of  a  year  ago  also  seem  to  have 
gone  by.  Blucher  ties,  however,  look  good  for  an- 
other season  in  the  larger  sizes. 

Lasts  continue  to  be  the  ideal  of  simplicity  in 
the  children's  goods.  The  orthopedic  toe  has  been 
generally  accepted  in  the  smaller  runs,  the  larger 
sizes  being  graded  according  to  the  natural  develop- 
ment of  the  foot. 


Freakish  high  toes,  as  well  as  extreme  short 
vamps,  have  received  no  consideration.  Heelheights 
are  fixed  with  regard  only  for  the  development  of  the 
arch  of  the  foot,  the  spring  heel  being  generally  used 
up  to  size  11^  only,  as  heretofore. 

Women's  Styles  Settled 

In  women's  styles  the  buyers  are  finding  no  new 
developments.  In  colors,  there  is  nothing  to  contra- 
dict the  prediction  that  tans  and  whites  will  be  the 
distinctive  features  of  the  spring  and  summer.  Tans 
will  be  stronger  in  boots  for  the  early  trade,  being  fol- 
lowed in  the  warmer  months  by  white  boots  and  low 
tan  and  white  effects. 

The  white  demand  may  cut  into  the  usual  trade 
in  tan  pumps,  but  for  all  that  the  latter  will  be  a 
strong  factor.  A  large  part  of  the  public  cannot  af- 
ford the  time  and  money  necessary  to  keep  white 
shoes  in  the  clean  condition  that  they  demand  for 
the  best  appearance. 

Plain  Pumps  in  Lead 

In  patterns,  button  boots  over  the  usual  height 
will  be  even  stronger  than  they  were  a  year  ago,  for 
summer  as  well  as  the  spring  trade.  Of  the  low-cuts, 
pumps,  largely  plain,  will  lead,  as  well  as  some  types 
of  the  Colonials  and  the  strap  variety  in  certain  parts 
of  the  country.  Oxfords  of  the  button  pattern  will 
share  in  much  of  the  business,  with  the  Blucher  pat- 
tern also  looking  better  than  a  year  ago. 

The  newest  novelty,  the  gaiter  boot  has  not  so 
far  proved  to  be  a  large  success,  from  the  sales  point 
of  view,  for  retailers  handling  it.  Though  attractive 
beyond  all  question,  the  peculiar  difficulties  in  fitting 
it  have  hindered  its  sale  by  all  except  the  larger  re- 
tailers of  shoes. 

Men's  Styles  Less  Freakish 

In  men's  shoes,  the  styles  as  settled  for  next  spring 
and  summer  show  a  distinct  tendency  away  from  the 
freakish  features  of  the  last  two  or  three  years.  High 
toes,  but  considerably  modified,  will  continue  to  sell 
in  a  large  part  of  the  trade  in  medium  and  low-grade 
goods.  For  the  higher-grade  trade  the  demand  is  in- 
creasingly strong  for  flat,  recede  toes  with  the  Eng- 
lish effect  last,  the  modified  waukenphast,  increasing 
in  favor.  Heels  on  this  type  of  shoe  are  low  and  the 
trend  is  lower  in  high-class  and  cheaper  goods  as 
well. 

White  May  Sell  Stronger  in  Men's 

Tans  are  strong  in  Men's  shoes  for  this  season, 
both  in  boots  for  spring  and  low  cuts  for  summer. 
The  tan  bal  in  high-grade  goods  is  a  strong  seller. 
It  seems  possible  that  white  in  men's  shoes 
may  also  be  more  prominent  than  usual  next 
summer.  There  is  an  increasing  trade  in  out- 
ing shoes  for  men.  With  the  excellent  results 
obtained  in  buck  leathers  and  imitations  of  buck,  it 
seems  probable  that  more  white  shoes  for  men  could 
be  profitably  bought.  In  the  average  store,  however, 
it  would  not  be  advisable  to  carry  stocks  of  these 
shoes. 

Perforations,  which  have  figured  so  prominently 
in  men's  good'J,  are  restricted  to  continuous  lines  such 


34 


FOOTWEAR    IN  CANADA 


as  around  the  top  of  the  vamp.  The  short  perforated 
lines  have  made  extra  work  for  manufacturers,  and 
could  hardly  be  said  to  have  improved  the  appearance 
of  the  shoe.  In  place  of  so  much  perforation  the  trend 
now  is  towards  stitching  in  rows  for  ornamentation. 


Why  Do  Show  Windows  Sweat  ? 

A  Halifax,  N.S.  shoe  retailer  writing  to  Footwear 
in  Canada  says  : — 

"I  would  like  to  know  why  the  show  windows  in- 
dicated in  the  accompanying  sketches  collect  mois- 
ture on  the  inside  to  such  an  extent  as  to  be  exceed- 
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Store  Front,  Showing  Ventilation  Holes 

ingly  annoying.  The  window  seems  to  be  ventilated, 
but  I  would  state  that  there  is  no  heater  in  the  cellar 
of  the  building  and  the  latter  is  naturally  damp. 

"The  window  is  not  beaded  with  putty  or  any 
other  preparation.  The  inside  stop  at  the  floor  level 
of  the  show  window  is  notched  so  as  to  allow  the  air 
to  enter  from  the  outside  close  up  to  the  inside  sur- 
face of  the  glass.  Then  to  create  a  current  we  bored 
holes  through  the  transom  bar  just  inside  the  transom 
glass  and  we  also  ventilated  the  second  transom  the 
same  as  the  first  at  the  bottom. 

"My  own  opinion  is  that  the  trouble  comes  from 
a  very  damp  and  gravelly  cellar  which  has  no  furnace 
to  keep  it  dry.  If  any  of  the  practical  readers,  how- 
ever, can  help  me  out  in  this  matter,  I  shall  be  very 
glad  indeed  to  have  them  do  so." 

Mr.  A.  J.  Rattray,  the  well  known  Toronto  archi- 
tect, who  has  designed  some  of  the     leading  shoe 


Openings  for  Ventilation  in  Sill  and  Transom  Bar 


stores  in  that  city,  has  the  following  advice  to  give 
with  reference  to  the  ventilation  of  show  windows : — 

"Theoretically,  cold  dry  air  circulating  in  a  show 
window  will  reduce  the  humidity  and  prevent  the 
moisture  from  condensing  on  the  glass.  In  general 
the  above  theory  is  true,  but  several  conditions  enter 
into  it  which  must  be  observed  before  the  result  is  en- 
tirely successful. 

"The  show  window  should  be  enclosed  from  the 


store  proper,  and  this  enclosure  should  be  air  tight. 
The  floor  of  window  should  have  paper  under  finish 
floor.  The  air  from  the  outside  should  enter  near  the 
edges  and  at  the  surface  of  the  glass,  so  that  the  cir- 
culation is  greatest  at  the  glass  surface.  A  sufficient 
amount  of  dry  air  must  be  admitted  so  that  the 
moisture  is  rapidly  absorbed  by  air  entering  the  win- 
dows. 

In  the  particular  case  referred  to,  the  trouble  is 
caused  by  the  dampness  rising  under  window  and 
I  think  that  by  felt  papering  the  floor  the  moisture 
will  be  to  some  extent  done  away  with.  I  would 
also  advise  admitting  some  air  at  ceiling  of  window." 


A  New  Appointment 

Mr.  John  H.  Pearce — (a  well  known  expert  in  the 
manufacture  of  rubber  footwear) — has  been  appoint- 
ed general  superintendent  of  the  shoe  factories  of  the 
Canadian  Consolidated  Rubber  Company,  Ltd.  Mr. 
Pearce  is  an  old  member  of  the  staff,  having  entered 
the  employ  of  the  Canadian  Rubber  Company  of  Mon- 
treal in  1870;  eight  years  later  he  went  to  Boston, 
Mass.,  and  in  1881  joined  the  Lycoming  Rubber  Com- 
pany, Williamsport,  Pa.  Another  move  was  made 
after  three  years,  this  time  to  Messrs.  L.  Candee  & 
Co.,  New  Haven,  Conn.,  who  purchased  the  patents 
of  the  late  Chas.  Goodyear  for  vulcanizing  as  applied 
to  rubber  boots  and  shoes.  Fie  remained  with  Mes- 
srs. L.  Candee  &  Co.  for  27  years,  and  resigned  the 


Mr.  John  H.  Peerce,  Canadian  Consolidated  Rubber  Co. 

position  of  superintendent  to  become  once  more  iden- 
tified with  the  Canadian  Consolidated  Rubber  Com- 
pany. During  his  career  there  has  been  a  revolution 
in  manufacture  of  both  leather  and  rubber  footwear, 
and  Mr.  Pearce  has  taken  his  part  in  the  evolution 
of  the  early  crude  methods  to  the  scientific  processes 
now  employed.  His  wide  knowledge  and  experience 
will  no  doubt  prove  of  great  value  to  the  company. 


The  harder  it  is  for  your  customers  to  get  you 
to  trust  them,  the  easier  it  will  be  to  collect  from  them. 


The  reputation  of  your  store  depends  upon  the 
satisfactory  quality  of  the  goods  you  sell.  If  you 
must  sell  a  poor  article,  see  that  the  buyer  under- 
stands that  you  do  not  guarantee  it. 
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anufacturers  Organize 


Officers  and  Board  of  Directors  Appointed — To 
Affecting  Trade — No  Attempt  to  Regulate  Prices- 


Deal  with  Problems 
Tanners  to  Organize 


Since  our  last  issue  a  Boot  and  Shoe  Section  of 
the  Ontario  Branch  of  the  Canadian  Manufacturers' 
Association  has  been  formed.  A  meeting  was  held  in 
the  offices  of  the  Canadian  Manufacturers'  Associa- 
tion in  the  Traders'  Bank  Building,  Toronto.  Officers 
were  elected  and  a  constitution  and 
by-laws  drawn  up.  The  date  of  the 
annual  meeting  was  arranged  to  be 
for  February  in  each  year,  and  spe- 
cial meetings  may  be  called  in  be- 
tween at  the  direction  of  the  execu- 
tive committee. 

The  following  officers  were  elect- 
ed for  the  coming  year;  President, 
Alex.  Brandon,  of  The  Brandon 
Shoe  Co.,  Brantford,  Ont. ;  Vice- 
President,  J.  A.  Walker,  of  the 
Walker-Parker  Co.,  Toronto ;  Sec- 
retary-treasurer, G.  M.  Murray, 
Toronto,  (Secretary  of  the  Canadian 
Manufacturers'  Association. 

Board  of  Directors :— J.  A.  Mc- 
Pherson,  of  the  John  McPherson 
Co.,  Ltd.,  Hamilton;  E.  J.  Getty,  of 
Getty  &  Scott,  Gait;  E.  E.  Dono- 
van, of  the  Cook-Fitzgerald  Co., 
Ltd.,  London;  J.  S.  King,  of  the  Re- 
lindo  Shoe  Co.,  Toronto;  Chester  B. 
Hamilton,  of  the  W.  B.  Hamilton 
Shoe  Co.,  Ltd.,  Toronto;  and  Al- 
fred Minister,  of  the  Minister-Myles  Shoe  Co.,  To- 
ronto. 

The  object  of  the  organization  is  to  discuss  and 
consider  matters  of  mutual  interest  and  to  take  ac- 
tion on  any  trade  or  manufacturing  problems  that 
may  arise  from  time  to  time.  It  is  understood  that 
no  attempt  will  be  made  to  regulate  prices,  but  that 


Mr.  J.  A.  Walker,  Vice-President 


the  problems  of  administration,  methods  of  selling, 
style,  transportation,  and  other  important  questions 
affecting  all  manufactures  will  be  enquired  into.  The 
movement  was  not  entered  into  hastily,  but  was  con- 
sidered by  the  manufacturers  for  several  months.  The 
by-laws  and  constitution  are  broad 
and  comprehensive,  and  with  the 
aggressive  and  very  competent 
officers  that  have  been  appointed, 
the  association  should  be  productive 
of  much  good  to  the  trade.  Organ- 
ization among  shoe  manufacturers 
has  already  proved  its  worth  in  the 
Province  of  Quebec,  and  we  confi- 
dently predict  that  such  will  prove 
the  case  in  Ontario.  Organization 
seems  to  be  the  key-note  amongst 
all  trades  the  world  over.  Manu- 
facturers and  retailers  alike  are  be- 
ginning to  realize  the  benefits  to  be 
derived  therefrom. 

There  is  a  movement  afoot  to 
organize  an  Ontario  Boot  and  Shoe 
Branch  of  the  Canadian  Retail 
Merchants'  Association.  This  is 
bound  to  be  productive  of  much 
good  both  for  the  retailer  and  man- 
ufacturer. Through  these  associa- 
tions they  will  be  able  to  voice 
their  common  wants,  opinions  and 
demands  and  in  this  way  manufacturers  and  retailers 
will  get  to  understand  each  other  better  and  this  un- 
derstanding should  improve  business  conditions. 

The  tanners  of  Ontario  have  also  had  in  considera- 
tion for  some  time  the  formation  of  a  Tanners'  Asso- 
ciation, and  we  understand  that  this  is  likely  to  be 
realized  shortly. 


Mr.  E.  J.  Getty  Mr.  J.  A.  McPherson  Mr.  E.  E.  Donovan 

MEMBERS  OF  BOARD  OF  DIRECTORS 
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Useful  Information  for  Shoe  Clerks 

Important  Facts  that  Every  Shoe  Clerk  Should  Know  Readers 
of  Footwear  Should  Write   Editor  when    Desiring  Information 


The  many  enquiries  we  are  getting  from  shoe 
dealers  in  all  parts  of  Canada  have  prompted  us  to 
open  a  new  department  in  "Footwear"  for  the  an- 
swering of  all  such  as  may  be  instructive  or  of  gen- 
eral interest.  We  welcome  any  questions  from  our 
readers,  whether  they  are  subscribers  or  not,  as  it  is 
our  purpose  to  help  and  serve  the  trade  in  every  way 
we  can.  Address  all  correspondence,  Editor,  Foot- 
wear in  Canada,  220  King  street  west,  Toronto.  The 
following  are  some  of  the  questions  which  have  been 
asked  us  recently  and  we  believe  they  will  interest 
many  of  our  readers : 

1.  What  is  a  Goodyear  Welt?  The  Goodyear 
Welt  is  so  named  after  its  inventor  and  is  easily  re- 
cognized by  the  fact  that  the  stitching  which  joins 
the  insole  to  the  welt  cannot  be  seen.  The  insole  is 
not  sewn  to  the  outsolc,  as  in  the  case  of  the  McKay 
sewn  sole,  but  is  sewed  to  the  welt  by  a  particular 
process  involving  the  use  of  a  curved  needle,  which 
enables  the  welt  to  be  stitched  to  the  insole  without 
the  needle  penetrating  clear  through  the  latter.  Af- 
ter this  is  done  the  welt  is  then  sewn  on  to  the  out- 
sole.  The  space  between  the  welt  on  either  side  and 
between  the  insole  and  outsole  is  filled  with  some 
composition,  usually  cork,  which  renders  the  shoe 
more  pliable  and  waterproof. 

2.  What  is  a  McKay  sewed  boot?  McKay  sewed 
(or  simply  "McKay")  is  a  method  of  shoemaking, 
also  named  from  its  inventor.  The  upper  is  lasted 
over  an  insole,  the  last  is  then  removed,  and  the  out- 
sole  is  sewed  on  by  a  thread  which  goes  straight 
through  from  the  outside,  catching  the  upper  and 
insole,  with  the  same  sewing,  on  the  inside.  The  out- 
sole  is  usually  channeled  as  with  a  welt  shoe,  and 
pasted  back  over  the  seam.  A  sock  lining  is  put  in 
the  shoe  to  cover  the  inside  seam.  Comparison  with 
the  welt  method  will  show  that  this  is  a  simpler  plan, 
but  it  has  the  disadvantage  of  being  less  flexible  and 
of  presenting  difficulties  in  repair.  The  McKay  ma- 
chine was  one  of  the  first  sole-stitching-  machines  used. 
Its  introduction  cheapened  the  making  of  medium- 
priced  shoes  and  it  is  still  used  to  a  considerable  ex- 
tent. The  welt  process  has  been  much  improved  and 
facilitated  within  the  past  few  years,  somewhat  to  the 
disadvantage  of  McKays. 

3.  Is  there  any  way  of  cleansing  suede  or  satin 
slippers?  For  cleansing  suedes  you  can  get  dressing 
for  any  color  or  shade  which  will  remove  the  stain. 
This  dressing  is  not  a  dye,  but  simply  cleans  the  shoe. 
There  are  many  preparations  for  this  purpose  which 
can  be  obtained  from  any  wholesale  finding  house. 
For  cleaning  satins  use  simply  art  gum  which  can 
be  obtained  from  any  stationer. 

4.  What  is  the  best  course  to  adont  to  blacken 
shoes  that  were  originally  tan  ?  The  best  way  to 
blacken  tan  shoes  is  to  obtain  from  one  of  the  finding 
houses  some  dye  preparations  for  this  purpose.  One 
of  the  best  known  preparations  of  this  sort  is  "Tapan- 
ole"  which  is  a  fast  dye  that  cannot  be  scrubbed 
off.  After  the  boot  is  treated  with  this  it  will  take 
a  better  polish  than  an  ordinary  black  boot. 


The  Different  Kinds  of  Leather 

For  shoe  manufacturing  purposes,  leather  may  be 
divided  into  two  general  classes,  viz.,  upper  leather 
and  sole  leather.  The  upper  leathers  include  all  that 
are  used  for  lining  as  well  as  the  upper  parts  of  the 
shoe ;  sole  leather  is  the  material  used  for  counters, 
insoles,  rands,  etc.,  as  well  as  the  outer  soles  and 
heels.  Upper  leather  may  be  divided  into  five  lead- 
ing general  varieties,  as  follows:  1,  kid;  2,  calf  skins; 
3,  side  leather;  4,  sheep  skins;  5,  colt  skins  or  horse 
hide.  Besides  these  there  are  kangaroo,  chamois,  pig 
skin,  and  a  few  other  fancy  leathers. 

Kid  is  classified  according  to  its  finish  as  glazed, 
patent,  suede,  pebbled,  Morocco,  etc.  The  term  "suede" 
(it  is  simply  suedish  finished  kid)  that  is  finished  on 
is  properly  applied  to  the  velvet  finished  kid,  in  calf, 
the  flesh  side  with  dry  napped  surface. 

Calf  skin  is  finished  as  patent,  wax,  bright,  dull, 
boarded  and  velvet  ("suede"  and  the  appropriate 
term  "ooze"  are  commonly  applied  to  this  finish  of 
calf  skin).  These  are  hardly  mentioned  as  a  separ- 
ate classification  as  the  heavy  calf  skins  and  thin  well 
finished  side  leathers  practically  overlap  in  quality, 
although  of  course  the  leather  made  from  the  larger 
skins  is  grosser  in  fibre.  The  main  question  is,  "Is 
this  whole  leather,  or  a  leather  made  from  a  half 
side  from  which  a  split  has  been  taken?"  This  is  an 
easy  question  for  the  expert  buyer.  It  is  not  so  easy 
for  the  shoe  dealer,  when  the  leather  is  made  up  into 
a  shoe  so  that  he  cannot  see  the  back.  "Russia"  is 
a  special  tannage  of  calf  skin  finished  with  birch  oil 
which  gives  it  a  characteristic  spicy  odor.  It  may 
be  black  or  any  color  as  well  as  tan. 

Side  leather  is  cow  hide,  usually  bark  tanned,  and 
split  to  reduct  its  thickness  to  that  appropriate  for 
use  in  shoes,  etc.  Some  kinds  are  now  made  of  chrome 
tannage,  and  are  being  finished  dry  or  with  oil  in 
smooth  or  boarded  surfaces.  These  leathers  as  a 
class  have  been  much  improved  within  the  last  few- 
years.  Sheep  skin  is  used  principally  for  linings  and 
for  parts  of  the  shoe  where  wear  is  not  as  severe  as 
it  would  be  in  vamps. 

Coltskin  and  the  best  part  of  horse  hide  are  con- 
siderably used  as  a  basis  for  patent  leather,  also  dull 
finished  for  men's  high  grade  shoes.  Firmness  of 
texture  and  susceptibility  to  high  polish  are  its  fea- 
tures. 

"Patent  leather"  is  a  finish,  not  a  separate  kind 
of  leather.  Its  basis  may  be  kid,  calf,  coltskin  or 
side  leather. 

The  effect  of  the  tanning  used  for  most  of  the 
leather  making  is  to  condense  the  skin,  extracting  its 
superfluous  moisture,  congeal  and  astringe  its  gela- 
tinous matter,  toughen  its  fibres  and  preserve  it  from 
decay.  It  remains  an  animal  substance,  and  as  such 
is  susceptible  to  injury  from  excess  of  alkali,  acids, 
heat  and  corrosion.  It  is  seldom  rendered  more  than 
partially  impervious  to  water  and  is  injured  by  wet- 
ting. In  all  except  the  dry  tannages  it  needs  oil  as 
a  preservative  of  its  texture  and  "life."   Oil  tanned 
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leathers  should  not  be  allowed  to  become  too  dry ; 
they  crack  and  break  in  wear. 

Sole  leather  is  best  classified  by  its  method  of 
tanning".  The  different  varieties  are  oak,  hemlock, 
Union,  chrome  and  mongrel.  Oak  tanned  sole  leather 
made  from  green  hides  is  the  best.  This  grade  of 
leather  is  seldom  found  except  in  high  grade  shoes. 

Patent  leather,  patent  kid,  patent  calf,  etc.,  are 
leathers  finished  with  japan  or  varnish.  Any  firm,  dry 
good  tanned  leather  can  be  used  as  a  basis  of  this 
well  known  finish,  such  as  kid,  calf  skin,  colt  skin, 
side  leather,  etc.  After  tanning  and  drying  the  leather 
is  shaved  to  uniform  thickness  and  successive  coats 
of  black  varnish  are  applied  to  the  flesh  side,  the 
first  coat  being  dried  and  rubbed  down  so  as  to  work 
the  varnish  into  the  fibre  of  the  leather  and  also 
furnish  a  smooth  surface  for  the  last  application.  This 
coat  is  applied  with  a  brush  and  the-  leather  is  allowed 
to  dry  in  direct  sunlight.  The  direct  rays  of  the  sun 
have  a  chemical  effect,  the  nature  of  which  is  not 
well  understood,  but  which  seems  to  be  very  neces- 
sary for  the  producing  of  a  fine  glossy  coat. 

Various  vegetable  gums  and  oils  are  used  in  the 
making  of  the  varnish.  Like  all  other  coats  of  var- 
nish, patent  leather  is  liable  to  crack.  The  only 
strictly  honest  guarantee  is  that  given  by  a  retail 
dealer  who  said,  in  selling  a  pair  of  patent  leather 
shoes,  "Yes,  we  guarantee  them  to  crack,  sooner  or 


The  skeleton  or  framework  of  the  human  foot  con- 
tains twenty-six  bones,  very  beautifully  arranged,  so 
as  to  permit  considerable  movement  at  the  various 
joints.  The  bones  frame  the  heel  and  the  posterior 
section  of  the  foot.  They  are  irregular  in  shape  and 
vary  in  size  from  the  oscalcis,  which  is  about  two  and 
one-half  inches  long,  to  the  smallest  of  the  cuneiform, 
(wedge-shaped)  bones,  which  are  about  three-quar- 
ters of  an  inch  thick.  The  bones  are  held  together  at 
the  joints  or  articulations  by  numerous  ligaments  of 


Skeleton  of  perfect  human  foot  showing  bones  as 
follows  ;  a,  b,  the  Medio-tarsal  Articulation,  c,  the 
Astraglus,  d,  the  Oscalsis,  e,  the  Scaphoid,  f.  Middle 
Cuneiform,  g,  External  Cuneiform,  h,  Cuboid,  i,  the 
Mata  tarsal  Bones 


great  strength  and  while  each  joint  is  only  slightly 
movable,  the  group  of  bones  as  a  whole  is  flexible 
to  a  marked  degree.  The  metatarsal  are  about  four 
inches  long  and  three-eights  of  an  inch  in  diameter. 
They  articulate  (join)  with  the  tarsal  bones  behind  and 
with  the  phalanges  (toe  bones)  in  front.  In  shape 
they  are  very  similar  to  each  other,  and  vary  only 
slightly  in  size  and  length.  The  phalanges  are  the 
bones  of  the  toes,  each  toe  being  supported  by  three,, 
except  the  great  toe,  which  has  but  two. 

The  phalanges  of  the  first  and  second  row  resemble 


later."  Patent  leather  is  sure  to  crack,  with  wear,  and 
no  experts  have  ever  been  able  to  say  with  certainty 
just  when  it  would  begin.  Skins  of  the  same  quality, 
from  the  same  lot,  finished  side  by  side  on  the  same 
day  will  show  great  variance  when  made  up  into 
shoes.  One  may  wear  weeks  with  very  little  crack- 
ing", and  the  other  may  crack  badly  upon  the  first 
wearing. 

The  only  resource  of  the  manufacturer  or  dealer 
is  to  buy  good,  reputable  stock,  and  depend  upon  a 
fair  average  of  wear.  Some  of  the  cheaper  grades  of 
patent  leather,  when  made  up  over  heavy  counters 
and  boxing,  with  stiff  soles,  are  sometimes  made  up 
into  shoes  which  are  intended  to  be  guaranteed.  Dur- 
ing the  past  few  years  kid  and  colt  skin  have  been 
largely  used  for  the  basis  of  patent  leather.  One  ser- 
ious objection  to  patent  leather  is  its  air-tight  qual- 
ity, and  it  has  never  come  into  general  use  except 
in  shoes  for  dress  wear,  especially  in  men's  shoes.  It 
has  long  been  believed  that  making  ventilated  shoes 
would  greatly  promote  the  sale  of  patent  leather. 
Among  other  objections  to  patent  leather  is  its  lack 
of  flexibility  and  its  liability  of  cracking"  or  "piping" 
especially  across  the  break  of  the  shoe  on  the  ball 
of  the  foot.  Among  the  improvements  made  in  re- 
cent years  may  be  noted  an  increase  in  the  flexibility 
and  toughness  of  the  varnish  coating,  which  renders 
the  leather  more  pliable  and  elastic  and  therefore  more 
comfortable  on  the  foot. 

the  Foot 


the  metatarsal  bones,  but  are  smaller.  The  terminal 
or  ungual  phalanges  are  flat,  broad  and  rough  on  the 
distal  or  outer  end  for  the  support  of  the  bed  of  the 
toe  nail.  To  promote  the  elasticity  of  the  foot  and 
to  enable  this  collection  of  small  bones  to  support  the 
weight  of  the  body  properly,  the  bones  of  the  tarsus 
and  metatarsus  are  arranged  in  the  form  of  an  arch 
known  as  the  plantar  arch,  and  are  held  in  position 
by  ligaments  and  the  long  tendon  of  one  of  the  mus- 
cles in  the  calf  of  the  leg.  These  structures  stretch 
across  the  concavity  of  the  arch  like  a  bowstring" 
across  a  bow,  and  as  the  ligament  is  elastic,  u  tends 
to  return  to  its  original  length  each  time  it  is  stretch- 
ed. The  posterior  limb  of  the  plantar  arch  is  shorter, 
and  rests  on  the  oscalcis  or  heel  bone,  which  thus 
becomes  one  of  the  buttresses  of  the  arch.  The  for- 
ward or  anterior  limb  is  about  twice  as  long  as  the 
posterior  one,  and  rests  on  the  heads  of  the  metatar- 
sal bones.  The  elasticity  of  the  perfect  arch  prevents 
undue  jarring  of  the  body  in  walking,  running  or 
j  umping. 

When  the  ligaments  are  relaxed  and  the  arch 
flattened  out,  the  condition  known  as  flat-foot  exists. 
The  structure  of  the  foot,  from  a  mechanical  point 
of  view  is  admirable.  It  is  pliable  and  very  strong. 
It  is  of  immense  importance  whether  the  shoe  worn  is 
broad  or  narrow,  rounded  or  pointed,  long  or  short, 
thick  or  thin  soled.  There  is,  however,  no  other  part 
of  the  body  which  receives  such  bad  treatment  as  the 
foot,  the  dictates  of  unreasoning  fashion  demand  that 
the  feet  be  crowded  into  footwear  which  does  not- 
fit  them  and  the  result  is  only  what  might  be  expect- 
ed. The  shoe  should  protect  the  foot,  not  distort  it ; 
and  when  fashion  assumes  the  right  to  determine  the 
shapes  of  the  feet,  she  steps  outside  of  her  province. 


A  Lesson  on  the  Anatomy  of 

By  Dr.  W.  A.  Wing,  Surgeon  Chiropodist 
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In  cases  of  this  kind,  nature  will,  sooner  or  later,  re- 
venge herself  upon  the  willing  slave  of  fashion  by  the 
infliction  of  corns,  bunions,  ingrowing  nails,  and  other 
ailments. 

In  the  next  issue  of  this  journal  I  will  endeavor 
to  give  an  outline  of  the  various  foot  troubles,  their 
causes,  etc. 


The  Shoe  and  Leather  Week 

All  indications  point  to  the  biggest  gathering  of 
shoe  and  leather  men  ever  seen  in  any  one  city  at 
one  time,  during  the  big  National  Shoe  and  Leather 
week  to  be  held  in  Boston  July  10th-17th.  Many  im- 
portant meetings  and  conventions  will  be  held  by 
trade  organizations.  The  National  Shoe  Retailers' 
Association  will  celebrate  a  "Get-together"  week, 
making  their  headquarters  the  Mechanics  Building 
where  the  management  has  given  them  space.  The 
National  Shoe  Travellers'  Association  will  also  hold 
a  meeting  in  the  Mechanics  Building.  Practically 
all  the  events  of  the  week  centre  around  this  build- 
ing. Saturday,  July  13th,  will  be  observed  as  Super- 
intendents' and  Foremen's  day  and  will  no  doubt  wit- 
ness the  largest  gathering  of  shoe  factory  superinten- 
dents and  foremen  ever  held.  The  Lair  management 
will  provide  all  shoe  factory  superintendents  and  fore- 
men who  make  application,  with  pass  buttons,  good 
for  free  admission  during  the  entire  week.  Another 
feature  of  the  week  will  be  a  special  day  for  the 
Canadian  trade,  which  attended  in  large  numbers  last 
July.  It  is  said  that  a  much  larger  delegation  will 
visit  Boston  this  year  and  Canadian  day  will  prove 
an  interesting  feature  of  the  week.  Friday,  July  12th, 
is  the  day.   All  Canadians  are  welcome. 

Greater  efforts  than  ever  before  are  being  put 
forth  to  interest  buyers  from  abroad  and  the  shoe  and 
leather  trade  all  over  the  world  is  being  informed 


Factory  of  Louis  Gauthier  Limited,  Quebec,  P.Q. 

through  trade  papers,  circular  matter  and  information 
given  by  the  American  Consuls,  regarding  this  big 
trade  gathering  in  Boston.  Never  in  the  history  of 
the  local  shoe  and  leather  trade  has  such  a  tremendous 
publicity  campaign  been  in  force  to  bring  visitors  to 
Boston  from  all  parts  of  the  world.  It  is  safe  to  say 
that  during  this  week  the  attention  of  the  entire  shoe 
and  leather  world  will  be  fixed  upon  the  biggest  shoe 
and  leather  producing  section  of  the  world  and  it  is 
hoped  that  New  England  merchants  and  manufac- 
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turers  will  rise  to  the  occasion  and  do  justice  to  their 
opportunity.  The  Shoe  and  Leather  Fair  manage- 
ment reports  that  more  exhibition  space  has  already 
been  sold  than  at  the  opening  of  the  Fair  last  July,  and 
further  state  that  the  exhibition  this  year  will  be  com- 
plete in  all  details  owing  to  the  special  efforts  of  the 
shoe  and  leather  industry. 

New  Edmonton  Warehouse 

The  new  Edmonton  warehouse  and  office  building 
of  the  Ames-Holden-McCready,  Ltd.,  is  constructed 
of  solid  brick,  stands  on  a  lot  50  x  130,  and  was  built 


Edmonton  Warehouse  of  Ames-Holden-McOready,  Ltd. 

under  the  superintendence  of  Mr.  Morgan,  the  man- 
ager of  the  company.  By  the  side  of  the  warehouse 
will  be  noticed  a  part  of  the  old  wooden  premises  of 
the  McCready  company,  while  on  the  other  side  of 
the  street  was  the  warehouse  of  the  Ames-Holden 
company.  The  land  on  which  the  new  structure  is 
erected  was  bought  several  years  ago  by  the  Mc- 
Cready interests,  with  the  intention  of  building,  so 
that  when  the  amalgamation  took  place  the  company 
came  into  possession  of  the  site.  The  cost  of  the 
building  was  $80,000.  It  has  been  occupied  since  the 
beginning  of  the  year,  and  gives  much  needed  facil- 
ities for  handling  the  increasing  business.  As  will 
be  seen  from  the  cut,  it  has  a  nice  appearance,  and  is, 
as  a  matter  of  fact,  one  of  the  finest  warehouses  in 
the  West.  The  company  has  already  considerably 
benefitted  from  its  erection,  as  the  accommodation  en- 
ables a  large  stock  of  goods  to  be  kept  and  allows 
orders  to  be  promptly  filled. 

It  has  been  decided  by  the  directors  to  erect  in 
St.  John,  N.B.,  a  warehouse  of  five  storeys  and  a 
basement  from  plans  by  Mr.  F.  Neil  Brodie.  It  will 
be  of  brick  with  a  concrete  foundation.  The  building 
will  be  fireproof.  The  company  is  at  present  handi- 
capped in  St.  John  owing  to  lack  of  adequate  space, 
and  this  proposed  structure  will  allow  of  great  ex- 
pansion in  trade. 


W  hen  truthful  advertising  will  not  sell  goods,  the 
fault  must  be  with  the  goods  rather  than  with  the 
advertising. 


To  encourage  extravagance  in  a  customer  may 
help  today's  sales,  but  it  will  probably  reduce  to- 
morrow's profits. 


To  get  more  money  than  goods  are  worth  by  mis- 
representing them  to  the  customer  is  nothing  less  than 
a  form  of  stealing. 
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A  Front  that  has  been  a  Model  for  Shoe  Store  Construction 
In   Vancouver — Simple   and   Effective    Window  Display 


Front 


The  store  front  below  is  that  of  the  McKeen  Shoe 
Store,  55  Hastings  street  west,  Vancouver,  B.C.  The 
windows  are  Sl/z  ft.  wide  at  the  front,  and  7  ft.  at 
the  back,  and  9  ft.  in  depth.  The  front  window  from 
the  floor  to  the  top  is  8  ft.  3  in.  Bevelled  plate  mir- 
rors from  floor  to  ceiling  are  set  in  the  sides  causing 
a  reflection  of  the  shoes.  The  entire  interior  is  fin- 
ished in  white  enamel  giving  it  a  clear  delicate  finish. 
Brilliant  illumination  is  provided  for  by  ten  tung- 
sten 60  candle-power  lamps,  which  makes  the  night 
into  day. 

The  name  at  the  top  of  the  window  hides  the 
strong  brilliant  light  from  the  eyes  of  the  spectat- 
ors, who  gaze  at  the  latest  spring  fashions  in  foot- 
gear. The  windows  have  an  attractive  sign  running 
along  at  the  top ;  being  in  silver,  with  a  gold  edge 
shaded  in  black,  on  a  green  background.  The  entire 
sign  is  edged  in  red  with  gold  border,  making  a  very 
artistic  display.  The  moulding  and  sill  around  the 
window  are  of  polished  brass,  while  beneath  is  red 
tile.  The  doorway  is  of  pure  white  tile  in  very  small 
sexagon  or  six  sided  squares.  The  ceiling  m  the 
doorway  is  of  white  enamel  panelled.  On  the  tan-light 
is  the  number  of  the  store  in  gold  edged  in  red  and 


shaded  in  black.  The  door  is  of  solid  quarter-cut  oak 
with  brass  handle,  and  bevelled  plate  glass  set  in 
large  panel.  Outside  in  the  doorway  are  two  large 
electric  lamps  making  the  entrance  bright  and  cheer- 
ful. 

The  windows  are  neatly  dressed  showing  spring's 
latest  advanced  styles.  On  the  floor  pure  white  satin 
is  puffed  and  a  large  pedestal  covered  with  the  same 
is  placed  in  the  middle  with  a  large  potted  fern 
such  as  you  can  only  find  in  British  Columbia.  Run- 
ning from  front  of  window  up  to  the  pedestal  are 
yellow  or  golden  silk  whip  cords  having  large  silk 
tassels  at  ends  nearest  front.  The  shoes  are  neatly 
arranged  showing  the  fine  points  and  lines  of  each 
individual  one  to  perfection.  In  the  window  are  a  fine 
array  of  children's  shoes,  the  Classic  of  Gait.  Show 
cards  are  also  used  to  explain  the  latest  in  shoe  tog- 
gery, one  for  Classics,  and  the  other,  done  by  pen, 
stating  the  C.  E.  McKeen  Shoe  Stores  Company's  ad- 
vanced spring  styles  for  1912.  This  store  front  com- 
bines utility,  attractiveness  and  cheerfulness.  The 
fact  that  a  number  of  other  shoe  stores  in  Vancouver 
have  been  modelled  after  this  one  speaks  volumes 
for  its  planning  and  designing. 


— — 


The  Hastings  Street  Store  of  The  C.  E.  McKeen  Shoe  Stores  Co.,  Vancouver,  B.C. 
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ellinsr  Shoes  with  Window  Show  Card, 


A  Great  Auxiliary  to  the  Selling  Force  Suitable  Cards  for  Small  Re- 
tailer and  General  Storekeeper — Window  Display  Incomplete  Without 


We  assume  that  the  average  shoe  merchant  recog- 
nizes the  value  of  a  nice  attractive  show  card  as  a 
great  auxilliary  to  his  selling  force,  and  we  also  as- 
sume that  he  recognizes  the  value  of  a  neat  and  at- 
tractive window  display.  We  intimated  last  month 
that  in  some  future  article  we  might  touch  on  window 
dressing.  While  these  articles  are  strictly  on  show 
cards  and  price  tickets,  window-trimming  is  so  closely 
related  to  them,  we  feel  it  necessary  to  offer  a  few 
suggestions.  We  think  a  shoe  window  should  be 
dressed  twice  or  even  three  times  a  week.  We  imme- 
diately anticipate  a  chorus  of  objections  from  the  small 
town  merchants,  that  they  have  not  the  time.  To  this 
we  reply,  "then  you  have  not  the  time  to  sweep  or 
dust  your  store,  to  attend  your  furnace,  to  wash  your 
windows,  to  sort  your  stock  and  a  hundred  other 
things  that  come  in  the  daily  routine  of  every  shoe 


merchant."  So  we  say  emphatically,  take  the  time. 
It  will  pay  you.  Work  to  a  schedule  for  special 
lines,  reduced  price  stuff,  leaders,  etc.  Dress  your 
windows,  Monday,  Wednesday  and  Friday  mornings 
for  selling  on  Tuesday,  Thursday  and  Saturday.  Reg- 
ular lines,  new  spring  and  summer  goods,  etc.,  may  be 
displayed  without  stated  times  for  selling.  For  spe- 
cials, put  one  card  in  the  window  "on  sale  Tuesday,'' 
or  whatever  day  it  may  be,  but  never  use  a  card  with 
"on  sale  to-day"  or  "on  sale  to-morrow." 

The  cards  shown  this  month  are  smaller  in  size 
than  those  of  last  month.  We  suggest  these  sizes  be- 
cause many  shoe  store  windows  are  not  large  enough 
to  admit  of  the  half  sheet  sizes,  especially  if  used  in  a 
window  of  mixed  goods  where  price  tickets  are  needed. 

Treatment  of  Cards.  The  $3.00  Box  Calf  Card  is 
IS  in.  x  9  in.    The  design  outline  is  black  with  pale 
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green  shading.  Figures  in  red,  shaded  with  green.  The 
$4.50  card  is  a  plain,  neat-cut  design,  attractive  with- 
out being  too  flashy,  12  in.  x  8  in.  in  size.  The  shade 
lines  are  in  pale  blue.  Both  figures  and  lettering  in 
black.  The  $5.00  card,  20  in.  x  10  in.  in  size,  has 
rounded  corners.  The  turned  corner  card  effect  is 
done  with  spatter  work  Lettering  in  black  and  fig- 
ures in  red  with  half-tone  shading.  The  Vogue  card 
is  8  in.  x  15  in.,  a  little  fancy  in  shape,  shaded  in  pale 
green  and  lettered  in  black.  The  heart  shaped  card 
may  be  any  size  desired.  The  flowers  are  in  shades 
of  blue  and  green — very  attractive.  Lettering  in  black. 


The  first  three  cards  may  be  used  without  price  tick- 
ets. The  tickets  shown  may  be  any  size  desired,  but 
a  size  of  about  3  in.  square  is  very  effective.  The 
oblong  ones  about  3  in.  long.  These  cards  may  be 
done  in  alb  black  or  the  figures  in  red  and  letters  in 
black.  Small  printed  price  tickets  are  obtainable 
which  are  very  pretty  and  can  be  used  to  good  ad- 
vantage. Every  merchant  should  arrange  to  use 
these  window  cards  inside  the  store  when  the  window 
display  comes  out.  Next  month  we  will  give  some  ex- 
amples of  humorous  cards,  which  are  always  good 
trade-getters. 


Orgaeiiation    Amoeg     Shoe  Retailer 

By  A.  A.  Daoust 


Did  it  ever  occur  to  Canadian  shoe  retailers  that 
they  can  strengthen  their  power  by  forming  a  good 
national  organization?  Every  retailer  is  aware  of  the 
great  strides  the  Dominion  has  made  in  the  shoe 
business  in  the  last  few  years,  and  there  never  was 
a  more  appropriate  time  than  now  for  such  an  or- 
ganization. I  believe  that  nearly  every  merchant 
would  look  at  it  in  this  way. 

A  few  months  ago  a  strong  body  was  formed  of 
practically  all  the  window  dressers  in  Canada  with 
the  object  of  improving  work  in  that  line,  as  well  as 
for  bettering  conditions  generally.  Why  could  not 
the  same  be  done  by  shoe  dealers?  Surely  it  is  just 
as  important  for  shoe  men  to  get  together  in  order  to 
study  the  field  and  opportunities  in  the  shoe  business 
at  the  present  time.  In  the  United  States  such  an 
organization  exists  in  several  states,  and  they  have 
done  excellent  work.  The  manufacturers  of  the  States 
have  also  strong  associations,  and  there  must  be  sub- 
stantial reasons  for  this,  otherwise  we  should  not  see 
so  many  societies  in  almost  every  line  of  business. 

My  suggestion  is  to  form  provincial  organizations 
with  a  central  office,  in  say,  Montreal  or  Toronto. 
With  each  province  represented,  and  all  working  to- 
gether, annual  conventions  could  be  held,  at  which 
questions  affecting  general  conditions  of  the  trade 
could  be  thoroughly  discussed  and  action  taken.  It 
has  always  seemed  to  me  that  shoe  dealers  were  not 
as  anxious  as  they  should  be  to  improve  their  branch 
of  trade,  and  an  association  of  the  kind  suggested 
would  help  to  ameliorate  conditions.  Most  readers 
are  no  doubt  aware  that  there  is  now  in  existence  a 
Retailers'  association,  with  boot  and  shoe  sections, 
which  have  done  good  service ;  but  I  am  proposing 
a  more  national  organization  with  wider  ramifications. 

It  will  be  found  that  people  who  make  a  specialty 
of  one  thing  are  in  a  better  position  to  handle  it  in 
the  right  way.  For  instance,  did  you  ever  notice 
in  the  big  stores  in  our  L.rge  cities  that  they  will  have 
say  ten  to  fifteen  well  dressed  windows,  and  possibly 
there  will  be  included  in  these  one  shoe  window ;  if 
that  be  so,  you  will  probably  note,  if  you  are  at  all 
observant,  that  the  decorations  in  the  shoe  window 
are  just  as  good  as  in  the  others,  but  that  the  shoes 
are  not  shown  to  such  advantage  as,  say,  the  dry 
goods.  Why  is  this?  Simply  because  the  window 
dresser,  although  possessed  of  artistic  tastes,  was  not 
a  shoe  man.  You  will  find  that  parallel  conditions 
exist  in  everything  else.  For  this  reason,  I  advo- 
cate an  organization  especially  for  wide  awake  shoe 


retailers,  of  whom  there  are  certainly  enough  in  Can- 
ada to  support  something  of  the  kind. 

Other  merchants  have  organizations ;  why  should 
retail  shoe  men  remain  outside,  particularly  when 
experience  shows  that  an  association  of  this  descrip- 
tion would  help  retailers  in  a  hundred  and  one  differ- 
ent ways.  Apart  from  the  obvious  advantages  of  co- 
operation, there  is  a  social  side  which  ought  not  to 
be  ignored.  At  present  the  retailers  are  practically 
strangers  to  each  other,  and  an  association  would 
draw  men  together  in  a  friendly  way,  to  say  nothing 
about  the  benefit  which  would  follow  from  the  ex- 
change of  ideas  concerning  business. 

Our  great  capitalists  have  pointed  out  the  way  in 
the  matter  of  combination,  and  have  shown  that  the 
best  and  most  lasting  results  have  been  obtained  by 
co-operation  rather  than  by  cut-throat  competition. 
Yon  will  find  that  the  men  who  belong  to  such  an 
organization  as  I  have  outlined,  are  recognized  as 
leaders  in  their  particular  trades.  As  an  instance  of 
the  value  of  concerted  action,  let  me  point  out  what 
is  being  done,  in  one  case,  in  the  United  States.  A 
bill  has  been  presented  to  Congress  compelling  by 
law  all  manufacturers  to  stamp  their  name  upon  every 
pair  of  shoes.  The  matter  has  been  taken  up  by  the 
National  Shoe  Retailers'  Association,  which  have  de- 
cided to  protest  and  appeal  at  Washington  against 
the  enactment  of  this  Bill. 

It  is,  I  think,  only  fair  to  assume  that  there  are 
enough  shoemen  interested  in  the  future  success  of 
their  business  to  successfully  run  a  national  associa- 
tion, and  who  realize  that  it  will  be  to  their  interests 
to  join  an  organization  designed  to  protect  their  trade 
and  to  promote  their  commercial  welfare. 


Increasing  Use  of  Electricty  in  Shoe  Factories 

Only  a  few  years  ago  the  use  of  electricity  in  the 
shoe  factory  was  unknown,  and  a  large  proportion  of 
shoe  factories  used  kerosene  lamps  for  artificial  light- 
ing. These  kerosene  lamps  have  been  entirely  dis- 
placed by  the  development  of  electrical  science  aided 
and  supported  by  the  development  of  the  science  of 
fire  prevention,  which  is  the  modern  phase  of  fire  in- 
surance. 

More  recently  came  the  introduction  of  electric 
power  in  shoe  factories, — a  development  of  the  last 
ten  years,  which  has  made  vast  economies  in  the  cost 
of  power  and  its  transmission,  by  using  numerous 
motors,  thus  cutting  out  the  "vertical  drives,"  "mules," 
"quarter  turns"  and  other  wasteful  forms  of  power 
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transmission.  Electricity  delivers  the  power  where 
it  is  wanted,  without  loss  by  friction.  The  tendency 
is  towards  small  subdivisions  of  power  with  motors 
of  corresponding  size,  and  many  believe  we  shall 
eventually  see  many  machines  in  shoe  factories  oper- 
ate cl  by  individual  motors. 

The  development  of  electric  lighting'  and  electric 
power  in  shoe  factories  have  gone  hand  in  hand  in  the 
sense  that  each  has  created  and  supported  a  demand 
for  the  other. 

A  still  more  recent  development  of  uses  for  elec- 
tricity in  shoe  factories  is  the  use  of  electric  heat  for 
mechanical  purposes  in  shoe  making.  The  first  gen- 
eral application  of  electric  heat  in  shoemaking  was 
only  a  few  years  ago  when  the  treeing  iron  was  first 
heated  by  electricity.  From  this  beginning,  invention 
and  successful  experimentation  has  rapidly  increased 
the  uses  of  electric  heat  in  shoemaking  until  now  there 
are  more  than  a  scene  of  shoemaking"  operations  re- 
quiring heat  iu  which  those  who  have  used  electric 
heat,  claim  it  to  be  as  much  superior  for  these  mech- 
anical purposes  as  electricity  has  proven  to  be  superior 
to  kerosene  and  steam  for  light  and  power  respectively. 

When  one  contemplates  the  rapid  development  of 
electric  lighting  and  power,  one  does  not  require  a 
highly  developed  imagination  to  conceive  a  near  fu- 
ture when  all  heat  desired  in  shoe  factories  for  mech- 
anical purposes  shall  be  electrical  heat.  It  i-. 
highly  probable  that  electricity  may  permanently  solve 
some  troubles  such  as  wax  pots  and  dryers  as  well 
as  open  new  uses  for  heat. 

It  is  conceivable  that  edge  and  bottom  stains  and 
blackings  may  be  dried  by  air  that  has  been  gently 
warmed  and  dried  by  electric  heat,  and  circulated 
through  the  racks  of  shoes  by  an  electric  fan.  The 
use  of  such  an  apparatus  in  dog-day  weather  would 
be  a  valuable  aid  to  good  shoemaking,  and  it  is  rea- 
sonable to  expect  other  equally  valuable  uses  of  elec- 
tric heat  to  multiply  from  experience.  Electric  heat 
delivers  the  heat  at  the  point  where  it  is  wanted  and 
does  it  more  uniformly  than  by  any  other  method. 
Any  desired  even  temperature  of  air,  of  metal,  or  of 
liquid,  can  be  maintained  by  electric  heat  and  by  no 
i  it  her  km  iwn  method. 

It  is  probable  that  ten  years  hence  a  shoe  factory 
that  is  not  fully  equipped  with  electrical  devices  will 
impress  us  as  about  as  much  a  back  number  as  a  fac- 
tory that  we  should  now  find  lighted  with  kerosene 
lamps. 


Large  Addition  to  Tannery 

The  contract  having  been  let  for  the  new  build- 
ings (if  Davis  Leather  Company  at  Newmarket,  Ont., 
our  readers  may  be  interested  to  hear  some  general 
information  as  to  what  the  firm  propose  doing. 

This  contract  covers  supplying  all  the  material, 
doing  all  the  work  and  turning  the  buildings  over 
completed  to  the  firm,  everything  to  be  done  with 
the  best  quality  of  material,  and  first  class  workman- 
ship. 

The  walls  of  the  building  will  be  cement  and  steel, 
the  floors,  etc.,  of  the  best  class  of  mill  construction. 

The  additions  are  as  follows— to  one  of  the  north 
wings  will  be  added  a  building  160  ft.  x  50  ft.,  one 
storey.  To  another  wing  of  the  present  building  there 
will  be  an  addition  45  ft.  x  65  ft.,  one  storey.  Then  to 
the  south  of  the  present  plant  the  contract  provides 
for  the  erection  of  an  entirely  new  plant,  the  area 
covering  75  ft.  wide  x  200  ft.  long.  It  will  be  four 
storeys  high  with  a  basement. 


IN  CANADA 

The  present  plant  is  the  largest  of  its  kind  in  Can- 
ada, and  probably  a  better  idea  may  be  obtained  of 
what  these  additional  buildings  mean  when  it  is  ex- 
plained that  the  floor  space  in  the  new  additions  is 
equal  to  all  the  floor  space  in  the  present  plant  and 
about  50  per  cent,  more,  and  will  give  a  working  ca- 
pacity of  from  six  to  ten  thousand  calfskins  per  day 
according  to  size. 

On  the  completion  of  these  buildings  the  firm  will 
probably  have  sufficient  capacity  to  supply  all  Can- 
ada with  its  present  demand  for  this  class  of  goods, 
and,  therefore,  may  not  be  able  to  use  these  additions 
to  their  full  capacity  immediately.  It  will,  however, 
place  the  firm  in  a  position  to  take  advantage  of  any 
growth  in  business  that  may  come  from  an  increase 
in  population,  and  at  once  on  its  completion  they  will 
have  so  many  conveniences  for  economical  manufac- 
turing that  they  will  be  able  to  produce  at  less  cost 
and  of  the  very  best  quality.  It  will  make  their  posi- 
tion unique  in  this  country  in  so  far  as  competition 
is  concerned. 

In  addition  to  this  contract  there  are  several  more 
yet  to  be  let  for  a  complete  sprinkler  system  for  the 
new  plant,  shafting,  belts,  pulleys,  etc.,  complete  out- 
fit of  machinery  for  manufacturing  purposes,  addi- 
tional boilers,  electric  lighting,  power  elevators,  etc. 

The  total  cost  for  all  these  contracts  as  nearly  as 
can  be  figured  out  now,  will  be  from  $80,000  to  $100,- 
000.  Everything  is  to  be  pushed  forward  as  rapidly 
as  possible. 


New  Rubber  Footwear  Manufactury 

The  property,  machinery,  &c,  of  the  Corona  Rub- 
ber Company,  Iberville  street,  Montreal,  has  been 
purchased  by  Mr.  J.  I.  Chouinard,  president  of  the 
Regina  Shoe  Company,  Ltd.,  who  has  reorganized  the 
company  under  the  name  of  the  Columbus  Rubber 
Company,  Montreal,  with  a  capital  of  $400,000.  Mr. 
Chouinard,  who  will  retain  a  controlling  interest,  is 
provisional  president.  A  complete  organization  is 
taking  place,  it  being  intended  to  actively  compete  for 
the  rubber  shoe  business  of  the  Dominion.  The  ar- 
rangements that  are  being  made  are  with  a  view  of 
entering  the  market  next  season;  the  goods  will  be 
sold  through  jobbers.  Two  brands  will  be  put  up, — 
the  Columbus,  first  grade,  and  the  Minto,  second 
grade.  For  the  present,  Winnipeg  will  be  the  limit  of 
the  operations  of  the  company,  but  eventually  it  is 
intended  to  cover  the  whole  of  Canada.  Samples  have 
now  been  made  up,  and  will  be  sent  out  to  jobber^. 
The  company  iniend  to  considerably  enlarge  the  fac- 
tory during  the  coming  summer,  there  being  alto- 
gether 26,000  ft.  of  land  available.  It  may  be  added 
that  the  Corona  Company  have  not  manufactured  rub- 
bers for  the  last  five  months. 


To  put  in  a  small  stock  of  goods  in  your  regular 
line  and  proceed  to  make  a  leader  of  it  by  cutting  all 
the  profit  off  from  it  will  not  have  a  tendency  to  make 
friends  of  the  men  whose  regular  business  is  the 
goods  you're  cutting. 


We  admire  judicious  economy  in  a  man,  but  we 
hate  stinginess.  It  is  well  to  strive  hard  to  hit  the 
happy  medium  between  these  two. 


If  there  is  anything  that  discourages  customers 
and  sends  them  away  to  other  stores  it  is  to  find  you 
"just  out"  of  something  wanted. 
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I  i 
Stock  Record 


A  Simple  Stock  Record 

One  of  the  leading  shoe  retail- 
ers in  Worcester,  Mass.,  has  the 
following  plan  of  keeping  record 
of  his  stock.  He  uses  a  binder  of 
loose  leaves  and  a  leaf  for  each 
line  carried.  At  the  top  of  the 
page  is  a  full  description,  the 
name  of  maker,  cost  and  price 
and  many  other  details  which 
may  be  needed,  and  what  is  most 
important,  an  individual  stock 
number.  The  page  is  divided, 
the  sizes  ranging  from  left  to 
right  and  the  widths  from  top  to  bottom,  and  we 
reprint  here  what  may  be  considered  a  section  show- 
ing one  size  and  one  width,  for  instance  B.  This 
is  divided  off  into  squares  by  pale  rules.  A  mark 
similar  to  a  capital  V  or  the  top  half  of  an  X  is  placed 
on  the  top  of  the  space  to  correspond  with  the  num- 
ber of  pairs  of  that  size  and  width  ordered.  This  is 
shown  in  the  diagram  on  the  third  line. 

When  the  shoes  arrive  the  right  hand  arm  of  the 
V  is  extended  so  that  the  character  resembles  a  small 
y.  This  shows  the  number  of  shoes  in  stock.  When 
a  pair  is  sold  the  left  hand  arm  of  the  V  is  extended 
so  that  the  character  forms  a  capital  X.  These  two 
characters  are  shown  in  the  two  upper  lines  of  the 
diagram. 

In  case  a  pair  of  shoes  is  returned  a  small  dot  is 
placed  over  a  new  y  mark  which  is  then  treated  as 
simply  another  pair  in  stock  and  when  sold  the  symbol 
is  changed  to  an  X,  the  same  as  the  others. 

If,  however,  some  of  the  shoes  have  to  be  sold  at 
a  marked  down  sale  or  at  a  discount  from  the  regular 
price,  this  correction  of  y  to  X  is  made  with  red  ink. 
By  this  simple  method  an  entire  history  of  every  pair 
of  shoes  in  the  store  is  given,  and  the  proprietor  states 
that  at  stock-taking  it  has  been  found  that  this  sys- 
tem is  accurate  almost  to  the  smallest  detail. 


New  Styles  of  Cook-  FitzGerald  Company 

The  Cook-FitzGerald  Company,  Limited,  of  Lon- 
don, are  showing  a  very  extensive  range  of  high 
grade  welts  for  men  for  this  coming  season.  This 
firm  makes  nothing  but  men's  welts  and  their  line  for 
Fall  comprises  all  the  newest  and  best  styles  to  be 
found  anywhere. 

Receding-  toes  on  English  and  American  lasts, 
broad  shanks,  and  low  heels  are  shown  in  addition  to 
a  well  graduated  line  of  the  medium  and  high  toes 


Astoria  Brand  Oxford 
Cook-FitzGerald  Company,  Limited 

which  have  been  so  popular  throughout  the  country. 
There  are  130  lines  included  in  the  samples  which  are 
now  engaging  the  attention  of  the  trade  from  Halifax 
to  Vancouver,  and  there  is  nothing  in  the  way  of 


novelties  not  included  in  the  range.  One  of  their 
very  latest  innovations  is  a  fabric  top  of  rough  tweed 
that  must  be  seen  to  be  appreciated,  and  is  made  in 
both  black  and  tan.  It  makes  a  stunning  walking 
boot,  and  for  the  careful  dresser,  supplies  a  desired 
change  from  the  stereotype  form  of  footwear  seen  on 
the  feet  of  the  average  business  man.  Fancy  fabrics 
figure  in  the  lighter  grades  and  some  of  the  combina- 
tions are  exceedingly  rich  and  handsome,  vying  almost 
in  their  sumptuousness  with  some  of  the  models 
shown  by  high-class  makers  of  women's  shoes. 

In  the  heavier  grades,  both  black  and  tan,  with 
waterproofed  soles,  are  presented  in  a  most  attractive 
way.    There  was  a  time  when  a  heavy  boot  was  sup- 


Astoria  Brand  Blucher 
Cook  FitzGerald  Company,  Limited 

posed  to  be  shapeless.  The  "Astoria"  and  "Liberty" 
kind  are  made  over  the  same  snappy,  gingery,  up-to- 
the-instant  models  as  the  lighter  grades,  and  the  par- 
ticular men  can  be  shod  acceptably  morning,  after- 
noon and  night. 


Expecting  Large  Increase 

In  an  interview  with  a  representative  of  Footwear, 
Mr.  R.  J.  Younge,  General  Sales  Manager  of  the  Can- 
adian Consolidated  Rubber  Company,  Limited,  out- 
lined the  company's  programme  for  the  current  year. 
The  travellers,  he  said,  were  out  on  February  27, 
and  have  already  booked  a  large  amount  of  business. 
The  policy  to  be  followed  includes  all  the  benefits  in- 
troduced by  the  Canadian  Consolidated  Rubber 
Company  to  the  trade  last  year,  such  as  prepaid 
freights,  guaranteed  prices,  all  lines  cartonned,  etc.,  in 
addition  to  these,  the  company  are  introducing 
other  special  features — a  bonus  for  volume  of  busi- 
ness, increased  discount  for  prepayment,  and  other 
benefits. 

The  most  important  feature,  however,  is  the  im- 
provements that  have  been  made  in  the  various 
brands.  The  company  have  all  the  new  lasts,  high 
heels  and  toes,  and  have  also  a  new  heel  for  light 
shoes  which  is  pronounced  to  be  one  of  the  finest 
inventions  and  improvements  ever  introduced  into 
the  rubber  trade.  It  consists  of  a  fine  strip  of  red 
rubber  inserted  into  the  heel  with  the  object  of 
strengthening  that  part  of  the  article,  and  the  com- 
pany have  been  complimented  on  its  unique  charac- 
ter and  the  excellent  results  already  obtained  from  it. 

Prices  for  1912  are  much  about  the  same  as  in  the 
preceding  twelve  months.  They  are  a  little  higher 
for  light  shoes,  heavy  goods  are  about  the  same,  and 
on  a  few  lines  there  are  to  be  reductions. 
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Talks  on  Trade  Topics 

Interviews   of   Interest   to   Retailer,   Jobber   and  Manufacturer. 
Opinions  of  Experts  on  Bettering  Business  Conditions 


The 


The  Sale  of  Hosiery  in  Shoe  Stores 

Mr.  L.  Deschenes,  a 
prominent  Quebec  shoe  re- 
tailer, writes  Footwear  in 
Canada  upon  the  question 
as  to  whether  or  not  hosiery 
should  be  sold  in  shoe 
stores,  as  follows:  "I  have 
read  with  interest  the  dif- 
ferent opinions  given  in 
your  last  issue  concerning 
the  selling  of  hosiery  along 
with  the  boot  and  shoe  busi- 
ness. Although  some  of  the 
arguments  given  by  our 
friends  in  favor  may  seem 
Mr.  L.  Deschenes  strong,  they  cannot  con- 
vince me.  For  instance,  the 
argument  that  selling  hosiery  is  in  harmony  with  the 
shoe  business  in  that  handling  this  line  we  are  only 
carrying  out  our  legitimate  business  of  clothing  the 
feet,  is  not  strong.  The  dry  goods  man  can  easily 
return  us  the  compliment  and  say:  'By  selling  boots 
and  shoes  along  with  hosiery,  etc.,  we  are  only  cloth- 
ing the  feet!'  Our  constant  and  legitimate  opposition 
to  the  keeping  of  boots  and  shoes  by  dry  goods  men 
(department  stores,  especially)  oblige  us,  I  think,  to 
keep  away  from  the  hosiery  business.  We  claim  that 
by  selling  shoes  they  are  infringing  on  our  business — 
and  we  are  right.  At  the  same  time,  if  I  were  carrying 
hosiery  along  with  my  shoe  business  I  would  feel  that 
I  was  infringing  on  the  dry  goods  men's  trade.  Besides, 
hosiery  business  conducted  on  a  small  scale  cannot 
pay.  It  has  to  be  made  a  distinct  department,  well 
exposed,  well  kept,  with  experienced  clerks  to  serve. 
Even  at  that,  would  it  pay?  I  do  not  believe  it.  In 
conclusion  I  take  the  liberty  to  state  that  we  (shoe 
dealers)  should  keep  away  from  the  hosiery  trade 
as  the  field  is  large  enough  in  our  own  specialty  to 
occupy  all  our  energies,  and  we  must  do  this,  to  make 
a  success  of  our  business.  We  are  against  dry  goods 
men  going  into  the  shoe  business,  are  we  not?  Then 
let  us  not  do  unto  others  what  we  .  would  not  have 
others  do  unto  us." 

*      *  * 

"Not  Up  to  Sample" 

"T  believe  there  is  no  business  attendant  with  such 
a  small  number  of  worries  as  the  boot  and  shoe  trade," 
said  a  Montreal  manufacturer.  "Take  the  return  of 
goods  alleged  to  be  defective,  as  an  example.  Tt  is 
astonishing  what  a  fuss  some  retailers  will  make  over 
the  slightest  flaw,  and  what  expense  they  will  put  the 
manufacturer  to  for  the  most  trivial  reason.  There 
is  not  a  single  firm  which  produces  absolutely  perfect 
goods,  and  if  a  retailer  is  disposed  he  can  find  all  kinds 
of  faults.  In  one  case  that  came  under  my  notice 
goods  were  returned  as  defective  which  on  examina- 
tion were  found  to  be  sound;  nor  was  this  the  worst 
feature,  for  the  consignment  was  accompanied  by  a 
letter  of  the  most  insulting  character,    I  afterwards 


found  out  that  the  retailer  had  bought  very  heavily, 
and  the  return  of  the  goods  on  the  pretext  of  not  up 
to  sample,  was  the  easiest  way  out  of  his  difficulty. 
In  another  instance,  the  whole  order  was  returned.  I 
refused  to  take  delivery,  and  the  customer  received 
the  goods  back — and  paid  for  them.  I  declined  after- 
wards to  do  business  with  him." 

"I  do  not  mind  the  return  of  shoes  if  they  are  not 
up  to  sample — for  sometimes  defects  will  escape  us — 
what  I  object  to  is  the  unwarranted  sending  back  of 
goods.  \t  is  very  irritating  to  be  treated  in  this  way, 
and  adds  to  the  difficulties  of  an  already  difficult  busi- 
ness. In  the  case  of  a  single  shoe  which  has  a  flaw,  I 
would  rather  the  retailer  keep  the  shoe,  and  get  an 
allowance,  than  return  it,  as  the  freight  and  other 
charges  run  into  needless  expense.  There  is  too  much 
of  this  kind  of  thing,  and  I  am  getting  weary  of  it. 

"The  jobbers  are  somewhat  to  blame  in  the  mat- 
ter— as  they  will  apparently  take  back  almost  any- 
thing. It  is  difficult  to  find  a  remedy  for  the  griev- 
ance 1  have  been  speaking  of,  but  if  the  manufactur- 
ers would  only  get  together  I  believe  that  we  could 
find  some  way  to  mitigate  the  annoyance  to  which  we 
are  put." 

*  *  * 

Simple  Way  to  Locate  Shoes 

A  shoeman  in  a  central  Ontario  town,  who  runs  his 
own  store,  but  employs  no  clerk  except  on  Satur- 
days and  busy  evenings,  has  hit  upon  a  novel  way 
for  locating  stock.  Said  he :  "I  have  to  go  out  of  town 
once  in  a  while  and  then  my  wife  attends  to  the  store. 
She  often  complained  that  she  lost  sales  because  she 
could  never  get  onto  the  stock  and  find  the  goods  that 
the  people  wanted.  So  I  hit  upon  the  scheme  that  you 
see  before  you.  I  had  neat  slips  printed,  pasted  them 
on  the  shelves  and  classified  my  shoes  accordingly. 
On  the  men's  side  I  had  vici-kid  bluchers,  No.  7; 
gunmetal  bals,  No.  8;  tan  Oxfords,  No.  6;  patent 
button,  No.  9,  and  so  on.  All  the  shoes  of  the  size 
and  of  the  leathers  and  style  named  were  put  on  the 
shelves  just  above  each  printed  slip  as  you  see  them 
there.  The  same  plan  was  carried  out  with  respect 
to  the  women's  footwear.  This  arrangement  has 
worked  out  first  rate.  My  wife  can  now  find  any 
kind  or  size  of  shoe  in  stock  in  a  few  seconds  and 
know  exactly  what  we  have.  Then  this  method  is  ex- 
cellent for  sorting  and  enables  me  to  know  what  lines 
are  not  moving  quickly.  It  may  not  serve  for  other 
stores  but  does  very  well  for  mine." 

*  *  * 

Not  Fair  to  the  Retailer 
The  subject  of  jobbers  and  manufacturers  selling 
to  private  customers  at  wholesale  prices  has  again 
been  before  the  Montreal  Boot  and  Shoe  Section  of 
the  Retail  Merchants'  Association  of  Canada.  About 
six  months  ago  the  section  wrote  to  a  number  of 
firms  complaining  of  this  matter,  and  some  promptly 
replied,  and  stated  that  they  would  comply  with  the 
wishes  of  the  retailers  ;  others,  however,  took  no  no- 
tice of  the  communication  and  further  letters  have 
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been  written,  with  a  view  to  putting  an  end  to  the 
practice. 

"What  we  complain  of  chiefly,"  said  a  retailer  to 
a  representative  of  Footwear,  "is  the  giving  away  of 
our  wholesale  prices  across  the  counter.  This  is 
apart  from  the  business  and  profits  which  are  divert- 
ed from  us.  We  do  not  object  to  the  employees  of 
the  various  houses  getting  goods  at  wholesale  prices, 
but  we  do  not  like  this  privilege  being  extended  to 
the  relations  and  friends  of  these  employees  and  to 
others  outside  these  circles.  It  is  not  fair  to  us,  and 
we  are  doing  our  best  to  stop  it.  It  is  a  custom  that 
has  spread  and  is  detrimental  to  the  retailers.  The 
grievance  is  an  old  one,  and  is  not  confined  to  Mont- 
real." 

The  members  of  the  section  feel  that  jobbers  and 
manufacturers  should  not  encroach  on  the  retail  side, 
and  that  those  firms  who  do  so  are  not  giving  the 
retailers  a  "square  deal." 

Shoe  Prices  Must  Go  Up 

The  prices  of  leather  footwear  are  bound  to  go  up, 
in  fact  they  have  already  done  so,"  said  a  prominent 
Toronto  jobber.  "Sole  leather,  tacks  and  every  ma- 
terial that  goes  to  the  make-up  of  a  shoe  has  increased 
in  price,  and  so  footwear  must,  or  the  quality  will 
suffer.  For  instance,  the  maker  of  a  $3.00  shoe  can 
still  produce  one  at  that  price,  but  it  will  not  be  as 
good  quality.  On  the  other  hand  the  manufacturer 
who  produces  a  cheap  shoe  at  about  $1.10  will  be 
forced  to  increase  his  price  as  he  has  already  skimped 
the  shoe  for  all  it  will  stand.  Tan  calfskins  at  the 
present  moment  are  selling  in  the  United  States  mar- 
kets at  30c.  a  foot  and  the  tanners  will  not  take  orders 
for  fall  delivery  as  they  do  not  know  how  high  the 
price  will  soar.  With  everything  that  goes  to  make 
up  a  shoe  increasing  in  cost,  of  course  the  price  must 
go  up." 

*      *  # 
Order  Early 

"You  cannot  impress  too  much  on  retailers  the  im- 
portance of  ordering  early,"  said  a  Montreal  manu- 
facturer. "There  are  some  men  who  will  not  place 
until  the  very  last  moment,  and  then  they  expect  to 
get  their  goods  as  promptly  as  those  who  have  bought 
earl}-.  They  cannot  really  hope  to  get  such  good  ser- 
vice as  the  men  who  assist  the  manufacturers  by  or- 
dering early.  There  has  been  a,  big  rush  on  tans,  and 
some  of  those  who  delayed  purchasing  are  now  want- 
ing us  to  give  them  precedence  over  the  customers 
who  were  prudent  enough  to  order  ahead.  These 
late-comers  are  anxious  lest  they  should  find  them- 
selves left  out  in  the  cold,  and  they  press  manufac- 
turers in  order  to  obtain  instant  delivery.  It  is  their 
own  fault  if  they  are  short  of  stock.  We  must  first 
of  all  supply  men  wrho  do  not  leave  their  orders  until 
the  eleventh  hour." 


Dressing  for  All  Footwear 

Owing  to  the  popularity  of  their  dressings,  the 
business  of  Whittemore  &  Bros.,  shoe  polishers,  Cam- 
bridge, Mass.,  has  increased  so  rapidly  that  it  has 
made  it  necessary  to  build  an  addition  to  their  pres- 
ent factory  which  will  add  more  than  50  per  cent, 
floor  space,  insuring  greater  efficiency  in  the  hand- 
ling of  orders  received  and  put  them  in  a,  position 
during  the  coming  season,  when  white  and  russet 
shoes  will  be  so  uniformly  worn,  to  give  their  cus- 
tomers prompt  service.    They    were    established  in 


1852,  and  started  with  one  brand,  viz.,  "Gilt  Edge." 
Since  that  time  they  have  expanded  their  line  to  in- 
clude over  150  different  kinds  and  sizes  and  there 
is  not  a  material  used  in  the  manufacture  of  footwear 
for  which  they  do  not  make  a  dressing. 


Shoe  Factory  Reorganized 

The  Rena  Footwear  Company,  Ltd.,  Beaudry 
street,  Montreal,  was  recently  reorganized,  the  name 
being  changed  from  the  Royal  Footwear  Company. 
The  president  is  Mr.  A.  Dessault,  and  the  vice-presi- 
dent Mr.  Bouillan.  On  taking  over  the  business,  the 
new  proprietors  decided  to  reorganize  the  system  of 
business  and  to  change  the  grade  of  boots  and  shoes 
manufactured.  Medium  class  men's  and  women's,  in 
McKays  and  turns,  are  now  put  on  the  market.  So 
far  the  orders  received  have  been  satisfactory,  and 
if  business  develops  on  the  lines  hoped  for,  the  com- 
pany will  remove  to  Maisonneuve,  where  a  factory 
site  has  already  been  secured.  Three  travellers  are 
now  on  the  road,  covering  the  Maritime  Provinces, 
the  province  of  Quebec  and  Ontario,  and  a  fourth 
salesman  will  also  be  engaged. 


Where  "Security"  Brand  Shoes  are  Made 

The  A.  A.  Durkee  Company,  Limited,  Truro,  N.S., 
are  turning  out  some  fine  lines  of  men's  welts  and 
ladies'  McKays.  Mr.  A.  A.  Durkee,  the  general  man- 
ager, is  a  thorough  shoeman  and  the  success  of  the 
business  has  been  due  to  his  experience  and  ability. 
-Xhe  capacity  of  the  plant  is  1,000  pairs  a  day.  Mr. 
Durkee  was  formerly  in  business  in  Yarmouth  under 
his  own  name,  but  three  years  ago  he  transferred  to 
Truro  as  the  latter  place  is  more  central.  For  the 
present  the  company  is  confining  its  attention  to  the 


Factory  of  the  A.  A.  Durkee  Company,  Limited 


Maritime  Provinces  and  have  travellers  on  the  road 
with  the  1912  samples.  All  throughout  the  Maritime 
Provinces  the  "Security"  brand  of  shoes  is  exception- 
ally well  spoken  of,  one  of  the  reasons  for  this  being 
that  Mr.  Durkee  has  secured  some  of  the  very  best 
foremen  in  Lynn,  Mass.,  to  manage  his  various  de- 
partments. The  A.  A.  Durkee  Company,  Limited,  do 
not  deal  with  the  jobber,  but  go  direct  to  the  retail 
trade.  They  have  the  following  travellers  now  on  the 
road :  Oscar  J.  Killam,  covering  the  Valley  and  Shore ; 
D.  M.  Burchill  in  Cape  Breton;  Gordon  L.  Cann  in 
New  Brunswick,  and  Chester  McLure  in  Prince  Ed- 
ward Island. 
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and  Leather  Happening 


Leather  Values  Advancing — Tanners  Control  Market  and  Dictate  Terms 
and  Deliveries    Average  Orders  for  Fall  Styles    The  Strike  Epidemic 


This  shoe  market  is  facing  conditions  which  arc 
disturbing  in  their  character  even  to  those  who  have 
passed  through  the  many  experiences  which  years  of 
mercantile  life  bring  to  all.  Leather  values  have  had 
seasons  of  an  advancing  tendency  in  times  past  but 
the  merchants'  lack  of  confidence  in  their  stability 
checked  trade  and  their  attitude  was  proven  to  have 
been  correct  by  a  descending  scale  of  prices  which, 
however,  occasioned  nearly  as  much  trouble  as  the 
other.  This  was  a  feature  in  1880,  also  in  1891,  and 
again  in  1899,  but  the  advance  was  of  short  duration, 
yet  long  enough  to  create  annoyances  extremely  dis- 
agreeable and  costly. 

So  with  these  remembrances  of  the  past,  the  manu- 
facturer viewed  the  stead_\r  climb  of  prices  with  more 
or  less  complacency,  but  after  months  of  expectancy 
the  shoe  makers  are  now  forced  to  admit  that  the 
holding  power  of  the  tanners  has  developed  conditions 
which  imply  unrestricted  control,  and  dictation  of 
terms,  prices  and  deliveries.  Furthermore,  it  is  evident 
that  the  holders  are  so  well  entrenched  and  their  posi- 
tion  seems  so  secure  that  a  slackening  of  the  demand, 
even  though  prolonged,  will  have  little  effect  to  bring 
supply  and  prices  within  a  normal  range  of  thin---. 
1  -ast  January  the  strength  of  the  leather  market  was 
reflected  in  the  prices  of  all  footwear,  though  not  uni- 
versally conspicuous,  as  men's,  boys'  and  youths' 
shues  were  advanced  to  a  degree  which  checked,  if 
not  prohibited  contracting  for  next  fall's  supply,  while 
ladies',  misses  and  children's  shoes  scarcely  felt  the 
influences  of  the  advancing  tide  of  higfher  values,  and 
thereby  obtained  more  or  less  business. 

During  the  past  two  months  many  requests  for 
orders  were  mailed  to  the  trade,  but  neither  this 
method,  nor  the  personal  solicitations  of  the  travel- 
ing salesmen  had  much  effect ;  so  the  result  is  that 
the  volume  of  orders  for  future  shipment  has  been 
very  light,  particularly  so  on  the  heavy  grades.  Now 
the  season  is  coming  when  fall  and  winter  orders 
should  be  in  the  works,  therefore  the  buyers  are  show- 
ing more  inclination  to  act,  but  they  are  now  con- 
fronted by  a  set  of  prices  conforming  with  the  addi- 
tional cost  of  leather,  and  the  difficulties  of  the  situa- 
tion can  easily  be  conceived,  as  all  footwear  having 
a  specific  quality  has  risen  in  price  since  the  buyers 
were  here  in  the  winter  and  some  predict  that  the 
end  is  not  yet. 

The  illustrations  of  what  the  advertisers  in  the 
Footwear  are  offering  this  trade  make  it  evident  that 
manufacturers  this  side  of  the  line  have  little  to  offer 
Canadians  that  cannot  he  found  in  the  home  market, 
as  a  matter  of  fact,  flattering  comments  upon  the  ad- 
vance made  by  Canadian  shoe  makers  are  frequently 
heard  here,  therefore  it  is  no  easy  task  to  attempt  to 
suggest  any  new  points  for  our  home  merchants  to 
copy.  Tn  looking  over  the  last  issue  of  Footwear  the 
writer  was  so  impressed  with  what  it  revealed  as  to 
be  constrained  to  again  urge  its  advertisers  to  test 
this  market,  at  all  events  it  would  be  the  part  of  wis- 
dom to  secure  a  location  in  the  coming  International 
Shoe  and  Leather  Exhibition  to  he  held  here  from  Julv 
10  to  17,  1912. 


Manufacturers  of  men's  fine  shoes  felt  confident 
that  the  volume  of  business  which  came  to  them  the 
past  year  will  continue.  Their  travelling  men  are  now 
on  the  road  with  fall  samples  and  seem  to  be  meeting 
with  an  average  success  and  sizing  up  orders  by  mail 
are  fully  up  to  expectations.  These  goods  are  closely 
imitated  by  makers  of  the  medium  grades  whose 
business  is  benefited  when  prices  of  footwear  reach 
higher  figures  than  the  masses  will  pay.  Business  has 
improved  on  these  lines,  and  many  orders  have  been 
declined  on  account  of  the  terms,  prices  and  deliveries 
dictated. 

Men's  heavy  side  leather  shoes,  goodyear  welts, 
and  standard  screw  are  held  at  higher  figures  than  a 
month  ago,  and  this  advance  has  taken  place  under  as 
dull  a  condition  of  trading  as  these  grades  have  ex- 
perienced for  some  time.  Orders,  therefore,  are  small 
and  of  a  sizing  up  character.  However,  the  time  when 
these  grades  will  be  wanted  is  growing  less  with  each 
passing  week,  therefore  buyers  and  manufacturers 
must  soon  come  to  terms  as  best  they  may. 

Ladies'  footwear  has  been  exceptionally  favored 
this  season  and  many  factories  are  even  now  worked 
to  capacity  limits.  The  demand  for  white  leather  and 
white  canvass  shoes  has  been  large  and  several  of  the 
plants  have  a  surplus  of  orders  which  will  run  the 
works  until  the  middle  of  May.  Patent  calf,  also  gun 
metal,  are  moving  well,  while  glazed  kid,  notwith- 
standing its  acknowledged  merit  and  the  extra  effort 
made  to  restore  its  popularity,  is  quite  inactive  and 
prices  are  commensurate  with  that  condition.  Makers 
of  misses'  shoes  vary  some  in  their  reports,  the  popu- 
lar lines  are  having  all  they  can  do,  and  are  behind  in 
their  deliveries.  Children's  shoes  are  lacking  that  ac- 
tive demand  they  have  had  for  the  past  two  years, 
new  business  is  small  in  the  aggregate,  though  the 
manufacturers  complain  but  little  and  regard  the  fu- 
ture with  confidence. 

Labor  conditions  are  creating  as  much  apprehen- 
sion here  as  is  the  leather  market.  A  strike  epidemic 
has  been  prevailing  throughout  New  England  and 
its  contagion  has  already  spread  among  the  shoe 
makers.  The  trade  is  considerably  concerned  in  re- 
gard to  it,  and  many  manufacturers  believe  it  should 
not  he  overlooked  in  accepting  orders  for  future  de- 
livery. Lynn  has  but  recently  settled  with  one  and 
what  others  will  follow  none  care  to  predict. 


Don't  guarantee  rubbers  under  any  circumstances. 
Sell  good  goods  and  recommend  them  as  such,  but 
don't  use  the  word  guarantee,  because  wise  merchants 
as  well  as  manufacturers  have  learned  from  experi- 
ence that  it  is  not  a  safe  plan  to  follow. 

Breathes  there  a  man  with  stock  so  dead 
Who  not  unto  himself  hath  said 
"This  is  my  last,  I'll  bite  no  more?" 
That  self  same  thing  he's  said  before! 

You  may  have  to  have  some  rule  about  the  day 
when  you  wash  the  inside  of  your  windows,  but  the 
time  to  wash  them  on  the  outside  is  when  they  are 
dirty. 
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Volume  of  Business  Increasing  —  Travellers  Booking  Heavy  Orders  —  Money 
Plentiful — Merchants  Displaying  Spring  and  Summer  Lines — Prices  Must  Go  Up 


The  volume  of  boot  and  shoe  business  in  Winni- 
peg at  wholesale  during  March  was  from  all  accounts 
very  satisfactory.  The  movement  was  considerably 
larger  than  in  February,  and  also  larger  than  in  the 
corresponding"  month  of  last  year.  Some  of  the  local 
jobbers  confess  to  being  somewhat  surprised  that  the 
demand  from  country  points  is  as  large  as  it  is,  tak- 
ing into  consideration  that  the  conditions  under  which 
seeding  will  be  done  are  not  yet  known,  to  say  no- 
thing about  the  1912  crop  outlook. 

The  sorting  spring  and  summer  demand  is  fairly 
active,  and  travellers  are  booking  a  big  amount  of  fall 
business.  The  country  is  prosperous,  and  the  whole- 
salers are  confident  that  there  will  be  a  brisk  con- 
sumptive demand  in  the  coming  months.  Stocks  at 
retail  in  the  country  are  comparatively  small,  and  the 
expansion  in  trade  is  quite  natural.  1  he  rapid  growth 
of  the  west,  as  regards  immigration,  and  eood  indus- 
trial conditions,  is  resulting  in  the  increased  volume 
of  footwear  each  year,  as  well  as  in  other  classes  of 
merchandise. 

Collections  are  gradually  improving  in  the  west- 
ern provinces,  and  there  are  indications  that  money 
will  be  fairly  plentiful  in  trade  circles  in  the  coming 
season.  Many  people  do  not  consider  the  impor- 
tance of  the  immigrants  as  far  as  volume  of  incoming 
money  is  concerned.  Few  people  stop  to  think  that 
100,000  new  settlers,  with  an  average  of  even  $100 
each,  bring  into  the  country  an  aggregate  of  $10,000,- 
000.  The  distribution  of  even  tnat  amount  has  a 
beneficial  effect  on  the  circulation  of  money. 

New  settlers  are  pouring  in  from  the  east  and 
south,  and  it  is  confidently  expected  that  a  record 
number  will  reach  the  Canadian  west  during  this 
year.  Most  of  the  arrivals  come  pretty  well  supplied 
with  money,  and  the  retail  merchants  in  the  districts 
into  which  they  will  go  should  do  an  increased  amount 
of  business.  In  face  of  the  assurance  that  the  in- 
dustrial corporations  are  to  spend  such  vast  amounts 
of  money  in  these  provinces,  that  there  is  so  much 
capital  being  invested  in  various  ways,  and  that  the 
thousands  of  settlers  coming  into  the  country  are 
quite  well  off  financially,  the  western  shoe  men  should 
have  a  harvest  of  cash  trade  in  the  coming  months. 

The  Winnipeg  retail  shoe  merchants  are  displaying 
their  spring  and  summer  lines,  and  already  there  is 
brisk  trade  in  spring  footwear.  Most  stores  have 
given  special  attention  to  Easter  shoes,  and  stocks 
have  been  disappearing  rapidly.  Ordinary  everyday 
shoes  have  been  in  big  demand  recently.  The  large 
army  of  construction  and  farm  laborers  have  been 
getting  their  supplies  for  the  season. 

At  present  jobbers  are  interested  in  rubber  plac- 
ing business  for  fall,  although  spring  sorting  in  rub- 
bers is  also  brisk.  The  competition  in  rubber  placing 
for  fall  is  keen.  From  present  indications  everything 
points  to  business  being  greatly  increased  in  1912. 
Crude  rubber  evidently  continues  to  advance  in  price. 
Wholesalers  and  manufacturers  say  that  1912.  costs 
have  been  figured  on  lower  prices,  and  if  the  market 
stands  or  advances,  higher  selling  prices  are  inevit- 
able.   Prices  are  subject  to  change  without  notice. 


Higher  prices  in  leather  footwear  are  bound  to 
come,  said  J.  J.  Kilgour,  of  the  Kilgour  Rimer  Co., 
Ltd.,  Winnipeg,  to  the  representative  of  "Footwear 
in  Canada."  Everything  points  that  way.  United 
States  manufacturers  have  already  increased  fully  5 
per  cent,  to  cover  cost  of  raw  material  and  labor,  and 
now  we  find  Canadian  manufacturers  gradually  rais- 
ing a  line  here  and  there  through  their  ranges,  said 
Mr.  Kilgour,  claiming  their  margin  of  profit  on  many 
kinds  have  developed  into  a  loss  owing  to  the  cost 
of  material. 

The  percentage  of  profit  on  shoes  has  always  been 
much  closer  than  other  lines  of  trade,  continued  Mr. 
Kilgour,  and  if  leather  goes  up  half-a-cent  a  foot,  lin- 
ings one  cent  a  yard,  or  eyelets  25  cents  per  thou- 
sand, it  means  thousands  of  dollars  loss  to  the  manu- 
facturer in  a  year.  The  ordinary  merchant  thinks  this 
a  small  thing  when  he  is  ordering  twenty  or  thirty 
pairs  of  shoes,  but  when  you  take  into  consiedration 
that  some  factories  turn  out  ten  thousand  pairs  a 
day,  or  three  million  pairs  a  year,  you  can  readily 
see  what  half-a-cent  or  one  cent  additional  cost  means 
to  them. 

A  merchant  may  think  that  because  he  has  been 
selling  a  certain  shoe  at  $2.00,  and  this  particular  shoe 
is  raised  five  or  ten  cents  at  the  factory,  he  must  still 
sell  it  at  $2.00  This  is  wrong,  and  not  good  business. 
He  should  mark  it  up  to  $2.25  and  get  his  profit. 
Keep  the  standard  of  the  shoe  up  and  your  customers 
will  be  better  satisfied.  Twenty  years  ago  hides  could 
be  bought  as  low  as  3  cents  per  pound;  to-day  they 
are  quoted  at  from  9  to  12  cents,  and  yet  boots  and 
shoes,  on  the  whole,  are,  according  to  Mr.  Kilgour, 
20  per  cent,  cheaper  than  when  hides  were  low.  Labor 
is  at  least  50  per  cent,  higher,  and  all  materials  have 
increased  accordingly.  Then  why  are  shoes  better 
made  to-day  and  cheaper  than  they  were  twenty  years 
ago?  There  have  been  great  strides  in  shoe  machin- 
ery. Often  a  machine  which  saves  the  cost  of  pro- 
duction three  to  five  cents  a  pair  perhaps  cost  $2,000 ; 
but  as  soon  as  another  machine  comes  out  that  will 
even  save  one  cent  a  pair,  the  former  machine  is 
sent  to  the  scrap  heap. 

Take  the  first  opportunity  you  have,  said  he,  and 
see  one  of  those  machines  do  a  certain  piece  of  work 
on  a  shoe,  running  out  3,000  pairs  a  day.  Twenty 
years  ago  the  machine  in  vogue  would  make  only 
probably  300  pairs  a  day,  and  make  a  very  poor  job 
of  it  at  that,  comparatively.  This  revolution  in  ma- 
chinery is  why  manufacturers  sell  shoes  cheaper  to- 
day in  comparison  with  the  cost  of  labor  and  ma- 
terial. 


In  proportion  as  women's  foot-gear  becomes  as 
conspicuous  as  their  head  gear,  so  will  styles  change 
and  prices  soar. 


It  is  perfectly  fair  to  increase  your  own  trade  by 
getting  business  away  from  your  competitor,  but 
don't  allow  yourself  to  do  things  merely  to  injure  a 
competitor  when  it  will  not  be  playing  fair. 
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Cranky"  Customer 


A  Satisfied  "Crank"  is  the  Best  Advertisement  —  Salesmanship  Re- 
quired for  these  Customers    Women  with  Small  Feet  Hard  to  Fit 


By  W.  H.  Plummer 


Satisfy  a  crank  and  yon  have  a  walking  advertise- 
ment. 'The  easy-going,  light-hearted  sort  of  customer 
is  not  hard  to  suit,  as  a  rule,  has  no  particular  style 
in  mind,  and  generally  decides  quickly,  lie  enters 
the  store  and  says:  "I  gtress  I  need  a  pair  of  shoes." 
It  is  then  up  to  the  salesman  to  show  several  styles, 
at  prices  that  will  neither  frighten  nor  offend.  At  the 
salesman's  suggestion,  perhaps,  lie  tries  them  on  and 
decides  on  a  pair  in  a  short  time.  He  does  not  seem 
to  notice  any  great  difference  in  shoes,  as  he  has  a 
good  average  foot,  and  is  easy  to  fit.  "Pigs  is  Pigs," 
and  "shoes  are  shoes,"  from  his  point  of  view.  Two 
months  afterwards  he  might  forget  just  where  he 
purchased  that  particular  pair  unless  he  happened  to 
be  a  regular  patron  of  the  store.  This  kind  of  cus- 
tomer is  easy  to  sell ;  he  comes  into  your  store  expect- 
ing to  buy  a  pair  of  shoes,  and  no  miracle  is  per- 
formed when  he  is  suited.  He  expects  to  be  suited 
and  is  not  liable  to  tell  his  friends,  unsolicited,  that 
yours  is  the  best  shoe  store  in  town.  He  would  get 
suited  at  most  any  store. 

The  crank  enters,  however,  and  with  a  voice 
that  would  put  the  circus  lemonade  man  to  shame  en- 
quires,— "Have  you  a  vici  kid  bal,  single  sole,  7*/2  B, 
about  $5.00  or  $5.50?  I  don't  want  a  Blucher  and 
you  needn't  show  me  any  of  those  twisted  things." 

This  individual  has  everything  down  pat  and  is 
not  open  for  suggestions.  His  manner  is  domineer- 
ing and  it  often  takes  a  lot  of  self-control  on  the 
salesman's  part  not  to  show  his  feelings.  He  knows 
that  the  last  pair  of  shoes  of  this  description  were 
sold  for  $2.98  at  semi  annual  clearance  sale,  and  it 
was  decided  best  to  discontinue  that  style  as  it  was 
considered  a  dead  one.  He  shows  the  styles  that 
come  nearest  the  description,  of  the  narrowest  widths 
in  stock  and  ventures  a  Patent  Colt  Bal  on  a  straight 
dressy  last,  C  width,  also  a  Velour  Calf  Bal  that  has 
the  slightest  suggestion  of  a  swing,  telling  the  custo- 
mer that  patent  colts  have  been  giving  such  splendid 
satisfaction  from  a  wearing  standpoint,  that  they 
found  a  very  small  demand  for  the  vici  and  found  it 
necessary  to  discontinue  several  styles.  Of  course, 
they  had  a  few  styles  of  the  Blucher  pattern,  but  he 
didn't  suppose  he  would  care  to  look  at  those." 

This  is  where  the  salesman  must  exercise  tact. 
Very  often  if  such  a  customer  is  given  "lots  of  rope" 
he  will  sell  himself.  Some  "cranks"  are  conscious  of 
the  fact  that  they  are  fussy,  and  should  you  be  out 
of  the  article  asked  for,  they  almost  look  to  have  some- 
thing else  forced  on  them,  and  the  argument  used  at 
the  point,  when  "something  better"  is  shown,  must 
not  antagonize  the  customer,  but  at  the  same  time 
should  carry  enough  confidence  and  reasoning  to 
show  why  the  substitute  is  better.  If  a  sale  is  made 
by  sheer  strength  of  mind,  it  had  better  not  have  been 
made. 

A  good  salesman  is  willing  to  lead,  explain  and 
advise,  but  should  not  try  to  force  his  particluar 
choice  on  a  customer  by  resorting  to  hypnotic  meth- 
ods. However,  most  of  these  "cranks,"  as  their  defi- 
nite enquiry  would  suggest,  are  not  easily  swung  to 


the  salesman's  way  of  thinking  and  require  very 
delicate  handling.  Perhaps  you  sell  him  the  patent 
colt  on  the  dressy  last  which  appealed  to  his  quiet 
taste  and  really  suited  him  better  than  the  shoe  he 
had  in  mind.  Incidentally  yours  was  the  third  store 
that  he  had  visited  and  he  was  prett"  well  convinced 
that  his  particular  shoe  would  be  hard  to  find.  You 
sold  him  a  jar  of  patent  leather  cream  and  a  wool 
polishing  mitts  also,  and  the  shoes  are  wearing  so 
well  that  he  simply  cannot  help  telling  his  friends 
about  them.  Of  course,  he  never  fails  to  mention 
where  he  bought  them.  Thus  it  pays  to  sell  a  fussy, 
cranky  customer!  His  friends  know  him  and  say 
mentally, — "well,  if  they  can  suit  Jones  at  Blank  & 
Co.,  I  guess  they  can  suit  me. 

Then  there  is  the  cute  little  woman  with  the  large 
eyes  and  small  feet,  who  "can  just  swim  in  anything 
larger  than  size  1,"  and  often  has  to  take  a  pair  with 
low  heels  and  wide  toes.  It  is  surprising  how  few- 
stores  cater  to  these  little  women  who  "do  not  see 
why  they  don't  make  high  heeled  and  short  vamped 
shoes  in  size  1." 

An  incident  happened  a  short  time  ago,  in  a  city 
not  more  than  two  thousand  miles  from  Plalifax,  in 
which  a  small-footed  lady  was  the  principal.  She 
visited  the  largest  shoe  store  and  enquired  for  a  pair 
of  patent  colt  Blucher  shoes,  size  1,  Cuban  heel, 
whereupon  the  salesman  informed  her  in  confident 
tones  that  they  could  not  be  bought  in  the  city  in  a 
smaller  size  than  2l/2.   The  customer  said  that  she  had 

found  no  trouble  in  getting  them  in   (naming  a 

city  of  much  smaller  size),  and  thought  surely  that 
some  store  would  have  them.  However,  she  would 
try.  A  few  days  afterwards  she  called  at  the  same 
store  wearing  a  pair  size  1  of  the  kind  she  had  asked 
for,  purchased  at  a  smaller  store  a  few  blocks  away. 
Showing  them  to  the  salesman,  she  enquired,  "Don"t 

you  think  they  are  pretty?  I  bought  them  at  —  , 

and  he  said  that  they  sold  quite  a  lot  of  that  size." 
Needless  to  say,  the  salesman  who  "knew  it  all"  felt 
about  as  small  as  a  five  cent  piece  and  tried  to  smooth 
things  over  with  a  flimsy  excuse. 

Referring  to  these  little  women,  the  term  "crank" 
is  probably  a  little  harsh.  They  are  not  always  as 
fortunate  as  their  larger  sisters  in  securing  pretty 
footwear,  but  they  know  just  as  well  as  you  do  that 
they  only  wear  a  misses  size,  and  it  is  up  to  you  to 
please  them  if  you  possibly  can,  if  you  want  some 
free  advertising.  Small  women  are  rarely  taciturn 
and  they  will  talk  "shoes"  to  your  advantage  if  you 
please  them. 

Just  because  the  dust  has  been  wiped  off  from 
the  show  case  once  to-day  is  not  reason  why  it  should 
go  until  to-morrow  before  being  dusted  again  if  it 
needs  it  before. 


A  good  waiter  may  make  good  in  a  restaurant 
but  he  has  no  place  in  the  world  of  business  where 
advertising  is  what  gets  the  trade. 
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A  Vancouver  Retailer  on  Shoe  Styles 

"Conservative  taste  is  a  feature  of  the  new  foot- 
wear which  one  heartily  approves,"  said  a  Vancouver 
shoeman.  "Exaggerations  of  all  sorts  are  now 
looked  upon  by  the  fashion  world.  The  stagey 
boots  with  ridiculously  short  vamps  and  tower- 
ing heels  are  no  longer  sold  in  the  better  class 
stores.  There  is  a  tendency  towards  the  lowering  or 
dropping  of  the  knob  or  swelling  on  the  toes  of  foot- 
wear. The  boot  manufacturers  whose  output  was 
largely  comprised  of  this  style  will  have  a  raft  of  lasts, 
representing  thousands  of  dollars  invested,  to  be  cast 
to  the  fiery  furnace.  This  applies  mainly  to  men's 
footwear,  as  the  general  demand  for  lower  and  more 
receding  toes,  and  lower  heels  is  rapidly  growing; 
as  can  be  seen  by  our  leading  American  and  Can- 
adian shoe  toggery.  No  doubt  the  coming  spring  and 
fall  styles  will  feature  a  very  large  array  of  the  more 
business  shape  lasts  and  take  the  place  of  the  high 
knob  toes  and  high  heels,  which  have  had  the  call 
for  the  past  two  or  three  seasons  throughout  United 
States  and  Canada. 

"In  women's  footwear,  I  think  the  lasts  now  used 
are  about  the  best  ever  put  on  the  market,  not  the 
above  mentioned  stage  lasts  or  the  long  forgotten 
common-sense  style,  with  its  hideous  straight  last, 
long  rounded  toe  and  a  lift  or  two  of  heel,  which  is 
by  far  from  making  an  appearance  over  the  fashion- 
able horizon.  Nothing  in  women's  dress  has  ever 
been  more  uncompromising,  plain,  and  uninteresting 
than  the  dreadful  common-sense  shoe  which  made  in- 
steps flat  and  caused  great  suffering  and  pain  with 
broken  down  arches,  and  added  several  times  to  the 
apparent  width  and  length  of  the  foot.  Nowadays 
common-sense  lines  in  women's  footgear  means  man- 
ish  lines,  the  full  round  toe,  short  vamps  and  medium 
heels,  making  a  comfortable  last  straight  along  the 
inside  of  the  sole  and  with  a  swing  at  the  outer  edge 
which  insures  plenty  of  room  under  the  ball  of  the 
foot. 

"As  to  the  coming  styles  I  rather  think  the  day  of 
velvets,  satins  and  other  dress  goods  material  made 
into  shoes  is  a  thing  of  the  past  for  street  wear, 
though  a  few  classes  are  still  in  demand  for  evening 
wear.  These  will  be  replaced  with  gunmetal  and 
tans,  in  lace  and  buttons.  For  dress  wear  the  patent 
leather  still  holds  its  place.  Button  shoes  are  be- 
coming more  and  more  popular  every  day  in  this 
part  of  the  Dominion.  Eight-tenths  of  the  women's 
shoes  sold  are  buttons  and  very  few  laces  are  sold 
in  this  line,  whereas  it  is  more  evenly  divided  with 
the  men's  footwear.  This  summer  will  also  see  a 
large  showing  of  white  canvas  and  white  duck  but- 
ton boots,  about  12  or  13  button  effects,  while  the 
warmer  months  will  call  for  a  large  showing  of  black 
calf,  patent,  tan,  tan  suede,  white  canvas  and  white 
buck  colonial  pumps  with  buckles  to  match,  also  ox- 
fords will  be  in  great  demand  made  from  the  various 
leathers  on  the  new  lasts  with  straight  and  fancy  tips, 
plain  and  fancy  perforation  on  tips  and  foxing. 

"The  shoe  world  is  doing  away  with  the  lace  boots 
and  replacing  them  with  buttons,  causing  the  retailers 
much  inconvenience  and  loss  of  time,  especially  in  the 
busy  season,  with  the  continual  putting  on  and 
moving  of  the  buttons.  The  great  trouble  with  the 
manufacturers  is  the  using  of  all  shapes  and  sizes  of 
buttons  and  different  varieties,  such  as  bird's-eye, 
gunmetal,  and  polished  buttons  in  the  different  col- 
ors, and  never  using  as  it  should  be,  viz.,  a  standard 


size  either  in  a  dull  or  bright  finish  as  the  style  of 
shoes  may  require.  But  there  was  no  trouble  in  the 
days  of  the  lace  boot,  and  the  latter  is  bound  to  come 
back  in  a  very  short  time.  You  could  always  insure 
a  good  fit,  and  the  purchaser  could  lace  them  to  suit 
his  own  requirements,  either  over  a  high  or  low  in- 
step, or  a  thin  or  fleshy  foot." 


Heat  vs.  Blacking 

Stain  and  blacking  manufacturers  have  often  said 
that  many  of  the  complaints  made  by  shoe  manufac- 
turers, superintendents  or  foremen,  alleging  that  the 
stains  or  blackings  did  not  run  even,  that  they  varied 
in  quality,  etc.,  and  produced  poor  results,  etc.,  were 
not  based  so  much  on  a  real  change  in  the  quality  of 
the  stain  or  blacking  as  upon  a  change  in  the  condi- 
tions under  which  they  were  applied. 

One  of  the  most  important  agencies  in  creating 
this  apparent  discrepancy  in  the  quality  of  finishing 
stains  is  believed  to  be  the  varying  degree  of  heat 
maintained  on  the  tools  used  in  making  the  finish ; 
for  instance,  if  the  finishing  iron  is  not  hot  enough, 
it  would  not  set  the  wax  in  the  blacking  into  the 
pores  of  the  leather,  and,  consequently,  would  not 
produce  good  results  in  edge  or  bottom  finishing,  and 
on  the  other  hand,  if  the  finishing  tool  was  too  hot, 
it  would  burn  off  the  blacking,  and  thus  make  a 
good  job  impossible. 

The  advent  of  electric  heat  appliances  for  heating 
shoe  machinery  that  requires  artificial  heat,  should 
be  of  distinct  advantage,  therefore  to  the  obtain- 
ing of  a  square  deal  for  the  different  makes  of  stains 
and  blackings,  because  as  electric  heat  becomes  more 
generally  used,  the  conditions  will  become  more  uni- 
form, and  there  will  be  altogether  less  likelihood  of 
a  good  stain  or  blacking  being  injured  in  reputation 
by  the  faulty  heating  of  the  finishing  tool  by  which 
it  is  applied. 

To  protect  their  goods  against  the  depredations 
of  the  over-cold  iron  on  the  one  hand,  or  the  over- 
hot  iron  on  the  other,  the  manufacturers  of  stains 
and  blackings  should  welcome  the  introduction  of 
electric  heating  devices  that  insure  a  uniform  degree 
of  heat  wherever  it  is  anolied. 

There  has  been  a  great  advance  in  the  science  of 
applying  electric  heat  to  shoe  machinery  within  the 
past  year  and  some  of  those  appliances  have  proved 
phenominally  successful.  Among  the  most  successful 
and  valuable  applications  of  electric  heating  devices 
to  shoe  machinery  is  the  one  just  brought  out  and 
ready  for  the  market ;  namely,  the  electric  appliance 
for  heating  heel  finishing  machines,  which  is  winning 
marked  favor  among  those  manufacturers  using  it,  be- 
cause of  the  uniform  degree  of  heat  being  controlled 
by  a  rheostat,  which  makes  for  a  superior  quality  of 
work,  and  also  because  of  the  general  cleanliness  of 
this  method  of  heating  shoe  machinery  as  compared 
to  gas. 

When  a  shoe  factory  is  equipped  with  electric  heat- 
ing devices  on  its  finishings  machines  and  can  main- 
tain absolutely  uniform  condition  of  heat,  it  can  then 
come  pretty  near  telling  whether  those  who  supply 
the  stains  and  blackings  are  giving  them  a  uniform 
product. 


When  a  little  store  advertises  a  "Mammoth,  Man- 
ufacturers' Sale"  it  advertises  that  it  has  little  regard 
for  the  facts  in  getting  up  a  sensational  heading. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display-  Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


In  giving  space  in  Footwear  to  the  expert  criti- 
cism of  current  shoe  advertising,  our  aim  is  to  be  of 
the  greatest  possible  service  to  the  busy  retailer,  and 
particularly  to  the  retailer  with  little  experience  in 
the  preparation  of  effective  advertising  matter.  De- 
structive criticism — the  kind  of  criticism  that  finds 
fault,  that  "pulls  to  pieces,"  that  sees  only  matter 
for  ridicule  in  the  labored  efforts  of  the  beginner,  may 
have  a  certain  amount  of  value,  it  may  sometimes  be 
quite  necessary,  and  may  be  turned  to  valuable  ac- 
count by  the  cool-headed  business  man  with  some 
experience  in  the  advertising  field,  but  to  the  begin- 
ner it  is  likely  to  act  as  a  damper.  Constructive  and 
instructive  criticism,  on  the  other  hand,  while  it  may 
pass  over  some  faults  very  lightly,  and  apparently 
fail  to  notice  others  altogether,  aims  to  encourage 
rather  than  discourage,  to  explain  why  one  method  or 
one  arrangement  is  better  than  another,  to  deal  first 
and  foremost  with  principles  rather  than  with  less  im- 
portant details,  and  step  by  step  to  improve  the  adver- 


•  •  \r*  •  • 

Every  child  born  the  month  of  March  or  April,  1912, 
are  entitled  to 'a  nair  of  Infant's  Slices  at 

Weiss  Bros. 

NEW  SHOE  STORE 

Cliinneck's  Old  Stand  Near  Roval  Hotel 


Using  standards  of  the  retailer  who  is  prepared  to 
give  to  the  subject  the  time,  thought  and  careful  study 
that  the  importance  of  his  advertising  in  the  scheme 
of  modern  business  demands. 

That  our  efforts  in  the  direction  of  "constructive" 
criticism  are  appreciated  the  readers  of  this  journal 
have  not  been  slow  to  show,  and  in  again  extending 
a  cheery  welcome  and  invitation  to  all  who  have  not 
yet  taken  advantage  of  this  department,  let  us  re- 
mind them  that  we  would  always  rather  praise  than 
find  fault,  and  encourage  rather  than  discourage.  Let 
us  remind  them  also,  however,  that  there  is  no  surer 
way  to  learn  than  through  mistakes.  The  most  suc- 
cessful business  man  is  the  man  who  is  quick  to  learn 
from  his  own  mistakes  and  quick  also  to  learn  and 
profit  from  the  mistakes  of  others. 

A  Good  Idea 

Behind  the  Weiss  advertisement  which  we  repro- 
duce as  our  first  illustration  this  month,  there  is  the 
good  idea  of  a  young  house  that  wants  to  get  ac- 
quainted. Mothers  talk.  Mothers  do  most  of  the 
shopping  for  the  ordinary  household.   And  one  of  the 


surest  ways  to  get  hold  of  mothers  will  always  be 
through  the  mother's  interest  in  the  little  ones.  To 
this  extent  the  advertisement  is  good,  but  the  busi- 
ness idea  behind  the  giving  away  of  free  shoes  is 
almost  lost  sieht  of.    And  after  all  it  is  this  side  of 


Free  Shoes  for  "Baby" 

At  Ghianeck's  Old  Stand,  near  to  the  Royal  Hotel, 
we  have  opened  a  new,  up-to-date  Shoe  Store: 

All  round  "square  dealing"  is  our  business  policy. 
We.  handle  only  shoes  that  we  know  are  dependable. 
We  sell  at  close  prices  for -'spot  cash."  Conic,  then; 
we  want  you  to  know  us —  our  store — our  methods — 
what  we  sell  and  all  about  us,  and  we  want  to  know 
you. 

And  to  mark  this  special  opening  of  our  New  Store 
we  are  going  to  fit  out  every  little  one  born  during 
March  and  April  with  a  free  pair  of  our  dainty  Shoes 
for  the  Baby. 

Tell  your  friends.  Come  yourselves.  We  shall  be 
glad  to  see  you  all  at  our  New  Store. 

Weiss  Bros.  New  Shoe  Store 


Chinneck's  Old  Stand 


Near  Royal  Hotel 


the  proposition  that  means  business  for  the  new  shoe 
store.  The  giving  away  of  shoes  is  only  a  means  to 
an  end. 

What,  then,  is  the  end  in  view?  Obviously 
the  object  of  giving  shoes  away  is  to  interest  as  many 
people  as  possible  in  the  new  store,  its  ways  of  doing 
business,  the  quality  and  variety  of  its  stock,  and 
the  courteous  and  efficient  service  it  offers. 

This  might  have  been  brought  out  much  more 
strongly  by  an  announcement  on  the  lines  shown  in 
our  second  example.  Here,  free  shoes  are  still  used 
as  the  bait  and  catch-line,  but  the  reader  cannot  get 
away  with  the  bait  with- 
out also  swallowing  the 
business  side  of  the  an- 
ouncement. 


No  Word  of  Prices 

Stark's  advertisement  of 
Sorosis  Shoes  leaves  little 
to  be  desired  in  the  way  of 
setting  and  display.  It  is 
attractive  and  easily  read. 
The  effect  is  enhanced  by 
sufficient  white  space,  and 
although  a  minor  change  or 
two  would  have  added  to 
the  effectiveness  of  the 
wording,  the  argument  is 
excellent  and  it  is  stated 
concisely,  in  simple  lang- 
uage and  in  short,  simple, 
readable  sentences.  But 


"The  Shce-  That  Hikes  the, 
BRAND  Worth  Looking  Tot." 

It  is  because  the  Sorosis  Shoe 
iloirucrs  bavv  studied  feet  so 
thoroughly  th.it  tlicy  can  fit 
tUeu'  so  perfectly.  Beauty  and 
style,  wiltimit  bHnfort;  are  easib 
idltailMbrc.  Comfort,  without 
pearance,  is  sometimes  possible, 
but  the  Sorosis  Shoe  is  the  rare 
<  emljinancu  of  beauty,  style  and 
tfUtlifoTt  crb'ch  is  -hoc  art. 

SOLE  AGENTS 

STARK'S  SHOE  STORES 

Two  Stores;  ttfSSlZSSSw*?" 
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"Red  Cross"  Shoes 

ARE  BETTER  ! 

The  increasing1  number  of  satisfied 
wearers  of  these  famous  shoes  is  the 
best  proof  we  have  to  offer.  The  "Red 
Cross"  shoe  has  the  regular  weight  sole  and 
yet  is  as  flexible  as  a  slipper1  "It  bends  with 
the  foot"  and  is  practioally  noiseless.  By 
means  of  a  special  process  these  shoes  do  not 
require  "breaking'  in"  but  are  comfortable 
from  the  start.  Styjle  has  not  been  sacrificed 
in  order  to  produce  a  comfortable  shoe,  but  is 
an  important  feature  '  Red  Cross"  shoes  were 
first  manufactured  in  the  United  States  but 
are  now  made  in  Canada  by  J.  and  T.  Bel',  Ltd., 
of  Montreal,  thus  the  consumer  is  not  paying  a 
thirty  per  cent  duty  charge  as  on  other  Ameri 
can  shoes  but  buys  them  at  the  American  price 
Made  for  Worrten  Only. 

Cajh  Price  Credit  Price 

Vici  Kid  Oxfords  93  33  $3.50 

•'    "  Blu  Oxford*  3  33  3.50 

 '<     BaU  4.00  4.25 

 •  4.00  4.00 

P»t.  Colt  "      •'  4.25  4.50 
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The 


Sussex  Mercantile  Co., 


Limited. 


O 

Prints 

Many  new  patterns  to  pick 
from  at  the  same  old  price. 

Also  a  good  line  of 
English  Prints  in  nice 
designs. 


there  is  not  one  word  about  prices.  This  is  the  one 
most  serious  fault  in  an  otherwise  good  announce- 
ment. 

Prices  Given  Due  Prominence 

The  advertisement  of  the  Sussex  Mercantile  Com- 
pany, reproduced  as  our  last  example,  appeared  as  one 
corner  of  a  full-page  general  announcement.  In  this 
case  prices  are  given  due  prominence  and  the  ad- 
vantage of  buying  for  cash  is  cleverly  emphasized 
by  contrasting  the  cash  and  charge  price  of  each  item 
quoted.  The  cut  explains  one  of  the  good  talking- 
points  of  Red-Cross  shoes,  and  a  number  of  others 
are  brought  out  in  the  body  of  the  advertisement.  Two 
of  the  good  points  in  connection  with  any  line  of 
shoes — are  made  unnecessarily  hard  to  read  and  hard 
to  make  out,  however,  by  the  style  of  setting-  adopted. 
These  points  might  well  have  been  used  as  a  display- 
ed sub-heading  in  preference  to  the  bare  statement 
that  Red-Cross  shoes  "Are  better."  In  this  adver- 
tisement also  a  little  more  careful  wording  would  have 
been  worth  while.  "These  shoes  do  not  require 
'breaking  in,'  "  for  instance,  not  "by  means  of  a  spe- 
cial process,"  but  "owing  to  a  special  process  in  their 
manufacture."  This  seems  at  any  rate  to  be  the  in- 
tended meaning  of  a  somewhat  ambiguous  sentence. 

A  OuesiLiosn 


The  retail  shoe  merchant,  like  the  retailer  in  all 
other  lines  of  business  to-day,  has  to  meet  keen  com- 
petition. To  compete  successfully  against  the  strict- 
ly "legitimate"  business  methods  of  other  retailers  in 
his  own  line  and  in  his  own  town  is  often  difficult 
enough.  The  competition  of  the  department  store 
and  the  mail-order  house  is  also  becoming  an  increas- 
ingly difficult  problem  for  the  small  dealer,  in  the 
country  as  well  as  in  the  city.  Beyond  all  this  there 
is  the  unfair  and  "illegitimate"  competition  of  the 
sample  store,  the  auction  room  and  the  fake  sale 
which  constitute  one  of  the  most  serious  abuses  in  the 
trade  to-day,  and  with  which  it  is  extremely  difficult 
to  deal  without  effective  trade  organization. 

The  net  result  of  such  competition  to  the  wide- 
awake dealer  with  an  established  connection,  is  prob- 
ably less  serious  than  might  be  supposed.  Its  influ- 
ence, however,  is  distinctly  demoralizing.  It  is  just 
here  that  the  question  of  policy  arises  with  which 
we  wish  now  to  deal.  How  is  the  shoe  dealer  who  is 
doing  an  honest  business  upon  well  established  lines 
to  meet  the  advertising  of  the  sample  store  and  the 
bargain  counter?  Shall  he  attempt  to  meet  them  upon 
their  own  ground,  to  bend  his  business  methods  to 
their  warped  standard  and  work  up  his  advertising 
upon  a  basis  of  misrepresentation — the  margin  be- 
tween that  may  easily  be  overstepped — or  shall  he  lay 
the  foundations  of  his  business  and  his  advertising 
upon  the  basis  of  better  goods  and  better  service? 

It  is  a  great  temptation  to  the  inexperienced  re- 
tailer in  particular,  to  attempt  to  meet  cut  prices  with 
prices  still  further  cut,  and  "loud"  advertising  with 
advertising  a  little  louder  still,  but  in  the  great  ma- 
jority of  cases  it  is  a  suicidal  policy.  The  people  that 
are  in  that  kind  of  business  are  not  new  to  the  game. 


Policy 


They  know  well  what  they  are  doing.  They  know 
where  to  buy  the  kind  of  goods  they  want  for  the  kind 
of  business  they  are  doing.  They  know  how  to  ad- 
vertise the  goods  when  they  have  them,  they  advertise 
freely  and  often  unscrupulously.  At  the  same  time, 
between  the  sample  store  and  similar  concerns  and  the 
established  shoe  dealer  there  is  this  all-important  dif- 
ference :  the  one  is  building  for  a  permanent  connec- 
tion while  the  other  is  never  in  one  place  very  long. 
The  one  is  building  upon  good-will  and  local  reputa- 
tion, and  such  building  is  the  work  of  time.  The 
other  cares  nothing  about  reputation.  The  whole 
business,  its  methods  and  its  advertising,  are  plan- 
ned for  quick  profits — for  a  while;  and  when  one 
town  or  one  district  gets  a  little  too  warm  a  more 
profitable  field  is  looked  out. 

But  how  is  the  legitimate  dealer  to  meet  this  kind 
of  competition?  Let  him  talk,  show  and  advertise 
"quality"  and  "service," — wisely,  steadily  and  per- 
sistently. This  is  his  surest  and  safest  way  to  offset 
the  arguments  of  the  mere  price-cutter  and  ultimately 
to  come  into  his  own. 

The  bargain  idea  has  been  overworked.  It  is  not 
as  all-powerful  in  business  as  it  was  a  while  ago. 
Many  people  mistrust  the  bargain  to-day.  They  have 
been  fooled.  They  have  learned  by  experience.  They 
come  to  understand  that  nine  times  out  of  ten  price- 
cutting  is  only  another  name  for  quality-cutting; 
that  whether  buying  spring  footwear  or  paying  for 
gas  through  a  slot-meter  they  are  likely  to  get  just 
about  what  they  pay  for;  that  there  are  a  dozen  good 
reasons  why  a  well  established  and  progressive  dealer 
who  knows  them,  perhaps,  whom  they  know  and  who 
has  a  local  reputation  to  maintain  should  give  them  as 
good  values,  as  good  quality  and  better  service  than 
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they  are  likely  to  get  anywhere  else.  Nor  should  it 
be  forgotten  that  the  public  is  inclined  to  accept  a 
man  and  a  merchant  at  his  own  valuation  to  a  very 
great  extent.  Let  him  persistently  advertise  his  store 
as  a  "quality"  store  and  at  the  same  time  make  good 
over  his  counters  every  promise  that  his  advertising 
makes  of  qualitv  and  service,  and  the  public  will  come 
to  accept  himself  and  his  goods  very  much  at  his  own 
valuation.  A  reputation  for  absolute  dependability 
is  one  of  the  very  best  assets  the  shoe  dealer — the 
small  merchant  in  any  line  of  business — can  possibly 
acquire,  and  that  this  is  the  true  business  policy  for 
both  the  store  and  the  store  advertising  is  being 
demonstrated  by  the  most  successful  shoe  dealers  in 
the  country  to-day. 

The  shoe  dealer  who  has  decided  this  question  of 
advertising  policy  rightly  has,  therefore,  made  a  first 
important  step.  But  it  is  only  one  step,  after  all,  in 
the  direction  of  really  profitable  advertising.  Tie  must 
advertise  also  persistently,  thoughtfully,  resourceful- 
ly. He  must  give  time  to  the  preparation  of  his  ad- 
vertising or,  if  his  own  hands  are  too  full,  let  him 
give  the  work  into  the  hands  of  his  brightest  clerk 
and  encourage  him  to  give  thoughtful  attention  to  it. 
Have  advertising  matter  planned  out  fully  a  month 
in  advance.  Have  window  cards  similarly  prepared 
before  they  are  needed,  and  neglect  no  opportunity 
in  strengthen  the  impression  that  quality  and  reliabil- 
ity are  the  fixed  policies  of  his  business, — while  the 
bitterness  of  low  quality  lasts  long  after  the  sweet- 
ness of  low  price  is  gone. 

For  the  shoe  dealer  who  advertises  resourcefully 
and  persistently,  with  the  word  quality  constantly 
associated  with  his  store  and  his  name,  in  this  way,  it 
is  only  a  question  of  time,  and  often  a  comparatively 
short  time,  at  that,  till  the  public — the  people  in  his 
own  town — come  to  so  associate  his  store  with  de- 
pendable shoes  that  they  will  naturally  (urn  in  that 
direction  when  there  is  anything  in  footwear  that  they 
want. 


Pattern  Making  and  its  Importance  to  the  Shoe 
Manufacturer 

A  good  start,  as  all  know,  is  half  the  battle,  and 
boot  and  shoe  manufacturers  need  hardly  be  reminded 
of  the  importance  of  patterns  in  producing  the  right 
kind  of  goods.  Tt  is  impossible  to  obtain  a  satisfac- 
tory product  without  good  patterns,  and  a  well  made 
and  true  pattern  is  the  first  step  towards  securing 
what  all  manufacturers  are  aiming  at — the  perfect 
shoe.  The  place  which  the  pattern  ought  to  occupy 
in  the  process  of  production  is  sometimes  apt  to  be 
under-rated,  and  while  makers  will  employ  the  best 
materials  and  put  excellent  work  into  building  up 
the  finished  article,  they  are,  in  some  cases,  inclined 
to  minimize  the  very  foundation  of  their  products — 
a  first-class  pattern. 

The  process  of  pattern-making  is  not  intricate,  but 
il  requires  considerable  dexterity  and  experience  if 
ihc  pattern  is  to  be  made  right.  This  applies  par- 
ticularly to  the  first  step  in  the  business,  the  making 
of  the  draft  or  standard.  This  is  done  entirely  by 
hand,  and  consists  of  cutting  out  in  cardboard  a  model 
pattern  of  the  desired  last.  The  making  of  lasts,  is, 
of  course,  a  separate  business,  and  the  lasts  are  sup- 
plied to  the  pattern  makers  by  the  firms  who  require 
patterns  to  be  made.  When  the  standard  is  com- 
pleted the  various  parts  are  cut  out  in  cardboard. 
From  the  model  any  style  of  boot  or  shoe  can  be 


made,  provided  it  will  fit  the  particular  last,  and  it  is 
the  business  of  the  pattern  maker  to  vary  the  style 
according  to  the  instructions  of  his  client.  There  are 
different  systems  of  obtaining  a  standard,  but  they  all 
have  the  same  end  in  view,  and  the  means  to  that 
end  are  worked  out  according  to  the  views  of  the 
pattern-maker. 

Two  essentials  go  to  make  the  complete  pattern 
— the  paper  must  be  accurately  cut  in  order 
to  avoid  trouble  in  assembling  the  shoe  in  the  stitch- 
ing room ;  then  the  lines  of  the  last  must  be  carefully 
followed  in  the  designing,  so  as  to  last  properly.  A 
great  deal  depends  for  the  appearance  of  the  shoe 
upon  the  lasting,  and  a  pattern  which  does  not  fit 
the  last  is  certain  to  give  poor  results  in  the  lasting 
department;  in  fact,  a  bad  pattern  will  cause  trouble 
right  through  the  factory.  A  well  made  pattern 
must  be  cut  on  scientific  lines,  otherwise  considerable 
dissatisfaction  will  fallow. 

After  having  been  cut,  the  patterns  are  copied  in 
metal,  and  go  to  the  grading  machine,  which  grades 
the  patterns  in  the  different  sizes.  There  are  several 
systems  of  grading,  and  one  machine  cuts  and  grades 
at  the  same  time.  In  other  instances  the  machine 
merely  outlines  the  shape  of  the  patterns,  and  then 
they  have  to  be  cut  out  by  hand.  They  may  be  made 
up  either  in  cardboard  with  the  edges  bound,  or  in 
metal,  according  to  the  wishes  of  the  manufacturer. 
Where  cardboard  is  used  the  patterns  are  trued  up, 
and  stamped.  After  a  few  finishing  touches  have 
been  given,  the  pattern  is  ready  to  be  sent  to  the 
boot  and  shoe  manufacturers.  Most  of  the  big  fac- 
tories prefer  the  bound  pattern,  but  others  insist 
on  the  metal  article. 

We  are  indebted  to  Mr.  L..  C.  Jones,  of  the  Gray 
Pattern  Company,  Lemoine  street,  Montreal,  for  the 
information  on  which  this  article  is  based. 


Any  business  that  you  cannot  eet  without  dis- 
credit to  yourself  or  your  methods  is  good  business 
to  leave  alone. 

Beware  of  the  fellow  who  is  always  flattering  you 
or  patting  you  on  the  back.  Some  day  he  will  have 
a  favor  to  ask. 

They  say  that,  "Well  bought  is  half  sold."  That 
perhaps  is  true,  but  it  is  also  true  that  until  goods 
are  more  than  half  sold  they  will  put  no  money  in 
the  cash  register. 


Store  of  The  Fogarty  Co.,  Limited,  Montreal 
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Sales  Registered  by  Clockwork  Carrier  System  -  -  Bicycle  Ladders  Used- 
President  Formerly  Operated  Ten  Retail  Shoe  Stores  in  Liverpool,  England 


Mr.  Tom  Stedman, 
President 


Logan  Avenue, 
increasing  busi- 
when  he  bousfht 


Mr.  Tom  Stedman, 
president  of  Tom 
Stedman,  Limited,  one 
of  Winnipeg's  leading 
retail  shoe  companies, 
came  from  Liverpool, 
England.  In  that  city 
he  successfully  operat- 
ed a  chain  of  ten  retail 
shoe  stores.  He  chose 
the  footwear  trade  as 
an  occupation  practic- 
alhr  by  instinct,  for  he 
is  descended  from  a 
family  of  shoe  mer- 
chants. His  father  and 
grandfather  were  both 
in  the  shoe  business, 
the  one  succeeding  the 
other.  He  came  to 
Winnipeg  about  ten 
years  ago,  and  started 
business  in  a  small  way 
on  Alexander  Avenue, 
He  built  up  a  successful  trade  there,  and  about 
six  years  ago  built  a  store  on 
where  he  carried  on  a  rapidly 
ness  until  about  four  years  ago, 
the  estate  of  Guest  &  Cox,  on  Main  street,  not  very 
far  from  the  Canadian  Pacific  Railway  depot.  Since 
that  time  Mr.  Stedman  has  been  very  prosperous,  the 
volume  of  trade  for  each  year  being  greatly  in  ad- 
vance of  the  preceding  one.  The  firm  now  runs  one 
of  the  largest  retail  shoe  stores  in  Western  Canada. 

The  present  store  has  a  floor  area  of  about  8,000 
square  feet,  including  the  basement.  This  also  in- 
cludes an  addition  that  was  built  during  the  last 
eighteen  months.  The  fixtures  of  the  store  are  all 
up-to-date ;  the  hardwood  shelves  are  of  the  individual 
carton  kind,  which  is  a  great  convenience,  as  well  as 
a  time-saver,  to  the  selling  staff.  Sales  are  registered 
by  a  carrier  system,  by  which  the  parcels  are  sent  to 
a  raised  platform  by  a  clock  specially  designed  for  this 
work.    Bicycle  ladders  are  used. 

The  centre  of  the  store  is 
occupied  by  bargain  tables  and 
a  small  set  of  shelves,  in  front 
of  which  are  double  settees 
with  seating  accommodation 
for  one  hundred  and  thirty 
people.  There  are  separate  de- 
partments for  men,  women 
and  children.  The  firm  hand- 
les several  lines  of  popular 
high  class  footwear  for  both 
sexes  and  all  ages ;  and  it  does 
a  large  business  in  every-day 
shoes  for  the  laboring  classes. 
The  company  also  carries  one 
of  the  largest  stocks  of  felt 
footwear  in  Western  Canada. 
Mr.  Stedman  has  a  family  of 


eight  children,  and  two  of  his  sons  are  connected 
with  the  shoe  trade. 

Mills  C.  Simpson 

Mills  C.  Simpson,  who  manages  the  buying  end 
of  the  business  of  Tom  Stedman,  Limited,  Winnipeg, 
has  been  practically  all  his  life  in  the  shoe  trade.  He 
started  as  a  mere  boy  with  the  Adams  Shoe  Company, 
Brandon,  Manitoba,  and  worked  steadily  for  that  firm 
for  twelve  years.  He  resigned  his  position  with  the 
Adams  Company  three  years  ago  to  accept  his  pre- 
sent position  with  Mr.  Stedman.  A  factor  that  makes 
Mr.  Simpson's  service  so  valuable  to  the  firm  is  the 
enthusiasm  he  possesses,  which  added  to  a  thorough 
knowledge  of  the  business,  is  about  all  that  can  be 
looked  for  in  the  most  successful  men  in  any  line. 


The  Mawhinney  Last  Company  of  Brockton,  Mass., 
are  showing  several  new  models  for  1912,  that  are 
proving  to  be  great  trade  builders  for  the  shoe  manu- 
facturers. The  officers  of  this  firm  have  been  con- 
nected with  the  shoe  trade  for  a  great  many  years  and 
are  as  follows :  C.  H.  Shannon,  president ;  Edward 
Hamilton,  vice-president,  and  L.  B.  Weston,  treas- 
urer. Canadian  shoe  manufacturers  visiting  the  Bos- 
ton market  should  not  fail  to  call  at  their  Boston 


office,  at  56  Lincoln  street,  and  keep  in  touch  with  the 
newest  American  models.  Mr.  Frank  A.  Coleman 
visits  the  shoe  manufacturers  of  Canada  every  few 
months,  and  if  you  did  not  see  him  on  his  last  trip 
and  are  anxious  to  see  some  of  these  pleasing  models, 
a  card  addressed  to  this  firm  will  get  prompt  atten- 
tion. 


Mr.  Mills  C.  Simpson, 
Vice-President 


W e  have  received  a  very  neat  and  useful  catalogue 
from  the  Amherst  Boot  &  Shoe  Company,  of  Amherst, 
N.S.  It  is  attractively  got  out  and  contains  illustrations 
and  descriptions  of  many  of  their  staple  lines,  useful 
pointers  on  the  purchase  and  care  of  shoes,  hints  on 
what  should  characterize  all  reliable  footwear,  expres- 
sions of  opinion  from  dealers  who  have  found  Amherst 
Solid  Shoes  trade  makers  and  trade  keepers, 


54 


FOOTWEAR    IN  CANADA 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


There  are  15,000  shoe  salesmen  in  the  United  States  and 
they  sell  annually  about  $400,000,000  worth  of  shoes. 

Richard  Burke,  shoe  pattern  maker  of  Toronto,  Ont, 
died  on  March  21st. 

Walter  Hern  of  Goderich,  Ont.,  has  sold  out  his  boot 
and  shoe  business. 

The  American  Leather  Goods  Co.,  have  registered  in 
Montreal,  Que. 

The  East  End  Shoe  Store  has  been  registered  in  Mon- 
treal, Que. 

MacDonald  &  DeMings,  shoe  store  merchants  at  De- 
Winton,  Alta.,  have  dissolved. 

The  boot  and  shoe  shop  of  Mr.  James  Perry,  213  Mc- 
Gill  street,  Montreal,  has  been  greatly  damaged  by  fire  and 
water.  The  first  and  third  floors  have  been  gutted,  and  the 
stock  has  been  completely  ruined.  Mr.  Perry  is  one  of 
the  oldest  retailers  in  Montreal. 

Mr.  R.  J.  Younge,  general  sales  manager  of  the  Cana- 
dian Consolidated  Rubber  Co.,  Montreal,  is  on  a  trip  to 
the  Western  branches  of  the  company,  going  as  far  as 
Vancouver. 

Mr.  Allan  Jeffery  is  a  recent  addition  to  the  travelling 
sales  force  of  the  Canadian  Consolidated  Rubber  Co.  He 
is  on  the  road  in  Quebec  province,  with  a  full  range  of 
rubber  footwear  and  general  rubber  goods.  Mr.  Jeffery  has 
been  connected  with  the  Montreal  selling  staff  for  some 
years. 

Mr.  John  Hewton,  for  over  thirty  years  manager  of 
the  Kingston  Hosiery  Company  of  Kingston,  Ont.,  died  on 
March  26th.  He  was  a  native  of  Battersea,  England,  and 
in  1878  built  the  first  hosiery  mill  in  Kingston.  When  this 
was  destroyed  by  fire  he  organized  the  Kingston  Hosiery 
Company. 

The  Marshall  Shoe  &  Leather  Co.,  Hamilton,  Ont.,  re- 
port that  they  are  just  getting  caught  up  with  their  office 
work  after  the  fire.  The  damage  was  approximately  $15,000 
which  was  covered  by  insurance.  It  has  interfered  with  their 
business  to  a  certain  extent  in  that  they  will  lose  the  spring 
trade,  but  it  will  not  otherwise  affect  them.  The  damage 
to  the  factory  was  not  very  great  and  they  had  it  running 
again  within  a  week  after  the  fire. 

The  Honorable  E.  J.  Davis  of  the  Davis  Leather  Com- 
pany, Newmarket,  Ont.,  was  visiting  New  York  and  Bos- 
ton markets  during  the  latter  part  of  last  month. 

The  Amherst  Boot  &  Shoe  Co.  of  Amherst,  N.S.,  ad- 
vertise their  sales  for  the  year  1911  as  $867,488. 

The  Boston  Shoe  Co.,  of  Saskatoon,  Sask.,  has  gone 
out  of  business. 

The  Amherst  Central  Shoe  Co.,  of  Regina,  Sask.,  have 
succeeded  to  the  business  of  the  Prairie  Shoe  Co. 

Jos.  Nixon  has  opened  a  new  shoe  store  in  MacLeod, 
Alta. 

Mr.  Halbert  of  Shelbourne,  Ont..  has  bought  out  the 
boot  and  shoe  business  of  H.  S.  Fenton. 

A.  T.  Marston  &  Co.,  of  Wapella,  Sask.,  have  purchased 
the  boot  and  shoe  business  of  White  &  Co.,  of  that  place. 

Jas.  Osborne  has  opened  a  boot  and  shoe  store  at  Dur- 
ham, Ont. 

Edgar  Amos  has  purchased  the  boot  and  shoe  business 
of  W.  W.  Best  in  Sackville,  N.B. 

Mr.  Geo.  Cain  of  the  Miner  Rubber  Co.,  is  on  a  busi- 
ness trip  to  the  Maritime  Provinces. 

Messrs.  A.  G.  Saunders  and  Thos.  Cresswell  have  pur- 
chased the  boot  and  shoe  business  of  Geo.  H.  Wilkinson 
at  St.  Thomas.  Mr.  Wilkinson  will  devote  his  entire  time, 
in  future,  to  his  Windsor  business. 

A  by-law  granting  a  bonus  of  $10,000  to  the  Collis 
Leather  Company  was  passed  last  month  by  the  ratepayers 
of  Aurora.  This  company  will  build  a  factory  150  ft.  long, 
50  ft.  wide  and  four  storeys  high  with  a  basement.  The 
bonus  is  not  to  be  paid  until  the  building  is  erected,  the 
works   in   operation   and   fifty   employees   on   the  payroll. 


Messrs.  Collis,  Fisher  &  Gillespie  of  this  company  were  in 
Aurora  the  latter  part  of  last  month  selecting  a  site  for 
the  new  building.  It  is  just  west  of  the  Electric  Light 
Company's  plant  and  is  five  acres  in  extent.  As  soon  as 
the  frost  is  out  of  the  ground,  excavation  will  commence. 

Utz  &  Dunn  Co.  have  registered  in  British  Columbia 
for  the  purpose  of  carrying  on  the  business  of  shoe  manu- 
facturers.   The  head  office  of  the  firm  is  in  Rochester,  N.Y. 

Samuel  Wener  Co.  Ltd.  has  registered  in  British  Col- 
umbia and  will  carry  on  the  rubber  manufacturing  business. 

A.  E.  Cudmore,  shoe  merchant  of  Toronto,  has  sold  out 
to  Wm.  Haworth. 

Boyer  &  Freres  of  Montreal,  have  registered  to  carry  on 
a  retail  shoe  business. 

The  St.  Lawrence  Shoe  Store  has  been  registered  at 
St.  John's,  Que. 

Frank  Cable,  shoe  retailer,  Queen  street  west,  Toronto, 
suffered  a  fire  loss  last  month. 

H.  E.  Buchanan,  shoe  retailer  of  Liverpool,  N.S.,  died 
last  month. 

Finkelstein  &  Margolim  have  entered  into  partnership 
and  will  carry  on  a  boot  and  shoe  business  in  Yarmouth, 

N.S. 

Mr.  W.  F.  Martin,  sales  manager  of  the  Kingsbury 
Footwear  Company,  Ltd.,  Maisonneuve,  is  visiting  St.  Louis 
and  Cincinnati,  for  business  purposes. 

Mr.  McDermott,  of  the  McDermott  Shoe  Co.,  Mais- 
onneuve, has  been  on  a  trip  of  New  York  and  Haverhill, 
Mass. 

Kirvan-Doig,  Ltd.,  Montreal,  report  that  they  are  re- 
ceiving a  large  number  of  orders  for  their  fall  goods.  The 
new  growing  girls'  last  is  proving  a  most  attractive  line,  and 
is  selling  very  well. 

Resolutions  favoring  the  principle  of  early  closing  of 
all  stores  at  7  p.m.  for  five  days  in  the  week,  and  at  11 
p.m.  on  Saturdays,  except  during  the  week  preceding 
Christmas  Day,  were  passed  recently  by  the  Business  Men's 
Association  of  Calgary.  The  act  providing  for  early  clos- 
ing has  been  passed  by  the  legislature  and  now  awaits  the 
approval  of  the  governor-general  in  council. 

William  Evans  is  building  a  new  shoe  store  at  Victoria 
Harbor,  Ont. 

R.  J.  Hanna,  who  formerly  had  a  shoe  store  at  440 
Spadina  avenue,  Toronto,  has  moved  into  new  quarters  on 
the  corner  of  Spadina  avenue  and  Oxford  street. 

Mr.  Osborne  of  Hamilton,  has  opened  a  shoe  store  at 
No.  7  George  street,  Brantford,  Ont. 

Mr.  John  V.  Budd  has  opened  a  new  shoe  store  on 
Gerrard  street  east,  Toronto. 

P.  E.  Rowan,  late  manager  of  the  Slater  Shoe  Store, 
Toronto,  is  in  charge  of  the  new  Slater  Shoe  Store  that 
has  been  opened  on  King  street  east,  Hamilton. 

R.  Kiely,  shoe  retailer,  271  St.  Catherine  street  west, 
Montreal,  is  giving  up  business. 

Mr.  J.  A.  Linton,  of  J.  Linton  &  Co.,  Montreal,  has 
been  on  a  trip  to  Winnipeg.  The  company  have  a  branch 
in  that  city. 

Quite  a  flurry  of  excitement  has  been  created  in  Quebec 
by  a  story  published  in  a  Montreal  paper  to  the  effect  that 
no  less  than  nine  shoe  factories  from  Ontario  and  22  from 
Quebec  would  tranfer  to  the  metropolis,  Maisonneuve  and 
adjacent  parts.  The  removal  of  twenty-two  shoe  fac- 
tories from  Quebec  would  mean  the  entire  wip- 
ing out  of  the  whole  industry  in  this  city,  and  this  is 
so  extravagant  on  the  face  of  it  that  the  whole  thing  looks 
like  a  dream.  While  there  have  been  strong  inducements 
held  out  to  individual  manufacturers  to  transfer  their  works 
to  Montreal,  these  have  not,  so  far  as  known,  been  ac- 
cepted, but  such  a  sweeping  change  as  that  presaged  by  the 
Montreal  paper  is  beyond  reason.  "While  we  have  our 
own  troubles  in  Quebec,"  said  a  shoe  manufacturer,  "we 
are  not  so  sure  that  we  would  be  any  better  off  in  Mon- 
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treat  or  vicinity,  and  that  there  is  any  concerted  idea  to 
remove  en  bloc  from  Quebec  is  simply  ridiculous.  We 
have  too  much  money  invested  here,  and  it  would  be  al- 
most impossible  for  such  a  general  exodus." 

Mr.  L.  C.  Jones,  of  the  Gray  Pattern  Co.,  254  Lemoine 
street,  Montreal,  has  purchased  the  interest  of  his  partner, 
Mr.  N.  P.  Appleton,  and  now  carries  on  business  on  his 
own  account.  Mr.  Jones  removed  to  Montreal  with  Mr. 
Gray  from  Brockton,  Mass.,  in  1907,  and  later  with  Mr. 
Appleton  bought  out  Mr.  Gray.  Mr.  Appleton  has  now 
returned  to  Brockton.  Since  the  inception  of  the  company, 
the  business  has  materially  grown;  modern  machinery  has 
been  added  from  time  to  time  in  order  to  keep  in  touch  with 
the  requirements  of  the  shoe  trade.  Mr.  Jones  has  had 
a  long  experience  in  this  branch,  and  the  expansion  of  the 
operations  of  the  company  is  sufficient  evidence  of  his  ca- 
pacity to  keep  the  service  up  to  the  highest  point  of  effi- 
ciency. 

J.  B.  Aubertin,  shoe  retailer  of  Roxton  Falls,  Que.,  has 
sold  out. 

Albert  Epstein  has  opened  a  boot  and  shoe  store  at 
Morris,  Man. 

The  Royal  Shoe  Co.  has  been  incorporated  with  share 
capital  of  $150,000  divided  into  fifteen  hundred  shares  of 
$100  each.  The  head  office  will  be  in  Toronto.  The  pro- 
visional directors  are  Oscar  H.  King,  Geo.  M.  Willoughby, 
and  Albert  J.  Wise. 

The  Union  Boot  &  Shoe  Store  of  Amherst,  N.S.,  of 
which  Mr.  Chas.  H.  Watt  is  the  proprietor,  suffered  a  fire 
loss  last  month;  building  and  stock  insured. 

J.  H.  McClinton,  of  Goderich,  Ont,  is  going  out  of 
the  grocery  trade,  and  will  confine  his  energies  in  future 
to  the  boot  and  shoe  business. 

Nickle  &  Affleck,  shoe  dealers  of  Winnipeg,  have  dis- 
solved partnership.    John  Affleck  will  continue  the  business. 

William  Chapman,  who  was  formerly  foreman  of  the 
bottoming  room  of  the  Regal  Shoe  Factory,  Toronto,  has 
joined  the  Aylmer  Shoe  Co.,  of  Aylmer,  Ont. 


The  Avenue  Shoe  Company,  Ltd.,  retailers  of  boots  and 
shoes,  have  opened  a  store  in  Winnipeg,  Man. 


General  Stores  Opening 

Alberta 

C.  H.  LeSaunier  has  started  a  boot  and  shoe  business 
at  Sylvan  Lake. 

H.  Munsterman  has  opened  a  general  store  at  Daysland. 

Chas.  Dugald  has  opened  a  general  store  at  Edmonton. 

J.  H.  Killick,  of  Evarts,  Alta.,  is  removing  his  general 
store  to  Rocky  Mountain  House. 

Manitoba 

J.  A.  McKenzie  has  opened  a  general  store  at  Rivers. 
P.  Slipachuck  has  started  a  general  store  at  Komarne. 
A  man  named  McFarlane  is  about  to  open  a  general 
store  at  East  Winnipeg. 

Saskatchewan 

L.  Simard  has  opened  a  general  store  at  Cabri. 

E.  E.  Reisberry  of  Neepewa,  has  bought  a  general  store 
business  at  Rocanville. 

Paynter  Bros.,  general  storekeepers,  of  Tantallon,  have 
dissolved  partnership.  W.  C.  Paynter  continues  at  Tan- 
tallon, and  R.  P.  Paynter  takes  over  the  branch  at  Beulah. 

A.  G.  Sharpe  has  opened  a  general  store  at  Cabri. 

Mader  &  Clark  are  starting  a  general  store  at  Vanguard. 

E.  P.  Mullins  &  Co.  have  opened  a  general  store  at 
Yellow  Grass. 

J.  H.  Gillespie,  of  Grenfell,  general  storekeeper,  has 
moved  to  Cabri. 

G.  Reid  has  opened  a  general  store  at  Netherhill. 

A.  O.  Braaten,  general  storekeeper,  of  Eyebrow,  has 
commenced  business. 

A  man  named  Grant  will  start  a  general  store  at  Zang- 
well,  near  Watrous. 


Wanted  and  For  Sale  Department 

Publishers  Notice:—  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


WANTED  —  SHOE  SALESMAN, 
must  have  experience  and  good  refer- 
ences. Apply  H.  C.  Blachford,  114 
Yonge  street,  Toronto.  3 

SHOEMAKER  WANTED  —  EDGE 
Trimmer — with  some  knowledge  of 
heel-trimming;  steady  work;  good 
wages.  R.  Dack  &  Son,  Toronto, 
Ont.  3F 

SHOE  SALESMAN  WANTED— MAN 
with  good  western  connection;  must 
be  able  to  furnish  good  references; 
good  salary  paid  to  right  man.  Ap- 
ply Thos.  Ryan  &  Co.,  Ltd.,  Winni- 
peg, Man.  3F 

ONE  OF  THE  LARGEST  FIRMS  OF 
shoe  manufacturers  in  New  YorK 
State  with  excellent  facilities  for  sup- 
plying Canadian  trade,  wants  a  high 
class  salesman.  Apply,  giving_  experi- 
ence, to  Box  459,  Footwear  in  Can- 
ada, Toronto,  Ont. 

SHOE  SALESMAN  WANTED  WITH 
two  or  three  years'  experience.  _  Ap- 
ply, stating  age,  wages  and  national- 
ity, with  copies  of  testimonials,  with 


name  of  last  employer,  to  J.  W.  Dee- 
gan,  North  Bay,  Ont.  3F 

 Agents  Wanted   

A  LARGE  UNITED  STATES  FIRM 
manufacturing  misses'  and  children's 
shoes,  wants  a  good  manufacturers' 
agent  making  a  specialty  of  ladies' 
shoes  to  take  on  their  lines.  Will  as- 
sist liberally  with  publicity.  Write  E. 
J.  Mcintyre,  4059  Perry  street,  Chic- 
ago, 111.  3 

Positions  Wanted 

WANTED— POSITION  AS  TRAVEL- 
ling  salesman  for  a  Canadian  firm  by 
a  Canadian  shoe  man  speaking  French 
and  English,  having  had  five  years 
experience  in  New  York  State.  Can 
furnish  first-class  references.  Reply 
Box  451,  Footwear  in  Canada,  Toron- 
to, Ont.  3 

 For  Sale  

SHOE  STORE  FIXTURES,  CHAIRS, 
tables,  mirrors,  signs,  etc.,  also  four- 
drawer  cash  register.  Chisholm's 
Shoe  Store,  West  Toronto.  3 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


TI    FnWARrK      US  Summer  Street 
.  J.  uUvl  l\n.UJ}  BOSTON,  Mas*., U.S. A, 


We  want  to  BUY  for  CASH  all 
the 
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Quality  Shoes  for  Fall 

Trade 

Made  by 

The  Murray  Shoe  Co.,  Ltd. 

LONDON,  CANADA 


"Derby"  styles  are  Leaders,  and  New  Features  for  Fall,  plus  guaran- 
teed quality,  means  easy  selling,  satisfied  customers,  and  gratifying 
profits  to  the  retailer. 

Write  now  to  insure  an  early  call  from  our  representative. 


A  Steady- Profit  Line  of  Ready  Sellers 

"  Goodsense "  shoes  for  fall  will,  this  season,  prove  a 
greater  attraction  than  ever  before.  We  have  been  able 
to  secure  certain  advantages  of  style,  and  improvements 
in  quality  of  finish  which  will  undoubtedly  be  the  direct 
means  of  increased  sales  for  the  retailer  stocking  them. 
The  high  standard  of  value  we  are  offering  this  year,  as 
shown  in  our  fall  samples,  has,  we  know,  never  been 
approached  in  the  trade  before — a  standard  of  value  that 
makes  for  quick-sales,  repeat-business  and  steady-profit. 
See  our  samples  for  fall. 

Kirvan-Doig  Limited    -  Montreal 

Manufacturers  of  "Goodsense"  Shoes 
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Do  You  Need  Any  Help? 

Are  You  Having  Any  Trouble  With  Your  Cement  ? 

Try  our  celebrated  brands  of 

Chrome  Folding  Channel 
and  Sole  Laying  Cement 

They  will  do  the  work. 

Is  Your  Tan  Stock  Running'  a  Uniform  Color  ? 

If  not,  try  our  Tan  Renovator  made  to  match  any  stock,  and  see  your  shoes  come 
through  the  same  shade  throughout. 

Our  Tan  Clarified  Wax  Friction  Dressing  will  give  a  beautiful  gloss  without  leaving 
any  smut  or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factory. 

Canadian  Blacking  &  Cement  Company 

Hamilton  -  -  Canada 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  g'rip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 
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The  Line  to 
Bank  on  for 
Fall 
Trade 


Our  confidence  in  the  thorough  goodness  of  all 
our  shoes  is  born  of  our  knowledge  of  their  every 
detail.  We  insist  on  and  get  only  good  materials  and 
have  them  properly  put  together — piece  by  piece 
to  produce  perfection  in  Style,  Fit  and  Finish.  Also 
we  make  them  for  good  wear  and  comfort.  Not 
until  each  shoe  has  reached  our  limit  of  shoe  goodness 
do  we  offer  them  to  the  trade. 

WHERE  QUALITY  COUNTS  WE  WIN 

Brandon  Shoe  Company 

Brantford,  Ontario. 


Instal 
Bicycle  Step 
Ladders 

and  double  your  shelf 
space. 

We  make  them  to  run  on 
shelf  or  floor  as  desired — 
and  finished  to  suit  color 
of  woodwork. 

Write  for  our  1912  Sup- 
plement showing  new 
lines  in  square  design 
shoe  stands — if  interested 
in  running  ladders  ask 
for  large  catalogue  No.  8. 

Our  Brushed  Brass  shoe 
stands  are  unexcelled. 

Clatworthy  &  Son,  Limited 

Makers  High  Grade  Store  Equipment 
161  King  Street  West,  TORONTO,  ONT. 


jlsK/  FOR/ 

So-Qosy 

TRADE  MARK 

SHOES 


Ask  your  Jobber  to  show  you  our 

"Newbuck  Button" 

Lace  or  Strap  in  White 
The 

$o-<2osy 

Line  is  right  up  to  the  minute.  Place 
your  order  for  "  So-Cosy"  shoes  now 
so  as  to  avoid  the  mid-summer  rush 

<*  HURLBUT  C°u«™ 


PRESTON.  CANADA 
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CLARKE'S  PATENT  COLT 

Decidedly  the  best  Patent  Leather  ever 
put  in  boots  or  shoes. 

It  is  a  Clear,  Fine-grained  Leather  with  a 
beautiful  lustre  and  shiny  appearance. 

It  is  good-wearing,  easy  on  the  feet  and 
helps  to  make  shoes  have  a  nice,  stylish  and 
dressy  appearance. 

Clarke's  Patent  Colt  cuts  very  economically 
and  is  better  than  any  other  kind  of  patent 
Leather  made  and  gives  far  better  satisfac- 
tion, so  why  not  have  it  ? 


A.  R.  Clarke  &  Co.,  Limited 

Toronto,    «  Canada 
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.WORKERS  UNION/  \WORKERS  UNION, 


UNIOr^STAMP 

Factory  y 


Mr.  Shoe 


UNION/.rSTAMP 

[Factory 


Manufacturer 


CJ  Industrial  peace  and  uninterrupted  production 
are  promoted  by  shoe  manufacturers  operating  un- 
der a  Union  Stamp  Arbitration  Contract. 

CJ  The  Union  Stamp  is  a  selling  factor,  the  in- 
fluence of  which  is  equivalent  to  the  work  of  one  or 
more  road  salesmen,  according  to  the  amount  of 
territory  covered  by  the  manufacturer.  Wages  are 
fixed  upon  a  competitive  basis  ;  the  volume  of  out- 
put is  largely  increased  in  every  Union  Stamp  fact- 
ory, thereby  reducing  manufacturing  fixed  charges 
and  giving  employees  more  weeks  work  in  the  year. 

CJ  The  Union  Stamp  is  the  emblem  of  peace  which 
means  more  business  even  in  dull  times. 

CJ  Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


.WORKERS  UNION, 


UNI0N/.?1STAMP 


Factory 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.  S.  A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec-Treasurer 


.WORKERS  UNION, 


UNION^HSTAMP 

Factory 
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DIES 


Being  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE  CO.,  INC. 

Main  Office:  BROCKTON,  MASS. 


Brocton,  Mass. 


FACTORIES : 
Haverhill,  Mass. 


Chicago,  111. 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "  Woodright "  Lasts 


Over  50  years  experience  in  producing  "  WOOD- 
RIGHT  "  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  else. 

"  WOODRIGHT  "  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT.' 

Play  safe,  specify  "  WOODRIGHT "  lasts  to  your 
manufacturer. 

"WOODRIGHT"  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
207  Essex  Street,  and  look  over  some  new  models, 
"  WOODRIGHT." 

Woodard  &  Wright  Last  Co. 

Brockton,  ( Campeiio )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


A.  H.  McGreal,  W,  G.  Gilbert,  Proprietors 

Hotel  Eg'gleston 

159  EAST  MAIN  STREET 

ROCHESTER,  N.Y. 

Canadian  Shoe  Buyers  are  invited  to  make  their 
home  at  the  Eggleston  when  in  Rochester. 

European  Plan,  $1.00  to  $1.50 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Maufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


"Hiker  Welts" 

are  the  goods  you  need  to  complete 
your  line  of  Misses'  and  Children's 
Footwear. 

It  is 

"The  live  line  for  lively  youngsters." 

Jorolemon-Oliver  Co. 

ROCHESTER,  N.  Y. 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


Manufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  13  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather — a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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Rush  Orders  Our  Specialty 

Almost  anyone  in  the  business  can  fill 
an  order  if  given  their  own  time.  But  our 
specialty  is 

Shipping  Goods  the  Same 
Day  Order  is  Received 

We  can  invariably  do  this,  for  we  carry 
in  stock  the  most  complete  assortment  of 
the  best  lines  of  Boots,  Shoes,  Rubbers, 
etc.,  we  have  ever  shown. 

We  are  also  headquarters  for  Palmer's 
"Moosehead  Brand"  Oil  Tan  Packs  and 
Moccasins. 

Letter  Orders  Solicited 

The  A.W.  Ault  Co.,  Limited 

OTTAWA,  ONTARIO 


Shoe  Fixtures 


Made  by  Experts 


We  are  offering  the 
retailer  high  grade 
Window  fixtures  at 
reasonable  cost. 

Experienced  work- 
manship and  best 
materials  used  in 
their  manufacture. 


Write    to-day  for   our  Catalogue. 
Will  submit  designs  at 
your  request. 

Toronto  Brass  Mfg.  Co.,  Limited 

17-21  Temperance  Street,  Toronto 


We  Buy  and  Sell 
Surpluses  of  — 


Consignments 
Solicited 


Factory  Cut  Soles 
and  Innersoles 


WHAT 
HAVE 
YOU 
TO 

OFFER ? 


GORDON    &  BERMAN 

BROCKTON,  MASS. 


Boston  Store:  21  South  St., 
BOSTON,  MASS. 


Main  Store  :  43  No.  Montello  St., 
BROCKTON,  MASS. 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Mocassins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shoes,  Tanned 
so   as    to  Wear   Well   and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents :  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  GLOVERS  VILLE,  N.Y.  ST.  LOUIS,  MO. 
128  Summer  St.  11  Cayadutta  St.  619  E.  Eighth  St. 


MOORE  BROS 
TOP  LIFTS 

Condensed  and  Non-Condensed 

Send  sample  lifts  and  patterns  and  get  our  figures. 

DO  IT  NOW. 

77  Derby  Street    -    -    SALEM,  Massachusetts 

Canadians  visiting  Salem  are  always  welcome  to  our  plant. 
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"  Sell  to  your  trade  honestly 

made   SOLID  LEATHER 

shoes  and  you  will  soon  have 
a  trade  you  can  hold." 

Our  shoes  are  guaranteed 

SOLID  LEATHER,  BEING 
made  up  to  a  standard,  not 
down  to  a  price.  that's  why 
we  hold  our  trade. 

Try  a  few  of  our  trade- 
holding  LINES  AND  BE  CONVINCED. 
REMEMBER  WE  MANUFACTURE  ALL 
SIZES  FROM  CHILDREN'S  TO  MEN'S; 
ALSO  SLIPPERS. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer-  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  bi%  use/id 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Dominion  Die  Co. 

MANUFACTURERS  OF 

Cutting  Dies 

of    Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


UJQJtAL  TUSH.  *L»Wt>zf'  C**  6UAJ  Wt4T, 

Over  29  years  in  its  field. 

"CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Piper  that  brings  results, — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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Profit  Opportunities  in  our 
Fall  Line  of 

Everyday*'  Shoes 


Dealers  everywhere  are  learning  the  advantages  to  be  obtained  in 
selling  the  Everyday  Shoe. — To  the  dealer  we  offer  the  greatest 
value  possible  in  serviceable  shoes — higher  value  could  not  be 
obtained  anywhere  regardless  of  price.  It  is  the  dealer  who 
makes  the  large  margin  of  profit,  and  has  the  gratification  of  a 
satisfied  clientelle.  The  Everyday  shoe  will  serve  your  best 
interests  with  the  man  who  wants  a  good  smart  work-a-day  shoe. 


The  T.  Sisman  Shoe  Company,  Limited 

Aurora      -      -  Ontario 


A    COMPLETE     WINDOW  OUTFIT 


$ 
15 

ORDER 
TO-DAY 


ADJUSTABLE 
TOP 


ADJUSTABLE. 
TOP 


23  GUARANTEED  FIXTURES 

READ  THE  DESCRIPTION 


FOR.  $15.00 


$ 

15 

"THE 
BETTER 
WAY" 


Handsome,  substantial,  properly  proportioned  CLUSTER  STAND,  37  inches  high,  38  inches  wide.  Cross  arms  may  be  used  above  or  below. 
Ten  Individual  stands  (different  heights .)  Twelve  two-pos;t:on  heel  rests.  Twenty-three  fixtures  in  all.  Will  display  29  single  shoes  or  58  shoes 
in  pairs.  Right  for  any  store;  priced  for  every  store. 

Made  from  selected  genuine  Oak,  finished  Natural,  Golden,  Weathered,  Bog  (green)  and  Dark  Green  Mission  with  Silver  Filled  Grain.  Also 
Birch  finished  Natural  or  Mahogany.  Shoe  Rests  of  Oxidized  Metal,  adjusted  by  solid  brass  bolt  and  knurled  thumb  nut.  Superior  workmanship 
throughout.     Nothing  better  made  on  the  market. 


WE  WILL  SHIP  ON  APPROVAL.     IF  NOT  SATISFACTORY  RETURN  AT  OUR  EXPENSE. 


THE  TAYLOR  MFG.  COMPANY 


82  QUEEN  ST. 
HAMILTON 


NORTH 

CAN. 
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LEATHER 

is  made  by 

FISK 


What  we  maintain  and  can  prove 
about  our  Patent  Leather  is  that 
shoes  made  of  it  have  a  beautiful  and 
distinctive  appearance  which  makes 
shoes  made  of  the  usual  run  of  Patent 
Leather  look  common  and  cheap 
when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economical- 
ly and  works  as  easily  and  safely  as 
the  dull  finish  leather. 

No  delays  for  "repairing"  no  botch- 
ed unsightly  shoes  to  worry  about. 


Fisk  Limited 

Montreal 


IN  CANADA 

New  Backing 
Factory 

New  York  City 

The  constantly  increasing  use  of  fabrics  in  shoes 
makes  it  necessary  for  us  to  enlarge  our  factory  facili- 
ties for  Backing  Fabrics  promptly. 

The  Backing  business  is  of  a  confidential  nature. 
After  a  manufacturer  has  given  much  thought  to  a 
cloth  that  he  is  running  exclusively  in  his  shoes  he 
wants  to  feel'  settled  in  his  relationship  with  the 
Backer  of  his  cloth.  Therefore,  instead  of  enlarging 
our  Boston  factory  and  putting  all  our  eggs  in  one 
basket,  we  have  decided  to  establish  a  duplicate 
fact  ■  iry. 

After  interviewing  leading  shoe  manufacturers, 
we  decided  to  establish  our  duplicate  factory  in  the 
heart  of  the  cloth,  satin,  silk  and  velvet  district  of 
New  York  City,  near  the  American  Woolen  Company 
and  all  the  other  cloth  weavers  and  importers,  the 
historic  satin  houses, — Skinner — Cheney,  etc. — in  the 
commercial  hearl  of  the  fabric  business  of  New  York 
City. 

This  central  location  of  our  new  factory  in  New 
York,  enables  us  to  be  of  service  to  our  out-of-town 
friends.  We  will  cheerfully  go  shopping  in  the  mar- 
ket, without  charge,  because  we  are  content  with  one 
profit — the  profit  that  we  get  on  the  Backing  of 
Fabrics. 

We  have  been  in  the  Backing  business  for  l!4 
years — three  generations  of  us.  The  machinery  in 
our  duplicate  factory  is  new, — most  of  it  secret, — the 
result  of  long  experience,  toil  and  study.  Expert  help 
will  be  supplied  from  our  Boston  factory. 

Mill  men  usually  refuse  to  run  white  goods  and 
black  goods  in  the  same  factory.  Our  new  factory  is 
all  white — clean  as  a  hospital  ward — everything  sani- 
tary— even  the  air  is  purified.  Immense  windows  make 
(he  factory  almost  equal  to  working  out  of  doors  in 
the  sunlight. 

A  slock  of  Peters'  Acme  Backing  Cloth  for  back- 
ing, reinforcing  and  plumbing  leather  and  fabrics  will 
be  carried  in  stock  in  the  new  factory. 

We  cordially  invite  all  our  friends  in  the  trade 
to  visit  this  model,  fireproof  plant. 

Peters  Manufacturing 
Company 

Cloth  Backers,  Combiners  and  Waterproofers 
304-310  East  22nd  St.,  New  York  City 

Factory  No.  i    Boston  Factory  No.  2 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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Grosvenor's  "Firfelt"  Footwear 


Spring  is  Here. 


Summer  is  Coming. 


QUR  "Firfell  "  slippers  without  the  Fur 
trimming,  are  suitable  for  all-the-year- 
round-wear. 

.lust  right  for  eool  nights  and  mornings. 
STYLE  944 


Satin  Ribbon  Trimmed.  Tassel  Bow- 
Felt  Covered  Wood  Heel.    Price  $1.05- 


Send  for  Catalogue  F. 


FAISPLAY  our  line,  calling  attention  to 
this  fact,  and  your  Customers  will 
want  them. 

Our  Salesmen  now  on  the  road  with  1912 
Samples. 

Place  your  orders  early. 

STYLE  438. 


Satin  Ribbon  Trimmed.  Satin  Ribbon 
Bow.    Lea  Heel.  Price  95c. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 


SHOE  REPAIRERS    Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which  makes  a 
h  i ii, h -class  machine,  the  SUPREM- 
ACY of  the  "Standard"  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 


WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Memo,  from 


MANN  Bros.,  NORWICH 


SPECIALISTS 
in 

CHILDREN'S 


BOOTS  &  SHOES 

We  manufacture  the  world-famous  Crown  and 
Castle  Brand,  and  every  production  so  branded 
is  fully  guaranteed  All  Sound  Leather. 

Many  of  our  clients  have 
been  on  our  books  for  30 
years  up.     The  reason  is 
obvious  ! 

MR.   DEALER,  GET  WISE  I 

We  are  shortly  establishing  offices  iu  Toronto  and 
Vancouver  and  our  Representatives  will  gladly  look 
you  up.    Write  us  c/o  "  FOOTWEAR  in  Canada" 


220  King  Street,  West 

Toronto 
F.  G.  Mann,  Eastern  Rep. 


Hutchison  Block, 
Vancouver 
J.  E.  Carpenter,  Rep. 


Head  Offices  and  Works: 


Denmark  Works,  Norwich,  England 


The  Test  of  a  Shoe 
Is  its  Saleability 

It  is  not  every  good  looking  shoe  that 
meets  with  the  ready  sale  retailers  hope 
and  expect  of  their  new  stocks. 

To  be  assured  of  success  a  shoe  must 
have  "  Saleability  " — a  qualification  only 
possessed  by  shoes  that  have  the  confi- 
dence of  the  wearers  themselves. 

That  is  a  very  strong  quality  in  our 
shoes — saleability.  The  Williams  Shoes 
are  all  solid  leather — the  shoe  wearing  public  knows  this  from  experience — they 
have  faith  in  our  shoes — they  BUY  them. 

If  you  carry  Williams  Shoes,  the  entire  demand  throughout  your  district  for 
smart,  solid  leather  shoes  will  be  supplied  by  your  store. 


The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

Tills  Outfil  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  "every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equ'pment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat,  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grimier  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  wit  h  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  ">7  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Fad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  l'usset  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheel-  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  anil  Bottom  Brushes  I  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicat  es  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulle>T,  so  that  it  is  necessary 
tn  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  w  ay  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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ONE  WEEK  IN 
BOSTON 

July  10-17,  1912 

will  enable  the  busy  Canadian  shoe  or  leather  merchant  to  accomplish  much  more  than  he  could 
at  any  other  time  of  the  year,  at  the 

Sixth  National  Shoe  and  Leather 

Market^Fair 

Unequalled  opportunities  are  presented  to  shoe  retailers  and  manufacturers,  tanners  and  leather 
dealers,  manufacturers  of  shoe  and  leather  machinery  and  supplies  to  see  and  compare  the  latest 
products  in  the  shoe,  leather  and  machinery  field. 

You  could  not  possibly  meet  so  many  trades  men,  shake  hands  wuh  so  many  successful  men  in- 
terested in  a  line  similar  to  your  own,  at  any  other  time  of  the  year  or  in  any  other  city. 

II  The  Market-Fair  this  year  will  be  a  gathering  of  the  shoe  and 
leather  trade  of  the  world. 

^  Every  man  connected  with  the  shoe  and  leather  industry  should 
visit  Boston  at  least  once  a  year  and  thus  keep  in  touch  with  the 
latest  developments  in  his  business. 

LOW  ROUND-TRIP  RATES 

Railroads  and  steamship  companies  throughout  the 
country  make  special  low  excursion  rates  to  Boston 
during  the  summer,  and  particularly  during  July. 
Large  numbers  ot  visitors  will  take  advantage  of 
these  rates  and  will  be  at  the  Market-Fair  in  Boston 
during  July,  1912,  as  it  takes  place  during  the  Nat- 
ional Shoe  and  Leather  Week.  Ask  your  local 
ticket  agent  for  summer  round  trip  rate. 


Send  for  Our  New  Booklet  Giving  Full  Details 


Jacobsen  Publishing  Co. 

Managers  of  the  Market  Fair 

183  Essex  Street,  Boston 

2  Stone  St.,  N.Y.;  415  Arch  St.,  Phila.;  136  W.  Lake  St.,  Chicago 
Publishers  of  "Hide  and  Leather." 


NATIONAL  SHOE  AND  LEATHER 
WEEK 

Will  be  observed  in  Boston  during  this 
period  under  the  joint  auspices  of  twenty 
allied  shoe  and  leather  trade  organiza- 
tions of  New  England. 

Get-Togetherwin*  Boston 
JULY  10-17,  1912 
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NO  DIAMONDS-TRADE  MARK 


No  Fast  Color 


Get  this  fact  firmly  fixed  in  your  mind.  It  may 
be  the  means  of  saving  you  considerable  annoy- 
ance and  inconvenience;  for,  if  you  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regarding  "  Brassy  "  eyelets.  Fast  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture: and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  grow  old  bid.  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  cure  for  all 
eyelet  troubles.  Only  the  genuine  Past  Color 
Eyelets  have  it. 


United  Shoe  MachineryCompany 

Of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 


244  Adelaide  St.  West,  Toronto 


492 St.  Valid-  SI.,  Quebi 
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"They  Can't  Rip" 


"Non-Rip"  sandals  are  sewn  on  a 
Goodyear  Rapid  Stitcher  with  a  six 
ply  linen  thread.  This  feature  com- 
bined with  good  leather  and  good 
workmanship  make  the  "Non-Rip" 
Sandal  a  profitable  line. 

A  trial  order  will  soon  convince  you  of  the  selling  qual- 
ities of  this  sandal. 


If  your  jobber  does  not  handle  them,  you  will  confer  a 
great  favor  upon  us  by  sending  his  name  and  address 

Humberstone  Shoe  Co. 

Long  Distance  Phone  84 


Humberstone, 

Ontario 


Barnet's  Dirt  Proof — the 
Dependable  Tan  Calf — 
maintains  first  place  in  the 
estimation  of  fine  footwear 
manufacturers. 


Write  for  Samples 


J.  S.  Barnet  &  Sons,  inc. 


18  South  Street,  Boston 


Tanneries :  Lynn,  Mass. 
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The  10  and  11  Models 
of  the 

^^^^^ 

Remington 

Typewriter 

are  Visible  Writers 
— and  More 

These  Remington  models  supply  visible  writ- 
ing under  new  conditions — without  loss  of 
efficiency. 

To  realize  what  this  means 
— the  combination    of  Rem- 
mington      strength  with 
visible    writing  —  note  the 
type  bars.     Note  them  spec- 
ially.   See  how  they  are  hung 
in  a  double  row.     This  gives 
room    for    the    broad  pivot 
bearings.     Note  the  bar  it- 
self,   the  strong,   rigid  bar, 
the  Remington  Bar  yon  have 

always   known,    made  from 
a  steel  drop  forging.  Com- 
pare  this   bar  with    the  or- 
dinary    thin    bar,  stamped 
out  of  sheet  steel,    and  you 
will    understand   one  reason 
why  the  very  name  ''Reming- 
ton"    stands    for  Strength 
and    Reliability   in  a  Type- 
writer. 

Remington  Typewriter  Company 

(Limited) 

144  Bay  Street,  Toronto 
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Everything  New  in  Our 
Factory  but  the  Experience 

THIRTY-FIVE  years  in  business  with  a 
growth  of  from  two  rooms  to  a  hand- 
some  six  storey  fireproof  factory  and  ware- 
house is  in  itself  sufficient  proof  of  the 
saleability  of  our  merchandise. 

We  commenced  with  experience  in  shoe  manu- 
facture and  we  have  since  added  to  that  the 
experience  of  good  service. 

Our  stock  is  one  of  the  largest  and  most 
complete  in  Western  Ontario,  and  we  are  now 
ready  to  ship  any  or  all  of  our  lines  of  King 
Edward  and  Oueen  Alexandria  Men's  and 
W  omen's  Fine  Shoes  and  our  Sterling  Brand 
of  Heavy  Shoes. 

Our  salesmen  are  now  out  on  their  71st  semi- 
annual trip — it  will  be  to  your  advantage  to 
to  see  our  new  styles.  Drop  us  a  card — our 
travellers  will  call. 

Sole  Agents  in  London  for  the  famous  Maltese 
Cross  and  Lion  Brands  of  Rubbers  and 
Overshoes. 


Sterling  Brothers  Limited 

London,  Ontario 
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The  Season  for  " Maltese  Gross" 
Rubbers   opened   March  the  fourth. 

There  are  twenty-four  selling  agen- 
cies to  distribute  this  well-known  line 
and  some  of  their  travellers  will  soon 
be  calling  upon  you. 

Wait  for  them.  You  don't  really 
know  what  the  rubber  market  has  to 
offer  till  you've  looked  over  the  Mal- 
tese Cross  line. 


The  Gutta  Percha  &  Rubber  Mfg.  Co. 

OF  TORONTO,  LIMITED 

Head  Offices :  47  Yonge  Street,  TORONTO,  CANADA. 

Branches:    Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver;  Sydney,  Melbourne  and  Perth,  Australia 

iNOT  IN  ANY  TRUST) 


Toronto,  May,  1912 


Miner  and  Shef ford 

Brands  of 

Rubber 
Footwear 


are  as  good  as  the  best  men  and 
the  best  material  can  make  them. 


The  Miner  Rubber  Company 


Head  Office  and  Factory 
GRANBY,  QUE. 


Limited 


Ontario  Branch 


93  to  99  Spadina  Avenue,  TORONTO 


(also  see  page  6. 
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"McCready"  Fall  Footwear 


o 


UR  Salesmen  are  on  the  road  for  Fall 
with   two  hundred   new    lines    of  the 


most  up-to-date,  snappy  footwear  in  Canada. 
CJf  These  new  lines  are  made  up  of  all  the 
most  popular  leathers,  such  as  Box  Calf, 
Velours,  Gun  Metal,  Patent  Colt,  Tan  Calf 
and  Tan  and  Black  Storm  Calf. 

€|J  We  have  also  put  in  a  number  of  new  lasts 
for  our  medium  and  high-grade  goods,  lasts 
that  we  know  will  attract  your  attention  and 
secure  your  orders. 


Wait  for  our  travel- 
ers ;  they  will  be 
pleased  to  go  over 
the  line  with  you. 


€jf  Men's  and  women's  bluchers  and  buttoned 
on  new  patterns,  made  not  only  to  please  the 
eye,  but  to  wear.  Not  made  as  cheap  as  we 
can,  but  as  well  as  we  can. 


Ames  Holden  McCready,  Limited 

Montreal       St.  John        Toronto  Winnipeg 
Calgary       Edmonton  Vancouver 
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A  NEW  FALL 
STYLE 


Minister  Myles  Shoe  Co. 

Limited 

Toronto,  Canada 
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Sure 


for  Fall 


PAT.  N.°-  ■  119409 

GOLD  CROSS 
SHOE 


For  Good  Class  Trade 
Stock  the  Professor  Shoe 

If  you  wish  to  keep  up,  or  even  raise  the  high  tone 
of  your  Store  there  is  nothing  that  will  effect  this 
better  than  a  display  of 

The  "Professor"  Cushion  Soled  Shoe 

It  is  the  natural  shape  and  quiet  style  that  arrests 
attention.  It  is  the  perfect  comfort  it  gives  the 
wearer  that  makes  a  sale  at  every  try-on. 

You  are  doing  a  high-class  trade.  The  Professor 
shoe  will  help  it  and  prove  one  of  your  most  valu- 
able profit  makers. 


The  Tebbutt  Shoe  and  Leather 
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The  Supply  That  Will 
Create  the  Demand 

You  don't  have  to  worry  about  the  sale  of  the 

Doctor's  Anti-Septic  Shoe 

you  stock  it — that's  all.     The  shoe  does  the  rest. 

It  is  a  shoe  that  will  create  its  own  demand- 

will  sell  itself — will  make  its  own  trade. 

The  trade  thus  made  will  not  only  give  you  a  full 
margin  of  profit  but  will  gain  for  you  and  your  store 
the  name  and  reputation  of  selling  a  perfectly 

weather-proof  shoe — The  Very  Shoe  for  Fall. 


^Ompany,  Limited,  Three  Rivers,  Quebec 
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Miner  and  Shef ford  Brands 

of  Rubber  Footwear 


No.  144  Men's  Dandy 


Fac-simile  of  Solid  Heel  show- 
ing the  Foster  Patent  Friction 
Plug  used  on  all  Miner  Duck 
Lumbermen's  exclusively. 


154  Men's  New  York 


Our  styles  and  lasts 
are  unequalled. 


The  wearing  qual- 
ity of  these  Brands 
cannot  be  beaten. 


We  have  the  facil- 
ities for  giving  the 
best  service. 


The  Miner  Rubber  Co.,  Limited 

Granby,  Que.  Toronto.  Ont. 

Stocks  carried  at  all  distributing  points 
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NUBUCK— Washable,    Durable,  Economical 

The  most  popular  leather  for  next  seasons'  White  Shoes. 

IMPERIAL  NUBUCK 

A  remarkable  production  in  Upper  Leather,  having  all  the 
good  qualities  of  Calfskin  and  Buckskin  combined. 
It's  color,  a  beautiful  shade,   something  between  a  coffee 
brown  and  champagne,  which  harmonizes  with  any  colored 
garment  and  suitable  for  most  all  occasions. 

BLACK  DIAMOND— Chrome  Patent 

The  leader  of  all  patent  leathers. 

TAN  GUN  METAL  CALF 

The  correct  shade  of  Tan  for  Men's  and  Women's  Fine 
Shoes.    We  also  manufacture  this  leather  in  Black. 

OTHER  PRODUCTS: 

GLOVE  LEATHER— A  wide  range  SHEEP  LEATHER— In  every  good 

of  grades  and  finishes.  Tannage, 

WEILDA    CALF— In    twenty-two  HUB  PIGSKIN  and  CUT  STOCK 

shades.  HUB  GUM  SOLES 


A.  C.  Lawrence  Leather  Co, 


95  SOUTH  STREET,  BOSTON 


NEW  YORK  CITY,  621  Broadway 
CINCINNATI,  O.,  632  Sycamore  St. 
GLOVERSVILLE,  N.Y.,  50  So.  Main  St. 


CHICAGO,  ILL.,  180  N.  Franklin  St. 
ST.  LOUIS,  MO.,  705  Lucas  Ave. 
ROCHESTER,  N.Y.,  605  Powers  BIdg. 
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Get  a  Stronger  Grip 
on  the  Family  Trade 

BUYING  Children's  Shoes  is  not  merely  a  retail  side-issue — it  is  a  striclly 
business  proposition.  There  is  as  much  profit  in  these  lines  as  in  regular  men's 
and  women's  shoes — if  you  buy  from  the  right  manufacturer . 

fl  There  is  as  large  and  important  a  trade  to  be  worked  up  in  children's  shoes  as  in 
any  regular  line  —  if  you  get  the  right  shoe. 


a 


Classic"  Shoes 

for  Ladies,  Misses  and  Children 

will  give  you  that  profit  and  help  you  get  that  trade  —  they  will  please  the  children 
and  therefore  also  please  the  parents— the  retailer  who  pleases  the  parents  through 
the  children  gets  a  certain  increase  of  steady,  come-back-again  customers. 

STOCK  "CLASSIC"  SHOES  AND  GET  A  STRONGER 
GRIP  ON  THE  FAMILY  TRADE 


«iCLA55lCu 

"  5t10[5 p 


GETTY  & 


Classic 
GA  LI 
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The  Right  Time  and 
the  Right  Goods 


HE  RETAILER  who  does  not,  at  the  right  time,  lay  in  a  stock  of  shoes 
for  Fall  to  supply  the  children's  demand  is  not  doing  justice  to  himself  or 
to  his  customers. 


The  right  time  to  slock  children's  shoes  for  Fall  trade  is  now.  We  are 
offering  the  retailer  the  greatest  help  in  his  seledion  of  these  lines. 


Study  the 
"Classic"  Shoe 


t]J  You  will  find  it  worth  while.  It  is  the  line  that  will  hold  the  trade — the  line 
where  the  value  is  certain — where  prices  do  not  fluctuate  and  above  all  where 
guarantee  and  name  mean  something. 


SCOTT 


Shoes 
ONT. 


^CLASSlu 

"  snots  " 


^CLASSIC  v 
q  SHOES  v 


\ 
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The  Best  Thing  You  Can  Have 


Is  prestige  behind  the  shoe  that  you  carry.  Do  you  know 
what  makes  up  the  prestige  of  the  ALL  AMERICA 
SHOES?  A  half-century  of  honest-dealing;  an  eight-factory 
plant;  an  army  of  over  18,000  dealers;  nine  exclusive 
American  distributing  houses;  agencies  in  principal  cities 
of  Europe,  Asia,  Australia  and  South  Africa;  and  the 
Goodwill  of  the  shoe-wearing  world! 


The  ALL  AMERICA  SHOE  for  gentlemen  will 
be  sold  to  the  Canadian  trade  through  exclusive 
agents  only.  Do  you  want  the  agency  for  your 
town?  The  illustration  shows  but  one  of  our 
many  styles.  Your  correspondence  will  receive 
our  immediate,  careful  attention. 


Rice  &  Hutchins,  Inc. 

Boston,  Massachusetts,  U.S.A. 


This  sole- 
stamp  ap- 
pears on 
every  pair 
o  f  A  L  L 
AMERICA 
SHOES. 
It  is  known 
everywhere. 


Send  for  Copy  of  "Who,  What,  Why."    It  Tells  the  Whole  Story  about  Rice  &  Hutchins 


The  Rice  &  Hutchins  Factories  as  they  would  appear  grouped 
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McDermott 

Button  Shoes 
^for  Falir- 


"V/^O  U  R  buying  for  next  Fall 
will  be  considerably  sim- 
plified by  a  short  survey  of  the 
McDermott  Lines — especially 
the  new  lines  of  button  boots 
for  Fall  trade. 

These  button  boots  are  of  novel 
and  exclusive  designs  and  offer 
the  best  values  it  is  possible 
to  get  in   Ladies'  Footwear. 


Our  Travellers  Are  on  the  Road— Drop  Us  a  Line, 
One  of  Them  Will  Call 


The  McDermott  Shoe  Company 

Montreal   :  Canada 
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If  you  see 
it  in  my 
ad.,  you 
know  I 


can 


do  it 


Put 

brains  into 
your  Foot- 
wear pur- 
chases 


JAMES  ROBINSON 


Signals  of  Success 

Now  that  the  season  for  fall  orders  has  opened  right  out,  jobbers  and 
manufacturers  can  begin  to  estimate  the  worth  of  their  judgment  of 
future  demands. 

I  have  already  had  ample  evidence  of  the  unwavering  popularity  of  my 
selection  of  styles  and  shapes  in  new  lines. 

It's  Sales  that  Tell 

This  is  the  evidence  of  FACT.  The  way  orders  have  been  pouring  in 
since  I  have  put  out  my  fall  samples  is  conclusive  proof  of  the  correct- 
ness of  my  judgment. 

My  lines  are  certainly  proving  favorites  and  if  any  retailers  are  hesitat- 
ing about  the  completion  of  their  fall  stocks  let  me  urge  upon  them  to 
see  my  fall  samples  and  to  share  the  success  that  undoubtedly  awaits 
those  who  have  already  stocked  up  with  my  own  special  selections. 
The  complete  success  of  my  fall  lines  is  assured — let  it  help  to  make 
your  success. 

James  Robinson,  Montreal 
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My  claims 
can  always 
be  taken 
at  par 
value 


I  want  to 
sell  you  all 
your  Foot- 


wear. 


Why  Lose  Sales? 

Why  is  it  that  many  shoe  stores  miss  sales  day  after  day  ?  There  is 
no  real  reason — yet  how  persistently  does  this  happen — how  many 
people  enter  your  store  daily  and  go  away  unsupplied  and  dissapointed. 
There  is  no  reason  on  earth  why  any  shoe  store  should  not  supply 
every  reasonable  demand — if  not  from  stock  by  order. 

My  Letter  Order  Department 

The  only  way  to  do  this  is  to  order  what  you  want  from  an  absolutely 
reliable  source  where  you  are  certain  of  getting  the  goods  promptly. 
My  Letter  Order  Department  is  organized  for  this  SPECIAL  PURPOSE. 
It  is  every  day  filling  and  despatching  orders  at  a  moments  notice. 
The  department  staff  works  day  and  night  and  when  you  send  your 
order  you  know  that  it  will  be  filled  and  despatched  within  24  hours. 

The  very  next  demand  you  cannot  fill,  write  my  Letter  Order  Depart- 
ment and  test  its  worth. 


James  Robinson,  Montreal 
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Catch  the  Young  Man's  Trade 

and  Hold  It! 

Boy  Scout  Shoes 


In  Stock 

Three  Leathers, 
Tan,  Patent  and 
Gunmetal 

Boys'  Sizes  -  1-5^2 
Young  Men's  Sizes,  6-8 

Try  a  Dozen 
Pairs 


We  talk  Quality 
and  Style  while 
others  talk  Price 
and  Profits. 


Do  not  gamble  with  chance,  make  your  first  impression- 
a  dead  sure  one.    Please  the  boy  and  he  will  tell  his  friends. 

HAVE  YOU  A  STANDARD  LINE  TO  OFFER? 


We  have  made  hundreds  of 
new  friends  through  our 
catalog  —  write  for  a  copy 


Jackson 


Sales  Agent" 

MONTREAL 
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Hyman's  Metallic  Chrome  Sole 


The  Everlasting  Sole 

MADE    UP  IN 


Boy  Scout  Shoes 


Made  in  Box 
Calf  and  in  heavy 
Tan  and  Black 
Grain  Leathers 
with  Plump  Me- 
tallic Sole. 

Boys'  Sizes,  l-5#  -  $2.25 
Young  Men's  Sizes, 6-8, 2.55 


Just  a  little 
bit  better 
than  any- 
thing else  on 
the  market. 


A  COMBINATION  HARD  TO  BEAT 

Be  sure  and  see  this  Model  Boy's  Tramping  Boot  in  our 
range  of  Fall  samples.    This  is  an  Ideal  Shoe  for  Boys. 


&  Savage 


iner  Rubber  Co. 


ASK  FOR  OUR 
CATALOG 


ANA  D1A 


i6 


FOOTWEAR    IN  CANADA 


PHILIP  JACOBI 


The  Celebrated  Nuway  Dressing  for  White,  Buck  and  Kid  Shoes. 
Genuine  Silk  Laces.     Rifle  and  Shoe  Laces. 

PHILIP  JACOBI.  5  WELLINGTON  STREET  EAST.  TORONTO 
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Hot  Foot  for  Canada! 


I've  made  a  big-  hit  in  the  States.  I'm  brand  new.  I  was 
a  lucky  find.  The  fellows  who  originated  me  have  sold  a 
raft  of  my  brothers. 

I'm  going  to  make  just  as  big  a  hit  in  Canada. 

I've  got  the  style  without  the  foolishness.  I'm  a  steady, 
level-headed  proposition. 

I  am  "Lucky  C,"  and  you'll  be  lucky  if  you  deliver  all 
the  orders  my  shape  digs  up  for  the  boys. 


MONTELLO  STATION  BROCKTON,  MASS. 
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Barnet's  Dirt  Proof — the 
Dependable  Tan  Calf — 
maintains  first  place  in  the 
estimation  of  fine  footwear 
manufacturers. 


Write  for  Samples 


J.  S.  Barnet  &  Sons,  Inc. 


18  South  Street,  Boston 


Tanneries :  Lynn,  Mass. 


The 

"NUGGET" 


POLISH 


SALES 

show  an  increase 
of 

100% 

for   the    last  six 
months 


QUALITY 

is    bound  to 
tell. 


Have  YOU 
plenty  in 
stock  for 
the  Sprino- 
Trade. 


? 


"NUGGET"  POLISH  CO.,  LTD. 


67  Adelaide  Street  E. 
TORONTO 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 


Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.S.A.  CAPACITY  17.000  PAIRS  A  DAY 
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mt  &  Satisfaction  in  Evesv  Rw 


"Fleet  Foot"  Tennis 
and  Sporting  Shoes 

Are  in  Great  Demand  All  Over  Canada 

WHY? 

Because— They  are  made  over  good  sensible  lasts,  ensuring  proper  fit. 
Because— They  are  made  of  good  materials  and  give  value  (or  the  money. 
Because — They  are  sold  at  popular  prices. 

Outdoor  sports  will  soon  be 
in  full  swing 

"Line  Up"  Your  Stock  Mr.  Retailer  and  be  in  Readiness. 

Fleet  Foot  Sporting  Shoes  Are  Suitable 
for  Every  Class  of  "Play" 


leet  Coot 


That's  Why  They 
Are  So  Popular 


Sold  by 


Canadian  Consolidated  Rubber  Co. 


Branches : 


LIMITED 


ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 


Order  from  the  Nearest  Branch. 


FOOTWEAR    IN  CANADA 


2  I 


SUCCESS! 


The  Goal  we  are  all  aiming  at 

MR.  RETAIL  MERCHANT, 

Do  you  not  agree  with  us  that,  to  be  successful  you  must  have  the  right  goods  to  sell  ? 

Well  then,  you  must  have 


Ducks 

Black 
Blue 
White 
Tan 


Real 
Rubber 
Soles 

Red 

White 

Black 


TENNIS  AND  SPORTING  SHOES 

We  carry  large  stocks  at  all  our  Branches  and  can  give 
you  quick  service.    Order  from  the  nearest  Branch. 


Canadian  Consolidated  Rubber  Co. 

LIMITED. 

Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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Timely  Tips  on 


Turned  Footwear 


The  thickest  sole-edge  acceptable  to  women  when  divided  between 
the  welt  and  sole  is  too  light  to  allow  of  a  long-wearing  sole  thick- 
ness. Especially  in  popular  priced  footwear  the  sole  leather  in 
welts  does  not  give  anything  like  the  wear-satisfaction  to  be  found 
in  the  Guptill  Turned  Footwear.  In  this  there  is  no  welt  to  take 
up  edge-space,  no  shoddy  space  filler  between  inner  and  outer  soles, 
but  all  the  good,  thick  sole  goes  to,  and  is  available  for,  long  wear. 
(To  be  continued  next  month) 

HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 


Sample  No.  C1219,  mat  kid  three  strap 
sandal,  beaded  on  the  vamp  and  straps 
with  jet  and  steel  beads.  The  beading 
pattern  on  the  vamp  is  a  clover  leaf  pat- 
tern with  a  jet  leaf  and  steel  outline. 
This  shoe  carries  a  1  4-8  Louis  Paris  style 
heel,  at  $3.25. 


"BIG  SMOKE" 

Extra  Wide  Drop  Toe,  Wide 
Shank  7/8  or  I  inch 
Flange  Steel 


"Big  Smoke" 

A  New 
"Just  Wright"  Last 

Made  by 


E.  T.  WRIGHT  &  CO.,  (Inc.)  Rockland,  Mass. 
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"S&S"  SUEDE  POLISH  CO. 

170  W.  Randolph  St.,  CHICAGO 


OUR  Suede  Dressings  have  an  established  WORLD-WIDE  REPUTATION  as  the  BEST  ON   THE  MARKET. 
They  are  the  only  Suede  Dressings  which  do  not  run  through  the  leathers  and  spoil  the  linings  of  the  shoes.    They  are 
sold  in  every  state  in  the  Union  and  in  many  foreign  countries.  Jobbers  handle  them. 

"S&S"  White  "S&S"  Black  "S&S"  Colors 

Retails  25c.  the  Bottle  Wholesale  $18.00  the  Gross 


Undressed  Leathers 

8UCK,SUB)E  OIF.OMF. 

ako.Cmtor  Shoes 
MAPt  Like  Mew 


WM  L  NOT  HUB  OFF 


"S&S" 


Dressings  Preserve  the  Velvety  Surface  of  the  Leather,  Renew  its  Original 
Beauty,  do  not  Rub  off  or  Soil  the  Hands. 

"S&S" 

Dressings  can  be  Relied  On  for  Uniform  Excellence.  They  Give  Universal 
Satisfaction  and  are  by  Far  the  Most  Popular  with  Jobbers,  Merchants  and 
Costumers. 

Get  Ready  for  the  Great  Suede  Rage 


L 


For  ktl  White  fibrte  Umi 

made  oi  canvas,  lioeu, 


(For  All  Whrtt  LMthtf 

made  of  »ucde,  oow,  eas- 
ier, kid,  etc. 
WILL  NOT  HARDEN 


WILL  NOT  RUB  OFF 


S«EDtP0USHC0. 

PCHICAGO.ILL.USA.^J  J 


Finest 

Quality 


WAtttemore's  Largeit 


f  f  /Shoe  Polishes 


Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World, 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.   Always  ready  to  use.    Largest  quantity.   Finest  quality.    Polishes  without  rubbing.   Retails  25c 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.  Each  cake  in  a  zinc-tin  box  with  sponge 
(see  cut)    Retails  10c.    Bach  cake  in  a  handsome  aluminum  box  with  sponge.    Retails  25c. 

"NUBUCK"  White  Leather  Dressing  cleans  and  whitens  Buck,  Nubuck,  Suede  and  Ooze  leathers,  both  smooth  and 
nappy  finish.    Retails  25c. 

"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles, 
bridles,  etc.  Retails  25c.  "STAR"  russet  combination  (10c  size).  Russet,  Brown  and  Ox  Blood  pastes  (5  sizes  of  each  color) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.   Re6tores  color  and  lustre  to  all  black 

shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  be  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS  &  CO.,  Boston,  Mass.  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
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A  Glazed  Kid  With  All  the  Good  Points 

Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre, 
Uniformly  Assorted,  Sized  and  Weighted. 

You  owe  it  to  yourself  as  a  Good 
Shoemaker  to  examine    this  line. 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory :  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFD  IB. 


The  Fraserville  Shoe 
Co.j  Limited 

FRASERVILLE,  QUEBEC 

Manufacturers  and  Wholesalers 


We  carry  a  Large  Stock  of  every  line  of 
Men's,  Women's  and  Children's  Shoe. 


Our  Special  Brands  of  High-Grade 
Shoes  are 

"New  York  Style" 

For  Men 

"TheAlbani  Shoe" 

For  Women 


We  stand  behind  and  guarantee  every  pair  of 
these  shoes  produced.  Samples  will  be  express- 
ed free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.  Ask 
us  for  quotations  and  samples. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 


THE  "TOWER"  FOR  STRENGTH 


Telegrams 
Chromery 
'  London' 


The 


Codes 
Al  and 
Leibera 


London  Chrome 
Tannery,  Limited 

83-85,  BERMONDSEY  STREET,  LONDON,  S.E., 
ENGLAND 


GLACE  KID. 
BOX  CALF. 


THE   BARK  SUPPLY 

All  tanners  realize  that  the  supply  of  bark  in  this  country  is  growing  less  every  year.  The  natural  tendency  is 
toward  imported  tanning  materials,  and  the  wise  tanner  will  use  some  of  these  materials  before  his  bark  supply  is 
entirely  exhausted.    We  are  importing  an  absolutely  pure  Bark  Extract  that  pleases  many  tanners.    This  is  our 

GOLDEN  CUTCH 

in  solid  form,  55-60%  tannin.    There  are  good  reasons,  aside  from  the  bark  shortage,  why  tanners  should  use  this 
material.    (1)  It  makes  a  strong  leather.    (2)  Produces  a  beautiftd  color.    (3)  It  will  increase  weight. 
It  is  to  your  interest  to  investigate  this  material.    We  will  be  glad  to  tell  you  all  about  it. 

Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

Crescent  Brands  Excel 


New  York  Office,  82  Wall  Street       Br.xnch  Store,  Chicago,  1030  North  Branch  Street       201-225  Purchase  Street,  75  High  Street,  Boston,  V.  S.A. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ahrens  Co.,  Chas.  A  . .  72 

Ames  Holden  McCready   2 

Ault  &  Co.,  A.  W   71 

Barnet,  •].  S   18 

Beardmore  &  Company   74 

Boot  and  Shoe  Workers'  Union   . .  68 

Brandon  Shoe  Company   66 

Brockton  Die  Company   69 

Brockton  Heel  Company   60 

Buffalo  Shoe  Company  26-27 

Burroughs  Adding  Machine  Co.   . .  78 

Canadian  Blacking  &  Cement  Co...  65 
Canadian  Consolidated  Rubber  Co.  20-21 

Chicago  Tanning  Company   60 

Clarke  &  Co.,  A.  R   75 

Clatvvorthy  &  Son   66 

Cleo  Shoe  Company   25 

Cote,  J.  A.  &  M   63 

Diamond  Show  Case  Company  ....  63 

Dominion  Die  Company   69 

Douglas  Co.,  W.  L   19 

Edwards,  T.  J   60 

Fiske  Company,  Limited..   ..   ..    ..  74 

Fortuna  Machine  Company   69 

Fraserville  Shoe  Company   24 

Getty  &  Scott   8-9 

Gordon  &  Berman   71 


Guptill,  Hervey  E   22 

Gutta  Percha  &  Rubber   Mfg.   Co.  84 

Hitchings  &  Coulthurst   24 

Hotel  Eggleston   71 

Humberstone  Shoe  Co   81 

Hurlbut  Company   71 

Independent  Box  Toe  Company   . .  69 

Jacobsen  Publishing  Co  28-29 

Jacobi,  Philip   16 

[ackson  &  Savage  14-15 

Jorolemon  Oliver  Company    71 

Kirvan  Doig  . .    62 

Klipstein  &  Co.,  A   79 

Lawrence  Leather  Co.,  A.  C   7 

London  Chrome  Tannery   24 

Lord  &  Taylor   61 

Lynn  Last  Company   60 

Mann  Bros   79 

Marden,  Orth  &  Hastings   24 

Mawhinney  Last  Co   17 

McDermott  Shoe  Co   11 

McKellar  Shoe   Company   30 

Miner  Rubber  Company   1-6 

Minister  Myles  Shoe  Company  ....  3 

Moore  Bros   71 

Murray  Shoe  Co   62 


Nugget  Polish  Co   18 

Peel  Shoe  &  Legging  Co   64 

Peters  Manufacturing  Company.    ..  60 

Rice  &  Hutchins   10 

Rideau  Shoe  Company   64 

Rigg  &  Company   70 

Robinson,  James  12-13 

S.  &  S.  Suede  Polish  Co   23 

Shoeman   72 

Sisman  Shoe  Co.,  T   77 

Standard  Engineering   76 

Taylor  Manufacturing  Co   77 

Tebbutt  Shoe  &  Leather  Co   4-5 

Toronto  Brass  Company   64 

United  Shoe  Machinery  Co.  67-73-80-82 

U.  S.  Hotel   63 

Walpole  Rubber  Company   65 

Whittemore  Bros   23 

Wickett  &  Craig   81 

Williams  Shoe  Company   79 

Woodard  &  Wright   72 

Worcester  Slipper  Co   76 

Wright  &  Co.,  E.  T   22 


Women's  Goodyear  Welts  to  retail  at  $3.50  to  $4.50 

"  Cleo  "  Heavy  Walking  Boots  for  Women  are  partic- 
ularly stylish  for  Fall  Trade 

Every  progressive  retailer  should  be  interested  in  the  artistic  Style, 
Quality,    Saleability,    and   Profit,    which   "Cleo"   Shoes  assure. 

Write  Now  for  Exclusive  Agency. 


Cleo  Shoe  Compar\y 

London,  Canada 
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Buffalo  Wont-Leke 

SHOES 

are  Customer  Makers  and  Keepers 
because  of  Radical  Advantages  in  con- 
struction and  materials 


M EEL  FASTENING 


WATER-TIGHT 
SEAM 

CONSTRUCTION  OF  3UFFAL0  WONT-LEKE  SHOES 

A  Cut-up  Shoe  illustrating  this  construction  with 
each  initial  order  of  1  doz.  Wont-Leke  Shoes 

Canadian  Representation 

The  Buffalo  Shoe  Company  is  represented  in  Canada  by  Mr.  E.  J.  P.  Smith, 
44  Homewood  Ave.,  Toronto,  Ont.    We  bespeak  for  him  your  cordial  attention. 

Buffalo  Shoe  Company 

BUFFALO,  N.  Y. 
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No.  2  X  1    Gun  Metal  Calf  C-D-E  in  Stock  No.  2  F  I   Tan  Calf  C-D-E  in  Stock 


Buffalo    Wont-Leke  Shoe 
Styles  for  Fall  of  1912 

are  the  same  as  for  fall  of  191 1 

STAPLE  AS  SUGAR  because  these  correct  foot-form  lasts  have  stood  the  test  of  years. 

These  four  styles  with  uppers  of  finest  Calf-Skin  and  Vici  Kid,  are  bottom- 
ed with  Niagara  Sole  Leather,  absolutely  and  permanently  water-proof, 
non-slippery  when  wet  and  wonderfully  wear-resistant. 

MR.  SHOE  RETAILER  ! 

How  about  the  trade  which  asks  for  "The  same  kind  I  got  before." 

No  Clearance  Sales  !     No  Dead  Stock  ! 

Drop  a  Postal  for  that  Catalog  To-day. 

BUFFALO  SHOE  CO.,  Buffalo,  N.  Y. 


No.  2TI   Tan  Calf  No.  2  M      Vici  Kid  Bal    C-D-E  in  Stock 
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SPECIAL  CANADIAN  DAY 

Boston,  Mass.,  Friday,  July  12th 

with  Headquarters  at  the 

Sixth  National  Shoe  and 
Leather  Market-Fair 

Mechanics  Building 

SHOE  MANUFACTURERS  and  tanners,  shoe  whole- 
salers and  retailers  and  manufacturers  of  shoe  and  leather 
machinery,  findings  and  supplies  are  cordially  invited  to  visit 
Boston  during-  the  week  of  July  ioth  to  17th,  and  join  in  the  big 
International  Shoe  and  Leather  Week  to  be  held  at  that  time. 
Members  of  the  shoe  and  leather  trade  from  all  parts  of  the 
United  States,  Canada  and  abroad  will  be  present  in  large 
numbers,  and  the  biggest  gathering  of  this  industry  ever  held 
is  already  assured.  The  big  Shoe  and  Leather  Fair,  in  Mecha- 
nics Building,  will  be  headquarters  for  the  week.  Here  will  be 
shown  shoes,  leather,  shoe  and  leather  supplies  of  all  kinds, 
lasts,  patterns,  machinery  in  motion,  including  all  the  latest 
things  in  modern  American  shoemaking  and  leather  production. 

AMONG  SPECIAL  FEATURES  OF  THE  WEEK  ARE: 

Special  Canadian  Day,  Friday,  July  12th. 

Shoe  Factory  Superintendent's  and  Foremen's  Day,  Saturday,  July  13th 

Big  gathering  of  Members  of  the  National  Shoe  Retailers  Associa- 
tion, who  will  have  space  at  the  Fair. 

Gathering  of  Members  of  the  Southern  Shoe  Retailers  Convention, 
who  will  have  space  at  the  Fair. 

Convention  of  Delegates  of  the  National  Shoe  Retailers  Association. 

Gathering  of  Members  of  the  National  Tanners  Association,  who 
will  have  space  at  the  Fair. 

Exhibit  by  Pratt  Institute  of  New  York,  demonstrating  educational 
course  in  the  tanning  trade. 

Boston  Harbor  Excursions  and  Outings  at  nearby  ocean  beaches  and 
sea-side  resorts. 
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Free  Admission  Tickets  for  the  Canadian  Trade 

Members  of  the  Canadian  shoe  and  leather  trade  who  will  fill  in  and  mail  the  coupon 
below  to  address  given  will  be  sent  free  ticket  of  admission  to  the  Shoe  and  Leather  Fair. 


JACOBSEN  PUBLISHING  COMPANY 

183  Essex  Street,  Boston,  Mass. 

Please  mail  me  Free  Ticket  of  Admission  to  the  Sixth  National  Shoe 
and  Leather  Market-Fair,  Boston,  July  10th  to  17th,  1912. 

Name   — .  =  

Address  —  .  

With  What  Firm   


Free  Pass  Buttons  for  Superintendents  and  Foremen 

Shoe  factory  Superintendents  and  Foremen  who  will  fill  in  and  mail  the  coupon  below 
to  the  address  given  will  be  sent  a  free  pass  button  good  for  admission  to  the  Fair. 


JACOBSEN  PUBLISHING  COMPANY 

183  Essex  Street,  Boston,  Mass. 

Please  mail  me  Free  Pass  Button  to  the  Sixth  National  Shoe  and  Leather 
Market-Fair,  Boston,  July  10th  to  17th,  1912. 

Name  .  —  

Address  .  .  

With  What  Firm   

'!.:■-'  Pass  Bottons  are  for  shoe  factory  superintendents  and  foremen  only) 


The  Shoe  and  Leather  Fair  is  an  exceptional  opportunity  to  see  under  one  roof,  in  a 
brief  space  of  time,  all  the  latest  and  best  things  in  the  production  of  shoes  and 
leather.  Its  educational  value  cannot  be  over  estimated.  Arrange  to  meet  your 
friends  from  Canada  and  United  States  at  the  Fair. 

Exhibition  Space 

If  you  have  any  article,  machinery  or  merchandise  to  sell  to  the  shoe  trade  of  the 
world,  take  exhibition  space  in  the  Fair  and  show  your  samples.  Good  space  can 
be  had  from  $90  up,  fully  equipped  with  signs  and  all  furniture.  All  you  need  to 
furnish  is  your  exhibit — we  do  all  the  rest.  Write  us  for  floor  plan  and  full  details. 
The  Fair  is  the  place  to  meet  the  trade,  sell  goods  and  open  new  accounts. 

OUR  NEW  ILLUSTRATED  BOOKLET  MAILED  ON  APPLICATION 

Jacobsen  Publishing  Company 

Publishers  of  "Hide  and  Leather" 

Managers  of  the  Shoe  and  Leather  Market  Fair 

415  Arch  St.,  PHILADELPHIA.     183  Essex  St.,  BOSTON.      136  W.  Lake  St.,  CHICAGO.     2  Stone  St.,  NEW  YORK 
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"The  McKellar" 

Solid  Leather  Shoes 


All  we  ask  of  any  dealer 
is  a  conscientious  invest- 
igation of  the  style  and 
value  qualities  of  our 
Solid  Leather  Shoes- 
beyond  that  his  judg- 
ment will  he  reflected 
by  the  size  of  his  order. 


The  call  in  the  Fall  is  for  Solid  Leather  Staples — McKellar 
Brands  will  give  satisfaction. 

Every  shoe  is  Solid  Leather  and  made  in  our  own  factory 

McKELLAR  SHOE  CO. 

BERLIN,  ONT. 
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A  Journal  of  its  Findings,   Making  and  Sale. 
Published    for    the    Good    ot  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 

HEAD  OFFICE  -  -  220  King  Street  West,  TORONTO 
Telephone  Main  2362 

MONTREAL  -  Telephone  Main  2299  -  B34  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  Bldg. 
VANCOUVER    -    Tel.  Seymour  2013    -    Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
BOSTON       -       -       -       Room  33,  No.  82  Lincoln  Street 
CHICAGO      -------  4059  Perry  Street 

LONDON,  ENG.  3  Regent  St.,  S.W. 


SUBSCRIPTION 

RATES 

Canada  and 

Great  Britain,  $1.00. 

U.S.  and  Foreign,  $1.50. 

Single  copies  15 

cents. 

Vol.  2 

May,  1912 

No.  5 

How  to  Figure 
Profits 


It  is  remarkable  that  on  such 
an  important  subject  as  the 
method  of  calculating  the  per- 
centage of  profits  there  should  be  such  a  difference 
of  opinion  among  shoe  merchants  as  seems  to  exist. 
The  issue  involved  is  vital  to  the  welfare  of  every 
shoe  merchant  and  yet  probably  75  per  cent,  of  them 
do  not  know  how  to  figure  these  profits  correctly. 
True,  the  vital  issue  is  the  showing  the  net  profits 
in  dollars  and  cents  at  the  end  of  the  year,  when  the 
inventory  is  completed  and  books  are  closed,  but  in 
order  that  this  showing  should  be  satisfactory,  a  pro- 
per method  of  figuring  profits  should  be  pursued  dur- 
ing the  year.  There  should  be  no  misunderstanding 
as  to  the  correct  method  of  calculating  this  most  im- 
portant item  in  business  transactions,  for  accuracy 
is  the  twin  brother  of  honesty  and  right  methods  are 
necessary  for  the  attainment  of  any  desirable  thing. 

An  incorrect  or  incomplete  understanding  of  per- 
centage and  failure  to  observe  the  proper  method  of 
figuring  the  percentage  of  profit  is  the  rock  on  which 
thousands  of  commercial  undertakings  have  gone  to 
pieces.  The  subject  of  percentage  of  profit  has  not 
been  given  sufficient  consideration  by  the  school  and 
college  text  book  writers,  especially  from  the  stand- 
point of  business  men,  so  that  insufficient  and  incor- 
rect understanding  of  the  question  has  led  men  to 
falsely  believe  that  the  percentage  of  profit  should  be 


figured  on  the  cost.  The  method  of  figuring  the  ratio 
of  profit  on  the  sale  is  declared  by  many,  who  may 
not  be  fully  informed,  to  be  diametrically  contrary  to 
the  methods  taught  in  our  schools  and  is  therefore 
loudly  decried  by  those  who  now  insist  on  using  the 
net  cost  as  a  basis,  to  their  consequent  loss. 

So  that  it  may  not  be  misunderstood  it  should  be 
stated  that  it  is  scientifically  correct  to  use  either  the 
cost  or  the  selling  price  as  a  basis  in  figuring  the  per- 
centage of  profit  so  long  as  it  is  stated  on  what  basis 
it  has  been  calculated.  This,  however,  should  not  be 
regarded  as  being  in  the  nature  of  an  academic  dis- 
cussion, for  it  is  certainly  the  privilege  of  professional 
men  to  hold  any  view  that  they  may  prefer  on  the 
subject,  but  it  is  hoped  that  they  will  concede  to  busi- 
ness men  the  same  privilege,  especially  when  the 
method  involved  has  such  a  decided  effect  on  the 
volume  of  net  profit  realized  in  the  conduct  of  their 
business,  and  permit  them  to  adopt  that  method  which 
most  fully  answers  their  requirements.  The  idea  is 
to  prevent  men  from  figuring  the  cost  of  doing  busi- 
ness on  the  gross  sales,  and  their  percentage  of  profit 
on  the  cost  of  merchandise,  without  appreciating  the 
fact  that  it  makes  a  difference. 

The  following  simple  example  will  illustrate  the 
difference  between  the  right  and  wrong  methods  of 
figuring  profits.  A  certain  article  cost  $1.00  whole- 
sale. What  will  it  have  to  be  sold  for  to  allow  a  profit 
of  10  per  cent,  after  allowing  22  per  cent,  for  cost  of 
doing  business? 

This  is  a  very  simple  question  and  one  that  every 
retailer  has  to  answer  in  his  own  business  every  day. 
It  has  been  asked  by  many  of  the  leading  trade  jour- 
nals all  over  Canada  and  the  United  States,  and  the 
answers  have  come  in,  from  men  who  are  making  their 
living  by  retailing  merchandise,  range  all  the  way 
from  $1.10  to  $1.60.  The  majority  gave  the  selling 
price  as  $1.32  or  $1.34,  allowing  a  profit  of  1  cent  or 
less.  Perhaps  some  of  our  readers  will  think  that 
there  would  be  a  profit  in  the  article  at  $1.34  and  it 
might  be  well  to  explain  why  and  how  a  merchant 
selling  at  this  price  would  be  losing  money  instead 
of  making  10  per  cent,  profit. 

If  the  wholesale  price  is  $1.00  and  the  cost  of  do- 
ing business  is  22  per  cent,  the  $1.34  does  not  allow 
10  per  cent,  but  only  lj4  per  cent,  profit.  Thus  on  a 
gross  annual  business  of  $15,000  he  will  clear  $150, 
or  a  little  better  than  $12  a  month.  The  trouble  is 
that  in  this  case  the  merchant  would  be  figuring  his 
profit  and  the  amount  which  he  wanted  to  take  out 
for  the  cost  of  the  business,  or  his  percentages,  on  the 
cost  price,  instead  of  the  sale  price.  Instead  of  ad- 
ding 32  per  cent,  of  the  wholesale  cost  to  the  whole- 
sale cost  he  should  have  added  32  per  cent,  of  the 
selling  price  to  the  wholesale  cost.  The  wholesale 
cost  is  not  something  to  be  added  to,  but  a  portion 
of  the  selling  price,  in  this  instance  68  per  cent,  of 
the  selling  price.    If  the  wholesale  cost  is  68  per  cent. 
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of  the  selling  price  then  the  selling  price  is  evidently 
$1.47. 

The  following  is  a  good  method  of  working  out 


this  question  : 

Let  the  selling  price  equal   100% 

Deduct  for  cost  of  doing  business   22% 

Deduct  for  profit   10% 


Cost  is  68  per  cent,  of  selling  price   68% 


Then  68  per  cent,  is  $1.00 

1  per  cent,  is  0147 

100  per  cent,  is  100  times  .0147  or  $1.47 

*     *  * 

"What    advantage    is    there  in 


Points  for  Retail       forming  a   Rclaj,    shoe  Dealer£, 
Association  .  ,,  . 

Association,   is  a  question  that  is 

sometimes  asked  by  shoe  dealers.  One  would  think 
that  any  intelligent,  up-to-date  shoe  merchant  with 
modern  ideas  would  not  have  to  ask  himself  this  ques- 
tion. The  benefits  of  organization  are  so  well  known, 
have  been  proved  so  often,  and  the  whole  thing  savors 
so  strongly  of  common  sense,  good  natured  co-opera- 
tion and  profitable  intercourse,  that  the  question  ans- 
wers itself.  We  venture,  however,  to  offer  the  fol- 
lowing suggestions,  which,  we  believe  might  be  dis- 
cussed with  advantage  by  a  Canadian  Retail  Shoe 
Dealers'  Association. 

We  hear  a  chorus  of  disapproval  all  over  the 
country,  on  the  question  of  sending  out  shoes  on  ap- 
proval and  retailers  are  saying  that  something  must 
be  done  to  check  and  restrict  credit  business.  Yet 
merchants  go  along  in  the  same  old  way  and  give 
credit  and  send  out  goods  on  approbation  because 
somebody  else  does  so,  and  they  fear  if  they  do  not 
act  like  their  competitors  they  will  lose  their  trade. 
A  common  sense  understanding,  through  a  retailers' 
association  would  soon  put  an  end  to  this  business. 

In  large  factory  towns,  mining  centres,  etc.,  firms 
doing  business  co-operate  with  one  another  in  keep- 
ing a  black  list  of  undesirable  employees.  Thus  a 
man  who  has  lost  a  position  through  some  serious  fault 
or  misdemeanor  will  not  be  able  to  foist  his  incompe- 
tency or  criminality  upon  some  other  unsuspecting 
employer.  The  only  way  for  shoe  merchants  to 
tackle  this  problem  is  through  the  co-operation  of  an 
association. 

Then  again,  the  public  are  very  often,  we  might 
almost  say  usually,  misinformed  by  the  local  news- 
papers as  to  styles  and  what  is  desirable  in  footwear, 
while  they  fail  to  do  their  duty  (possibly  through  ig- 
norance) in  the  way  of  showing  up  fraud  in  fake 
stores,  and  otherwise  protecting  the  interests  of  legi- 
timate dealers.  Correct  information  could  be  sup- 
plied by  the  association  and  shoe  retailers  could  agree 
to  only  advertise  in  those  journals  which  have  honest 
information  and  protected  the  legitimate  interests  of 
the  trade.     In  this  way,  too,  retailers  could  be  in- 


formed as  to  the  best  journals  to  advertise  in,  which 
have  the  most  influence  with  different  classes  of  trade, 
and  which,  if  any,  were  merely  the  organs  of  some 
political  party. 

Shoe  merchants  are  always  complaining  that  they 
do  not  get  a  profit,  or  at  all  events  enough  profit,  on 
the  sale  of  rubbers.  That  they  should  do  so,  every 
common  sense  person  will  admit.  However,  it  has 
been  the  custom  with  a  number  of  the  trade  to  regard 
the  carrying  of  rubbers  merely  as  a  convenience  to 
the  public,  and  in  order  to  attract  trade  they  cut  their 
profits  until  they  are  practically  nil.  There  is  just 
as  much  reason,  however,  for  getting  a  profit  out  of 
rubbers  as  out  of  any  other  line  of  footwear.  All 
merchants  recognize  this,  but  the  only  way  to  do  it 
without  suffering  loss  of  trade  is  by  banding  to- 
gether in  associations. 

Freight  rates,  and  particularly  express  rates  on 
shoes  shipped  from  manufacturers  often  appear  to  be 
excessive,  but  there  is  no  use  in  an  individual  dealer 
putting  up  a  kick.    Co-operation  is  what  is  needed. 

Debt-dodging  customers,  fraudulent  advertising, 
itinerant  vendors  of  goods,  and  many  other  abuses, 
fakes  and  swindles  are  crying  out  for  remedy.  By 
banding  together  shoe  retailers  would  be  able  to  get 
the  best  legal  advice  at  the  minimum  expense  and  thus 
frauds  and  nuisances  could  lie  run  out  of  the  trade.  If 
the  law  does  not  admit  of  their  prosecution,  a  protest 
from  a  strong  organization  of  retailers  should  go  a 
1'  »ng  w  ay  with  the  legislators  in  framing  a  law  to  cover 
these  points.  Then  again,  a  protest  from  an  organiza- 
tion of  shoe  retailers  to  a  manufacturing  house  who 
supplied  fake  stores  with  goods,  would  probably  have 
considerable  weight,  while  that  from  the  individual 
retailer  would  be  entirely  ignored. 

How  about  buying  the  more  staple  or  best  known 
lines  of  findings  in  bulk  and  thereby  securing  the  low- 
est possible  price?  This  could  be  done  to  advantage 
by  associations,  and  the  dealers  ordering  through  the 
association  could  then  take  the  amount  of  their  order 
from  the  common  shipment,  thus  securing  their  goods 
at  a  much  cheaper  rate  than -they  otherwise  could. 

These  are  only  a  few  of  the  questions  that  could 
be  profitably  discussed  by  Retail  Shoe  Dealers'  Asso- 
ciations. The  Canadian  shoe  merchant  is  waking  up 
to  the  advantages  of  trade  organization  and  this 
awakening  will  result  in  many  advantages  and  im- 
provements and  the  disappearance  of  many  evils  and 
abuses. 


The  difference  between  YOUTH  and 
EXPERIENCE  in  business  is  the 
difference  between  POSE  and  POISE 
and  that,  after  all,  is  only  the  difference 
of  the  "I" 
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Fall  of  1912 — Men's  tan  calf  button 
Minister-Myles  Shoe  Co. 


Fall  of  1912—  Patent  colt  with  mat  calf 
top — Minister-Myles  Shoe  Co. 


Canadian  Superiority 


in 


Style  and  Quality 


Fall  of  1912     Men's  tan  calf  blucher- 
W.  B.  Hamilton  Shoe  Co. 


Fall  of  1912 — Women's  patent  button, 
patent  tip,  mat  calf  top    W.  B.  Hamil- 
ton Shoe  Co. 
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odem  Methods  in  a  Toronto  Shot 

Efficiency  in  Store  Management  and  the  Handling  of  Goods 
Time  and  Labor  Saving  Systems      Up-to-date  Stock  Keeping 


In  our  last  issue  we  pub- 
lished plans  and  description 
of  the  Chisholm  Shoe  Store, 
1703  Dundas  street,  Toron- 
to. With  this  article  we 
show  illustrations  of  both 
the  exterior  and  interior.  It 
is  not  our  purpose  however, 
to  devote  any  more  space  to 
the  description  of  this  mod- 
ern and  well  planned  store. 
The  purpose  of  this  article 
is  to  show  how  shoes  are 
handled  by  an  expert  retail 
shoe  firm,  from  the  time  that 
the  order  is  sent  to  the 
manufacturer  until  the  shoes 
are  wrapped  up  and  carried  home  by  the  purchaser. 
We  illustrate  a  sample  order  sent  by  the  firm  to  a 
shoe  manufacturer,  showing  the  usual  trade  abbrevia- 
tions and  perhaps  as  concise  and  practical  an  order 
form  as  could  be  found. 

The  consignments  of  shoes  are  generally  delivered 
at  the  store  either  at  night  or  in  the  morning.  After 
straightening  up  is  done,  the  cases  are  opened  and 
the  goods  checked  off  and  marked  with  stock  num- 
bers. They  are  then  sent  upstairs  to  be  put  in  stock 
boxes.  The  above  refers  only  to  the  staple  lines.  For 
manufacturers'  goods  they  have  on  hand  from  100  to 
200  cartons  and  the  shoes  are  re-boxed  and  the  firm's 


Mr.  A.  Chisholm 


0 


label  pasted  on  one  end  of  the  carton.  The  stock 
number,  size  number  and  price  are  then  stamped  on 
the  label.  In  the  case  of  many  firms  this  numbering 
is  done  by  the  manufacturers,  but  Mr.  Chisholm  pre- 
fers to  do  this  himself  on  his  own  labels,  so  that  the 
cartons  in  the  store  will  pre- 
sent a  uniform  appearance. 
Numbering  by  manufactur- 
ers is  sometimes  done  in 
black,  red  or  blue  and  not 
always  on  the  same  part  of 
the  carton,  with  the  result 
that  it  detracts  from  the 
neat  appearance  of  the  car- 
tons in  the  shelves,  and  a 
good  appearance  counts  for 
a  lot  in  a  store. 

/"-""*The  number  on  the  left  of  label  is  the  stock  num- 
Tber,  and  the  first  figure  signifies  the  department  that 
it  belongs  to,  that  is,  1,  is  the  men's;  2,  women's;  3, 
boys'  and  youths';  4,  misses'  and  girls';  and  5,  in- 
fants.' The  second  figure  gives  you  the  leather ;  1  is 
patent;  2  kid;  3  velours,  dull  or  bright  finished;  4 
box  calf ;  5  tan ;  6  —  ;  7  canvas.  The  third  and 
fourth  figures  indicate  the  description  of  the  goods. 
Thus  odd  numbers  up  to  49  indicate  buttons,  even 
numbers  from  2  to  48  mean  laces,  odd  numbers  from 
51  to  99  are  pumps  and  even  numbers  from  50  to  98 
oxfords.  This  allows  twenty-five  styles  in  each  lea- 
ther in  buttons  and  laces.    In  the  illustration  of  the 


Carton  Label 


Interior  View  of  Chisholm  Shoe  Store,  Showing  Office  and  Three  Show  Cases  in  Rear 
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label  we  publish,  the  stock  number  1140  would  thus 
mean  men's  patent  blucher.  This  is  one  of  the 
simplest  and  best  systems  of  stock  numbering  that  we 
have  ever  come  across. 

The  second  number  on  the  label  refers  to  the  size, 
but  as  the  ordinary  French  system  of  numbering  is 
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Stock  Order  Form 

used  to  indicate  this,  it  is  too  well  known  to  the  ma- 
jority of  the  retailers  to  require  description. 

The  third  number  is  the  price,  the  figure  1  taking 
the  place  of  the  period,  thus  the  price  in  this  particu- 
lar instance  is  $5.00.  It  might  be  mentioned  that  some 
firms  use  the  last  figure  of  the  year  to  denote  the 
period  and  thus  are  able  to  tell  at  a  glance  in  what 
year  the  goods  were  bought,  but  in  the  modern  up-to- 
date  shoe  store  where  old  goods  are  cleared  out  this 
would  be  of  doubtful  value.  While  speaking  of  left 
over  stock  it  might  be  well  to  mention  that  this  firm 
have  a  very  good  method  of  handling  badly  broken 
lines.  They  are  marked  with  a  common  number,  the 
old  number  being  discontinued  from  the  stock  book, 
and  the  goods  are  then  put  in  a  division  by  them- 


Front  of  Chisholm  Shoe  Store 

selyeSjji  When  a  customer  comes  into  the  shop  a  spe- 
craT"point  is  made  of  showing  the  broken  lines,  first. 
These  are  kept  in  a  section  by  themselves  in  the  mid- 
dle of  the  shop  and  are  divided  into  two  divisions, 
oxfords  and  boots.) 

The  reason  fofkeeping  them  in  that  part  of  the 


store  is  that  most  customers  on  entering  naturally 
seat  themselves  in  one  of  the  middle  chairs,  and  it 
thus  comes  handy  for  the  clerk  to  pick  out  the  near- 
est shoe,  and  so  broken  lines  receive  special  attention. 
With  the  average  easily  satisfied  customer  the  first 
shoe  shown,  if  it  is  suitable,  is  taken.  The  firm  finds 
this  system  a  good  one  for  doing  away  with  "shelf- 
warmers."  Then  again,  as  all  sizes  in  the  broken 
lines  are  kept  together,  if  a  customer  wants,  say  a 
No.  7  shoe,  he  may  have  his  choice  of  some  dozen 
pairs  which  may  vary  from  tans  to  patents  and  from 
oxfords  to  bluchers.  The  customer  thus  gains  the  im- 
pression that  this  store  must  be  very  up-to-date  to 
carry  so  many  lines  in  one  size  and  makes  up  his 
mind  that  this  is  the  store  to  patronize. 

When  the  goods  arrive  they  are  shot  down  to  the 
stock  room  in  the  basement  through  a  chute  at  the 
back.  They  are  then  received  by  the  help  and  after 
the  cases  are  opened  the  goods  sorted  and  cartoned 
as  before  described,  they  are  placed  in  their  divisions 
where  they  can  be  located  immediately  they  are  re- 
quired. One  side  of  the  stock  room  is  devoted  to 
men's  footwear,  and  another  side  to  women's.  The 
men's  department  is  sub-divided  into  boots  and  ox- 
fords and  the  women's  into  boots,  oxfords  and  pumps. 
The  divisions  between  these  departments  is  kept  very 
scrupulously,  and  thus  there  can  be  no  confusion  or 
delay  when  the  goods  are  required.  At  the  back  of 
the  store  are  kept  the  in- 
fants' and  children's  boots 
in  one  department,  and  the 
misses'  and  girls'  in  another. 

The  centre  of  the  room  is 
occupied  by  a  large  table 
which  is  used  for  sorting, 
labelling,    cartooning,  etc. 
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Merchandise  Check 


Under  the  table  on  one  side 
is  the  boys'  section,  which  is 
divided  into  five  divisions, 
according  to  the  kind  of  lea- 
ther, the  first  division  being 
patent  leather;  the  second, 
kid ;  the  third,  velours ;  the 
fourth,  box  calf ;  and  the 
fifth,  tan.  Under  the  table 
on  the  other  side  is  the 
youths'  and  lads'  depart- 
ment which  is  arranged  in 
divisions  and  numbered  the  same  as  the  boys.'  The 
men's,  women's,  infants',  and  misses'  departments 
have  five  shelves  each,  and  are  numbered  the  same  as 
the  divisions  in  the  youths'  and  lads'  departments.  It 
will  readily  be  seen  that  by  such  a  system  of  stock 
keeping  the  exact  article  wanted  can  be  found  with- 
out any  difficulty  at  a  moment's  notice. 

Every  morning  the  shoes  sold  are  replaced  by 
similar  ones  from  the  stock  room.  In  order  to  facil- 
itate the  refilling  of  cartons,  when  a  pair  of  shoes  are 
sold  the  carton  is  placed  b'ack  in  position,  but  upside 
down,  so  that  it  will  attract  the  attention  of  the  stock- 
room clerk  at  once.  This  also  prevents  a  clerk  who 
is  serving  in  the  store  from  pulling  out  an  empty  car- 
ton when  he  wishes  to  show  a  pair  of  shoes. 

When  the  goods  are  sold  they  are  placed,  together 
with  the  money,  in  a  basket  carrier  and  shot  along  a 
wire  to  the  office  which  is  on  a  raised  platform  in  the 
rear  of  the  store.  There  a  young  lady  takes  out  the 
shoes,  and  the  salesman's  check,  tears  off  the  dupli- 
cate, which  she  keeps,  and  returns  the  original  check 
together  with  the  change  and  the  goods,  after  the 
latter  have  been  wrapped,  to  the  customer.   After  this 
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is  done,  the  cashier  enters  in  a  book  the  stock  num- 
ber, and  price  of  the  shoes,  for  future  reference.  In 
this  way  a  record  is  kept  of  every  shoe  that  is  sold 
and  the  price  received  for  it.  The  customer  carries 
away  the  original  salesman's  check  wrapped  up  in 
the  parcel  of  goods  and  is  able  by  it  to  identify  the 
salesman  and  easily  have  rectified  any  mistake  that 
may  have  occurred,  although  with  such  an  up-to-date 


An  Ontario  shoe  clerk  writes  Footwear  in  Canada 

as  follows: — "Having  read  and  enjoyed  the  many  use- 
ful articles  in  your  magazine,  I  would  be  interested 
in  an  opinion  on  the  position  a  junior  clerk  takes  in  a 
store,  also  when  and  how  he  should  turn  over  a  cus- 
tomer to  his  seniors." 

We  are  always  glad  to  hear  from  shoe  clerks  with 
reference  to  any  points  they  require  information  on 
and  are  ready  to  help  them  in  any  way  we  can.  In 
regard  to  this  letter,  the  particular  duties  of  a  junior 
shoe  clerk  are  not  very  clearly  defined  and  may  vary 
largely  in  different  stores.  Generally  speaking,  how- 
ever, the  junior  clerk  on  entering  the  store  has  to 
do  a  lot  of  rather  disagreeable  and  menial  work.  This 
work  is  necessary,  however,  and  someone  in  the  store 
must  do  it.  It  therefore  falls  to  the  lot  of  the  less  ex- 
perienced to  perform  it  and  to  leave  the  more  skilled 
help  free  for  the  higher  grades  of  the  work.  As  the 
clerk  gains  more  experience  he  becomes  more  and 
more  useful  to  his  employers,  and  if  they  are  wide- 
awake business  people  they  will  not  waste  his  time, 
and  theirs,  by  keeping  him  employed  at  work  of  this 
nature,  but  will  give  him  the  higher  class  of  work  that 
his  experience  and  capabilities  fit  him  to  perform. 

The  following  article  on  the  position  a  junior  shoe 
clerk  takes  in  a  store  and  how  and  when  he  should 
turn  over  a  customer  to  his  seniors  is  written  by  an 
experienced  salesman  in  one  of  Toronto's  largest  and 
most  up-to-date  shoe  stores. 

A  Junior  Clerk's  Work 
The  junior  clerk  in  a  shoe  store,  as  in  any  other, 
is  subjected  to  requests  or  orders  to  attend  to  many 
jobs  that  are  not  perhaps  of  the  cleanest  nor  the  most 
pleasant  kind  to  look  after,  but  there  are  few  who  do 
not  have  to  go  through  such  a  stage  in  order  to  after- 
wards be  able  to  properly  direct  their  junior  helpers. 
Just  here,  it  may  be  mentioned  that  if  those  in  posi- 
tions of  authority,  especially  in  the  shoe  business, 
would  only  realize  the  value  of  a  pleasant  request 
rather  than  a  gruff  command  or  demand  for  certain 
specified  duties  they  would  meet  with  the  same  or 
better  results,  and  be  respected  rather  than  temporar- 
ily feared,  for  "fear  soon  wears  off." 

With  reference  to  a  clerk  turning  over  a  customer 
to  his  senior,  it  is  well  to  note  that  the  most  essen- 
tial point  is  to  never  let  the  customer  think  that  you 
are  "green"  at  the  business  (even  if  you  are)  but 
rather  give  some  excuse,  such  as  not  being  conversant 
with  that  particular  part  of  the  department,  or  stock 
— if  you  find  it  really  necessary  to  call  for  assistance 
to  locate  what  is  required — for  once  you  give  a  cus- 
tomer the  idea  that  you  are  "green"  the  news  soon 
spreads  to  his  friends  and  they  are  likely  to  be  cus- 


system  of  store  management,  mistakes  seldom  occur. 

Efficiency  in  store  construction  was  the  subject  of 
our  article  on  this  store  in  our  April  number.  This 
time  it  is  efficiency  in  store  management  and  the 
scientific  handling  of  goods.  With  these  most  impor- 
tant details  so  carefully  planned  the  Chisholm  Shoe 
Store,  by  all  the  rules  of  the  "game,"  should  be  a 
brilliant  success. 


tomers  at  your  store.  Do  not  tire  or  irritate  your 
customer  before  turning  him  over  to  your  superior, 
for  this  makes  it  a  hard  proposition  for  the  next  man 
to  sooth  and  calm  him,  let  alone  to  start  in  to  fit 
his  feet.  When  a  turn-over  is  made,  do  not  run  away 
out  of  sight  after  securing  your  senior's  assistance 
without  mentioning  the  fact  that  perhaps  this  party 
who  knows  the  stock  better  might  be  able  to  find 
something  more  suitable,  nor  is  it  wise  to  stand  close 
by  in  the  customer's  sight  as  if  taking  a  lesson  in  sales- 
manship. Note  the  senior's  proceedings  if  possible, 
but  from  a  distance,  and  keep  out  of  your  customer's 
sight,  always ! 

The  method,  as  practised  by  some  merchants,  of 
turning  over  a  customer  to  six  or  seven  clerks  before 
allowing  him  to  get  away  without  leaving  some  of 
his  cash  is  wrong,  and  will  never  lead  to  increased 
business.  It  is  equally  as  poor  a  method  for  a  junior 
to  allow  a  customer  to  leave  the  store  without  first 
ascertaining  from  the  senior  or  head  of  the  depart- 
ment in  which  he  is  trying  to  make  a  sale,  whether 
or  not  the  article  required  is  in  stock,  expected  to 
come  in  shortly,  or  obtainable  by  special  order,  for 
even  if  there  is  not  much  actual  profit  on  a  pair  of 
shoes  that  you  have  obtained  by  special  order,  you 
have  probably  retained  the  customer,  which  means 
many  sales  in  future. 


Show  Window  of  the  Coles  Shoe  Company  of  Brantford,  Out. 

This  firm  carries  the  celebrated  Dorothy  Dodd  Shoe  which  they  find  a 
business  getter;  also  bags  and  suit  cases  for  which  they  have  a  steady  de- 
mand. Thc>  cui|>]<>\  colored  light s  in  t he  show  u  indows  and  change  these 
to  match  the  color  scheme  of  the  display.  Mirrors  are  placed  at  the  sides 
and  back.  Transom  over  the  window  is  of  pebble  glass  which  makes  the 
interior  of  the  store  as  light  as  day. 


Tib®  Jomor  Clerics  Position  in  a  Sib© 


Must  Expect  Disagreeable  Work  at  First — With  Greater  Usefulness 
Comes  Advancement — How  to  Turn  Over  a  Customer  to  his  Senior 
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akesrs    ©f    Caimadiaini  Footwear 


J.  I.  CHOUINARD— PRESIDENT 


The  Canadian  Boot  &  Shoe  and  allied  trades  in- 
clude men  who,  by  grit,  perseverance,  and  determina- 
tion have  attained  prominence  in  their  particular 
spheres,  and  have  achieved  success  in  material  mat- 
ters, politics,  civic  and  social  life.  They  have  been 
"Through  the  mill,"  and  profiting  by  experience, 
sometimes  hardly  earned,  have  been  able  to  overcome 
obstacles  which  at  the  outset  seemed  almost  insuper- 
able. The  difficulties  are  increased  when  a  man 
switches  from  one  busi- 
ness to  another,  and  has 
to  unlearn  a  trade  or  pro- 
fession in  which  he  spent 
his  earlier  years.  Mr.  J. 
I.  Chouinard,  president 
and  general  manager  of 
the  Regina  Shoe  Com- 
pany, Montreal,  and  own- 
er of  the  jobbing  business 
which  is  conducted  under 
his  own  name,  is  an  in- 
stance of  this  kind.  His 
commercial  progress  has 
been  due  to  a  strong  de- 
termination to  surmount 
the  barriers  which  stood 
in  the  way  and  a  belief 
in  his  own  powers  and 
methods. 

Almost  from  the  start 
of  his  career  conditions 
were  against  him,  but  he 
has,  in  the  face  of  adverse 
circumstances,  built  up  a 
business  which  has  shown 
great  expansion  within  a 
very  short  time.  Born  in 
Stanbridge,  Province  of 
Quebec,  in  1866,  he  was 
early  employed  in  the 
sash  and  door  factory  of 
James  Shearer,  Montreal, 
and  soon  was  promoted 
to  be  foreman.  When  he 
was  twentv-two  years  of 
age  his  father,  who  was  a 
contractor  in  a  small  way, 
died,,  and  the  care  of  a 
family  of  eight  children 
devolved  upon  Mr.  Chou- 
inard. The  family  moved  to  the  city,  and  for  a  time 
there  was  quite  enough  to  do  to  keep  things  going. 
Mr.  Chouinard,  however,  never  lost  heart,  and  as 
prospects  improved  he  married,  at  the  same  time  be- 
ing the  mainstay  of  his  brothers  and  sisters.  At  this 
period  he  took  another  decisive  step — he  left  the  sash 
and  door  factory  and  entered  the  boot  and  shoe  trade, 
which  he  felt  offered  better  opportunities  and  to  which 
he  was  attracted  by  reason  of  family  connections.  He 
purchased  a  small  boot  and  shoe  store  on  Notre  Dame 
street  west,  Montreal.  This  was  22  years  ago.  His 
capital  was  only  $275,  but  he  obtained  some  slight 
financial  backing.  After  two  years  the  property  was 
expropriated,  and   Mr.    Chouinard   removed   to  St. 


Mr.  J.  I.  Chouinard 


Lawrence  street,  where  he  remained  for  about  seven 
years. 

As  the  business  increased,  Mr.  Chouinard  started 
in  the  wholesale  in  a  small  way,  jobbing  rubbers,  and 
keeping  the  stock  in  the  cellar.  Another  store  on  St. 
Lawrence  street  was  purchased,  and  then,  ten  years 
ago,  it  was  decided  to  get  out  of  the  retail  trade  alto- 
gether. Accordingly  a  move  was  made  to  Nqtre  Dame 
street  east,  where  for  six  years  a  jobbing  business  was 

carried  on,  and  with  such 
success  that  Mr.  Chouin- 
ard resolved  to  go  into 
the  manufacturing  end. 
For  this  purpose  the  Re- 
gina Shoe  Co.,  Limited, 
was  organized,  the  whole- 
sale business  still  being 
carried  on  as  a  separate 
undertaking,  with  Mr. 
Chouinard's  brother  as 
manager.  A  factory  was 
secured,  and  after  a  time 
Mr.  Chouinard  took  over 
the  management  of  the 
factory,  and  from  that 
date  the  company  has 
earned  sufficient  profits  to 
pay  10  per  cent,  annually 
in  three  successive  years, 
besides  putting  $33,000  to 
a  reserve  fund.  The 
company  specializes  on 
high  class  ladies'  shoes, 
making  both  Goodvears 
and  McKays.  The  output 
is  sold  to  jobbers  only, 
the  wholesale  being  look- 
ed after  by  the  jobbing 
department  owned  by  Mr. 
Chouinard. 

Every  part  of  the  fac- 
tory's organization  is 
keenly  looked  after  by 
Mr.  Chouinard,  who  con- 
ceived the  idea  of  a 
monthly  meeting  of  the 
foremen,  at  which  various 
details  are  discussed,  com- 
plaints investigated,  and 
ideas  threshed  out.  By 
this  means  the  foremen  are  able  to  obtain  knowledge 
of  what  their  fellows  are  doing,  and  so  general  bene- 
fit results.  The  foremen,  too,  are  all  stockholders 
and  are  thus  encouraged  to  do  their  best  in  effecting 
economies  and  pushing  the  business.  It  is  a  modi- 
fied form  of  the  co-operative  idea,  and  has  worked 
out  well  in  practice.  It  may  be  added  that  the  fac- 
tory has  been  enlarged  two  or  three  times,  including 
an  addition  this  year. 

Not  content  with  his  large  jobbing  and  shoe  man- 
ufacturing business,  Mr.  Chouinard  has  entered  the 
rubber  manufacturing  business.  He  is  president  of 
the  Columbus  Rubber  Company,  Limited,  of  Mon- 
treal.  This  is  a  new  firm  who  have  recently  purchased 
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the  property  of  the  Corona  Rubber  Co.  The  present 
factory  is  being  enlarged  and  we  may  confidently  ex- 
pect that,  with  such  a  capable  and  energetic  man  at 
the  head  of  the  company,  the  "Columbus"  and  "Minto" 
brands  of  rubber  footwear  will  speedily  be  well  and 


favorably  known  to  the  trade  throughout  Canada. 

Mr.  Chouinard  has  been  asked  on  several  occasions 
to  run  for  alderman,  but  has  declined  on  the  ground 
that  his  business  allows  him  no  leisure,  and  that  he 
is  not  anxious  to  figure  in  local  politics. 


A  SMccessfml  Montreal  Shoe  Stow 

Has  Been  Established  Eighteen  Years — Believe  in  Maintain- 
ing Prices — Well  Filled  Windows   are   the   Best  Sellers 


For  eighteen  years  the  firm  of  Rodrigue  &  Alain, 
248  St.  Lawrence  Boulevard,  has  been  established  in 
Montreal.  Mr.  Rodrigue  is  now  out  of  the  business, 
having  sold  his  interests  to  Mr.  J.  F.  A.  Alain,  who  en- 
tered the  store  as  a  clerk,  and  who  has  been  so  suc- 
cessful that  he  has  acquired  an  additional  shop  in  St. 
Catherine  street  east.  The  store  on  St.  Lawrence 
Boulevard  (one  window  of  which  we  illustrate)  is  one 
of  the  largest  on  the  thoroughfare,  and  being  at  the 
corner  of  a  street  has  six  windows,  four  being  on  the 
side  street.  The  two  principal  windows  are  10  feet 
wide  by  Ay2  ft.  deep,  and  the  others  7^2  by  4.  Fac- 
ing on  the  main  street,  the  windows  are  arranged  one 
for  women's  shoes  and  the  other  for  men's,  while 
on  the  side  street  children's  and  men's  shoes  are  dis- 
played. In  the  window  illustrated  tans  are  placed  in 
the  centre,  with  blacks  at  the  sides,  a  few  pairs  be- 
ing suspended  by  means  of  thread.  It  will  be  noticed 
that  the  window  is  somewhat  crowded,  but  Mr.  Alain 
has  found  by  experience  that  the  most  attractive  win- 
dows, from  the  selling  point,  are  those  which  are 
well  filled.  Accordingly  he  dresses  his  windows  to 
suit  the  locality. 

All  the  goods  are  marked  in  plain  figures,  and  are 
set  out  so  as  to  give  an  idea  of  the  range  of  the  stock. 
The  trade  is  largely  made  up  of  sales  to  young  peo- 
ple.   Mr.  Alain  is  a  believer  in  price  maintenance, 


and  holds  that  the  most  successful  retailer  is  the  man 
who  does  not  cut  quotations  to  please  exacting  cus- 
tomers. The  interior  fixtures  are  arranged  to  give 
ready  access  to  all  classes  of  goods,  men's  being 
stocked  on  one  side  of  the  store  and  women's  and 
children's  on  the  opposite  side.  All  goods  are  put 
up  in  cartons.  Mr.  Alain  is  secretary  of  the  Montreal 
boot  and  shoe  section  of  the  Retail  Merchants'  Asso- 
ciation of  Canada. 


High  Class  Goods  Selling 

A  prominent  jobber  who  has  just  returned  to  To- 
ronto from  a  visit  to  a  number  of  Canadian  and  New 
England  shoe  centres  says  that  up-to-date  and  high- 
class  merchandise  is  selling  strongest  everywhere  at 
present.  The  cheaper  medium  grades  are  very  little 
asked  for.  White  nubuck,  canvas  and  Russian  calf 
seem  to  be  the  popular  fancy.  Pumps  and  colonials 
and  buckle  shoes  are  in  strong  demand.  Ladies'  white 
boots  and  shoes  will  sell  strong  this  summer,  while 
gunmetal  etc.,  will  show  a  falling  off  to  correspond. 


Get  the  dirty  work  of  the  store  out  of  the  way 
before  the  customers  begin  to  come.  It  will  suit 
the  customers  better  and  it  will  make  the  clerks  bet- 
ter salesmen. 


One  of  the  Show  Windows  of  Rodrigue  6?  Alain,  Montreal 


FOOTWEAR    IN  CANADA 


39 


Footwear  News  from  the  Hub  of  the  Trad* 

New  Firms  Being  Organized — Business  Increasing — Complex  Conditions  of 
Market — Fancy  Effects  and  Fabrics  Obsolete — Men's  Styles  Conservative 


The  growth  of  the  commercial  interests  of  a 
country  seldom  attracts  the  notice  of  the  general  pub- 
lic, and  even  those  who  may  be  contributors  to  that 
end  are  apt  to  be  ignorant  of  the  actual  increase  until 
governmental  statistics  bring  the  facts  to  their  at- 
tention. Those  who  have  obtained  prominence  in 
the  shoe  industry  of  this  locality,  who  have  become 
widely  known  and  looked  upon  as  reliable  authorities 
on  matters  pertaining  to  the  business  in  which  they 
have  spent  their  years  of  activity,  are  frequently  lack- 
ing in  the  knowledge  of  the  actual  conditions  of  the 
trade  they  represent.  It  is  to-day  a  well-known  fact 
that  within  the  past  twenty-five  years  shoe  factories 
have  been  established  in  almost  every  state  from  the 
Atlantic  to  the  Pacific  and  this  year  will  record  an 
addition  to  the  number.  Yet  the  volume  of  business 
transacted  in  Boston  shows  a  satisfactory  annual  in- 
crease. New  firms  are  being  organized,  and  the  build- 
ing of  additional  factory  space  is  reported  as  going  on 
in  the  country  as  well  as  within  the  manufacturing 
centres. 

From  whence  then  comes  this  increasing  volume 
of  business  credited  to  the  shoe  industry  of  New  Eng- 
land? Its  geographical  location  would  appear  to  be 
a  detriment  to  its  competing  power,  especially  so 
when  transportation  is  considered.  Mr.  Chas.  F.  Get- 
temy,  of  the  Massachusetts  Bureau  of  Statistics,  in 
his  report  of  1911,  says,  that  the  production  of  boots 
and  shoes  in  Massachusetts  in  1909  was  valued  at 
$187,000,000,  an  increase  over  1904  of  $42,000,000. 
Wages  paid  in  1909  amounted  to  $41,970,498,  an  in- 
crease of  26.6  per  cent,  since  1904.  The  number  of 
wage  earners  in  1909  was  74,710,  an  increase  of  19.3 
per  cent,  since  1904.  These  figures  show  a  remarkable 
increase  of  consumption  and  awaken  some  idea  of  the 
rapid  growth  of  population.  However,  the  increase 
of  consumers  is  not  to  be  credited  with  the  whole  of 
this,  for  people  live  differently  to  what  they  did  a 
few  years  back,  whereas  in  times  past  footwear  was 
limited  to  actual  needs,  now  it  is  not  common  for 
the  children  as  well  as  adults  to  have  on  hand  shoes 
for  all  weathers  and  all  occasions. 

The  increased  production  of  boots  and  shoes  in 
Canada  is  no  less  remarkable  than  it  is  in  this  coun- 
try and  the  truth  of  this  activity  is  so  manifest  that 
it  does  not  require  official  figures  to  arouse  attention, 
or  convince  those  who  are  interested  of  its  wonder- 
ful achievement.  Furthermore,  it  is  conceded  by 
manufacturers  this  side  of  the  line,  that  the  shoe- 
making  industry  of  Canada  will  continue  to  develop, 
and  at  no  distant  day  may  enter  this  market  as  a  com- 
petitor worthy  of  notice.  Conditions  in  this  market 
are  rather  complex.  The  high  cost  of  leather  and  the 
apparent  strength  of  the  position  of  the  tanners  has 
made  merchandizing  difficult.  There  has  been  a  fair 
number  of  large  operators  on  the  street  during  the 
past  four  weeks,  and  reports  show  that  several  con- 
tracts for  the  fall  trade  were  placed.  All  grades  of 
shoes  are  more  or  less  affected  by  the  continued  high 
leather  values,  the  most  conspicuous,  however,  are 
grades  using  side  upper  leather  and  it  is  in  these  lines 
where  the  contention  is  most  prominent.    A  singular 


fact  in  this  connection  is  that  boys'  and  youths' 
side  leather  footwear  has  been  freely  purchased  of 
late  notwithstanding  a  maximum  advance  of  twenty 
cents  a  pair  was  demanded. 

Men's  shoes  retailing  from  $4  to  $6  have  struck 
a  dull  spell,  although  the  roadmen  are  sending  in  an 
average  number  of  orders  for  fall  shipment ;  however, 
these  will  not  reach  the  cutting  rooms  for  several 
weeks,  and  therefore  do  not  relieve  the  present  quiet 
aspect.  Men's  medium  grades  are  in  better  shape  for 
immediate  business,  as  the  styles  and  prices  are  tempt- 
ing to  the  buyer.  If  stock  values  hold,  they  will  be 
the  means  of  driving  users  of  the  high  grades  to  this 
line  to  a  larger  extent  than  ever  before.  Men's 
Christmas  slippers  are  attracting  the  attention  of  the 
buyers  and  many  have  been  lined  up  for  the  fall  trade. 
Manufacturers  report  the  trade  backward  and  fear  un- 
reasonable demands  when  the  factories  are  rushed  to 
capacity  limits.  Warm  goods  have  jumped  in  price 
but  not  in  volume  of  business,  and  manufacturers  are 
disappointed  over  the  delay  shown  by  merchants  in 
placing  their  orders. 

Ladies'  footwear  has  had  a  good  season,  yet  manu- 
facturers would  have  been  more  pleased  if  the  trade 
had  made  a  wider  selection,  as  it  is  white,  tan,  and 
patent  calf  have  formed  the  larger  part  of  the  busi- 
ness. Fancy  effects  are  nearly  obsolete,  and  fabrics 
are  fast  becoming  "has  beens."  The  button  boot  is 
falling  behind  last  year's  record  and  blucher  lace  boots 
are  having  a  demand  which  suggest  caution  in  book- 
ing large  orders  for  buttons.  Whether  this  is  but  a 
temporary  slump  or  the  beginning  of  the  end,  opin- 
ions vary.  Samples  for  1913  are  about  all  completed 
and  the  travelling  men  are  leaving  for  the  West  and 
South  every  day.  This  refers  to  those  seeking  the 
wholesale  trade. 

Styles  of  men's  shoes  are  decidedly  more  con- 
servative, the  extreme  high  toes  have  had  their  day 
and  the  low  flat  heel  is  replacing  the  high  heel  with 
its  small  top  lift.  The  extreme  swing  of  the  lasts 
are  no  longer  popular  and  the  new  samples  conform 
nearer  to  a  common  sense  idea  of  things  than  has 
been  the  case  for  several  seasons.  Quite  a  liberal 
amount  of  perforating  was  noticed,  particularly  in 
three-quarter  foxed  goods. 

Ladies'  misses'  and  children's  footwear  have  fancy 
leather  effects,  colors  being  thrown  together  in  odd 
fashion.  Fabrics  are  disappearing,  satins,  however, 
still  hold  a  strong  place  in  the  sample  lines.  Velvets 
are  also  in  the  lines  but  are  not  expected  to  cut  much 
of  a  figure.  Vamps  are  still  short,  but  heels  are  low- 
er by  2/8  in.  A  strong  attempt  is  being  made  to 
push  glazed  kid  to  the  notice  of  consumers  again, 
and  already  some  success  is  being  manifested. 


The  man  who  is  busy  building  has  no  time  for 
knocking. 


Don't  claim  that  everything  you  offer  is  a  bargain. 
Real  bargains  are  the  exceptions  rather  than  the  rule 
and  people  know  it. 
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Advantages  of  Store  Froimt  Display 

A  Store  Front  that  Arrests  Attention    Magnificent  Windows 
Large  Show  Case  Outside  in  Entrance — An  Ideal  Findings  Case 


More  and  more  we  are  real- 
izing the  importance  of  the 
store  front  and  the  advantage 
of  window  display.  Jf  a  cer- 
tain amount  of  space  used  for 
the  display  of  merchandise  is 
found  to  be  profitable,  you 
will  be  wise  if  you  decide  to 
devote  more  space  for  this  pur- 
pose. Then  arises  the  ques- 
tion of  how  to  get  more  dis- 
play space.  One  of  the  ways 
in  which  this  is  made  possible 
is  by  having  a  large  case  built 
to  fit  in  your  vestibule.  This 
is  virtually  an  extra  show  win- 
dow. Where  your  store  en- 
trance does  not  have  a  vesti- 
bule large  enough  for  this  pur- 
pose, it  is  possible  to  have 
cases  built,  covering  the  posts 
that  go  to  make  up  the  store 
front. 

Each  year  the  merchant 
should  study  carefully  the  ar- 
rangement of  his  store  interior 
and   the   store   front.  There 

are  many  small  improvements  that  can  be  made  that 
will  really  be  of  great  advantage  to  the  store.  Also 
watch  the  other  merchants  of  the  town,  and  never 
let  them  steal  a  march  on  you  in  regard  to  improving 
their  store.  If  they  are  progressive  in  this  direction, 
you  will  have  to  go  them  one  better,  or  your  store 
will  soon  be  out  of  date. 

The  store  front  that  we  illustrate  on  this  page  is 
that  of  the  Chisholm  Boot  Shop,  on  Euclid  avenue, 
Cleveland,  Ohio.    It  is  situated  in  the  heart  of  the 


CHISHOLM  S  WALK      OVER  BOOT  SHOP 


A  Model  Store  Front 


A  Beautiful  and  Practical  Findings  Case 

city's  newest  shopping  centre  and  not  only  excels  the 
company's  other  shop  in  size  and  quality  of  fittings, 
but  is  without  question  one  of  the  most  serviceably 
arranged  and  artistically  finished  shoe  stores  in  the 
United  States.  It  requires  two  magnificent  show 
rooms  for  the  conduct  of  its  expanding  business.  The 
ground  floor  is  55  ft.  wide  by  150  ft.  deep,  while  the 
upper  room  is  larger,  containing  a  total  of  more  than 
12,000  sq.  ft.,  of  floor  space.  Realizing  the  great  im- 
portance of  display  windows  the  firm  have  devoted 

fully  20  ft.  of  their 
main  floor  space  to  this 
important  department. 
The  magnificent  and 
beautiful  arcaded  en- 
trance attracts  atten- 
tion, and  an  illustra- 
tion can  hardly  do  jus- 
tice to  its  attractive- 
ness. Passersby  stop 
in  front  of  it  to  admire 
the  impressing  ex- 
panse of  plate  glass 
and  the  beautiful  and 
artistic .  displays  which 
are  shown.  Some  idea 
of  the  size  of  these 
windows  may  be  gain- 
ed from  the  statement 
that  each  contains  ap- 
proximately 125  sq.  ft. 
of  floor  space.  From 
the  corner  of  the  win- 
dow on  one  side  across 
the    entrance    way  to 
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that  of  the  other  gives  an  ample  width  of  22  feet. 

In  the  centre  of  the  entrance  is  set  one  of  the  finest 
and  largest  all-glass  outside  show  cases  ever  manu- 
factured. This  magnificent  case  was  made  to  order 
for  the  Chisholm  Company  by  the  Diamond  Show 
Case  Company  of  Cleveland.  This  case,  which  meas- 
ures 50  ft.  in  circumference  is  lighted  by  a  most  elab- 
orate system  of  interior  lighting,  which  corresponds 
to  that  in  the  show  windows,  and  if  the  day  time 
effect  of  the  front  is  one  of  bewilderment,  we  may 
safely  say  that  all  who  come  within  reach  of  the 
lights  which  brilliantly  illuminate  every  corner  of  the 
display  at  night,  are  completely  dazzled.  Whoever 
approaches  the  windows  to  admire  the  seasonable 
show  of  shoes,  stockings,  and  kindred  articles  of  foot- 
wear is  gently  inclined  towards  the  entrance  doors 
which  are  placed  at  the  end  of  the  windows  on  either 
side. 

Just  outside  the  doors  and  between  them  is  placed 
a  findings  case  of  which  we  show  an  illustration  be- 
low, and  a  larger  and  more  completely  stocked  show 
case  would  be  hard  to  find.  This  is  presided  over  by 
a  young  woman  who  understands  her  business  well, 
and  a  considerable  quantity  of  polishes,  dressings,  shoe 
laces,  trees,  cleaners,  and  other  articles  are  distri- 
buted among  the  shop's  gentlemen  patrons,  for  this 
main  floor  salesroom  is  given  up  to  men's  footwear 
exclusively. 


Does  Not  Apply  to  Canada 

The  Regal  Shoe  Company,  evidently  as  an  adver- 
tising feature,  have,  it  is  understood,  undertaken  to 
guarantee  six  styles  in  oxfords  and  high  cuts.  Only 
one  line,  however,  is  subject  to  this  guarantee,  which 
is  of  six  months'  continual  wear  of  both  uppers  and 
soles.  If  a  break  occurs  during  that  period  the 
wearer  gets  a  refund  of  75c.  for  every  unexpired 
month  of  that  period.  This  has  created  considerable 
discussion  among  the  shoe  journals  in  the  United 
States  which  claim  that  the  purchaser  is  apt  to  mis- 
understand the  guarantee  and  think  that  it  applies  to 
all  lines  manufactured  by  the  Regal  Shoe  Company 
and  that  constant  friGtion  between  the  company,  the 
retailer,  and  the  customer  is  bound  to  ensue.  On  en- 
quiry  at  the  office  of  the  factory  of  the  Regal  Shoe 
Company,  Toronto,  we  learn  that  this  guarantee  does 
not  apply  to  the  Canadian  trade,  and  that  the  man- 
agement have  no  present  intention  of  having  it  do 
so.  The  sentiment  among  Canadian  retailers  is  en- 
tirely against  the  guaranteeing  of  footwear  in  any 
form  and  we  are  glad  to  find  that  the  Regal  Shoe  Com- 
pany have  evidently  recognized  this  fact.  We  feel 
sure  that  a  guarantee  of  their  shoes  would  hurt  the 
firm  very  much  in  the  Canadian  trade. 


Infants'  Soft  Soles  Attract  Trade 

Infants'  soft  soles  and  moccasins  make  as  attrac- 
tive displays  as  any  goods,  the  retail  shoeman  han- 
dles. When  neatly  arranged  in  a  show  case  or  win- 
dow, the  dainty  color  and  design  of  these  goods  is 
certain  to  attract  the  attention  of  every  lady  patron 
and  the  shoeman  who  handles  these  lines  will  do  a 
considerable  business  in  them.  Their  small  sizes, 
various  designs  and  dainty  colors  lend  themselves 
especially  to  making  a  good  display  in  a  well  lighted 
and  well  polished  show  case,  which  is  one  of  the  eas- 
iest and  least  expensive  methods  of  advertising.  Of 
course  taste  should  be  exercised  in  the  arrangement  of 
the  goods ;  velvets,  moleskins,  etc.,  making  very  be- 


IN    CANADA  4i 

coming  backgrounds  and  infants'  hosiery  can  also  be 
shown  with  this  display.  With  a  little  care  back- 
ground colors  can  be  chosen  that  will  contrast  with 
the  goods  shown.  These  are  good  sellers  at  every 
season  of  the  year  and  are  popular  as  gifts.  The  fact 
that  a  store  carries 'these  lines  should  be  occasionally 
mentioned  in  the  store's  newspaper  advertisements. 


A  Thorough  Shoeman 

Ernest  E.  Donovan,  the  Vice-President  and  Super- 
intendent of  the  Cook-FitzGerald  Co.,  Ltd.,  of  Lon- 
don, is  a  shoe  maker  to  the  manner  born.  His  father, 
the  late  Timothy  Donovan,  was  one  of  the  pioneer 
shoe  makers  of  Massachusetts  and  the  subject  of  our 
sketch  received  his  early  training  under  his  father's 
watchful  eye.  His  brother,  A.  W.  Donovan,  is  the 
President  of  the  E.  T.  Wright  &  Co.,  of  Rockland, 


Mr.  Ernest  E.  Donovan 

Mass.,  and  the  saying  in  Massachusetts  is  that  any- 
thing the  Donovan  boys  don't  know  about  shoes  is 
not  on  the  map.  They  are  practical  shoe  makers,  hav- 
ing been  in  the  business  since  boyhood  and  like  all 
men  who  succeed  in  any  given  vocation  they  are  en- 
thusiasts, believing  that  the  occupation  in  which  they 
are  engaged  is  the  greatest  field  of  endeavor  possible. 
Mr.  Donovan  has  been  with  the  Cook-FitzGerald  Co. 
almost  since  its  inception.  He  is  as  well  known 
throughout  Canada  as  he  is  in  Massachusetts  and  is 
popular  with  the  trade. 


"Yes,"  remarked  the  sad  looking  stranger;  "I  have 
seen  the  last  of  many  a  good  man." 

"Doctor  or  undertaker?"  queried  the  man  behind 
the  white  apron. 

"Neither,"  replied  he  of  the  sad  looks.  "I'm  a 
shoemaker." 


"Yes,  we  have  to  study  our  customers,"  said  the 
shoe  merchant. 

"I  suppose  so,"  observed  the  humorous  interviewer. 
"For  instance,  if  he  is  an  explorer  you  suggest  artics; 
if  an  engineer,  pumps ;  if  a  book  agent,  canvas,  and  if 
a  tourist,  rubber." 

"Quite  so,"  returned  the  s.  m.  "And  here  comes 
a  gentleman  now  who  is  collector  of  the  port.  Of 
course  the  shoe  we  shall  offer  him  is  the  custom 
made." 
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©me    Ideas    for    Window  Decoratin 


Simple  Yet  Effective  Setting  for  a  Shoe  Window  Trellis 
Work  on  a  Post — A  Practical  and  Easily  Made  Lamp  Shade 


The  elaborate  setting  for  late  spring  or  early  sum- 
mer styles  which  we  illustrate  would  make  a  hand- 
some shoe  window.  To  make,  use  one-half  inch  lum- 
ber or  fine  shoe  cases,  make  base  first  and  cover  tight- 
ly with  felt,  white  or  cream  would  be  about  the 
nicest.     Make  box-like  setting  in  the  centre,  with 


An  Effective  Window  Dressing 


opening  in  the  centre  as  in  illustration,  make  sure 
that  everything  is  well  covered  with  the  felt,  before 
you  attempt  to  put  in  the  small  sketch  representing 
a  Spring  Scene.  These  little  sketches  could  easily  be 
done  by  any  window  trimmer,  as  no  skill  is  required 
to  execute  them.  If  the  trimmer  can  afford 
to  buy  something  of  this  kind  possibly  a  local 
artist  could  do  it  at  small  expense,  and  if  not  these 
can  be  had  from  the  Calkins  Studio  of  Chicago,  at 


A  Handsome  Post  Decoration 


about  two  dollars,  or  a  little  more.  Cover  the  floor 
of  the  window  with  felt  of  the  same  color. 

Sprays  of  apple  blossoms  or  Rambling  roses  would 
look  handsome  behind  this  large  box-like  panel  in 


the  centre.  Vines  of  smilax  trailing  down  would  look 
well. 

This  setting  could  be  used  later  in  the  season  by 
simply  using  different  foliage.  Cover  the  frames  of 
the  window  with  sprays  of  the  same  foliage  as  will 
be  used  in  the  centre  of  the  display.  To  make  a  small 
tree,  make  the  little  box  of  1-inch  lumber,  use  broom 
stick  for  the  small  trunk  of  the  tree.  To  make  the 
round  top  of  the  tree,  get  a  local  man  to  make  round 
wire  bulb,  cover  with  green  tissue  paper,  paste  several 
layers  so  that  when  dry  it  will  make  a  good  strong 
surface.  After  covering  with  green  artificial  leaves, 
a  good  suggestiou  would  be  to  have  an  electric  wire 
running  up  into  the  bulb  with  a  sixteen  candle  power 
light.  It  would  certainly  add  brilliancy  to  the  trim.  Use 
vines  of  smilax  or  other  foliage  trailing  down  from 
this  little  tree.  A  tree  of  this  kind  could  be  pur- 
chased from  a  house  selling  artificial  decorations  at 


How  to  Make  a  Lamp  Shade 


from  about  $3  to  $5.  If  it  is  made  by  the  trimmer, 
use  dried  moss  in  the  box  at  the  base. 

The  post  decoration  would  look  handsome  in  a 
store  where  there  is  one  or  more  columns.  This  is 
very  simple  and  could  be  made  of  small  strips  of  soft 
wood,  say  about  one-half  to  live-eights  of  an  inch 
square,  these  should  be  made,  one  for  each  side,  and 
you  will  find  that  one  nail  at  the  top  and  bottom  is 
sufficient  to  hold  these  up.  These  would  look  very 
pretty  either  stained  green  or  gilded.  Use  any  kind 
of  seasonable  foliage  and  make  sure,  if  possible,  to 
use  plenty  of  foliage. 

The  following  is  a  practical  and  easy  shade  to 
make  for  window  decorating  or  inside  decorating. — 
Take  a  heavy  piece  of  cardboard  and  draw  a  line  in 
the  centre,  measure  from  that  to  the  size  you  want 
each  side,  same  process  at  the  top,  then  cut  out  open- 
ing in  the  centre  the  size  to  suit  yourself.   When  your 
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four  pieces  are  cut,  join  them  together  with  heavy 
muslin,  using  LePage's  or  some  other  strong  glue  to 
join  them,  at  the  corners.  For  the  top,  cut  square 
piece  of  one-half  inch  board,  exactly  the  size  you 
want  the  top  of  your  shade,  and  bore  a  hole  in  the 
centre  to  allow  wire  to  go  down  in  the  shade,  when 
this  piece  is  ready.    Nail  the  frame  of  the  shade  on  it. 
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Next  fill  the  openings  of  frame  with  two  thicknesses 
of  colored  tissue  paper.  Then  cover  frames  of 
shade  with  artificial  green  leaves  either  of  paper  or 
muslin,  putting  them  close  together  to  cover  frame 
entirely.  When,  this  is  done,  paste  fringe  from  the 
inside,  after  the  fringe  is  all  cut,  and  ready,  as  in  il- 
lustration. 


hoe  Trade  Topics  of  Western  Canada 

Fall  Placing  Satisfactory — Rubber  Prices  Advanced — Jobbers  Com- 
plain  of   Collections — Big  Invasion  by  Shoemen — Business  Good 


During  the  month  of  April  the  sorting  footwear 
business  at  wholesale  in  Winnipeg  was  of  a  very 
healthy  character.  With  the  exception  of  a  few  days, 
on  which  it  either  rained  or  snowed,  the  weather  was 
favorable  for  the  sale  of  spring  shoes,  and  trade  at 
retail  has  been  very  satisfactory.  Stocks  in  retailers' 
hands  are  reported  about  normal,  and  as  prospects 
are  favorable  for  a  heavy  consumptive  demand  this 
summer,  dealers  are  reordering  in  a  liberal  way.  Im- 
migration this  season  is  having  a  beneficial  effect  on 
business.  Figures  issued  by  the  immigration  depart- 
ment show  that  new  records  are  being  made  in  the 
arrival  of  new  settlers,  and  in  consequence  there  is  a 
greater  demand  than  a  year  ago  for  seasonable  lines 
of  footwear.  The  newcomers  this  year  are  on  the 
average  better  off  financially  than  those  who  came  to 
this  country  in  previous  years,  and  a  large  share  of 
the  present  business  at  retail  is  for  cash. 

Some  of  the  local  shoe  jobbers  are  still  complain- 
ing about  collections,  but  there  has  been  an  improve- 
ment in  that  respect  since  the  first  of  April.  The 
grain  movement  has  been  very  brisk  since  the  first  of 
the  year,  and  it  would  be  strange  if  money  were  not 
now  in  freer  circulation.  A  large  amount  of  money 
is  being  spent  in  industrial  circles  in  the  West,  and 
the  people  generally  are  fairly  well  off,  so  that  pay- 
ments should  be  good.  It  is  suggested  that  those  who 
complain  about  collections  are  rather  lenient  with 
their  customers,  for  there  is  plenty  of  money  in  cir- 
culation. 

Fall  Placing  Business 

Winnipeg  wholesale  footwear  jobbers,  and  also  re- 
presentatives of  eastern  houses,  who  are  in  the  west 
or  have  been  there,  are  very  pleased  with  the  outlook. 
The  volume  of  fall  placing  business  has  already  reach- 
ed encouraging  proportions,  and  while  some  retailers 
in  the  country  are  inclined  to  order  cautionsly  until 
the  crop  season  is  further  advanced,  most  of  them  are 
ordering  in  fairly  large  quantities.  Seeding  is  being 
done  under  favorable  conditions  and  a  good  start  in 
the  spring  usually  gives  confidence  to  the  trade. 

The  large  army  of  representatives  of  boot  and  shoe 
factories  that  has  invaded  the  West  this  spring  is  an 
indication  of  the  way  the  western  market  is  being 
appreciated.  In  one  week  recently  an  unusual  num- 
ber of  these  travellers  visited  Winnipeg,  and  among 
them  were  noticed  the  following:  Wm.  MacLean,  of 
George  A.  Slater,  Limited,  Montreal;  Wm.  C.  My- 
ers, of  The  Rideau  Shoe  Co.,  Montreal;  Fred.  Boemer, 
of  Fred.  E.  Gumpthell  Co.,  Boston;  James  Ross,  of 
John  McPherson  &  Co.,  Hamilton;  Fred.  Lashbrook, 
of  J.  &  T.  Bell,  Montreal ;  W.  Jardine,  of  W.  B.  Ham- 
ilton Co.,  Toronto ;  F.  Farewell,  of  the  Hartt  Shoe  Co., 


Fredericton,  N.B.;  P.  M.  Goff,  of  the  "O.  B."  Shoe 
Co.,  Drummondville,  P.Q. ;  and  Percy  Fry,  of  Smar- 
don  &  Co.,  Montreal.  Rumor  has  it  that  order  books 
were  filled  to  overflowing,  and  rush  messages  for  a 
further  supply  are  said  to  have  been  a  common  oc- 
currence.   Most  of  these  travellers  went  further  west. 

About  the  middle  of  the  month,  William  Miner,  of 
the  Miner  Rubber  Co.,  Montreal  and  Granby,  Que., 
was  a  visitor  in  Winnipeg  and  the  West.  Mr.  Miner 
spent  some  time  with  the  western  distributing  agents, 
W.  A.  Marsh  &  Co.  (Western),  Limited.  He  reported 
his  company  as  being  very  busy.  The  volume  of  or- 
ders received  for  fall  placing  has  been  quite  grat- 
ifying. 

Rubbers  Advanced 

In  the  third  week  in  April  most  of  the  western 
footwear  jobbers  advanced  the  prices  of  rubbers,  in 
sympathy  with  the  advance  announced  by  some  of 
the  factories  in  the  East.  A  Winnipeg  jobber  said  in 
this  connection:  'While  all  the  rubber  manufactur- 
ers have  not  changed  their  lists,  some  of  the  compan- 
ies have  done  so,  and  the  advances  range  from  eight 
to  ten  per  cent.  Advances  in  rubbers  seem  to  be  but 
the  inevitable.  Dealers  will  naturally  look  for  cause 
when  any  radical  change  is  made  in  the  market,  and 
readers  of  Footwear  in  Canada  will  perhaps  wonder 
at  the  rise  in  rubber  prices  so  soon  after  the  opening 
figures  for  season.  The  immediate  cause  is  the  sub- 
stantial advance  in  the  best  grades  of  raw  rubber  since 
the  time  the  season's  opening  prices  were  named. 
The  foundation  of  higher  quotations,  however,  is  to 
be  found  in  the  enormously  increased  demand  for 
rubber  for  the  manufacture  of  many  articles  that  a 
few  years  age  were  practically  unknown  to  the  trade. 
Among  these  are  various  articles  that  enter  the  make- 
up of  motor  cars,  motor  bicycles,  etc.  The  medical 
laboratories  and  manufacturers  of  toilet  articles  also 
consume  a  great  amount  of  rubber,  and  the  demand 
from  that  source  is  rapidly  increasing.  It  is  unneces- 
sary to  go  in  detail  into  the  new  fields  for  rubber  con- 
sumption ;  suffice  it  to  say  that  the  demand  for  rub- 
ber goods  is  growing  at  a  greater  rate  than  the  pro- 
duction of  crude  material." 


We  have  received  a  very  attractive  illustrated 
catalogue  from  the  Independent  Rubber  Company 
Limited  of  Merritton,  Ont.,  showing  various  styles  in 
"Kant  Krack,"  "Dainty  Mode,"  and  "Royal"  rubber 
footwear.  The  catalogue  is  well  got  up  and  reflects 
much  credit  upon  the  company.  It  was  accompanied 
by  a  price  list  which  is  subject  to  change  without 
notice. 
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A  Gathering  of  Managers 

With  a  view  to  discussing  the  business  of  the 
company  and  formulating  plans  for  the  year,  the 
managers  of  Ames-Holden-McCready,  Limited,  held 
a  convention  in  Montreal  from  the  8th  to  the  13th  of 
April.  Representatives  from  all  the  branches  through- 
out the  Dominion  were  present,  and  they  talked  over 
the  various  details  of  organization,  selling,  prospects, 
&c.  The  reports  of  the  managers  were  of  an  opti- 
mistic character,  and  the  gathering  was  a  decided  suc- 
cess. The  managers  went  over  the  Montreal  factor- 
ies, and  also  visited  the  factory  at  St.  Hyacinthe,  P. 
Q.  Here  after  business  they  were  entertained  by  Mr. 
Boyden,  the  manager,  who  provided  one  of  the  finest 
luncheons  possible.  The  managers  were  unanimous 
in  their  appreciation  of  the  way  in  which  they  were 
entertained  by  their  colleagues.  This  is  by  no  means 
the  first  convention  held  by  the  managers  of  the  com- 
pany, it  being  recognized  that  gatherings  of  this  kind, 
with  their  interchange  of  ideas,  make  for  the  general 
interest  of  the  concern. 


Footwear  Prices  to  Increase 

The  Canadian  newspapers  have  been  lately  pub- 
lishing statements  to  the  effect  that  the  selling  prices 
of  boots  and  shoes  would  advance  considerably. 
In  several  cases  they  quoted  prominent  retail- 
ers as  stating  that  they  had  already  advanced  their 
prices  about  50c.  a  pair  on  high  grade  shoes.  This 
was  a  misunderstanding  on  the  part  of  the  reporters 
of  the  daily  press.  What  the  retailers  meant  to  con- 
vey to  them  was  that  with  the  present  high  cost  of 
leather  and  all  materials  that  go  to  the  make  up  of  a 
shoe,  the  manufacturers  have  been  forced  to  increase 
their  prices  and  that  therefore  there  will  have  to  be  a 


corresponding  increase  in  the  retail  price  which  wii". 
take  place  this  fall.  Where  the  daily  reporters  went 
wrong  was  when  the  retailers  told  of  the  shoe  travel- 
lers showing  samples  of  footwear  that  had  increased 
in  price.  They  failed  to  realize  that  these  were  fall 
samples. 

That  there  is  bound  to  be  an  increase  in  price  in 
leather  footwear  shortly  is  conceded  by  all  live  re- 
tailers. Shoe  merchants  cannot  continue  to  sell  shoes 
for  which  they  have  to  pay  more  at  former  prices  and 
still  make  a  living  profit.  This  is  a  crisis  where  the 
benefits  of  retail  shoe  dealers'  associations  would  show 
themselves.  Instead  of  dealers  hanging  back  to  see 
what  somebody  else  is  going  to  sell  at,  or  being  afraid 
to  put  up  their  prices  for  fear  their  competitors  will 
undersell  them,  they  could  meet  together,  discuss  the 
question  in  a  practical  and  business-like  way  and  come 
to  a  decision  so  that  a  uniform  increase  in  price  would 
come  into  general  effect  about  the  same  time. 

The  general  advance  of  about  8  per  cent,  in  the 
price  of  rubber  footwear  will  of  course  send  up  the 
retail  price  of  rubbers  this  fall.  In  the  past  the  retail 
shoe  merchant  has  been  getting  little,  and  in  some 
cases,  no  profit  on  the  sale  of  this  line,  and  we  hope 
and  believe  that  he  has  realized  the  folly  of  such 
methods  and  that  the  retail  price  of  rubber  footwear 
will  also  increase  to  a  rate  that  will  give  the  shoe  mer- 
chant a  reasonable  profit. 


A  certain  retailer  is  careful  to  have  all  of  his  in- 
coming stock  dated  in  with  a  common  rubber  stamp 
giving  the  date  the  stock  is  received.  This  enables 
him  not  only  to  tell  the  age  of  his  stock,  but  to  tell 
how  it  is  selling,  as  it  takes  but  a  glance  at  the  car- 
ton at  any  time  to  determine  how  long  the  stock  has 
been  on  the  shelf. 


Gathering  of  Managers  of  Ames  Holden  McCready,  Limited,  at  St.  Hyacinthe,  Que. 
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Fitting 


The  Gaiter  Boot  Presents  Many  Difficulties — The  Re- 
cede Toe  Likely  to  Cause  Some  Trouble — How  to  Fit 


The  problem  of  shoe-fitting  is  the  key  to  success 
on  the  part  of  the  retail  shoe  salesman.  Styles,  pat- 
terns and  lasts  change  rapidly  each  year,  and  a  clerk 
who  is  not  a  close  and  careful  student  of  shoes  in 
general  and  of  the  stock  of  his  own  store  in  particular 
will  not  get  ahead  very  fast.  We  believe  there  is 
room  for  a  big  improvement  in  just  this  particular 
among  average  shoe  clerks.  There  are  a  lot  of  fel- 
lows selling  shoes  who  ought  to  be  put  back  sweeping 
floors  awhile,  until  they  become  aware  of  the  fact  that 
their  business  is  one  in  which  to  keep  awake  and  keep 
up  to  the  times.  They  must  not  expect  the  proprietor 
himself,  or  the  buyer,  to  be  chasing  after  them  and 
coaching  them  as  to  the  merit  and  qualities  of  this, 
that  or  the  other  shoe. 

The  buyer  will  give  general  instructions  as  fast 
as  he  can,  of  course,  and  will  be  only  too  glad  to 


How  to  Hold  the  Gaiter  Boot 

answer  any  questions  concerning  a  new  style  which  is 
being  put  in  the  store ;  but  the  clerk  must  get  in  the 
habit  of  studying  the  stock  for  himself. 

The  shoe  fitter  must  measure  with  the  eye  the  pro- 
portions of  the  foot  the  moment  the  shoe  is  removed. 
This  requires  a  keen  sense  of  proportion.  He  must 
at  a  glance  determine  the  relative  height  of  shank, 
height  of  instep,  length  of  toes,  position  of  the  ball 
of  the  foot,  and  general  outline  of  the  shape  of  the 
foot.  The  size  stick  should  always  be  used  with  a 
new  customer.  Of  course,  if  the  customer  is  wearing 
one  of  your  own  shoes,  and  you  can  tell  at  a  glance 
at  the  lining,  or  by  its  appearance,  which  of  your 
lasts  it  is  made  upon,  also  the  size  and  width,  the 
problem  is  comparatively  easy.  If  the  customer  men- 
tions some  particular  points  where  the  shoe  has  not 
given  satisfaction  in  fit,  toes  too  short,  arch  too  flat, 
or  whatever  it  may  be,  then  you  have  a  guide,  and  can 
select  another  last  and  modify  the  size  or  width  ac- 
cordingly. 

The  following  instructions  are  useful,  in  fact  they 
should  always  be  followed  in  fitting  the  new  gaiter 
boot  to  a  customer : 

1.  Face  the  customer,  take  hold  of  the  boot  at  the 


top  of  the  small  quarter  where  the  buttons  are  and 
the  top  near  the  button  fly. 

2.  Point  the  foot  into  the  shoe,  with  toe  towards 
the  inside. 

3.  As  you  pull  or  push  twist  the  boot  around  to 
enable  the  foot  to  slip  in.  Before  proceeding  to  but- 
ton it  up,  ask  the  customer  to  stand  up  so  the  foot 
will  settle  into  the  shoe  perfectly. 

Some  adjustment  of  the  buttons  may  be  neces- 
sary. In  this  manner  you  will  find  that  shoes  go  on 
much  more  easily  than  if  you  attempt  to  put  them 
on  as  you  would  an  ordinary  lace  or  button  boot.  It 
is  quite  necessary  that  the  customer  as  well  as  the 
clerk,  should  know  how  to  put  on  this  boot,  so  it 
will  give  satisfaction.  Each  purchaser  should  be 
given  oral  instructions  and  shown  how  to  handle  the 
boot  so  it  will  give  the  greatest  degree  of  satisfaction. 

The  gaiter  boot,  or  overgaiter  boot,  as  it  is  some- 
limes  called,  is  a  French  importation  and  presents 
many  difficulties  in  fitting,  both  in  the  manufacturer's 
fitting  room  and  in  the  retail  store.  These  boots  are 
made,  as  the  name  will  indicate,  to  imitate  the  effect 
of  an  overgaiter  of  leather,  white,  black  or  colored, 
and  there  is  some  variation  of  pattern.  They  all  but- 
ton straight  down  the  outside,  however,  and  the 
proximity  of  the  fly  to  the  ankle  bone  presents  one 
of  the  greatest  difficulties  in  neat  fitting,  requiring 
very  frequently  resetting  of  the  buttons  and  even 
then  causing  unsightly  bulges  and  wrinkles.  Some 
patterns  are  cut  with  the  circular  vamp  and  the  but- 
tons go  straight  down  to  the  shank  of  the  shoe,  the 
latter  being  open  all  the  way  down,  or  nearly  so.  In 
other  styles  the  whole  vamp  is  used  and  the  top  is 
"quartered  over"  so  that  it  looks  like  an  overgaiter 
except  that  it  is  stitched  fast  to  the  shoe.  Some  of 
them  have  a  strap  running  down  to  the  shank  of  the 
shoe  on  either  side.  In  trying  on,  it  is  necessary  to  in- 
troduce the  foot  sideways  and  then  give  it  a  semi- 
circular twist.  The  opening  of  the  shoe  is  quite  likely 
to  stretch  the  leather  of  the  button  fly.  It  is  hard  to 
get  the  foot  started  into  the  shoe,  and  a  few  try-ons 
will  have  the  shoe  badly  out  of  shape.  After  a  few 
weeks'  wear  the  shoe  would  probably  be  so  wrinkled 
and  misshapen  that  a  person  who  was  at  all  neat  or 
fastidious  would  not  wear  it.  In  the  ordinary  button 
boot  the  curved  line  of  the  buttons  is  an  important 
feature.  It  is  so  swung  down  along  the  foot  that 
when  a  button  is  set  back  the  pull  is  not  only  back- 
wards, but  downwards.  In  this  boot  for  the  first  four 
buttons  the  pull  will  only  be  backward.  The  only 
adjustment  possible  would  be  in  the  upper  buttons 
for  the  purpose  of  tightening  or  loosening  up  the 
ankle,  and  this  is  usually  not  a  very  difficult  point 
of  fitting. 

Another  point  to  be  noted  in  all  boots  is  the  need 
of  avoiding  the  ankle  bone  with  either  seams  or  but- 
tons. The  buttons  should  not  be  set  so  far  from  the 
centre  line  of  the  foot  over  towards  the  side  that  the 
edge  of  the  lace  stay  tends  to  stick  up  and  stick  out 
at  the  side  of  the  ankle.  Any  button  boot  is  a  rather 
depressing  subject  when  it  ceases  to  be  neat  and  trim 
in  appearance.    The  best  of  them  will  become  sloppy 
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in  time,  and  it  requires  extreme  care  in  getting  them 
just  right  in  the  beginning.  The  most  successful 
of  gaiter  boots  are  open  clear  to  the  shank.  They  are 
made  with  tops  of  comparatively  light  good  grade 
kid,  calf  or  other  flexible  material.  One  big  dealer 
says  in  regard  to  these,  "We  are  having  enough 
troubles  with  button  shoes  of  a  reasonably  easy  ad- 
justment without  bidding  for  more  trouble." 

This  style  came  from  the  custom  shoemakers  in 
Paris,  where  a  large  proportion  of  women's  high  grade 
shoes  are  made  to  measure.  In  making  such  a  boot 
to  measure  the  shoemaker  of  course  would  get  the 
exact  instep  and  ankle  measure  to  begin  with,  and 
there  would  be  no  resetting  of  buttons  necessary. 
He  would  cut  his  top  from  special  patterns  and  would 
allow  for  a  high  or  low  instep  or  whatever  variance 
from  standard  there  might  be  in  the  foot  for  which 
it  was  intended.  Undertaking  to  make  similar  boots 
in  standard  sizes  is  a  problem  of  a  serious  sort.  Some 
manufacturers,  however,  have  worked  it  out  in  pretty 
good  shape  and  are  making  a  good  many  of  this  style 
of  boot.  However,  we  would  not  advise  our  retail 
readers  to  plunge  into  this  style. 

There  is  going  to  be  trouble  in  the  fitting  of  re- 
cede toes  which  are  shaved  down  too  thin.  Most 
people  are  wearing  the  same  feet  they  did  last  year, 
and  toe  room  is  just  as  essential  as  it  was  then.  The 
majority  of  lasts  we  have  seen  of  the  recede  type  have 
solved  the  problem  very  well  by  giving  plenty  of 
height,  especially  in  carrying  up  the  width  at  the 
sides  in  a  rather  high  effect.  Occasionally,  however, 
we  see  a  last  which  is  shaved  down  very  thin  at  the 
toe.  It  will  be  hard  to  fit  customers  with  shoes  of 
this  type,  even  allowing  a  full  size  longer,  and  people 
usually  do  not  care  to  buy  a  size  longer  than  they  have 
been  accustomed  to  wear. 


English  Firm  Seeks  Canadian  Leather 

The  firm  of  W.  H.  Staynes  &  Smith,  hide  and 
leather  merchants,  Leadenhall  Buildings,  Leicester, 
England,  write  Footwear  in  Canada  that  they  are  open 
to  receive  quotations  and  to  buy  Canadian  sole  lea- 
ther, providing  it  is  equal  to  that  they  get  from  the 
United  States.  They  say  they  do  not  expect  better 
value,  but  if  they  can  get  it  equal  in  value  they  will 
always  give  preference  to  Canadian  products.  They 
had  just  received  a  letter  from  one  of  the  largest 
exporters  of  leather  in  Canada,  saying  that  they 
could  offer  no  stock  until  June  as  they  were  so  far 
sold  ahead.  W.  H.  Staynes  &  Smith  are  well  acquain- 
ted with  every  tan  yard  in  Canada  and  are  repeatedly 
enquiring  for  sole  leather  which  they  would  prefer 
purchasing  in  Canada  to  the  United  States.  They  re- 
gret however  that  they  can  only  get  ridiculously  small 
quantities  from  this  country  and  they  are  sure  that 
this  is  but  a  small  percentage  of  what  they  could  sell 
in  the  English  market.  They  are  aware  of  the  un- 
rivalled supply  of  hemlock  bark  which  is  obtainable 
in  Canada,  even  more  so  than  in  the  United  States, 
and  they  are  also  aware  that  we  have  the  same  facil- 
ities for  obtaining  dry  hides  as  the  United  States 
tanners.  This  firm  thinks  that  in  the  production  of 
leather,  it  is  a  case  of  "Wake  up,  Canada"  instead  of 
"Wake  up,  John  Bull,"  which  we  hear  so  much  of. 

In  regard  to  boots  and  shoes  this  firm  considers 
that  the  best  footwear,  both  for  wear  and  value,  is 
made  in  England  and  that  a  larger  share  of  the  Cana- 
dian trade  should  go  to  English  shoe  manufacturers. 
That  it  has  not  gone  that  way  so  far,  is  perhaps  due 
to  some  faults  on  both  sides,  in  the  opinion  of  W.  H. 


Staynes  &  Smith.  They  believe  that  English  boots 
have,  to  a  certain  extent,  rather  too  much  leather  in 
them  to  suit  the  Canadian  requirements,  but  that,  of 
course,  could  easily  be  remedied,  and  is  a  good  fault. 
They  have  done  a  big  trade  with  Canadian  tanners 
and  are  well  acquainted  with  our  business  men  and 
methods,  and  they  strongly  advise  English  shoe  man- 
ufacturers to  make  a  stronger  attack  on  the  Canadian 
market.  They  have  not  done  so,  so  far,  and  Canadian 
buyers  have  been  rather  exacting  in  regard  to  style, 
shapes,  etc.,  which  has  tended  to  discourage  the  Eng- 
lish manufacturer.  These  difficulties  however,  could 
be  easily  got  over  with  a  little  personal  attention  on 
the  part  of  the  manufacturers. 


Wish  to  Purchase  Canadian  Leather 

Any  Canadian  firms  who  wish  to  get  in  touch 
with  the  following  should  write  the  Department  of 
Trade  and  Commerce,  Ottawa,  and  quote  the  num- 
bers given. 

476.  Leather. — A  Derby  firm  asks  to  be  put  in 
touch  with  Canadian  houses  who  have  rough  dressing 
leather  or  finished  leather  for  harness  work  to  offer. 

478.  Leather. — A  Kettering,  Eng.,  firm  now  pur- 
chasing leather  from  the  United  States  would  be 
pleased  to  receive  quotations  from  Canadian  manufac- 
turers.   All  classes  of  leather. 


Pointers  For  and  From  the  Shoe  Trade 

To  protect  ordinary  shipping  tags  from  injury, 
especially  from  injury  due  to  exposure  to  the  weather, 
one  manufacturing  concern  coats  its  tags,  after  they 
have  been  addressed  in  ink,  with  shellac  or  varnish, 
thus  making  the  tag  partially  waterproof  and  pre- 
venting the  ink  from  blurring. 

The  advertising  manager  of  a  southern  depart- 
ment store  has  a  classified  list  of  sales  sent  to  him 
daily.  By  comparing  the  sales  with  the  publicity 
given  a  department,  the  manager  can  answer  all  re- 
quests for  more  space  with  figures  showing  profitable 
increased  space  has  proved  on  that  item  in  the  past. 

Making  carbon  copies  of  correspondence  upon  the 
backs  of  the  letters  answered  precludes  the  letter  and 
the  reply  becoming  separated  and  saves  nearly  one 
half  in  filing  space. 

When  a  desk  is  located  next  to  a  wall  or  in  a 
corner,  the  top  may  be  kept  clear  by  placing  a  small 
shelf  a  few  feet  above  it  for  holding  inkwell,  pins, 
clips,  pencils  and  other  little  supplies. 

To  facilitate  reference  in  making  up  small  orders 
for  supplies  a  wholesale  buyer  keeps  a  list  of  num- 
bers and  sizes  of  stock  parts  under  glass  on  the  top 
of  his  desk. 

A  bright  red  sticker  attached  to  a  letter  to  indi- 
cate that  enclosure  is  to  accompany  it,  assures  at- 
tention at  the  mailing  desk  when  the  typewritten 
word  or  abbreviation  might  be  overlooked. 

That  important  reminder  slip  so  often  folded  into 
other  papers  or  blown  from  the  desk,  has  been  fasten- 
ed at  a  point  of  vantage  by  one  advertiser.  Among 
his  customers  he  hands  out  phone  pads  made  up  of 
stiff  bond  paper,  each  sheet  die-cut  to  fit  around  the 
telephone  transmitter.  The  desk  man  notes  his  mes- 
sage on  a  slip,  removes  the  phone  mouthpiece  and  re- 
places it,  with  the  note  behind.  Not  only  the  "memo," 
but  the  advertiser's  message,  catches  the  attention 
whenever  the  phone  is  used. 
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The  Value  ©£  Indirect  Advertising 

Aim  to  Please  Your  Customer — If  You  Cannot  Give  Him 
what   He   Wants  Tell  Him  So  Frankly — Courtesy  Pays 


'  Here  is  another 
dollar ! " 


'  These  do  not  suit  me ' 


"Oh,"   said  the 


In  conversation  with  several  shoe 
merchants  in  regard  to  the  "Pleased 
Customer''  as  an  advertisement,  we 
find  the  concensus  of  opinion  sup- 
porting the  idea  that  this  is  a  good 
means  of  securing  and  retaining 
trade.  One  merchant,  however, 
thinks  there  are  enough  mean  people  in  a  community 
to  take  advantage  of  such  a  position  and  impose  on 
one  as  an  "easy  mark."  Another  dealer  took  a  more 
optimistic  view.  He  issues  a  catalogue  and  says  he 
expects  a  certain  percentage  to  take  advantage  of  his 
liberal  guarantee  and  other  trade  terms  and  conditions 
and  figures  on  this,  but  it  is  a  small  percentage  com- 
pared with  the  number  who  do  not  impose  on  him.  His 
motto  is :  "Please  your  customers  every  time."  In 
connection  with  this  idea  of  pleasing  a  customer,  a 
shoe  merchant  related  a  most  remarkable  incident.  A 
man  came  in  and  asked  for  a  pair  of  shoes  at  about 
five  or  seven  dollars.  The  clerk  showed  him  a  pair 
which  he  tried  on  and  which  suited 
him  in  every  particular.  He  ten- 
dered a  ten  dollar  bill  in  payment. 
The  clerk  gave  him  four  dollars 
change.  The  customer  said  "How 
is  this?"  The  clerk  replied  that  the 
shoes  were  six  dollars  and  the  four 
dollars  change  made  ten  dollars, 
customer,  "I  can't  do  that,  I 
asked  for  a  pair  at  five  or  seven  dollars."  The  clerk 
replied  that  he  had  not  these  but  the  pair  he  had  just 
purchased  was  as  good  as  any  seven  dollar  pair  he 
could  get.  "Well,"  was  the  reply,  "if  you  say  they  are 
I  will  have  to  give  you  another  dollar."  So  he  gave 
the  clerk  the  other  dollar.  Then  the  man  explained 
that  he  never  bought  anything  at  an  even  money 
price.  It  must  always •  be  odd  money,  three,  five  or 
seven,  etc.  The  customer  went  away  pleased,  but 
what  surprised  the  shoe  people  was  that  he  raised  the 
price  to  seven  dollars  instead  of  asking  it  to  be  re- 
duced to  five  dollars.  As  a  partial  explanation  of  this 
peculiar  incident  we  may  say  that  the  man  was  an 
Indian  trapper  who  had  come  down  to  sell  his  furs 
and  had  a  nice  "roll." 

It  is  not  always  wise  to  be  over  anxious  to  make 
sales.  Here  is  a  case  in  point  bearing  directly  on  the 
"Pleased  Customer"  idea.  A  man  entered  a  store  and 
asked  for  a  pair  of  pumps.  The  season  was  late  and 
the  stock  was  low.  The  merchant  put  a  pair  on  the 
customer  but  they  were  a  little  large. 
It  was  the  best  he  could  do,  however. 
He  could  easily  have  persuaded  the 
man  to  take  them,  but  he  said  to 
the  customer — who,  by  the  way,  was 
a  stranger — "Now  you  can  wear  these 
shoes,  and  many  people  wear  them 
fully  as  large  as  those,  but  really  they 
do  not  suit  me,  and  I  am  afraid 
you  might  not  be  satisfied  if  you  took  them. 
I  would  rather  see  you  get  the  better  fit  and 
be  sure  of  being  satisfied.  I'm  sorry  I  can't  do  any 
better  but  I  don't  want  you  to  be  dissatisfied."  The 
man  said  that  was  just  his  own  feeling  but  he  was 


"Let  me  go  out  for 
i  couple  of  hours" 


surprised  that  the  shoe  merchant  should  be  so  frank 
and  honest.  He  also  said  "I  appreciate  your  kindness 
and  I  will  need  another  pair  of  shoes  before  long  and 
certainly  will  not  forget  you." 

The  following  is  a  similar  case.  A  customer  asked  a 
merchant  for  a  particular  type  of  shoe.  Not  a  par- 
ticular make,  but  he  had  an  idea  of  one  particular 
style.  The  clerk  finally  found  something  near  his 
idea  which  he  could  have  persuaded  him  to  take,  but 
he  felt  that  the  man  might  be  dissatisfied  later  if  per- 
suaded against  his  will.  He  told  him  this  frankly. 
The  man  said  "Do  you  mind  if  I  look  around  the 
other  stores  for  an  hour  or  so?  If  I  can't  find  what 
I  want  I'll  come  back  and  take  these."  The  clerk  did 
not  object  and  the  man  went  away.  He  came  back  in 
about  an  hour  and  took  the  shoes.  He  was  thoroughly 
satisfied.  Little  courtesies  of  this  nature  are  sure  to 
win  respect  which  in  turn  will  win  trade. 


Sandal  Talk 


Sandals  will  be  much  more  in  demand  this  year 
than  ever  before.  The  well-known  firm  of  Philip 
Jacobi  are  again  offering  their  celebrated  Non-Rip 
barefoot  sandal  to  the  trade.    This  is  made  of  the 


A  Popular  Sandal 

first  grade  of  solid  leather  with  a  Goodyear  stitch. 
For  comfort  and  wear  it  cannot  be  improved  on.  As 
the  season  for  delivering  this  line  is  at  hand,  it  is 
advisable  to  order  early  so  that  the  proper  assortment 
of  sizes  can  be  supplied,  and  Messrs.  Philip  Jacobi 
request  their  customers  to  bear  this  in  mind,  as  the 
demand  is  going  to  far  exceed  the  supply  for  prompt 
delivery. 


Ink  blotters  are  found  useful  as  a  means  of  adver- 
tising. A  certain  store  gave  away  thousands  of  them 
which  served  a  triple  purpose.  Aside  from  their  gen- 
eral use  as  a  blotter  and  advertising  medium,  they 
can  be  used  for  measuring.  In  case  of  a  man  losing 
sight  of  his  foot  rule  he  could  pick  up  the  blotter  for 
minor  measurements. 

A  certain  shoe  firm  has  found  it  good  advertising 
to  print  on  the  circulars  which  they  enclose  in  the 
cartons  with  the  shoes  being  sent  to  the  customer 
some  useful  knowledge  in  regard  to  cleaning  and 
caring  for  shoes  and  also  in  regard  to  the  proper  fit- 
ting of  footwear  and  care  of  the  feet.  This  impresses 
customers  with  the  idea  that  the  firm  they  are  deal- 
ing with  understands  its  business  and  they  can  get 
comfort  as  well  as  style  at  that  store. 
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Talks  on  Trade  Topics 

Interviews  of  Interest   to   Retailer,  Jobber   and    Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


What  Will  Sell 

Mr.  Henry  Frank,  of  1'.  F.  Frank  &  Company,  had 
the  following  to  say  with  reference  to  what  will  be 
called  for  in  the  spring  and  summer : 

"The  demand  for  tan  goods  has  been  unprece- 
dented this  season  and  manufacturers  and  wholesalers 
have  been  unable  to  cope  with  the  situation.  I  pre- 
dict that  white  shoes  will  be  in  even  greater  demand 
than  tans  and  that  neither  manufacturer  or  jobber 
w  ill  be  able  to  supply  the  demand.  I  consider  that  re- 
tailers should  order  their  white  wear  early  or  they 
will  experience  considerable  delay  in  having  their  or- 
ders rilled.  They  need  not  be  afraid  of  ordering  too 
much  cf  these  goods  as  the  demand  will  be  phenome- 
nal. There  will  be  practically  no  demand  for  ladies' 
oxfords  this  summer,  but  pumps  and  colonials  will 
be  strong  sellers,  buckled  shoes  preferred." 

To  Push  Rubber  Heels 

A  retailer  with  a  large  shoe  repairing  business 
writes  to  us  as  follows:  "An  excellent  way  to  push 
rubber  heels  and  at  the  same  time  increase  business 
is  when  shoes  are  brought  in  to  be  repaired.  Many 
times  the  heel  is  not  worn  entirely  through,  so  the 
customer  will  merely  have  the  sole  repaired.  If  you 
suggest  a  new  heel  the  customer  frequently  says,  'Oh, 
no,  I  think  they'll  do  me  a  little  longer  yet.'  This 
is  the  time  to  call  attention  to  your  rubber  heels. 
Many  times  the  customer  will  consider  the  advisa- 
bility of  having  rubber  heels  put  on  his  shoes  when  a 
leather  heel  does  not  appeal  to  him.  Another  way  of 
increasing  sales  in  this  direction  is  to  give  a  special 
guarantee  that  the  heels  will  wear  a  certain  period 
and  offer  to  put  on  a  new  pair  if  they  do  not  come 
up  to  the  agreement.  I  have  found  this  a  great  stim- 
ulus to  the  rubber  heel  business.'^ 
*     *  * 

Characteristics  of  Travellers 

In  discussing  the  characteristics  of  travellers  with 
a  representative  of  Footwear,  a  Montreal  manufac- 
turer referred  to  the  class  of  men  who,  while  good 
salesmen,  are  always  anticipating  trouble.  They  seem 
to  lack  confidence  in  the  goods  they  are  selling,  and 
are  constantly  asking  for  new  lines  to  be  added  in 
order  to  meet  competition. 

"I  have  in  mind,"  he  said,  "one  man  who  wanted 
constant  jacking  up;  every  week  something  seemed 
to  go  wrong,  and  while  he  did  a  considerable  amount 
of  trade,  his  complaints  became  quite  a  nuisance.  I 
made  no  effort  to  keep  him  when  he  wanted  to  leave. 
If  he  met  with  a  line  which  was  apparently  cheaper 
than  ours,  he  would  write  asking  why  we  could  not 
put  a  shoe  on  to  the  market  at  the  same  price,  with- 
out, as  I  found  out,  examining  the  goods  which  were 
alleged  to  be  cheaper  than  his  own.  We  welcome 
information  on  points  of  competition,  but  we  like  it 
to  be  trustworthy  and  based  on  knowledge.  Of 
course,  it  may  possibly  be  found  that  a  manufacturer 
is  selling  a  certain  line  cheaper  than  his  competitors, 
but  an  investigation  would  probably   show   that  in 


other  directions  he  is  a  trifle  dearer.  And  in  this  con- 
nection, I  may  say  I  do  not  believe  in  manufacturers 
carrying  too  many  lines  and  in  trying  to  supply  all 
the  demands  of  the  trade.  I  believe  in  sticking  to  a 
well  defined  class  of  goods,  for  it  is  pretty  certain 
that  if  you  try  to  meet  every  want,  you  will  be  manu- 
facturing many  shapes  for  which  you  only  find  a  lim- 
ited demand,  and  on  which  you  will  incur  a  sub- 
stantial loss.  I  know  of  one  manufacturer  who  at- 
tributed his  failure  to  attempting  to  cater  for  almost 
every  class  of  business.  He  did  a  good  trade  at  first, 
but  in  his  eagerness  to  capture  competitors'  business, 
his  capital  was  tied  up  in  unprofitable  lines,  and  he 
came  a  cropper." 

Trade  Tricks 

"We  all  have  our  peculiar  business  troubles,"  said 
a  Montreal  retailer,  "and  one  of  mine  is  the  compe- 
tition of  a  class  of  traders  who  make  a  practice  of  cut- 
ting prices  and  charging  different  rates  to  different 
customers.  These  men  size  up  the  people  who  come 
into  their  stores  and  if  they  think  a  prospective  buyer 
will  stand  for  it,  charges  a  higher  price  than  they  are 
willing  to  sell  to  others.  For  instance ;  $4  will  be 
asked  for  a  $3.50  shoe ;  and  then,  if  the  customer  hesi- 
tates the  price  is  lowered,  in  order  to  effect  a  sale. 
If  no  kick  is  forthcoming,  a  $3.50  shoe  changes  hands 
for  $4.00,  or  even  higher.  On  the  other  hand,  shoes  will 
if  occasion  demands  it,  be  sold  at  a  profit  of  25  cents 
per  pair,  which  of  course,  is  not  a  living  margin. 
In  effect,  the  small  profit  on  one  transaction  is  made 
up  by  an  exhorbitant  profit  on  another,  prices  vary- 
ing to  suit  the  needs,  moods,  and  positions  of  cus- 
tomers. Then,  too,  McKays  are  often  sold  for  Good- 
years.  Of  course,  this  class  of  trade  does  an  almost 
purely  chance  business,  but  it  affects  those  of  us  who 
are  trying  to  maintain  prices.  I  believe  in  putting  on 
a  reasonable  profit,  and  sticking  to  your  price." 
*      *  * 

Study  Your  Customers 

A  farmer  entered  a  shoe  store  in  a  western  town 
and  approaching  a  clerk  asked  for  a  pair  of  shoe  laces. 
The  latter  sold  him  a  pair  for  5c.  and  instead  of  al- 
lowing him  to  go,  entered  into  conversation  with  him. 

"I  have  had  considerable  trouble  with  my  feet  of 
late,"  said  the  farmer,  "they  appear  to  be  giving  out 
on  me,  and  ache  and  pain  terribly  at  times." 

"Would  you  mind  removing  your  shoe?"  asked  the 
clerk.  The  farmer  sat  down  and  the  clerk  removed 
his  shoe  and  after  examining  the  foot,  found  that  the 
man  was  suffering  from  a  broken  down  arch. 

"What  you  require,"  said  the  clerk,  "is  an  arch 
support.  It  will  give  you  the  greatest  satisfaction 
and,  in  fact,  it  will  do  away  with  all  your  foot 
troubles." 

"I  don't  believe  that  wearing  a  little  piece  of  lea- 
ther and  tin  in  the  sole  of  my  foot  will  do  away  with 
my  trouble  and  deformity,"  said  the  farmer. 

"You  don't  know  until  you  try,"  was  the  reply, 
"and  if  it  does  not  give  you  satisfaction  we  will  take 
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it  back  and  refund  the  money.  I  know  two  or  three 
of  your  neighbors  (he  mentioned  their  names),  who 
have  tried  them  and  found  them  excellent. 

"Well,"  said  the  farmer,  "they  don't  cost  very 
much,  I'll  try  a  pair  of  them  anyhow." 

"It  would  be  just  as  well  for  you  try  wearing  the 
supports  in  a  new  boot,"  said  the  clerk.  "The  shoes 
you  are  wearing  now  have  taken  the  shape  of  your 
feet  and  it  will  hardly  be  giving  the  arch  support,  or 
your  foot  either  for  that  matter,  a  fair  trial  in  the 
old  misshapen  boot." 

"Well,  I  guess  that's  right,"  said  the  farmer,  "it's 
only  fair  to  give  that  contraption  a  fair  chance.  How 
much  do  I  owe  you,  anyhow?"  The  clerk  informed 
him  that  the  price  of  the  supports  would  be  $2.00  and 
the  shoes  $3.00,  thus  securing  from  him  $5.05  when  he 
had  only  come  into  the  store  to  buy  a  pair  of  5c. 
laces. 

Two  weeks  later  the  farmer  was  again  in  the  city, 
and  entered  the  same  shoe  store.  The  clerk  met  him 
and  enquired  if  the  supports  were  giving  satisfaction. 

"I  have  had  no  foot  trouble  since,"  was  the  reply, 
"and  since  you  have  given  me  such  satisfaction  on 
my  last  visit,  I  have  come  in  this  morning  to  buy 
a  pair  of  Sunday-go-to-meeting  shoes." 

"Yes,"  said  the  clerk,  "We  have  something  here 
that  I  think  will  suit  you,"  producing  a  pair  of  $5.00 
vici  kid  bluchers.  The  farmer  tried  them  on,  found 
them  satisfactory,  and  made  the  purchase. 

"Did  you  ever  try  a  pair  of  shoe  trees,"  then 
enquired  the  clerk. 

"No,"  laughed  the  farmer,  "I  never  tried  any  of 
that  particular  kind  of  tree,  and  I  don't  know  as  I 
want  to.  We  have  plenty  of  fire  wood  at  home." 
The  clerk  laughed,  but  opened  a  show  case  and  pro- 
duced a  pair  of  shoe  trees.  He  explained  their  uses, 
how  they  would  keep  his  Sunday  shoes  in  good  shape 
when  he  was  not  wearing  them,  explained  that  they 
would  last  a  life  time,  and  would  add  to  the  wear  and 
the  appearance  of  the  shoes,  especially  if  he  happened 
to  get  them  wet.  The  farmer  enquired  the  price  and 
was  informed  that  it  was  $1.00. 

"Well,"  he  said,  "that  is  not  much  to  pay  for  a 
thing  that  will  last  forever  and  which  will  not  wear 
out.  I  guess  I  had  better  take  them."  Thus  the  clerk 
secured  $6.00  more  from  the  farmer,  owing  to  the 
fact  that  he  took  a  personal  interest  in  the  pedal  com- 
plaint of  his  customer  and  won  his  confidence. 

Use  Judgment  in  Ordering 

"Do  you  expect  a  big  white  season,"  Ave  asked  an 
old  and  successful  retailer. 

"No,"  he  replied,  "I  cannot  say  that  I  do.  They 
may  have  a  big  season  in  white  goods  in  the  United 
States,  but  I  hardly  think  there  will  be  a  great  run  on 
those  lines  in  the  Canadian  trade.  Even  in  the  United 
States  the  demand  has  not  so  far  justified  the  talk  and 
prediction  of  a  big  white  season.  I  have  a  friend  who 
was  in  Atlantic  City  recently,  where  the  fashion  from 
all  over  America  congregates,  and  he  stated  that  al- 
though the  board  walk  was  crowded  with  people, 
white  shoes  were  very  little  in  evidence.  Tans  seem- 
ed to  be  more  generally  worn  than  any  other  shoe, 
although  black  patent  leather,  and  white  shoes,  were 
also  much  in  evidence.  In  our  cities  I  expect  that 
there  will  probably  be  more  white  goods  sold  than 
ever  before,  but  the  demand  for  the  good  old  staples 
will  be  just  as  strong  as  ever.  I  was  in  to  see  a  jobber 
the  other  day,  and  after  looking  through  several  trays 
I  noticed  three  of  them  that  were  set  to  one  side  and 
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unopened.  I  asked  the  jobber  what  was  in  those 
trays.  He  replied,  'Oh,  just  wait  until  I  have  finished 
taking  your  order,  and  I'll  show  you.'  After  I  had 
inspected  the  stock  and  given  what  orders  I  desired 
I  turned  to  him  again,  and  asked  him  what  he  had  in 
those  three  tray's.  'Well,'  he  replied,  'I'll  show  you,' 
and  threw  back  the  covers  disclosing  as  fine,  gorgeous 
and  snappy  a  lot  of  freaks  and  novelties  as  I  ever  saw. 
'I  always  keep  these  covered  up,'  he  said,  'and  out  of 
the  way  until  the  buyers  are  through  ordering  before 
I  show  them.'  When  asked  his  reason  he  replied, 
'Well,  you  see,  the  majority  of  the  Canadian  shoe  re- 
tailers, particularly  in  the  country  and  smaller  towns, 
are  young  men,  and  although  they  have  energy,  busi- 
ness acumen  and  possibly  good  taste,  they  lack  bal- 
ance. If,  when  they  came  into  my  sample  rooms  they 
noticed  a  lot  of  these  fancy  goods,  their  minds  would 
be  so  taken  up  with  them  that  they  could  not  do  their 
ordering  properly  on  the  good  old  staple  lines  that 
bring  them  their  bread  and  butter." 

"I  am  afraid,"  continued  the  retailer,  "that  there 
is  too  much  talk  in  the  trade  journals,  and  also  among 
shoe  men,  as  to  these  freaks,  novelties  and  new  ideas, 
and  it  is  apt  to  turn  the  minds  of  the  younger  men  in 
the  trade  awa1'  from  the  staples  whir1-  — Ve  them  their 
living.  We  should  remember  that  in  pushing  these 
lines  we  keep  our  shelves  piled  up  with  the  more  suit- 
able staples.  The  shoe  retailer  in  the  small  town  who 
loads  up  his  store  with  white  goods  or  any  other  novel- 
ty will  find  that  he  has  made  a  very  serious  mistake. 
He  should  not  be  carried  away  by  all  this  talk,  but 
should  use  his  common  sense  and  judgment." 

"It  amounts  simply  to  this,"  he  continued.  "There 
probably  will  be  a  certain  run  on  white  goods,  which 
will  possibly  sell  stronger  than  ever  before,  but  the 
demand  for  the  good  old  staples  will  be  just  as  strong 
as  ever,  and  the  great  majority  of  the  public  never 
wear  novelties  of  any  kind.  The  trade  in  this  respect 
is  confined  almost  entirely  to  young  men  and  women." 
*  #  * 
Complaint  of  Slow  Deliveries 

The  boot  and  shoe  jobbers  of  Winnipeg  and  other 
centres  are  complaining  about  the  manner  in  which 
deliveries  are  being  made  from  the  eastern  factories. 
The  Kilgour  Rimer  Company,  wholesale  footwear 
merchants,  Winnipeg,  have  taken  up  the  cudgels  in 
this  matter,  and  in  a  signed  statement  to  Footwear  in 
Canada  they  say : 

"A  few  suggestions  to  the  Canadian  shoe  manufac- 
turers might  not  be  amiss,  and  if  they  will  take  the 
matter  into  serious  consideration,  we  are  satisfied  that 
it  will  be  beneficial  to  the  manufacturers  themselves, 
to  the  jobbers  and  to  the  retailers.  We  do  not  con- 
sider that  it  is  good  business  that  orders  booked  last 
October,  to  be  delivered  in  January,  are  not  yet  de- 
livered. Such  is  the  case  with  dozens  of  our  orders. 
And  we  assume  that  what  has  happened  in  the  case 
of  our  orders,  has  also  been  the  experience  of  others. 

"The  trouble  seems  to  be  that  our  Canadian  man- 
ufacturers cannot  refuse  an  order,  and  they  therefore 
load  up  too  much  business  for  a  given  time.  If  the 
factories  had  a  system,  they  could  tell  how  many 
cases  they  could  deliver  in  the  course  of  a  certain 
period.  When  our  United  States  cousins  receive  an 
order  from  a  wholesaler  or  jobber,  they  are  usually 
prepared  to  state  on  what  date  it  will  be  shipped, 
and  in  most  cases  it  will  be  shipped  within  ten  days 
of  the  date  promised.  That  is  good  business.  If 
the  date  named  by  them  does  not  meet  with  the  mer- 
chant's approval,  the  latter  has  a  chance  to  order  else- 
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where;  or  if  he  accepts  the  date  arrangement,  he  has 
an  opportunity  of  advising  his  retail  customers  the 
time  the  particular  line  can  be  delivered. 

"To  have  goods  coming  forward  six  months  after 
they  are  expected  creates  trouble  and  annoyance,  ex- 
pense and  friction.  The  retail  merchant  is  disap- 
pointed over  loss  of  sales;  the  jobber  must  resell  these 
goods,  with  at  least  double  the  expense,  and  often  at 
a  loss. 


"We  would  like  to  hear  what  other  jobbers  have 
to  say,  and  if  it  turns  out  that  western  jobbers,  only, 
are  abused  in  this  manner,  they  might  be  able  to  rec- 
tify it  by  starting  factories  of  their  own  in  the  Hub 
City,  where  power  and  labor  is  as  cheap  as  in  any 
other  part  of  Canada.  Eastern  manufacturers  must 
not  overlook  the  fact  that  without  the  western  pat- 
ronage their  wheels  would  not  revolve  every  day  in 
the  year  at  the  present  capacity." 


Many  Handle  Hockey  Goods  in  Winter — Why  Not 
Other  Lines  in  Summer  ?    Opinions   of  Retailers 


Rugby  Boot  with  new 
"  Varsity  Cleats." 


Most  of  the  retail  shoe 
merchants  in  towns  and 
cities  of  Canada  carry 
hockey  boots  in  the  winter 
time.  Many  of  them  also 
add  lines  of  hockey  sticks, 
skates,  pucks  and  sometimes 
even  sweaters,  etc.  These 
lines  have  been  proved  to 
be  profitable  ones.  If  it  is 
logical  and  profitable  for  a 
shoe  merchant  to  handle 
sporting  shoes  and  goods  in 
the  winter  season,  does 
it  not  equally  so  apply  to  sporting  goods  and  shoes 
suitable  for  summer  time?  We  have  in  mind  one 
Toronto  shoe  store  whose  proprietor  evidently  thinks 
this  is  the  case  as  he  handles  football,  baseball  and 
tennis,  etc.,  boots  and  sporting  goods  during  the 
spring,  summer  and  fall  seasons. 

Now  we  do  not  advocate  every  shoeman  laying  in 
supplies  along  these  lines.  We  are  fully  aware  of  the 
fact  that  a  shoe  store  is  not  a  department  store,  but 
at  the  same  time  if  it  is  logical  and  profitable  to  carry 
sporting  goods  and  shoes  in  winter  time,  it  is  just 
as  logical  to  carry  them  at  any  other  season  of  the 
year,  if  it  is  profitable.  Of  course  the  situation  of 
the  store  and  the  class  of  trade  it  caters  to  should 
largely  influence  the  proprietor  in  this  manner.  It 
he  is  in  a  town  with  a  university,  high  school,  or 
many  institutions  or  clubs  which  require  these  goods, 
this  line  may  be  safely  stocked.  Of  course  the  mat- 
ter needs  careful  consideration  before  hand,  and  care 
should  be  taken  not  to  overstock.  In  fact,  in  a 
great  many  cases  orders  could  be  secured  from  teams, 


have  in  mind  the  case  of  a  shoe  retailer  in  a  small 
town  who  worked  up  a  considerable  and  profitable 
addition  to  his  ordinary  trade  in  the  sporting  goods 
line,  by  a  little  thought  and  planning.  He  knew  that 
all  young  men  are  fond  of  games  and  sports  and 
determined  to  take  advantage  of  the  inclinations  of 
those  of  his  town  in  this  direction.  He  formed  an 
athletic  association  among  the  young  men  and  turned 
over  to  them,  at  a  low  rental,  a  large  room  over  his 
shop  for  the  purpose  of  a  gymnasium.  Then  trade 
started  to  come  his  way. 

Of  course  the  gymnasium  had  to  be  fitted  out  and 
athletic  gear  of  various  kinds  installed.  This  was 
bought  from  the  retailer.  As  it  would  not  do  to  have 
all  the  young  men  in  town  tramping  overhead  in 
their  ordinary  footwear,  the  members  of  the  club  had 
to  fit  themselves  out  with  gymnasium  shoes,  which 
was  another  source  of  profit  to  the  wide  awake  re- 


Outing  or  tennis  shoe  with  leather  upper,  Goodyear  welt 
and  rubber  suction  sole. 

etc.,  before  ordering  from  manufacturers  or  jobbers. 

A  great  deal  depends  also  upon  the  enterprise  of 
the  shoe  dealer  himself.  The  trade  nearly  always 
exists,  and  can  be  got,  if  you  have  the  business  in- 
stinct to  see  it  and  the  energy  to  go  after  it.  We 


E.  D.  Black  Colonial  Tennis  Ball. 

tailer.  In  the  winter  time  hockey  clubs  were  formed 
which  entered  local  and  intertown  leagues,  and  in 
summer  time  baseball  and  football  clubs  on  similar 
lines,  and  all  this  brought  grist  to  his  mill.  Besides 
finding  customers  for  his  sporting  boots  and  goods, 
which  brought  him  in  direct  profits,  he  also  benefited 
indirectly.  He  became  known  as  a  good  fellow  in  the 
town  and  all  people  interested  in  sport,  with  their 
friends,  would  be  sure  to  patronize  his  store  when 
wanting  footwear.  There  is  no  surer  way  of  adding 
to  your  profits  than  to  make  yourself  popular  in  your 
community,  and  the  surest  way  to  do  this  is  to  make 
friends  with  the  lovers  of  sport,  who  after  all,  are 
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the  largest  portion  of  the  population  and  the  best 
spenders. 

Opinions  of  Retailers 

The  Fogarty  Company,  Limited,  of  Montreal,  who 
are  one  of  the  largest  firms  of  shoe  retailers  in  Can- 
ada, in  writing  to  Footwear,  on  the  subject  of  the 
sale  of  sporting  boots  and  goods,  say,  "We  find  in 
this  town  that  the  public  are  willing  to  pay  fifty  per 
cent,  more  for  sporting  boots  when  they  are  sold  in 
sporting  goods  stores.  This  does  not  cover  skating 
boots,  however,  for  which  we  find  a  big  demand." 

Casselman  Bros.,  London,  Ont.,  writes,  "We  have 
always  carried  baseball,  football  and  tennis  goods  for 
summer  time  and  have  found    them    equally  as  ad- 
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vantageous  with  us  as  carrying  hockey  boots,  skates, 
sticks,  etc.,  for  winter  sports.  We  consider  the  above 
items  a  necessity  with  us  for  they  all  add  to  our  gen- 
eral volume  of  business  and  we  can  get  a  neat  profit 
from  each.  We  don't  have  to  carry  a  heavy  stock, 
and  almost  invariably  clean  it  out." 

Mr.  A.  Chisholm,  of  Dundas  street,  Toronto,  says, 
"Every  store  can,  and  does,  handle  sporting  boots  at 
a  profit,  but  unless  sporting  goods  are  made  a  special 
feature  and  the  department  is  in  charge  of  a  good  live 
man  who  will  take  an  interest  in  sports  I  do  not 
think  it  will  be  pushed  enough  to  make  it  worth  while. 
We  find  sporting  boots  a  paying  line  to  handle,  but 
we  have  no  experience  with  sporting  goods. 


Fopuslar  Canadian  Fall  Sibyl 


The  fall  Styles  that  Canadian  manufacturers  are 
presenting  for  1912  show  a  splendid  advance  in  work- 
manship, material  and  style.  There  has  not  been 
handed  over  to  retailers  in  a  long  time  goods  that 
would  equal  in  neat  finish  and  snappy  appearance 
this  year's  products  of  the  leading  shoemakers  of  the 
Dominion.  They  disclose  a  wide  range,  but  certain 
prominent  characteristics  are  noticeable.  In  the  bet- 
ter lines  of  shoes  the  low  receding  toe  asserts  itself 
to  a  certain  extent  over  the  sharp  high  one  that  has 


Interchangeable  Bow  and  Buckle 

The  bow  and  buckle  here  illustrated  fasten  on  the  pump  with 
hooks  and  eyes  and  can  be  interchanged  at  will. 


held  sway  for  some  time.  There  is  some  tendency  to 
make  more  bals.  than  bluchers,  while  the  button  boot 
for  men  will  probably  be  strongly  in  favor.  The  low 
heel  is  coming  to  the  front  and  the  swing  is  gradu- 
ally disappearing  from  a  number  of  models.  The 
highest  grade  of  men's  reveal  sensible  conservative 
lines  with  no  fancy  effects.  What  seems  to  be  de- 
manded is  a  neat,  stylish  and  serviceable  boot  that 
can  be  worn  on  any  occasion.    The  principal  leathers 


are  gunmetal  and  velour  calf,  tan  Russian  calf,  and 
patent  colt.  There  is  also  sure  to  be  a  certain  demand 
for  box  calf  and  dongola  kid. 

The  button  shoe  for  men  has  seven  or  eight  but- 
tons and  is  made  in  a  number  of  shades  of  tan,  prin- 
cipally in  the  lighter  hues.  The  high  toe,  however, 
has  not  disappeared,  in  fact  many  retailers  are  sell- 
ing more  of  them  than  of  the  new  receding  toes.  It 
will  probably  continue,  for  some  time,  to  be  popular 
among  the  class  of  young  men  that  like  the  folded 
collar,  stiff  hat,  thin  cane  and  rolled  trousers.  There 
is  no  doubt,  however,  that  in  the  more  expensive 
ranges,  so  far  as  men's  footwear  is  concerned,  the 
pendulum  is  swinging  back  to  simpler  lines,  custom 
lasts  and  less  eccentric  patterns. 

In  women's  fine  goods  there  are  several  new  lines 
shown  and  the  high  or  round  toe  will  to  a  certain 
extent  prevail  as  during-  the  past  season.  Vamps 
show  but  little  tendency  to  increase  in  length  and 
are  likely  to  remain  as  they  are  for  some  time,  owing 
to  the  fact  that  most  women  like  a  shoe  with  an  ab- 
breviated forepart  as  it  possesses  a  smartness  that  is 
not  characteristic  of  the  long  vamp  which  gives  the 
foot  the  appearance  of  being  longer  than  it  really  is. 

The  manufacturers  of  women's  goods  are  show- 
ing some  bals.  this  season  but  the  button  shoe  is  still 
a  decided  favorite  and  commands  a  large  patronage. 
The  prevalence  in  women's  goods  is  towards  slightly 
lower  heels  on  those  lines  which  have  the  receding  or 
round  toe,  while  the  tops  in  many  cases  are  cut  a  lit- 
tle higher  than  last  season  and  are  of  the  slant  type. 
A  few  manufacturers  are  venturing  a  new  gaiter  shoe 
and  some  very  nice  creations  in  this  line  are  shown. 
Enquiries,  however,  do  not  indicate  that  they  are 
likely  to  be  strong  sellers.  Nubuck  seems  to  be  com- 
ing into  favor  this  season.  The  material  has  made  a 
good  hit  with  the  consumer  and  the  coming  season 
will  probably  increase  this  popularity.  The  most  of 
the  manufacturers  of  any  variety  in  their  range  are 
showing  samples  of  nubuck  footwear.  This  is  a  line 
that  will  be  generally  worn  and  will  be  largely  bought 
by  women,  because  it  is  new  and  they  must  have  the 
latest. 

It  is  evident  that  button  shoes  in  tan  for  the  early 
spring,  and  in  white  for  later  in  the  season,  will  be 
in  large  demand  by  women  for  wear  with  the  leading 
style  colors  in  garments  and  dress  materials.  It  is 
said  by  style  authorities  that  the  button  boot  has 
become  one  of  the  most  dependable  style  features  in 
shoes  that  has  confronted  the  retailer  for  a  number 
of  years. 
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Great  Canadian  Patent  Leather  Factory 

One  of  the  Only  Four  Firms  in  the  World  that  Man- 
ufacture Patent  Colt  —  Business  Increasing  Rapidly 


A.  R.  Clarke  &  Company  Limited  arc  the  largest 
manufacturers  of  patent  leather  in  Canada,  and  one 
of  the  only  four  firms  in  the  world  that  manufacture 
patent  colt  leather.  The  other  three  firms  making 
this  line  are  situated  in  the  States.  The  business 
was  founded  in  Peterborough,  Out.,  in  1852,  by  John 
Clarke,  father  of  the  present  head  of  the  firm.  It 


Clarke  &  Company,  Limited.  It  was  in  this  year  that 
they  started  to  occupy  their  present  premises.  Busi- 
ness has  grown  rapidly  since  that  time.  When  the 
company  was  reorganized  they  only  employed  from 
fifty  to  sixty  men  and  were  capitalized  at  $25,000. 

In  1902  they  started  to  manufacture  patent  leather, 
being  the  first  firm  in  Canada  to  make  this  line.  They 


The  President  and  Vice 
President  of  Messrs.  A. 
R.  Clarke  6?  Company, 
Limited,  Toronto.  On 
the  left.  Mr  A.R.  Clarke 
President.  On  the  right, 
Mr.  G.  Clarke,  Vice 
President. 


was  then  known  as  Clarke's  tannery.  In  1882  they  have  met  with  great  success  and  at  present  their  out- 
moved  to  Toronto  and  located  on  Eastern  avenue  un-  put  is  more  than  double  the  quantity  of  patent  leather 
der  the  style  of  A.  R.  Clarke  &  Co.  Mr.  A.  R.  Clarke's  produced  by  all  the  other  firms  in  Canada  together, 
two  brothers  were  then  members  of  the  firm.  Pre-  The  present  capital  of  the  company  is  $200,000,  and 
vious  to  1889  they  turned  out  only  sheep  skins,  but  they  employ  over  three  hundred  hands.  They  now 
in  this  year  they  started  to  make  glazed  kid  as  well.  confine  their  business  in  the  shoe  leather  manufac- 
In  1898  the  firm  was  reorganized  and  became  A.  R.  hiring  line  entirely  to  patent  leather.   Perhaps  in  the 


Front  View  of  Factory  of  A.  R.  Clarke  &  Company,  Limited 
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The  Assorting  Room 

last  four  or  five  years  no  company  has  advanced  so 
steadily  and  quietly  as  the  A.  R.  Clarke  &  Co.  Ltd.  It 
has  been  necessary  in  the  last  three  years  to  build 
three  large  additions  to  the  factory,  the  floor  space 
of  which  now  exceeds  125,000  sq.  ft.  The  building- 
is  on  a  lot  of  six  acres  which  still  leaves  considerable 
room  for  enlargement. 

The  company  depends  for  its  supply  of  skins 
mostly  upon  Russia,  and  imports  large  shipments  of 
coltskins  and  cow  hides  from  that  country.  As  they 
buy  direct  they  are  enabled  to  purchase  the  hides 
much  below  regular  market  prices.  When  the  skins 
arrive  they  are  first  put  through  the  most  modern 
of  beaming  and  are  then  tanned  and  finished  by 
skilled  labor  and  the  most  efficient  of  materials.  The 
japan  is  then  put  on  in  one  of  the  enamel  rooms,  of 
which  there  are  two.  These  rooms  are  the  largest 
devoted  to  that  purpose  in  any  Canadian  tannery. 
A.  R.  Clarke  &  Co.  Ltd.,  have  taken  ten  years  to 
perfect  their  process  of  manufacture  and  in  that  time 
have  spared  no  expense  to  become  more  proficent  and 
turn  out  better  leather.  At  the  present  date  their  pro- 
duction compares  favorably  with  any  made  in  Amer- 
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One  of  the  Enamel_  Rooms 

ica.  Patent  leather  is  very  popular  just  now  and  the 
A.l.  product  turned  out  by  this  concern  has  much  to 
do  with  its  popularity.  Years  ago  it  was  hardly 
possible  to  turn  out  patent  leather  that  would  not 
crack,  but,  after  a  struggle  of  over  ten  years,  leather 
is  now  being  produced  which  is  giving  excellent  sat- 
isfaction. 

Mr.  Griffith  Clarke,  the  Vice-President,  devotes 
his  time  to  the  manufacturing  and  selling  of  the  pat- 
ent leather  and  keeps  constantly  in  touch  with  the 
large  plants  in  the  United  States.  If  any  new  pro- 
cess is  discovered  that  is  a  benefit  to  the  manufac- 
ture the  A.  R.  Clarke  &  Co.  Ltd.  are  thus  one  of  the 
first  to  benefit  by  it.  In  1911  this  company  manufac- 
tured about  1,600,000  sq.  ft.  of  patent  leather  which 
would  make  up  over  800,000  pairs  of  shoes.  This 
will  give  some  idea  of  their  large  production. 

This  firm  sells  throughout  Canada  to  all  makers 
of  high  class  shoes.  So  rapidly  has  the  business 
grown  that  they  are  finding  their  present  large  quar- 
ters too  small  and  propose  building  a  three-storey 
addition  to  the  factory  100  ft.  by  60  ft.,  this  fall,  to 
enable  them  to  cope  with  their  increased  trade. 
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man 


The  Chances  are  Just  What  He  Makes  Them  Stick  to  Business 
-  Avoid  Fast  Life  —  Good  Positions  Awaiting  the  Right  Man 


By  Frank  J.  Marowski,  in    "The  Shoeman ' 


Quite  often  we  meet  a  clerk  who  is  actually  con- 
cerned as  to  what  is  ahead  of  him,  although  we  must 
confess  that  there  is  a  very  large  proportion  who 
give  very  little  outward  sign  that  they  are  at  all  con- 
cerned in  the  matter.  Right  at  the  beginning  of  this 
article  it  may  be  as  well  to  tell  the  truth — the  chances 
are  just  what  you  make  out  of  them.  If  you  are  con- 
tent to  sit  back  and  do  only  what  you  are  compelled 
to  do,  you  need  not  expect  to  get  very  far  up  the 
ladder  of  success.  On  the  other  hand  if  you  look  out 
all  the  time  for  opportunities  you  are  just  as  sure  to 
succeed. 

There  comes  to  my  mind  the  story  of  a  young  man 
who  was  particularly  well  qualified  to  succeed  in  re- 
tail circles.  He  had  a  good  idea  of  styles  and  values 
and  knew  human  nature.  He  delighted  in  studying 
the  customers  as  they  entered  the  store,  and  often 
used  to  amuse  us  by  surmising  just  what  the  prospec- 
tive customer  would  buy  and  what  price  or  size  shoe 
she  would  purchase.  Truly,  it  was  remarkable  to  see 
how  close  he  would  be  in  a  great  majority  of  in- 
stances. He  would  tell  us  his  reasons.  They  were 
nothing  more  than  a  careful  attention  to  details  as 
the  person  entered,  and  a  close  observation  of  their 
actions  in  the  store  that  gave  him  these  results. 

He  started  trimming  the  windows — and  his  trims 
were  always  better  and  less  expensive  than  any  that 
others  put  in.  But  it  was  not  long  before  they  real- 
ized that  he  was  too  valuable  to  do  this  class  of  work 
and  so  they  put  him  on  the  floor.  Well,  he  easily  led 
there  also,  and  was  never  satisfied  unless  he  was  some- 
where near  the  head  of  the  procession  in  sales.  He 
tired  easily  of  the  humdrum  of  ordinary  sales  and  for 
that  reason  oftentimes  would  draw  a  customer  into  a 
foot-arch  discussion  or  findings  and  sold  more  acces- 
sories than  any  other  clerk  in  the  store.  And  then  the 
downfall  came.  Flushed  with  success  and  an  increase 
in  salary,  he  attempted  to  '"get  sporty"  and  shortly 
went  down  a  victim  of  drink  and  fast  life. 

But  he  was  not  to  drop  out  so  easily.  He  took 
the  pledge  and  returned  to  the  game.  No  one  could 
dispute  his  ability,  but  his  unsteadiness  cost  him 
many  a  good  position  where  he  might  have  made  a 
big  success.  The  last  I  saw  of  him  was  in  a  little 
store  where  he  was  doing  window  work,  as  well  as 
selling  and  sweeping  out. 

There  also  comes  to  my  mind  the  case  of  a  young 
man  not  over-burdened  with  either  good  looks  or  abil- 
ity. But  he  stuck  to  it  and  did  all  the  dirty  work  for 
several  years  before  he  was  permitted  to  wait  on  any 
other  than  Saturday  night  trade.  Finally,  he  got  his 
chance  and  his  employer  was  amazed  to  find  him  so 
well  acquainted  with  the  selling  earac.  In  a  short 
time  he  had  charge  of  some  considerable  stock,  and 
in  a  few  years  became  head  clerk,  having  easily  out- 
distanced the  others.  The  last  I  saw  of  him  was  buy- 
ing shoes  for  the  firm  and  for  himself  as  well,  as 
just  about  that  time  he  was  elected  secretary  of  the 
company. 

It  only  takes  a  few  moments  to  tell  about  these 
two  young  men,  but  they  took  years  to  get  where 


they  now  are.  The  one  met  with  success  and  the  other 
went  down  to  defeat.  The  answer  is  found  in  their 
own  purpose.  The  first  had  not  the  power  to  control 
himself,  and  the  second  had  determination  to  stand 
by  and  win  out,  no  matter  what  the  odds  appeared  to 
be.  Thus  it  will  be  seen  that  what  you  are  to  be,  de- 
pends entirely  on  your  viewpoint  as  you  start  into 
the  game.  It  is  a  game  and  as  in  any  other  game 
some  become  proficient  and  others  do  not.  Assum- 
ing that  you  are  ambitious,  there  are  a  number  of  op- 
portunities open  to  you.  It  may  be  that  you  will  be- 
come a  retailer  with  a  store  of  your  own;  or  you  may 
become  a  store  manager  at  a  salary  ranging  anywhere 
from  $15.00  per  week  to  $100.00  per  week.  If  you 
have  had  the  proper  preliminary  training  it  is  possible 
that  you  will  become  buyer  for  a  department  store, 
in  which  case  you  will  have  quite  a  different  line  of 
work  from  the  average  manager.  The  preliminary 
training  is  best  obtained  through  experience  in  large 
department  stores.  It  is  difficult  to  give  hard  and 
fast  rules  for  success  in  this  work,  but  in  the  main, 
a  department  store  buyer  must  be  an  all  round  man 
with  an  expert  eye  for  styles  and  good  sellers.  He 
must  have  ability  to  handle  help  economically  and 
without  friction,  and,  of  course,  must  know  something 
about  shoes,  although  strange  as  it  may  be,  there  does 
not  seem  to  be  the  value  placed  on  this  sort  of  train- 
ing that  one  would  suppose. 

Department  store  heads  believe  that  the  various 
salesmen  will  gladly  volunteer  accurate  information 
on  any  points  in  which  a  manager  may  be  lame,  and 
in  truth,  this  is  so.  Many  a  buying  and  selling  point 
has  been  given  gratis  by  some  obliging  salesman,  and 
many  a  buyer  has  held  his  position  through  the  ad- 
vice and  counsel  of  such  a  salesman. 

Window  trimming  offers  considerable  possibilities 
for  an  exceptionally  clever  clerk,  and  he  may  lise  to 
a  high  salary  and  good  position.  Department  stores 
pay  large  prices  to  men  who  can  supervise  the  work 
necessary  in  their  large  windows,  and  even  a  clever 
trimmer  makes  good  wages. 

Show  card  writers  are  oftentimes  forced  to  do  the 
window  work  also,  but  the  larger  stores  maintain  a 
separate  department  for  this  purpose.  The  possibil- 
ities here  depend  largely  upon  the  individual  touch. 
Perhaps  one  of  the  best  positions  which  a  young  man 
can  train  for  is  that  of  advertising  and  sales  manager. 
The  larger  stores  have  a  great  need  of  a  man  skilled 
in  handling  this  work  and  high  salaries  are  frequent. 

Besides  all  these  positions  there  are  splendid  op- 
portunities with  manufacturing  and  wholesale  firms 
which  may  or  may  not  pay  high  salaries.  It  is  use- 
less for  one  to  say  that  the  retail  shoe  business  does 
not  afford  opportunities,  for  it  most  certainly  does, 
if  we  look  for  them.  The  trouble  is  more  often  with 
the  clerk  than  it  is  with  the  opportunity.  Given  a 
good  bright  boy  who  begins  his  store  life  by  sweep- 
ing, dusting  and  cleaning  brass  work,  it  is  possible 
for  him  to  climb  in  ten  years'  time  to  a  position  of 
trust  and  responsibility.  If  he  does  not  do  this  it  is 
not  the  fault  of  the  position,  but  his  own. 
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With  the  Genial  Kraights  of  the  Grip 

What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


An  "Old  Timer" 

Mr.  F.  W.  Hills  is  one  of  the  "old  timers" — one 
of  the  men  who  has  had  experience  of  travelling  in 
days  when  accommodation  Avas  poor,  transportation 
facilities  meagre,  and  difficulties  more  numerous  than 
they  are  at  present.  He  commenced  on  the  road  at 
a  period  when  all  journeys  had  to  be  done  by  means 
of  driving,  and  when  business  was  transacted  under 
handicaps  that  are  not  thought  of  to-day,  and  of  which 
the  younger  generation  of  travellers  have  small  con- 
ception. Mr.  Hills  has  been  in  the  leather  and  allied 
trades  all  his  business  life.  He  was  born  in  Lachute, 
P.Q.,  where  his  father  owned  a  tannery;  he  learned 
the  tannery  business,  and  then  went  out  on  to  the 
road  for  his  father,  making  his  first  journey  in  1868. 
For  many  years  he  continued  to  do  the  outside  work 
for  the  tannery,  afterwards  joining  the  staff  of  Alder- 
man-Robinson, of  Montreal,  with  whom  he  stayed  for 


Mr.  P.  W.  Hills 


18  years.  Mr.  Hills  is  now  with  Jackson  &  Savage, 
of  Montreal,  the  makers  of  the  "Scout  Shoe,"  and  the 
Quebec  distributing  agents  of  the  Miner  Rubber 
Company.  He  covers  the  Ottawa  Valley,  Eastern 
Ontario  and  the  Huntingdon  district.  A  circumstance 
worth  noting  is  that  Mr.  Hills  has  in  some  instances 
sold  to  three  generations — grandfather,  father  and 
son — a  sufficient  indication  that  he  is  able  not  only  to 
make  but  to  hold  customers. 


Retail  Experience  Helps 

Mr.  Andre  D.  Seguin  is  another  example  of  the 
successful  shoe  traveller  who  has  had  experience  in 
the  retail  trade.  This  training  has  proved  of  great 
benefit  in  selling,  as  he  knows  from  his  actual  know- 
ledge the  points  which  are  likely  to  appeal  to  retail- 
ers. Mr.  Seguin  is  a  native  of  Riguad,  County  of 
Vaudreuil,  P.Q.,  and  for  eight  years  was  engaged  in 


retail  stores  in  the  province  of  Quebec.  Following 
this,  he  joined  the  firm  of  Daoust,  Lalonde  &  Co., 
Montreal,  and  after  being  in  the  office  for  a  year,  in 
1903  went  on  the  road.  He  is  the  company's  sen- 
ior representative  and  travels  a  part  of  Montreal  and 
the  northern  part  of  Ontario.  Although  this  latter 
portion  of  his  territory  cannot  be  described  as  par- 
ticularly good,  Mr.  Seguin  does  a  very  large  business, 
and  is  known  as  a  man  who  will  not,  for  the  sake  of 
increasing  his  turnover,  take  undue  risks.  He  is  cau- 
tious, but  this  characteristic  has  not  prevented  him 
building  up  a  large  connection. 

A  Business  Getter 

Mr.  A.  E.  Cloutier,  who  travels  Montreal  and  the 
province  of  Quebec  for  P.  E.  Frank  &  Company  is  one 
of  the  most  popular  and  successful  of  the  firm's  sales- 


Mr.  A.  E.  Cloutier 


men.  As  his  name  suggests  Mr.  Cloutier  is  a  French 
Canadian,  and  it  is  possibly  owing  to  this  fact  that  he 
has  had  such  large  success  in  the  province  of  Que- 
bec. Another  thing  which  has  helped  him  consider- 
ably is  that  for  some  years  he  was  in  the  retail  shoe 
business  being  a  clerk  in  the  Boston  Shoe  Store  in 
Montreal.  Manufacturers  seem  to  be  more  and  more 
recognizing  the  fact  that  the  best  shoe  travellers  have 
experience  of  the  retail  trade  as  well.  Mr.  Cloutier 
has  been  with  P.  E.  Frank  &  Company  for  nearly  two 
years  and  came  to  them  from  the  Minister-Myles  Co., 
where  he  had  established  a  good  record.  Mr.  Clou- 
tier is  now  sending  the  firm  large  orders  for  the  fall 
trade  from  Quebec  Province. 


Travellers  report  heavy  sales  of  tans  and  whites. 
They  say  the  high  toe  is  still  popular  though  not  so 
much  in  demand  as  last  season. 


Mr.  Andre  D.  Seguin 
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Rideau  Man  in  the  West 

Mr.  W.  C.  Myers,  of  the  Rideau  Shoe  Company,  is 
on  one  of  his  regular  trips  in  the  western  territory. 
Mr.  Myers  has  been  in  touch  with  the  trade  condi- 
tions in  the  western  provinces  for  some  years,  and  he 
recently  expressed  the  opinion  that  the  situation  was 
never  brighter  there  than  at  the  present  time.  He 
speaks  from  experience  and  bases  his  statement  chiefly 
on  the  increased  sales  of  Rideau  shoes.  The  products 
of  his  company  have  met  with  steadily  increasing 
demand  in  the  past,  but  this  season  the  volume  of  or- 
ders placed  already  is  larger  than  the  firm  expected. 
Speaking  of  the  Rideau  shoes,  Mr.  Myers  said:  "This 
season's  samples  are  winners ;  the  styles  arc  very 
attractive,  and  away  ahead  of  previous  efforts  of  the 
Rideau  factory."  The  Rideau  Shoe  is  a  Canadian- 
made  shoe,  produced  under  the  best  conditions  on  the 
most  fashionable  lasts.  The  factory  and  head  offices 
of  the  company  are  in  Montreal. 


A  Well  Known  Last  Traveller 

Mr.  Frank  II.  Coleman  who  represents  the  MaW- 
hinney  Last  Co.,  throughout  the  V.  S.  A.  and  Can- 
ada is  well  known  in  both  countries  having  been  con- 
nected with  the  last  business  during  the  greater  part 


Mr.  Frank  H.  Coleman 

of  his  life.  He  is  a  native  of  Canada  and  has  always 
taken  a  great  interest  in  everything  pertaining  to  this 
country,  and  especially  to  the  development  of  the  shoe 
business.  Mr.  Coleman  is  so  well  known  to  the  Cana- 
dian shoe  manufacturers  that  he  hardly  needs  an  in- 
troduction from  us. 


Rubber  Travellers 

Mr.  Geo.  Bergeron  and  Mr.  Roswell  C.  Colt  have 
joined  the  sales  staff  of  the  Canadian  Consolidated 
Rubber  Company,  Limited,  Montreal.  Mr.  Bergeron, 
who  will  sell  rubber  specialties  in  Montreal,  is  a  native 
of  Detroit,  Mich.,  but  has  spent  nearly  all  his  life 
in  Montreal.  Mr.  Colt  will  also  sell  certain  special 
lines  and  has  previously  been  in  the  Winnipeg  office 
of  the  company. 

The  Plyde  Shoe  Company  of  Montreal,  announce 
that  their  travellers  are  now  out  with  a  full  range  of 


samples  for  Fall.  Special  mention  might  be  made  of 
the  complete  line  of  Women's  Cushion  Sole  Comfort 
Shoes  which  this  company  is  carrying  and  it  would 
well  repay  any  progressive  dealer  to  write  for  sample 
pairs.  The  Plyde  Shoe  Company  acts  as  selling  agents 
for  the  noted  "Kozy  Traveller"  Slippers  and  special 
attention  is  called  to  their  advertisement  on  another 
page. 


The  Traveller's  Dream 

One  night  a  traveller  dreamed  a  dream, 

And  dreaming  dreamed  he  died, 
And  straightway  to  the  pearly  gates 

His  sin-stained  spirit  hied. 
And  there  before  the  saints  he  stood 

With  downcast  head,  and  low  ; 
"My  record's  pretty  rank,"  he  said. 

"I  guess  I'm  bound  below. 
"I've  smoked  a  lot  and  drank  a  lot, 

Confess  it  all  I  must; 
And  flirted,  too,  and,  besides, 

Great  Heavens,  how  I've  cussed!" 
The  good  St.  Peter  looked  at  him 

With  kindly  smiling  eyes, 
But  shook  his  head.  "Don't  ask,"  he  said, 

"A  mansion  in  the  skies." 
"But  let  me  ask  some  questions,  sir; 

Are  you  a  travelling  man?" 
The  sinner  bowed,  and  in  this  strain 

The  aged  saint  began: 
"You've  taken  some  gay  merchant  out, 

And  spent  a  ten  or  more, 
And  then  he  calmly  says  he's  bought 

His  goods  the  day  before. 
"You've  spent  your  life  at  bad  hotels, 

And  eaten  still  worse  meals, 
With  oleo  and  waiter  girls 

All  run  down  at  the  heels. 
"You've  had  your  letters  sent  astray, 

Your  trunks  have  wandered,  too; 
With  porters,  clerks,  and  baggagemen, 

You're  in  a  constant  stew. 
"And  once  a  month  tou  see  your  wife — 

Now,  tell  me,  is  it  so?" 
"It  is,"  replied  the  traveller 

As  he  took  his  hat  to  go. 
"Ah,  well,"  said  good  St.  Peter, 

Opening  the  portal  wide, 
"I'm  glad  to  meet  you,  sir, 

Just  kindly  step  inside. 
"We'll  try  and  make  you  happy  here, 

We'll  do  the  best  we  can. 
You've  had  your  punishment  on  earth, 

For  you've  been  a  travelling  man." 


If  a  man  named  McCready  ran  off  with  a  pair  of 
hoots,  what's  the  matter  with  Ames  Holden  Mc- 
Cready? 


A  woman  entered  a  shoe  store  and  asked  for  a 
pair  of  sample  shoes.  The  clerk  told  her  they  did 
not  carry  sample  shoes.  She  insisted  that  every  first 
class  store  carried  them.  "Why,"  she  said,  "  'Sample' 
makes  the  best  and  cheapest  shoes  I  ever  bought." 
The  dear  old  soul  was  of  the  opinion  that  "Mr. 
Sample"  was  a  big  shoe  manufacturer. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 
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Morris  &  Smith 


The  eye  is  the  first  door  that 
the  advertiser  has  to  unlock.  A 
well  drawn  and  appropriate  illus- 
tration appeals  directly  to  the  eye, 
and  the  eye  of  even  the  busy  man 
is  often  caught  by  this  first 
strong  appeal  when  an  ordinary 
setting  of  ordinary  type  would  be 
overlooked  or  ignored  altogether. 
The  three  advertisements  that 
we  reproduce  this  month  all 
make  use  of  illustrations,  but  the 
value  of  the  illustrations  and  the 
value  of  the  whole  advertisement 
are  very  different. 
Should  Give  Fuller  Description 
The  Morris  &  Smith  adver- 
tisement, from  Charlottetown,  P. 
E.I.,  uses  a  satisfactory  cut,  that 
is  well  suited  to  newspaper  re- 
production and  which  is  specially 
designed  to  bring  out  some  of  the  strong  points  of 
Empress  shoes.  The  appeal  to  the  eye  is  good.  Be- 
yond this,  however,  the  advertisevent  is  not  quite  so 
satisfactory. 

The  opening  sentence  is  somewhat  unwieldy.  It 
would  have  been  clearer,  stronger  and  more  effective 
if  it  had  been  cut  up  into  two  or  three  separate  short 
sentences  of  straight-to-the-point  description. 

Indeed  a  little  more  space  might  with  advantage 
have  been  given  to  description,  prices  being  separ- 
ately quoted  beneath,  or  being  run  in  connection  with 
an  indented  final  paragraph  set  in  a  rather  smaller 
type. 

Depends  on  Cuts  Alone 

The  R.  B.  Van  Dine  announcement,  reproduced 
as  our  second  illustration,  depends  upon  cuts  alone, 
and  the  size  and  quality  of  the  cuts  are  so  much  at 
variance  that  the  effect  is  rather  unfortunate.  Win 
was  the  second  cut   introduced    at  all?    Instead  of 

filling  up  good 
space  with  a  poor 
cut  it  would  have 
been  better  to  tell 
the  people  of 
Fredericton  some- 
thing interesting 
about  spring 
styles,  about  the 
good  quality  of 
Van  Dine's  shoes, 
about  the  cour- 
teous attention 
and  careful  fitting 
they  might  expect  at  the  Van  Dine  store,  and  some- 
thing about  the  high  values  and  close  prices  of  Van 
Dine  Spring  Footwear.  Advertising  is  news  when 
well  written — and  business  news  may  be  made  just 
as  interesting  as  any  other  kind  of  news.  If  the  one 
cut  only  had  been  used  and  the  remaining  space 


turned  to  account  in  this  way  the  result  would  have 
been  a  useful  and  effective  piece  of  advertising. 

A  Well  Planned  Advertisement 

Watson's  advertising  is  generally  well  done  and  it 
is  not  at  all  surprising  that  Victoria  people  look  for 
Watson  advertisements,  read  them,  and  buy  Wat- 
son footwear.  The  announcement  we  reproduce  is 
an  example  of  good  illustrations  backed  up  by  bright, 
interesting,  newsy  salesmanship.  Styles  in  shoes 
change  more  often  than  they  used  to  do  and  the 
changes  are  far  more  radical.  At  the  same  time  there 
are  more  people  who  pay  attention  to  shoe  styles 
and  govern  their  buying  of  shoes  by  what  is  going  to 
be  "just  the  thing"  than  there  ever  were  before. 

It  is  part  of  the  business  policy  of  the  wide-awake 
shoe  dealer  to  keep  in  close  touch  with  style  changes, 
and  it  should  be  just  as  much  a  part  of  his  policy  and 
business  to  keep  his  customers,  to  keep  the  "public," 
informed  as  to  what  is  new,  what  is  popular,  Avhat 
is  fashionable,  what  is  "better."  The  milliner  works 
on  such  lines  to-day,  and  no  woman  who  makes  any 
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pretense  of  being  smartly  dressed  would  dream  of 
ignoring  the  changing  styles  in  picture  hats.  The 
jeweller  turns  fads  and  fancies  to  similar  good  ac- 
count. And  it's  up  to  the  live  shoe  dealer  to  make 
the  most  of  every  opportunity  that  offers  in  the  same 
direction. 

The  Watson  advertisement  is  full  of  interesting 
"news"  for  the  buyer  of  Spring  footwear.  It  is  well 
laid  out,  and  well  displayed,  and  almost  any  panel 
in  the  whole  announcement  might  be  taken  from  its 
context  and  still  appear  as  an  effective  small-space 
business-bringer.  The  preparation  of  such  an  adver- 
tisement takes  time  and  thought  and  careful  plan- 
ning. What  to  leave  unsaid  is  almost  as  important 
as  what  to  say.  But  advertising  that  is  ever  going 
to  be  worth  much  in  hard-won  business  is  bound  to 
take  hard-thought  planning  and  arrangement. 

Such  advertising  as  this  example  from  the  Watson 
store  is  sure  to  show  returns. 


Patience  is  a  quality  needed  by  all,  the  man  of 
genius  and  the  humblest  worker. 


5« 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Bruno  Matte  has  registered  to  carry  on  a  retail  shoe 
business  in  Montreal  under  the  style  of  Bruno  Matte  &  Co. 

Schwartz  &  Cherniak,  boots,  shoes  and  dry  goods  mer- 
chants, of  Windsor,  Ont,  have  dissolved  partnership. 
Schwartz  is  continuing  the  business  alone. 

Alderman  Robinson,  of  Montreal,  has  been  on  a  visit 
to  Mount  Clemens,  Mich.,  taking  the  baths. 

The  breaking  of  a  main  pipe  in  the  sprinkler  system 
in  the  premises  of  Daoust,  Lalonde  &  Company,  Montreal, 
was  the  subject  of  an  action  in  the  Montreal  Courts.  The 
damage,  $780,  was  paid  to  the  firm  by  the  Maryland 
Casualty  Company,  who  had  insured  the  building.  In  turn 
they  sued  the  St.  Lawrence  Realty  Company,  the  landlords, 
on  the  ground  that  the  break  was  due  to  a  defective  founda- 
tion. The  judge  agreed  with  this,  and  awarded  the  Casualty 
Company  the  full  amount. 

Mr.  A.  E.  Cudmore,  the  well-known  Toronto  shoe  re- 
tailer, is  building  a  pair  of  stores  on  Gerrard  street  east, 
just  east  of  Ashdale  avenue.  Mr.  Cudmore  does  not  intend 
to  use  these  stores  himself.  He  has  leased  one  of  them  to 
Mr.  Albert  Chadwick  for  a  term  of  five  years.  Mr.  Chad- 
wick  intends  to  carry  a  moderate  stock  of  footwear.  He 
also  will  have  a  Goodyear  repairing  plant  in  the  shop  at 
the  rear  of  the  store.  While  the  store  is  building  Mr.  Chad- 
wick is  running  a  repair  business  in  temporary  premises  just 
east  of  the  store  site.  He  has  already  purchased  finishing 
machines,  motor,  etc.,  for  that  purpose.  Mr.  Chadwick  was 
with  Mr.  Cudmore  in  the  retail  business  for  some  time. 
He  is  a  practical  shoe  man  having  learned  the  making  and 
repairing  work.  He  has  few  superiors  in  the  retail  end  of 
the  business  either  and  is  a  particularly  fine  window  dresser. 
Footwear  wishes  Mr.  Chadwick  every  success  in  his  new 
store. 

The  floods  last  month  caused  considerable  inconvenience 
and  loss  to  Messrs.  Getty  &  Scott  Limited,  and  the  Gait 
Shoe  Manufacturing  Company,  Limited,  both  of  Gait,  Ont. 
The  water  rose  to  the  highest  level  known  in  the  history 
of  Gait,  but  no  serious  loss  was  sustained  until  the  river 
overflowed  its  banks,  when  the  streets  became  a  raging  tor- 
rent. Water  filled  the  basement  of  Getty  &  Scott's  on  Water 
street.  Their  stores  department  is  located  in  the  basement 
and  all  findings,  sole  stock,  and  supplies  are  kept  there.  The 
water  rose  so  rapidly  that  there  was  little  time  to  remove 
any  of  the  contents  and  consequently  the  loss  was  consider- 
able. The  floor  of  the  bottoming  room  of  the  Gait  Shoe 
Manufacturing  Company  was  covered  with  about  two  feet  of 
water,  which  placed  the  machinery  and  materials  on  that 
floor  in  such  a  condition  as  to  prevent  that  department  from 
running  for  a  week.  The  inactivity  of  the  plant  at  this  par- 
ticular time  of  year  is  very  awkward,  both  financially  and 
from  a  trade  standpoint.  Both  companies  have  recovered, 
however,  from  their  temporary  inconvenience. 

The  organization  of  the  Columbus  Rubber  Company, 
Limited,  Montreal,  (which  purchased  the  property  of  the 
Corona  Rubber  Company)  is  now  complete,  Mr.  J.  I.  Chou- 
inard  having  been  appointed  president;  Mr.  A.  Desmarteau, 
vice-president;  and  Messrs.  Vanier,  W.  A.  Geoffrion,  and 
J.  B.  Morin,  directors.  The  company  are  now  marketing 
their  rubbers,  which  will  be  sold  through  jobbers.  Mr. 
Coughlin,  who  was  nine  years  with  the  Canadian  Con- 
solidated Rubber  Company,  has  been  appointed  factory  sup- 
erintendent. Operations  have  been  commenced  with  a  view 
to  enlarging  the  factory  at  Iberville  street,  Montreal.  Two 
additional  storeys  are  to  be  built,  elevators  put  in.  more 
machinery  purchased,  and  the  whole  plant  brought  up  to 
date  at  a  cost  of  between  $60,000  and  $70,000. 

Mr.  James  Linton,  Montreal,  has  been  on  a  visit  to 
Atlantic  City. 

The  Tetrault  Shoe  Manufacturing  Company,  DeMon- 
tigny  street  east,  Montreal,  have  been  unfortunate  in  the 
matter  of  fires.  In  December  last  a  considerable  portion 
of  the  factory  and  stock  was  destroyed  or  damaged,  and 
now,  on  April  21st,  fire  again  broke  out,  and  did  damage  es- 
timated at  $10,000  to  machinery  and  stock.  The  company 
occupy  the  three  upper  storeys  of  the  building,  and  the  fire 


started  in  the  top  floor,  burning  through  to  the  one  below. 
Much  of  the  damage  to  the  stock  was  caused  by  water.  Re- 
pairs to  the  premises  were  commenced  immediately. 

Mr.  J.  C.  Holden.  of  Ames-IIolden-McCready,  Limited 
presided  at  the  annual  meeting  of  the  Protestant  House  of 
Industry  &  Refuge,  Montreal,  when  it  was  decided  to  pro- 
mote a  scheme  for  a  home  for  incurables  of  the  Protestant 
faith. 

The  Fcnlin  Leather  Company.  Lachine  Bank,  Montreal, 
have  taken  out  a  building  permit  for  an  addition  to  their 
factory  at  a  cost  of  $3,500. 

Mr.  Oscar  Dufresne,  of  Dufresne  &  Locke,  Maisonneuve, 
has  just  returned  from  a  two  months'  visit  to  the  continent 
of  Europe. 

Mr.  Raoul  Lanthier,  Jr.,  general  manager  and  secretary- 
treasurer  of  the  Kingsbury  Footwear  Company,  Limited. 
Maisonneuve,  has  been  away  from  business  for  three  weeks 
owing  to  sickness. 

Mr.  Pare,  of  Dufresne  &  Locke,  Maisonneuve,  has  been 
visiting  Ontario,  calling  on  jobbers  with  fall  samples. 

G.  E.  Chambers,  of  the  Regal  Shoe  Store,  Toronto,  was 
in  Boston  on  a  buying  trip  last  month. 

Dufresne  &  Locke,  Limited,  shoe  manufacturers,  of 
Maisonneuve,  are  building  an  extension  to  their  factory  at 
an  approximate  price  of  $30,000.  Part  of  this  building  will 
be  used  by  Messrs.  Kirvan-Doig,  Limited. 

The  Dunford  Elk  Shoes,  Limited,  is  the  name  of  a  new 
company  that  has  been  announced  as  organized  in  the  On- 
tario Gazette.  The  share  capital  is  $40,000,  divided  into  400 
shares  of  $100  each.  The  head  office  of  the  company  will  be 
at  Stratford. 

Jas.  A.  Main,  Port  Dalhousie,  Ont..  an  employee  of  the 
Maple  Leaf  Rubber  Company,  and  his  eighteen  year  old  son, 
were  drowned  near  that  place  recently. 

The  Victor  Shoe  Repairing  Company,  of  Montreal,  Que., 
has  been  registered. 

S.  Muchowski,  boot  and  shoe  dealer,  of  Vancouver,  B.C., 
has  sold  out  to  Annie  Johnson. 

Mr.  R.  J.  Younge,  general  sales  manager  of  The  Can- 
adian Consolidated  Rubber  Company,  Limited,  Montreal,  has 
returned  east  after  spending  several  weeks  at  different  west- 
ern points. 

Mr.  White,  formerly  of  Wapella.  Sask.,  has  started  a 
boot  and  shoe  and  men's  furnishings  business  at  Trans- 
cona.  Manitoba. 

W.  G.  Robinson,  boot  and  shoe  dealer,  Edmonton,  has 
sold  out  to  L.  R.  Rix. 

The  Avenue  Shoe  Company,  Limited  (retail),  Winnipeg, 
has  incorporated. 

W.  G.  Downing,  of  W.  G.  Downing  &  Company,  whole- 
sale boots  and  shoes,  Brandon.  Man.,  was  in  Winnipeg  re- 
cently, and  reported  the  volume  of  business  excellent  this 
season. 

F.  C.  Heineman,  dealer  in  boots  and  shoes,  of  Winnipeg. 

is  deceased. 

J.  L.  Chisholm,  who  was  formerly  at  the  Chisholm  Shoe 
Store,  Dundas  street.  Toronto,  Ont.,  has  been  appointed 
manager  of  the  new  Royal  Shoe  Store,  on  Yonge  street 
near  Bloor  street.  Mr.  Chisholm  has  had  over  fifteen  years' 
experience  in  the  retail  shoe  trade  and  has  spent  most_  of  it 
on  Yonge  street.  Footwear  wishes  him  every  success  in  his 
new  position. 

The  report  that  the  Boston  Shoe  Company,  of  Saska- 
toon, has  gone  out  of  business  is  incorrect. 

The  Winnipeg  Boot  and  Shoe  Repairing  Company  i- 
starting  business  at  Winnipeg. 

Mr.  Andrew  Latimer,  a  prominent  shoe  retailer,  of  Fred- 
cricton,  N.  B,,  died  April  25th. 

The  British  Admiralty  on  its  latest  contracts  required 
that  the  uppers  for  shoes  should  be  made  of  chrome-tanned 
box  calf,  and  did  not  specify  that  this  should  be  of  British 
manufacture.    The  leather  to  be  used  in  the  new  contract 
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is  mostly  of  American  or  German  production.  Leeds  fur- 
nished all  this  leather  heretofore  and  one  manufacturer  esti- 
mates a  loss  of  $250,000  a  year.  Heretofore  the  Admiralty 
tenders  have  always  called  for  leather  that  had  been  vege- 
table tanned. 

The  Dominion  Rubber  Company  has  been  incorporated 
in  British  Columbia  with  a  capital  of  $40,000.  The  head 
office  of  the  company  is  to  be  in  Vancouver.  Their  charter 
permits  of  the  manufacture  of  both  leather  and  rubber  boots 
and  shoes. 

Wallis  Corbett,  late  of  Roome  &  Corbett,  opened  a  new 
shoe  store  in  the  Majestic  Theatre  Building,  London,  Ont, 
on  May  4th.    Mr.  Percy  Bong  will  be  manager. 

R.  B.  Griffith  &  Company,  Hughson  and  King  William 
streets,  Hamilton,  have  removed  to  20  Gore  street. 

Geo.  Hugh  Clifford,  of  the  Belcher  Last  Company,  John 
E.  McGuire,  of  the  Dunbar  Pattern  Company,  and  Walter  C. 
Porter,  of  the  Porter  Last  Company,  all  prominent  in  the 
shoe  trade  in  Massachusetts,  met  their  death  with  the  loss 
of  the  Titanic. 

One  hundred  and  twenty-five  tons  of  crude  rubber  which 
was  being  shipped  to  various  consignees  on  this  side  was 
lost  in  the  wreck  of  the  Titanic. 

L.  Foster  has  opened  a  shoe  store  in  Gananoque,  Ont. 

A  new  store  has  been  opened  in  Sylvan  Lake,  Man.,  by 
C.  H.  Lesaunier. 

M.  Walsh  has  opened  a  shoe  store  at  Gananoque,  Ont. 

P.  L.  Losier  has  opened  a  retail  shoe  store  at  Weyburn, 
Sask. 

W.  J.  Dunscliffe  has,  opened  a  boot  and  shoe  store  at 
Waubaushene,  Ont. 

A.  Jardine  has  purchased  the  boot  and  shoe  business 
of  M.  B.  Davidson,  of  Kemptville,  Ont. 

The  partnership  between  Nickle  &  Affleck,  shoe  retailers, 
of  Winnipeg,  Man.",  has  been  dissolved  and  Mr.  J.  Affleck  as 
continuing  the  business  under  the  name  of  the  Yale  Shoe 


Store.  The  trade  mark,  The  Yale  Shoe,  was  adopted  by  the 
former  firm  when  it  started  five  years  ago,  and  is  used  on 
nearly  all  lines  handled. 

J.  S.  Henderson  has  purchased  the  boot  and  shoe  busi- 
ness of  T.  E.  Henderson,  at  Parrsboro,  N.  S. 

A.  E.  Clark,  retail  shoe  dealer,  of  Eburne,  B.  C,  has 
sold  out. 

The  Retail  Shoe  Clerks'  Union  of  San  Francisco,  has 
adopted  a  wage  scale. 

Mr.  Eades,  who  was  formerly  at  the  Burnell  Shoe  Store 
on  Queen  street  east,  Toronto,  will  be  proprietor  of  the 
new  Invictus  Shoe  Store  shortly  to  be  opened  in  that  city, 
at  50  Yonge  street. 

Mr.  A.  G.  Saunders  and  Mr.  Thos.  Cresswell,  both  of 
whom  have  had  considerable  experience  in  the  shoe  trade, 
have  purchased  the  shoe  business  of  G.  H.  Wilkinson,  St. 
Thomas,  Ont. 

The  officers  of  the  Royal  Shoe  Company,  Limited,  which 
was  organized  last  month,  are  C.  F.  Tugman,  president; 
H.  J.  Rolls,  secretary  and  treasurer,  and  C.  L.  Owens,  gen- 
eral manager. 

Jacob  Koenig,  of  Hanover,  Ont.,  is  advertising  his  boot 
and  shoe  business  for  sale. 

G.  T.  Baskin,  of  St.  Stephen,  N.  B.,  dry  goods  and  boot 
and  shoe  merchant,  has  retired  from  business. 

Brewsters,  Limited  is  the  name  of  a  company  recently 
organized.  The  headquarters  will  be  at  London,  Ont.,  and 
the  new  firm  will  take  over  the  business  of  F.  H.  Brewster. 
The  charter  of  the  new  company  permits  of  their  engaging 
in  the  boot  and  shoe  manufacturing  business  and  also  that 
of  leather  goods.  The  capital  stock  is  $500,000,  divided  into 
five  thousand  shares  of  $100  each. 

The  by-law  providing  for  the  loan  of  $25,000  to  the 
Winn  Shoe  Company,  of  the  municipality  of  Perth,  Ont., 
for  a  period  of  fifteen  years  without  interest,  was  defeated 
last  month.  The  majority  of  the  votes  polled  were  in  favor 
of  the  by-law,  but  were  eighty-six  votes  short  of  the  three- 
fifths  clause. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

McKenzie  &  Fraser,  general  storekeepers,  of  Vegreville, 
have  sold  out  to  the  National  Co-Operative  Company,  Ltd. 

•  Stordy  &  Callahan,  general  store  merchants,  of  Spring 
Lake,  have  been  succeeded  by  McDonald  &  McDonald. 

Eccles  &  Metcalfe,  general  store  merchants,  of  Spruce 
Grove,  have  been  succeeded  by  Edward  Jeunette. 

Glover  Bros.,  general  storekeepers,  of  Brooks,  have  sold 
their  stock  to  J.  J.  Wilson  and  L.  G.  Ingram. 

Fred  Watts  has  opened  a  general  store  at  Paddle  River. 

Tate  &  Paxton,  general  storekeepers,  of  Delburne,  have 
sold  to  Colbourne  &  Donald. 

C.  B.  Warren,  general  storekeeper,  of  Edmonton,  has 
sold  out  to  C.  A.  Farrell. 

Colbourne  &  Donald  have  opened  a  general  store  at 
Red  Deer. 

E.  H.  Ward,  general  storekeeper,  of  Morinville,  has  sold 
out  to  J.  N.  Cote. 

W.  G.  Askey,  general  dealer,  of  Cowley,  has  sold  out 
to  Pettit  &  Howie. 

British  Columbia 

H-  J.  Hutchinson,  general  storekeeper,  of  Ladner,  has 
sold  out  to  S.  W.  Walters. 

J.  N.  McLeod  &  Company,  general  storekeepers,  of 
Cumberland,  are  selling  out  to  Wagenhouser  &  Onate. 

The  Salt  Spring  Island  Trading  Company,  Limited,  has 
been  incorporated  in  British  Columbia.  The  head  office  is 
to  be  situated  at  Ganges.  They  will  carry  on  the  business 
of  general  store  keepers. 

The  Co-operative  Stores,  Limited,  has  been  incorporated 
in  British  Columbia,  with  a  capital  of  $1,000,000,  divided  in- 


to ten  thousand  shares.  The  head  office  will  be  at  Van- 
couver.   The  company  will  carry  on  a  general  store  business. 

Manitoba 

S.  P.  Wilson,  general  storekeeper,  of  St.  Pierre,  has 
been  succeeded  by  Jacob  Gherman.  ; 

Rosie  Pereles  is  opening  a  general  store  at  Inwood. 

E.  Rochon  is  commencing  a  general  business  at  LaSalle. 

D.  Rabinovitch,  general  storekeeper,  of  Selkirk  West, 
has  removed  to  Prince  Albert. 

Mr.  O.  H.  Smith,  general  storekeeper,  of  Marquette,  has 
sold  out  to  Bailey  &  Sons. 

J.  F.  Brown,  general  storekeeper,  of  Sturgeon  Creek,  has 
been  succeeded  by  Marwood  Brown. 

The  Brokenhead  Farmers'  Trading  Company,  of  Lady- 
wood,  have  been  succeeded  by  Karpetz  Bros. 

George  Romalis,  general  storekeeper,  of  Vista,  has  re- 
moved to  Dropmore. 

H.  T.  Malsed,  general  storekeeper,  of  Lake  Francis,  has 
sold  out  to  K.  Roth. 

M.  Ditovich  has  commenced  a  general  business  at  Do- 
minion City. 

Gray,  Tuberman  &  Company  have  commenced  a  general 
store  business  at  Vita. 

Saskatchewan 

The  Baildon  Farmers'  Trading  Company,  of  Baildon, 
has  incorporated. 

The  Carmichael  Trading  Company  has  started  business 
at  Carmichael. 

The  Ukranian  Ruthenian  Store  Company,  Limited,  has 
commenced  business  at  Radisson. 
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J.  O.  Scott  has  resumed  his  general  store  business  at 
Sedley. 

I\.  Bay  &  Company  have  opened  a  general  store  at 
Grayson. 

J.  H.  Gillespie  is  removing  his  general  store  from  Gren- 
fell  to  Cabri. 

The  Farmers'  Trading  Company  is  starting  a  general 
store  at  Cudworth. 

Bokofsky  Bros.,  general  storekeepers,  of  Theodore,  have 
opened  a  branch  at  Jansen. 

(  has.  Wiwchar  has  started  a  general  store  at  Gorlitz. 

S.  Moulton,  general  store  merchant,  of  Girvan,  has  sola 
out  to  Geo.  Hemnie. 

.1.  A.  Kalbleisch  has  opened  a  general  store  at  Leask. 

Anderson  &  Gordon,  of  Milden,  general  storekeepers, 
have  dissolved  partnership. 

Reckinall  &  Hill  have  opened  a  general  store  at  I'hmket. 

John  Xeigel,  general  storekeeper,  of  Odessa,  has 
been  succeeded  by  N.  S.  Fitch. 

Eliza  McEwan.  general  storekeeper,  of  Aylesbury,  has 
been  succeeded  by  J.  A.  Wallace. 

Wilder  Bros.,  general  storekeepers,  of  Otthon,  have 
been  succeeded  by  Chesney  &  Company. 

J.  B.  Semple  is  opening  a  general  store  at  Radisson. 

N.  J.  Nicholson,  of  Marquis,  general  storekeeper,  has 
sold  his  stock  and  fixtures  to  C.  H.  Carroll. 

John  Duvarney  is  starting  a  general  store  at  Jasmin. 

S.  H.  Caswell  &  Company,  of  Qu'Appelle,  general  store- 
keepers, have  been  succeeded  by  W.  A.  Caswell  &  Co.,  Ltd. 

A.  W.  Wylie  is  starting  a  general  business  at  Saskatoon. 

N.  Fladager  &  Company,  general  storekeepers,  of 
Khedive,  have  dissolved  partnership,  J.  L.  Farnum  continues 
the  business. 
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J.  J.  Korth,  general  storekeeper,  of  Hoodo,  has  sold 
out  to  Korth  Bros. 

Salloun  &  Company  are  starting  a  general  store  at  Rush 
I  .ake. 

Shephard  &  Company  have  opened  a  general  store  at 
MacFarlane. 

Heather  &  Thompson  have  opened  a  general  store  at 
Grayson. 

Moses  P.  Chechick  is  starting  a  business  at  Maple 
Creek  in  general  lines. 

J.  Card  has  opened  a  general  store  at  Florse. 

J.  Fienstein,  general  storekeeper,  of  Preeceville,  has 
been  succeeded  by  D.  Lander. 

The  Steelman  Trading  Company  has  commenced  a  gen- 
eral  business  at  Steelman. 

The  F  armer.s  Market  Store,  general  store,  has  com- 
menced business  at  McOvvan. 

C.  E.  Keed  is  starting  a  general  store  at  Cudworth. 

Parkhurst  &  Fisher,  general  storekeepers,  of  Tiny,  have 
been  succeeded  by  C.  C.  Fisher. 

Jas.  Home,  general  storekeeper,  of  Lemberg,  has  been 
succeeded  by  the  Pioneer  Store  Company. 

C.  W.  Erb  has  opened  a  general  store  at  Viceroy. 

1".  W.  Anderson  and  J.  B.  Gillespie  have  formed  a  part- 
nership and  have  started  a  general  store  at  Abernethy. 

Edward  Devins  has  opened  a  general  store  at  Viceroy. 

T.  C.  Cloutier  &  Bros.,  general  storekeepers,  of  Notre 
Dame  d'Auvergne,  have  been  succeeded  by  Antoine  La- 
courier. 

J.  A.  Wallace  has  opened  a  general  store  at  Aylesbury. 

E.  E.  Henry  has  disposed  of  his  general  store  stock  at 
Fillmore  to  M.  J.  Hackinson,  of  Bienfait,  Sask,  who  is  open- 
ing up  a  general  store  at  that  town.  Mr.  Hackinson  will 
move  the  stock  to  Bienfait  as  soon  as  his  store  is 
ci  tmpleted. 


Wanted  and  For  Sale  Department 


Publishers  Notice: —  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


For  Sale 


Positions  Vacant 


F  O  U  R  L  ARGE  TRAVELLEKS'- 
sample  trunks  for  sale;  in  good  condi- 
tion. Apply  Reliance  Shoe  Company, 
122  Adelaide  Street  West,  Toronto, 
Ont.  5 

Agents  Wanted 

A  LARGE  UNITED  STATES  FIRM 
manufacturing  misses'  and  children's 
shoes,  wants  a  good  manufacturers' 
agent  making  a  specialty  of  ladies' 
shoes  to  take  on  their  lines.  Will  as- 
sist liberally  with  publicity.  Write  E. 
J.  Mcintyre,  4059  Perry  street,  Chic- 
ago, 111.  3 

Positions  Wanted 

WANTED— POSITION  AS  TRAVEL- 
ling  salesman  for  a  Canadian  firm  by 
a  Canadian  shoe  man  speaking  French 
and  English,  having  had  five  years 
experience  in  New  York  State.  Can 
furnish  first-class  references.  Reply 
Box  451,  Footwear  in  Canada,  Toron- 
to. Ont.  3 


WANTED  —  AN  EXPERIENCED 
man  to  take  charge  of  shoe  depart- 
ment in  general  store;  state  salary. 
Apply  to  Box  41>,  "Footwear,"  Toron- 
to, Out. 


SHOE  SHINER  WANTED,  McKAY 
stitcher,  steady  work.  Box  492  "Foot- 
wear." Toronto,  Ont. 


ATTENTION ! 

All   Shoe  Manufacturers 

.lust  what  you  are  looking  for 

The  Cello  Stain  Hollow  Forms 
and  the  Satinette  Forms 

Made  in  25  different  shades— vary- 
ing from  Baby  Blue  to  Light  Pink 

LYNN   LAST  CO. 

25  Harrison  Street.  Lynn,  M«s»..  U.  S.  A 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T  I  FDWARnS  119  Summer  Street 
1.  J .  Eil/TV  AIUAJ,  BOSTON ,W 


,  Masl.,  U.S.A. 


We  want  to  BUY  for  GASH  all 
the  PIECED  HEEL  STOCK  you 
make 

Brockton  Heel 
Company 

BROCKTON,  MASS. 
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Read  the  following  unsolicited  endorsements      they  are 

very  interesting 


THE  UNION  AND  ADVERTISER:  THURSDAY.  APRIL  18.  1911 


A  Wonderful  Sale  of 
"ONYX"  Stockings 

The  Special .  Sale  of  stockings 
conducted  in  all  three  Eastwood 
stores  on  Wednesday,  in  celebration 
of  the  Twenty-fifth  Anniversary  of 
"Onyx"  Stockings,  was  an  absolute 
success — producing  in  the  Stocking 
Department  in  each  Eastwood  store 
a  larger  volume  of  business  than 
ever  before  recorded. 

The  importers,  Lord  &  Taylor,  spent 
fifty  thousand  dollars  in  standard  periodi- 
cals to  give  publicity  to  this  Anniversary 
Gale.  It  was  given  an  unusual  degree  of 
prominence  in  the  Eastwood  advertising  in 
Rochester  and  Buffalo.  But  the  success  of  the  sale  is  not  so  much  the 
product  of  advertising,  as  it  is  an  irresistible  evidence  of  the  general  appre- 
ciation of  the  character,  integrity  and  quality  of  "Onyx"  Stockings. 


Our  experience  with  this  brand  has  covered  several  years, 
and  has  convinced  us  of  its  superiority  and  desirability.  Yon 
will  always  find  in  our  stores  a  large  stock  of  the  most  popular 
styles  for  men,  women  and  children.  Many  exclusive  Eastwood 
stocking  styles  are  "Onyx"  quality,  made  according  to  our  own 
specifications,  in  our  own  designs. 


So  wide  was  the  interest  in  this  great  stocking 
event,  that  the  tremendous  demand  for  the  Anni- 
versary offerings  quickly  consumed  the  stock  in  all 
our  stores.  But  our  arrangement  with  the  import- 
ers enables  us  to  take  care  of  all  orders,  and  to 
guarantee  to  fill  them  within  a  reasonable  time. 


"Our  Anniversary  Sale  amounted 
to  over  $2,000  worth  of  stock- 
ings. 

"The  stocking  departments  were 
crowded  from  early  in  the  morn- 
ing until  closing  time. 

"Your  Anniversary  Sale  certainly 
was  a  big  success  with  us." 

"Very  big  business  to-day.  Re- 
gret to  say  have  not  goods 
enough  to  fill  mail  orders." 

"It  rained  from  6  a.  m.  to  6  p.  m. 
We  sold  out  by  4  p.  m. 


This  was  the  experience  of 
all— Night  Letters,  Tele- 
grams, Telephones  and 
Messages  locally  and  from 
every  section  throughout 
the  country  reported  the 
greatest  Sales  of  hosiery 
ever  known  in  one  day. 


One  concern  in  New  York 
City  sold  3,100  dozens  of  men's 
hosiery  on  that  day.  The  re- 
sponse to  their  advertisement 
was  greatest  ever  known. 


n 
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Every  live  shoe  dealer  will  see  that  no  other  brand  but  the  <■<■  ^ 
is  adopted  for  his  Hosiery  Department. 

Lord  &  Taylor 

Wholesale  Distributors 

CHICAGO,  North  American  Building,  State  and  Monroe  Sts.  BOSTON,  78  Chauncy  St. 

PHILADELPHIA,  1033  Chestnut  St. 


New  York 
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Quality  Shoes  for  Fall 

Trade 

Made  by 

The  Murray  Shoe  Co.,  Ltd. 

LONDON,  CANADA 


"Derby"  styles  are  Leaders,  and  New  Features  for  Fall,  plus  guaran- 
teed quality,  means  easy  selling,  satisfied  customers,  and  gratifying 
profits  to  the  retailer. 

Write  now  to  insure  an  early  call  from  our  representative. 


3 


Get  After  the  Customers  That  Will  Come  Back 

Retailers  know  from  experience  that  it  is  not  a  very  easy  matter  to 
supply  to  a  nicety  the  exact  footwear  requirements  of  Misses  and 
Children.  But  when  once  satisfied  these  are  the  customers  that  are 
most  steadfast  in  their  patronage — most  staple  and  conservative  in 
their  dealings  with  the  store  that  is  able  to  give  them  what  they 
want.  In  the  lines  of  "  Goodsense  "  shoes  for  fall  there  are  patterns 
and  styles  to  supply  every  possible  want — to  suit  the  most  fastidious 
taste.  There  is  not  a  single  unusual  trade  requirement  that  cannot 
be  filled  by  "  Goodsense  "  Shoes  for  fall — provided  it  is  a  high  class 
requirement. 

Get  after  the  Misses  and  Children  with  "Goodsense"  Shoes — for 
these  are  the  customers  that  will  come  back. 

Kirvan-Doig  Limited    -  Montreal 

Manufacturers  of  "  Goodsense  "  Shoes 
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"Yamaska  Brand" 

and  Big  Profits. 


"Yainaska  Brand1'  are  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  back- 
bone of  yonr  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


Outside  Show  Cases 


"I  want  a  shoe  like  those 
in  the  Case  Outside." 

If  the  Show  Case  had  not  been 
OUTSIDE  and  displayed  the  shoe 
to  best  advantage  you  wotilcl 
have  missed  that  sale. 
Many  a  sale  is  made  to  people 
who  see  just  the  shoe  they  want, 
and  the  whole  idea  of  Diamond 
Outside  Cases  is  to  place  goods, 
YOUR  goods,  where  the  MOST 
people  will  be  SURE  to  see  them. 

We  have  built  up  a  big  business  and  are 
selling  outside  cases  as  fast  as  we  can 
make  them,  simply  because  the  "outside 
case  idea"  has  been  proved  a  good  one. 


A  Diamond  Outside  Case 
is  a  Salesman 

standing  on  the  sidewalk  outside 
your  door,  a  little  farther  out  than 
the  line  of  other  store  fronts. 
Your  store,  your  show  case  and 
your  goods  can  be  seen  from  up 
or  down  street  as  well  as  in  front. 

Ornamental  value  is  a  good  reason 
for  buying  a  Diamond  case,  but  a  better 
reason  is  that  these  cases  pay  for  them- 
selves" and  form  a  vital  connecting  link 
between  the  customer  on  the  street  and 
the  clerk  in  your  store. 
And  often  a  store  is  remembered  by  the 
attractive  appearance  of  its  front  and 
the  distinctive  character  of  its  outside 
show  case. 


We  Can  Help  You  Sell  More  Goods  ^^t^IZ!^^^, 

its  reasonable  cost.     Write  for  Catalogue  and  prices. 

The  Diamond  Show  Case  Co.    CLEVELAND^  ^Ohio^ 


Located  in  centre  of 
Shoe  and  Leather  District 


The  United  States  Hotel 

Beach,  Lincoln  and  Kingston  Streets  

Boston,  Mass. 

Only  two  blocks  from  South  Terminal  Station,  and  easily  reached  from  North  Station,  by 
Elevated  Railway,  and  convenient  alike  to  the  great  retail  shops  and  business  centre,  and 
also  to  the  theatres  and  places  of  interest. 

American  Plan,  $3.00  per  Day  and  Upwards 
European  Plan,  $1.00  per  Day  and  Upwards 

TABLE  AND  SERVICE  UNSURPASSED 

TILLY  HAYNES,  Proprietor    JAMES  G.  HICKEY,  Manager 
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This  is  the  great  opportunity  for  the 

Rideau  Dealer 


€J|  Rideau  Samples  show  a  com- 
plete line  of  Men's  and  Women's 
boots  and  inspection  will  prove 
to  you  the  genuine  worth  of 
these  shoes. 

tff  The  illustration  shows  some 
of  our  styles  there  are  many 
handsome  models  all  made  for 
high  class  trade  and  possessing 
the  finest  selling  points. 

We  are  featuring  some  big 
"City  Leaders"  this  fall.  These 
special  lines  offer  splendid  op- 
portunities to  secure  the  patron- 
age of  those  who  wish  to  possess 
high  class  footwear.  RIDEAU 
Shoes  attract  this  class  of  trade. 

f  Become  a  RIDEAU  dealer 
now — we  never  did  have  values 
which  offer  so  much  to  the 
retailer,  so  now's  the  time. 


Rideau  Shoe  Company 

Limited 

Montreal,  Quebec 


Shoes  Well 
Displayed 


in  your  windows,  means  big- 
ger business.  You  can  display 
your  different  lines  to  the  best 
possible  advantage  by  showing 
them  on  our 

ARTISTIC  FIXTURES 

Experienced  workmanship 
and  best  materials  used  in 
their  manufacture. 


Write   to-day  for  our  catalogue. 


mo? 


17-21  TEMPERANCE  6T 

TORONTO 


High  Grade  Leggings 

in  Leather  and  Canvas 


We  manufacture  a  Leg- 
ging of  best  quality  Split  and 
Grain  leather.  Superior 
workmanship  and  finish. 

Our  Double  Vulcanized 
Canvas  Legging  will  wear 
better  than  leather,  is  water- 
proof and  light.  Color, 
Black  or  Tan. 

Illustration  shows  our  Pat- 
ent Legging,  which  is  a 
great  favorite. 

Also  our  line  of  spiral 
strap  Riding  Legging  in 
Black  or  Tan  are  un- 
equalled. 


Write  for  Samples  and  Price* 

The  Peel  Shoe  and  Legging  Co. 

WHITBY      -  ONT. 
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Do  You  Need  Any  Help? 

Are  You  Having  Any  Trouble  With  Your  Cement  ? 


Try  our  celebrated  brands  of 


Chrome  Folding  Channel 
and  Sole  Laying  Cement 

They  will  do  the  work. 

Is  Your  Tan  Stock  Running  a  Uniform  Color  ? 

If  not,  try  our  Tan  Renovator  made  to  match  any  stock,  and  see  your  shoes  come 
through  the  same  shade  throughout. 

Our  Tan  Clarified  Wax  Friction  Dressing  will  give  a  beautiful  gloss  without  leaving 
any  smut  or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factor)-. 

Canadian  Blacking  &  Cement  Company 

Hamilton  -  -  Canada 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 
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Monarch 
Brandon  and 
Dr.  Brandon 
Shoes 


WHERE 
QUALITY 
COUNTS 
WE  WIN 


In  all  the  history  of  this  company,  the  present 
season  stands  out  as  showing  the  complete  rounding 
out  of  the  Brandon  progress  policy.  Our  new  Fall 
aud  Winter  line  is  a  triumph  in  design,  creation  and 
opportunity  for  the  shoe  dealer.  We  are  proud 
that  the  development  of  it  is  certain  to  bring'  added 
prestige  to  the  House  of  Brandon  and  to  Brandon 
and  Monarch  dealers. 

Monarch  and  Dr.  Brandon  Cushion  Sole  Shoe, 
our  specialties. 

The  Brandon  Shoe  Company,  Ltd. 

Brantford,  Ontario. 


Instal 
Bicycle  Step 
Ladders 

and  double  your  shelf 
space. 

We  make  them  to  run  on 
shelf  or  floor  as  desired — 
and  finished  to  suit  color 
of  woodwork. 

Write  for  our  191 2  Sup- 
plement showing  new 
lines  in  square  design 
shoe  stands — if  interested 
in  running  ladders  ask 
for  large  catalogue  No.  8. 

Our  Brushed  Brass  shoe 
stands  are  unexcelled. 

Clatworthy  &  Son,  Limited 

Makers  High  Grade  Store  Equipment 
161  King  Street  West,  TORONTO,  ONT. 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Mocassins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shops,  Tanned 
so  as    to   Wear   Well   and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents:  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  GLOVERS  VI LLE,  N  Y.  ST.  LOUIS.  MO. 
128  Summer  St.  11  Cayadutta  St.  619  E.  Eighth  St. 


A   few  places  in   a  Shoe  where  the  Big 
Factories  stick  our  soft  as  silk 

Standard  No.  500 
Acme  Backing  Cloth 

"THE    BACKING   THAT    ALWAYS  STICKS" 


TIPS-Patent,  No  Crack- 
ing —  Colored,  No 
Staining. 

UPPERS-Plumps. 
Strengthens,  Stands  Up. 
Scams  Straight.  Button 
Fly-Button  Holes  do  not 
tear  out.  Top  Stay  on 
Cloth— Prevents  Bagg- 
ing or  Stretching. 

V  A  M  I 'S  I  '['c\  cut  -  Falling 
in.  Insures  Shape. 
Holds  Stitching. 

HEELS  —  Straight  Heel 
Seam. 

THROATS— On  Bluchers, 

No  Tearing. 
ALL  WEAK  SPOTS — Pre? 

venting  Cripples. 


Peters  Manufacturing  Co. 

Home  Office  and  Factory:  New  York  Office  and  Factory: 

43-53  Lincoln  St.,  304-310  E.  22nd  St. 

Boston,  Mass. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 


Lagauehetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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UNIONAHSTAMP 


Factory 


Mr.  Shoe 


.WORKERS  UNION, 


UNIOfwtSTAMP 


Factory 


Manufacturer 


€][  Industrial  peace  and  uninterrupted  production 
are  promoted  by  shoe  manufacturers  operating  un- 
der a  Union  Stamp  Arbitration  Contract. 

€J  The  Union  Stamp  is  a  selling-  factor,  the  in- 
fluence of  which  is  equivalent  to  the  work  of  one  or 
more  road  salesmen,  according  to  the  amount  of 
territory  covered  by  the  manufacturer.  Wages  are 
fixed  upon  a  competitive  basis  ;  the  volume  of  out- 
put is  largely  increased  in  every  Union  Stamp  fact- 
ory, thereby  reducing  manufacturing  fixed  charges 
and  giving  employees  more  weeks  work  in  the  year. 

^  The  Union  Stamp  is  the  emblem  of  peace  which 
means  more  business  even  in  dull  times. 

(J  Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


.WORKERS  UNION, 


UNIONaHSTAMP 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.  S.  A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec. -Treasurer 
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DIES 


Being"  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing"  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE  CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brocton,  Mass. 


FACTORIES  : 
Haverhill,  Mass. 


Chicago,  111. 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting  Dies 

of   Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.,  Montreal 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Sho.es,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agenti  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


BOX  TOES 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
— any  kind. 


HEELS 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co., 


102  Christophe  Colomb  Street, 
MONTREAL 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


Manufactured  byCARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  13  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather— a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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"Hiker  Welts" 

are  the  goods  you  need  to  complete 
your  line  of  Misses'  and  Children's 
Footwear. 

It  is 

"The  live  line  for  lively  youngsters." 

Jorolemorv-Oliver  Co. 

ROCHESTER,  N.  Y. 


Rush  Orders  Our  Specialty 

Almost  anyone  in  the  business  can  fill 
an  order  if  given  their  own  time.  But  our 
specialty  is 

Shipping  Goods  the  Same 
Day  Order  is  Received 

We  can  invariably  do  this,  for  we  carry 
in  stock  the  most  complete  assortment  of 
the  best  lines  of  Boots,  Shoes,  Rubbers, 
etc.,  we  have  ever  shown. 

We  are  also  headquarters  for  Palmer's 
"Moosehead  Brand"  Oil  Tan  Packs  and 
Moccasins. 

Letter  Orders  Solicited 

The  A.W.  Ault  Co.,  Limited 

OTTAWA,  ONTARIO 


A.  H.  McGreal,  W.  G.  Gilbert,  Proprietors 

Hotel  Eg'gleston 

159  EAST  MAIN  STREET 

ROCHESTER,  N.Y. 

Canadian  Shoe  Buyers  are  invited  to  make  their 
home  at  the  Eggleston  when  in  Rochester. 

European  Plan,  $1.00  to  $1.50 


We  Buy  and  Sell 
Surpluses  of  — 


Consignments 
Solicited 


Factory  Cut  Soles 
and  Innersoles 


WHAT 
HAVE 
YOU 
TO 

OFFER  ? 


GORDON   &  BERMAN 

BROCKTON,  MASS. 

Boston  Store:  21  South  St.,  Main  Store  :  43  No.  Montello  St., 

BOSTON,  MASS.  BROCKTON,  MASS. 


d-SK;  FOR/ 

So  Qosy 

TRADE  MARK 

SHOES 


So  Cosy 

SOFT  SOLES 

are  Right 
They  Boost  Business 

Ask  Your  Jobber 
THE 

HURLBUT  CO., 

LIMITED 
PRESTON    -  ONT. 


MOORE  BROS 
TOP  LIFTS 

Condensed  and  Non-Condensed 

Send  sample  lifts  and  patterns  and  get  our  figures. 

DO  IT  NOW. 

77  Derby  Street    -    -    SALEM,  Massachusetts 

Canadians  visiting  Salem  are  always  welcome  to  our  plant. 
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The  Solid  Shoe 

For  a  Sure  Sale 


BUYERS  who  select  Ahrens  Solid 
Leather  Shoes  for  their  fall  trade 
are  certain  of  doing  their  full  propor- 
tion of  the  solid  shoe  business  in  the 
fall. 

Our  shoes  will  never  fail  you  or  let  you 
down  to  your  customer.  Every  pair 
is  strongly  and  honestly  made  of  solid 
leather  that  gives  long  life  to  a  shoe. 
Make  certain  of  your  Eall  Trade  by 
stocking  Ahrens  Solid  Shoes. 


and  (ompany 

BERLIN,  ONT. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 


183  Essex  St.,  Boston,  Mass.,  U.  S.  A. 


Inc. 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 


Over  50  years  experience  in  producing  "  WOOD- 
BIGHT  "  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  oxer  all  else. 

"WOODRIGHT"  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  bv  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT. '< 

Play  safe,  specify  "  WOODRIGHT "  lasts  to  your 
manufacturer. 

"  WOODRIGHT "  models  have  been  the  style 
makers  for  many  seasons. 

^Vhen  in  Boston,  drop  in  at  our  Boston  office 
207  lissex  Street,  and  look  over  some  new  models 
"WOODRIGHT." 

Woodard  &  Wright  Last  Co. 

Brockton,  (  Campeiio  )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory    business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


r-VWUKLy  riNANOAL.COMUUOAL  & 
OlXUAl  TLADL  NEWtfAPU^'CM*  CUAJ  WW  I, 

Over  29  years  in  its  field. 


"CANADA'S    GREATEST   TRADE  PAPER.' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

————————  If  there  is  anything  ________ 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Que. 
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P 


LEATHER 


is  made  by 


FISK 


What  we  maintain  and  can  prove 
about  our  Patent  Leather  is  that 
shoes  made  of  it  have  a  beautiful  and 
distinctive  appearance  which  makes 
shoes  made  of  the  usual  run  of  Patent 
Leather  look  common  and  cheap 
when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economical- 
ly and  works  as  easily  and  safely  as 
the  dull  finish  leather. 

No  delays  for  "repairing"  no  botch- 
ed unsightly  shoes  to  worry  about. 


Fisk  Limited 

Montreal 


BEARDMORE 
&  GO. 


TANNERS 


WAREHOUSES  : 
Stocks  carried  at  all  warehouses 

TORONTO  MONTREAL 
39  Front  St.  East    59  St.  Peter  Street 

QUEBEC 
553  St.  Valier  Street 


Tanneries  :  ACTON 


BRACEBRIDGE 
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Y  B  R  A  IM  □  / 

i\  uciious  rroDieixi  vviui  onoe  ivicn 

is 

The  Patent  Leather  Question 

Ten  years  of  actual  use  of  Clarke's  Patent 
Leather  in  the  manufacturing  of  shoes 

Has  Proved 

that  for  reliability,  econ- 
omy in  cutting  and  entire 
satisfaction,  there  is  no 
better  patent  leather 
made. 

A.  R.  Clarke  &  Co.,  Limited 

Toronto  Montreal 
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"Firfelt" 


No.  223 

You  need  these  goods. 


Specialties 


No.  861 


Just  what  your  trade  need  for  cool  nights  and  mornings. 

Be  sure  and  see  our  full  line  of  Samples  at  the  Fair  in 
Boston,  July  10-17-1912,  Booth  No.  65. 

We  want  your  trade. 


SEND    FOR  CATALOGUE   AND  PRICES 

Worcester  Slipper  Company,  j.  p.  grosvenor,  PrOP. 

360  to  370  Park  Avenue,  Worcester,  Mass. 


SHOE  REPAIRERS    Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 

Advantages : — 

Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which'  makes  a 
high-class  machine,  the  SUPREM- 
ACY of  the  "Standard"  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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Improved  Store  Service 
and  Increased  Profits 


The  "Everyday  '  Shoe  will  give  you  much  valuable  help  in 
the  making-  of  your  store  efficiency.  It  is  a  shoe  made  for  hard 
service  and  the  same  time  is  smart  and  neat  for  office  wear.  The 
"  Everyday"  Shoe  will,  many  and  many  a  time,  fill  a  sale  where 
every  other  shoe  has  been  rejected.  Each  pair  is  a  modern,  per- 
fected specialty  "Everyday"  Shoe — absolutely  solid — honest  in 
materials — honest  in  workmanship — honest  in  wear. 

Please  your  customers  and  increase  your  profits  by  dealing 
with  the  "Everyday"  Shoe. 


T.  Sisman  Shoe  Company,  Limited 

Aurora      -      -  Ontario 


A    COMPLETE     WINDOW  OUTFIT 


$ 
15 

ORDER 
TO-DAY 


ADJUSTABLE 
TOP 


ADJUSTABLE. 
TOP 


$ 

15 

"THE 
BETTER 
WAY" 


23  GUARANTEED  FIXTURES   FOR.  $15.00 

READ  THE  DESCRIPTION 

Handsome,  substantial,  properly  proportioned  CLUSTER  STAND,  37  inches  high,  38  inches  wide.  Cross  arms  may  be  used  above  or  below. 
Ten  Individual  stands  (different  heights .)  Twelve  two-position  heel  rests.  Twenty-three  fixtures  in  all.  Will  display  29  single  shoes  or  58  shoes 
in  pairs.  Right  for  any  store;  priced  for  every  store. 

Made  from  selected  genuine  Oak,  finished  Natural,  Golden,  Weathered,  Bog  (green)  and  Dark  Green  Mission  with  Silver  Filled  Grain.  Also 
Birch  finished  Natural  or  Mahogany.  Shoe  Rests  of  Oxidized  Metal,  adjusted  by  solid  brass  bolt  and  knurled  thumb  nut.  Superior  workmanship 
throughout.     Nothing  better  made  on  the  market. 

WE  WILL  SHIP  ON  APPROVAL.     IF  NOT  SATISFACTORY  RETURN  AT  OUR  EXPENSE. 


THE  TAYLOR  MFG.  COMPANY 


82  QUEEN  ST.  NORTH 
HAMILTON       -  CAN 
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A  Bcttcy^ys  Profits 

ONE  COPY  BEEllPfcbu  fill  out  COUPON 

For  instance,  one  Re- 
tailer followed  the  com- 
mon sense  method 
advised  in  this  book 
increasing  his  total 
profit  nearly  4oo% 
m  a  single  year  with 
out  "raising  prices.' 


Three  out 
of  every 
four  Retailers 
who  tried  to  [ 
figure  out  the  feTjEfll 
simple  problem 


given  below  got 
it  wrong, 


ITS 


Wholesale  price  $1.00 
Cost  of  doing 

business  .  .  22% 
Retailer's  profit  10% 
Retail  selling  price  ? 

Hating  your  percentages  on  selling 
trice,  the  answer  is  not  SI. 32 

Inability  to  compute 
profits  correctly  is  only 
one  source  of  loss  to 
the  retailer. 

There  are  a  dozen 
other  holes  through  which 
your  profits  leak.  Find 
them  —  and  how  to  stop 
them — by  getting  this 
book. 


He  learned  the  lines  that  paid,  and 
those  that  didn't. 

He  learned  the  cost  of  conducting 
each  department,  where  the  losses 
crept  in,  where  each  clerk  stood  in 
sales  and  profit. 

He  abandoned  guesswork  methods 
and  put  his  store  on  a  scientific, 
money -making  basis. 

He  made  himself  a  bigger  business 
man  —  a  bigger  factor  in  his  com- 
munity— through  the  aid  of  Burroughs 
Systems  and  a 

v  BURROUGHS 

Bookkeeping  Machine 


JBefier\ 
'Days'' 


FILL     OUT     THIS  COUPON 


There  are  retailers  who  state 
they  would  not  be  without  their 
Burroughs  machine  and  the 
service  that  goes  with  it  for 
thousands  of  dollars.  If  your 
business  or  your  profit  is  not 
what  it  should  be,  it  will  cost 
about  a  minute  of  time  and  a  two-cent  stamp  to  send  in  the 
coupon  and  find  out  how  others  in  your  line  have  solved 
the  same  problems. 

We  make  adding  and  listing  machines,  listing  and  non  list- 
ing calculating  machines— 86  different  models  in  +»2  com- 
binations of  features— $150  to  $950,  easy  payments  if  desired. 

BURROUGHS  ADDING  MACHINE  COMPANY 

20    Burroughs    Block,    Detroit,  Michigan 


Burroughs  Adding  Machine  Co.. 

20  Burroughs  Block,  Detroit,  Michigan 
Gentlemen:    Please  send  me  a  copy  of 
your  book,  "A  Better  Day's  Profits,"  for 
Retailers. 


My  Name. 


Position . 


Firm  Name 


Address . 


NOTE— Unless  this  coupon  is  filled  out.  it  will 
be  necessary  to  enclose  50c  for  the  book. 


Toronto  Office,  146  Bay  St.  Montreal  Office,  392  St.  James  St. 

European  Headquarters,  76  Cannon  St.,  London,  E.  C,  England 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Memo,  from 


MANN  Bros.,  NORWICH 


SPECIALISTS 
in 

CHILDREN'S 


BOOTS  &  SHOES 

We  manufacture  the  world-famous  Crown  and 
Castle  Brand,  and  every  production  so  branded 
is  fully  guaranteed  All  Sound  Leather. 

Many  of  our  clients  have 
been  on  our  books  for  30 
years  up.     The  reason  is 
obvious  ! 

MR.   DEALER,  GET  WISE! 

We  are  shortly  establishing  offices  in  Toronto  and 
Vancouver  and  our  Representatives  will  gladly  look 
you  up.    Write  us  c/o  "FOOTWEAR  in  Canada" 


220  King  Street,  West 

Toronto 
F.  G.  Mann,  Eastern  Rep. 


Hutchison  Block, 
Vancouver 
J.  E.  Carpenter,  Rep. 


Head  Offices  and  Works : 


Denmark  Works,  Norwich,  England 


A  Profit  Making 
Proposition 


Season  after   season  we  turn  over  to  our 
dealers  a  number  of  lines  containing  wonderful 
profit-making   possibilities.       Each    season  we 
find  that  certain  of  these  special  lines  become 
favorites  and  assume  a  place  of  importance  in  the 
season's   selections.       As    the   season    for  fall 
stocks  is  well  open  we  are  able  to  judge  our  "big 
hits"  for  fall  trade.    To  the  Retailer  we  now  offer  a  well  considered,  perfectly  made  assort- 
ment of  our  special  lines  which  have  already  proved  the  favorites — the  profit-making 
possibilities  of  the  season. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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Shoes  With  Brassy  Eyelets  Look  Old  at 
Every  Stage  of  Their  Wear 

DIAMOND 
FAST  COLOR 
EYELETS 


Can't  Wear  Brassy.  They 
Always  Look  New. 

The  Little  Diamond  Mark  on  the  eyelet  guarantees  the  wear. 

None  but  the  genuine  Fast  Color  have  it. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Quebec 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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A  Little  Cut 

of  a  Big  Seller 


This  little  cut  gives  a  faint  idea  of  the 
beauty  and  finish  of  the  "Non-Rip"  Sandal. 
Note  the  perfect  contour  and  shape  of  this 
little  sandal. 

It  is  made  on  a  special  last  to  give  the  little 
feet  a  perfect  fit. 

Roomy,  but  comfortable — it  cannot  slip  off 
because  it  is  made  to  the  shape  of  a  child's 
foot,  and  bear  in  mind  that  this  sandal  will 
not  spread  the  foot,  but  will  keep  it  in  per- 
fect shape  and  enable  it  to  wear  any  ordinary 
shoe  in  the  fall  of  the  year  with  the  greatest 
of  comfort. 

So  soft  and  pliable  it  responds  to  every  move- 
ment of  the  foot,  yet  so  stout  and  strong  it 
will  stand  all  kinds  of  hard  wear — and  it 

WILL  NEVER  RIP 

If  your  jobber  does  not  handle  them,  please 
send  his   name  and    address   direct  to 


Humberstone  Shoe  Co. 


HUMBERSTONE 
ONTARIO 

or  phone  Long  Distance  Phone  84 


Arnold  (McKay)  Flex  Welt 

The  greatest  and  newest  thing  in  Welt.  We  are  the 
exclusive  manufacturers  for  Canada  and  Great  Britain. 

Goodyear  Side  Welting 

We  make  only  from  our  own  side  leather.  Our  cus- 
tomers include  most  of  the  large  shoe  houses  of  Canada. 

Oil  Tan  Moccasin  Leather 

Heavy  for  oil  packs.         Light  for  prospectors'  boots. 

Combination  Shoe  Leathers 

Write  for  samples  and  further  information.      We  pay 
special  attention  to  prompt  deliveries. 


Wickett  &  Craig,  Limited 

TORONTO,      -  CANADA 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Every  Live  Dealer  Realizes  the  Importance 
of  Up-to-the-Second  Lasts,  Dependable 
Quality  and  Salesmaking  Advertising 

Ralston  Style 

So  many  of  the  new  lasts  have  been  first 
shown  in  the  Ralston  line  that  here  in  the 
States  our  factory  is  often  referred  to  as  "the 
place  the  new  styles  come  from." 
We  lay  a  great  deal  of  emphasis  on  the  point 
of  style;  for  nine  times  out  of  ten  it's  the 
style  that  sells  the  shoe. 

The  dealer  who  makes  it  an  invariable  rule 
to  show  the  new  styles  first— assuming  of 
course  that  he  maintains  a  high  quality  stand- 
ard—is the  one  who  out-distances  competi- 
tion. To  such  a  dealer  RALSTONS  have  an 
irresistible  appeal. 

Ralston  Quality 

Every  pair  of  shoes  we  make  carries  with  it 
our  guarantee  of  satisfaction.  This  is  the 
strongest  sort  of  evidence  as  to  their  quality. 

Ralston  Advertising 

Strong,  sales  compelling  advertising  both 
nationally  and  locally  assures  the  Ralston 
dealer  of  quick  sales  and  profits. 

Ralston  Shoes  Carried  in  Stock 

Sizes,  5—11.  Widths,  B — E.  Your  order  is 
shipped  the  day  received,  saving  you  time 
and  money. 

Other  Brands 

Besides  our  line  of  Ralston  Shoes  which 
retail  in  the  States  at  $4.00  to  $6  00,  we  make 
several  other  brands  costing  from  $2.25  up. 

Send  for  Catalog  or  Samples 

Churchill  &  Alden  Co.  (  The  Ralston  Health  Shoemakers ) 

Gampello  (Brockton),  Massachusetts 
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We  put  this  Trademark  on  the 
Best  Rubbers  that  can  be  made. 


The  Gutta  Percha  &  Rubber  Mfg.  Co. 

OF  TORONTO,  LIMITED 


Head  Offices :  47  Yonge  Street,  TORONTO,  CANADA. 

Branches:    Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver;  Sydney,  Melbourne  and  Perth,  Australia 

(NOT  IN  ANY  TRUST) 


Toronto,  June,  1912 


If  your  stock  of  rubbers  are  branded 
as  above,  you  can  be  assured  of  an 
excellent  trade  for  Next  Season. 


The  Miner  Rubber  Company 


Head  Office  and  Factory 
GRANBY,  QUE. 


Limited 

Ontario  Branch 

93  to  99  Spadina  Avenue,  TORONTO 

(also  see  page  6.) 
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McCready 
Shoes 


The  Brand  that  Indicates 
Progress 

Dainty,  Smart  and 
Serviceable 

They  Stand  for  Quality,  Price 
and  Durability 

Every  Carton  Bears  Our  Name 
as  a  Guarantee 


Ames  Holden 
Shoes 


The  Quality  that  Brings 
You  Trade 

Serviceable  Styles  with  Perfect 
Fit  and  Wear 

It's  Easy  to  Sell  Shoes  when  you 
Handle  This  Line 

They  Catch  the  Eye  and  Open 
the  Pocket  Book 


Full  Lines  of  All  Grades  of  Shoes  Carried 
at  All  Our  Branches 

Tennis  and  Lacrosse  Rubber  Sole  Shoes  and 
All  Rubber  Footwear 

Our  Hurry  Up  Delivery  Works  All  the  Time 

Send  Your  Orders  to 

Ames  Holden  McCready,  Limited 

Montreal       St.  John        Toronto  Winnipeg 
Calgary        Edmonton  Vancouver 
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Quality  Up 


Vassar  Shoes 

One  of  the  popular  creations  for 
Women  in  Fall  Footwear. 


Minister  Myles  Shoe 

Company,  Limited 
Toronto  -  Canada 
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Large  Sales  and  Good  Profits 

And  the  wholesaler  carries  the  stock  for  you.    Could  you 
ask  for  more  points  in  favor  of  any  line  of  shoes  ? 

These  are  some  of  the  advantages  that  are  yours  just  as 
soon  as  you  put  in  a  stock  of 

The  "Doctors"  Antiseptic  Shoe 

There  is  nothing  that  takes  the  place  of  the  "  Doctors  " 
Shoe  in  keeping  the  feet  dry  and  healthy.  Your  custom- 
ers know  that  from  experience- — the  demand  is  created 
ready  for  you — you  simply  show  the  goods  and  they  go. 

The  Tebbutt  Shoe  and 

Three  Rivers 
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From  the  Goods  that  People  Want 

Here  is  a  profitable  change  from  the  big  lines  that  fail 
to  sell  out  and  leave  ends  that  make  a  dead  stock.  It 
isn't  necessary  to  carry  a  large  stock  of  this  shoe — it  is 
our  staple  line.  The  wholesaler  can  supply  you  at  any 
time  with 

The  "Professor"  Cushion  Sole  Shoe 

in  any  quantities  and  make  prompt  shipments.  You  order 
naw  a  small  stock — after  that  is  sold  you  give  them  repeat 
order  for  quick  delivery — they  make  a  prompt  shipment 
and  keep  you  supplied  with  a  line  that  is  always  in  demand. 


Leather  Company  Limited 

QUEBEC 
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Miner  and  Shefford 

Brands  of  Rubber  Footwear 


fj  Six  Reasons  why  you 
should  handle  Miner 
and  Shefford  Brands 
of  Rubber  Footwear 


1.  These  brands  of  rubber  footwear  are  the  best  that 
the  best  men  and  the  best  materials  can  produce. 

2.  They  are  made  in  the  most  modern  factory  in 
Canada. 

3.  All  Miner  Duck  Lumbermen's  are  made  with  the 
Foster  Patent  Non-Slip  Friction  Plug  Heels. 

4.  Miner  Brand  Carbon  lines  are  the  highest  grade  of 
specialties  on  the  market  to-day. 

5.  Shefford  Brand  light  goods  and  lumbermen's  are 
equal  to  any  second  grade  quality  produced.  All 
light  goods  in  this  grade  packed  in  cartons. 

6.  Shefford  Brand  light  goods  are  made  from  the  same 
patterns  and  the  same  lasts  as  the  Miner  Brand. 


The  Miner  Rubber  Co.,  Limited 

Head  Office  and  Factories  Toronto  Branch 

Granby,  Quebec  93-99  Spadina  Avenue 


STOCKS  CARRIED  AT  ALL  DISTRIBUTING 
POINTS 
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This  Letter  Is  Directed  To 
Whom  It  May  Concern — 
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The  Patent  Leather 

Question 

is  a  Serious  Problem  with 

Shoe  Men 


Ten  years  of  actual  use  of  Clarke's 
Patent  Leather  in  the  manufactur- 
ing of  shoes 

Has  Proved 

that  for  reliability,  economy  in  cut- 
ting and  entire  satisfaction,  there  is 
no  better  patent  leather  made. 


A.  R.  Clarke  &  Co.,  Limited 

Toronto  Montreal 
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Women's  Goodyear  Welts 
To  Retail  at  $3.50  to  $4.50 

The    kind    of    footwear  that 
brings  customers  to  the  shoe  C~  ~—-r- 

store  and  keeps  them  coming.  \ 
This  may  seem  to  be  a  broad  \ 
statement,  but  the  experience  of  \ 
hundreds  of  retailers  in  all  parts  j 
of  Canada  is  back  of  it,  and  we  / 
speak  with  absolute  knowledge.  / 

Cleo  footwear  is  the  result  of  / 
the  highest  type  of  manufactur-            J  { 
ing  efficiency  coupled  with  care-        f~  ^/ 
ful  stock  selection  and  expert  S^^**^ 
designing.   

All  Leathers— All  Styles — Many  Lasts 
Write    Now  for    Exclusive  Agency 

The  Cleo  Shoe  Co. 

LONDON,  CANADA 


IO 
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You  are  Offered  the  Very 
Essences  of  Style  and  Work- 
manship in  our  Fall  Lines 
for  Nineteen  Twelve 


The  Little  Canadian  Shoe 

This  Shoe  is  modelled  to  give  the 
foot  of  the  child  full  play.  Wide 
toe  and  low  her]  the  proper  shape 
with  plenty  of  style. 


The  Beaver  Shoe 

A  Shoe  of  quality,  Goodyear  Welted, 
in  Men's  and  Women's  lines  only. 


These  include  our  famous  lines, 
namely  ;  Imperial,  Beaver,  Lit- 
tle Canadian  and  Maple  Leaf 
Shoes.  Made  of  Highest 
Grade  Leather,  in  Goodyear 
Welts  and  McKays. 

Lowest  Prices  Possible 
Consistent  with  Good 
Shoemaking. 

Retailers  will  find  our  stock  de- 
partment a  valuable  asset  to 
their  business.  It  offers  shoes 
of  quality  for  immediate  ship- 
ment. 

Remember  we  carry 

complete  lines  of 
Trickett's  Slippers, 
Elmira  Felts, 
Oil  Tans, 
Lumbermen's  Sox, 
Moose  Mocassins  and 
Prospectors  Boots 
including  a  full  line  of 


Women's  Pump 

without  Strap,  made  in  Patent  Colt, 
Tan  Calf,  Gun  .Metal  Calf.  Fits  snug- 
ly to  the  foot,  no  slipping  at  heel. 


The  Imperial  Shoe 

A  famous  shoe  for  men  and  women. 
This  line  comprises  many  new  styles 
which  are  made  to  fit  and  wear  and 
is  a  proved  favorite  with  all  classes 
of  buyers. 


Kant-Krack 
Dainty  Mode 


RUBBERS 


Royal 
Bull  Dog 


McLaren  &  Dallas 

30  Front  Sreet  West 


Toronto,  Canada 
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A  Good  Business 
Retainer  and  Reclaimer 

I  mm 

IF  your  shoe  trade  is  all  it  should  be, 
here  is  the  line  to  stock  to  ensure  a  con- 
|     tinuance  of  your  popularity,  but— 

If  your  sales  of  women's  footwear  have 
shown  a  tendency  to  fall  off — if  this  class 
of  business  seems  a  little  duller  than  you 
naturally  expect. 

"McDermott" 
Women's  Shoes 

will  liven  your  trade  and  reclaim  your  sales. 

The  dainty  shapes  never  fail  to  attract  the 
feminine  taste  and  the  comfort  and  wear  in 
I       every  pair  will  make  you  many  a  friend. 

i  It  is  the  shoe  that  attracts  when  shown — 
that  to  show  is  to  sell.  Just  take  a  trial 
order  of  McDermott  women's  shoes  — 
that's  all. 

The  McDermott  Shoe  Co. 

Montreal  Canada 
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The  Importance  of  Selection  in  the 


■"jpHE  Retailer  who  is 
hesitating  about 
stocking  up  from  my  sel- 
ections is  holding  back 
the  development  of  his 
business. 


i 
i 
I 


JAMES  ROBINSON 


Style  Reform 
in   My   New  Lines 


There  is  bound  to  be  a  change  in  styles 
from  season  to  season  but  a  change  is 
at  present  being  made  which  bids  fair  to 
become  a  style  revolution — a  change  no 
less  sudden  than  drastic  and  complete. 
Every  wise  retailer  is  selecting  new  styles 
with  the  greatest  care  and  guarding 
against  stocking  lines  which  are  not  in 
accordance  with  the  new  style  reform 
and  would  therefore  be  rejected  by  the 
public  and  left  on  their  hands.  My  ex- 
tensive and  varied  experience  in  the 
analysation  of  all  these  Style  Reforms 
and  in  the  prognostication  of  the  new- 
season's  sure  successes  has  enabled  me 
to  make  a  selection  of  entirely  new  lines 
all  of  which  are  in  absolute  conformity 
with  the  new  Style  Reform.  For  the 
coming  season  it  will  be  a  serious  matter 
for  the  retailer  who  has  not  judged  quite 
correctly  the  Style  Reform  which  is  now 
in  progress.  On  the  other  hand  the 
retailer  who  deals  with  me  never  has 
the  slightest  cause  for  apprehension. 
With  my  lines  he  can  never  make  a 
mistake — with  the  style  that  I  select  he 


JAMES 


MONTR 
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Purchase  of  New 

My  Letter  Order  Depart- 
ment is  Your  Opportunity 

is  sure  of  success.  Every  one  of  my 
new  lines  will  find  exceptional  favor 
with  all  high  class  trade  because  they 
are  essentially  the  latest  in  the  new 
mode  and  are  the  embodiment  of  Style 
Reform. 

Even  if  you  have  not  ordered  my  lines 
for  your  new  stocks,  and  if  you  find 
business  falling  a  little  behind,  there  is 
sure  to  be  some  small  demand,  which 
is  to  a  certain  extent  insistent,  for  goods 
you  cannot  supply.  If  you  are  not 
selling  my  lines  here  is  your  oppor- 
tunity. Obey  that  small  demand  for 
that  particular  style,  shape  or  make  of 
shoe — respond  to  the  insistent  call  by 
communicating  at  once  with  my  letter 
order  department.  No  matter  what  it 
is  I  will  supply  you  and  fill  your  order 
within  twenty-four  hours  of  its  receipt, 
or  advise  you  it  is  not  procurable. 
Whatever  it  is  I  can  do  it  if  possible — I 
never  disappoint  and  I  always  give  sat- 
isfaction. That  is  why  I  am  in  business. 
Try  me. 


DBINSON 

iL,  QUE. 


Season's  Goods 


'IXT'HAT  can  my  latest 
selections  do  for 
you  ?  Ask  me  this  ques- 
tion over  your  name  and 
address  and  I  will  show 
you  the  goods  and  prove 
my  merit. 
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JACKSON   &  SAVAGE,  Montreal 

Sales  Agents  :   Miner  Rubber  Co.,  Ltd. 
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=  The  = 

Season  s  Winner 

"Rideau  Style" 

This  shoe  is  rapidly  taking  first 
place  in  our  sales  of  men's  pat- 
ent leather  shoes.  It  is  now 
acknowledged  the  favorite  and 
will  undoubtedly  draw  business  wherever  it  is  shown. 
The  reversion  of  fashion  from  all  kinds  of  fancy  cuts 
to  the  other  extreme  has  been  complete,  and  the 
dealer  who  values  his  high  class  clientelle  has  elimin- 
ated fancy  cuts  from  his  stock.  This  perfectly  plain 
style,  made  to  the  natural  shape  of  the  foot,  just  fits 
in  exactly  with  the  new  fashion  requirements  of  the 
coming  season  and  will  be  sure  to  attract  the  trade 
for  men's  patent  leather  shoes.  It  is  only  good  policy 
on  your  part  to  tone  up  your  stock  with  this  fashionable 
design. 

The  same  shape  in  lace  or  button,  boot  or  oxford. 


"Rideau"  Shoe  Co.,  Limited 

Montreal       ~  Que. 
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What  Kind  of  Glazed  Kid 

Do  You  Use? 


You  ought  to  use  Kosmo  Glazed  Kid.  It  is 
exceptionally  uniform  in  selection.  Made  so, 
and  kept  so  by  our  system  of  double  passing 
and  inspection. 

Good  tops  and  vamps  may  be  cut  from  the 
extremities  and  very  edges  of  the  skins.  The 
wonderfully  even  grain  of  the  entire  surface 
make  this  possible. 

No  other  kid  offers  so  uniform  and  flat  a 
grain.  We  produce  this  result  by  a  method 
recently  originated  and  instituted  by  us,  and 
individual  to  our  factory. 

This  finish  is  exceptionally  bright  and 
smooth,  and  has  a  mellow,  kiddy  feel. 

Though  high  in  quality,  Kosmo  Glazed  Kid 
is  not  high  in  price. 


MANUFACTURED  BY 

L.  AGOOS  &  COMPANY 

WILMINGTON,  DELAWARE 

Main  Office,  Salesroom  and  Export  Department : — 

68-72  South  Street         -         BOSTON,  MASS.,  U.S.A. 

Branches :  Rochester  Philadelphia  Cincinnati  San  Francisco 
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The  "Spider"  Last  was  modelled  for  the  man 
who  appreciates  an  exclusive  style  without 
the  foolishness. 

It  is  one  of  those  models  you  know  will  "go" 
the  minute  your  salesman  shows  it. 


Canadian  Shoe  Manufacturers  who  are  planning"  to  visit 
Boston  during  the  Shoe  and  Leather  Fair,  July  ioth-i7th, 
should  now  make  note  in  their  memorandum  book  to  look 
at  this  Style  as  well  as  our  many  other  models  now  on 
display  at  our 

Boston  Office     -     56  Lincoln  Street 


t8 
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Timely  Tips  on 


Turned  Footwear 


The  Guptill  Turned  footwear  contains  features  that  give  comfort 
to  the  wearer  and  hold  the  shoes  true  in  shape,  making  them  as 
durable  and  as  shape-holding  in  the  upper  part  as  they  are  in 
the  soles.  For  this  reason  they  are  superior  to  a  light  welt 
which  must  have  a  light  sole  to  obtain  the  required  light  edge. 


(To  be  continued  next  month) 


HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 


YOU  Pushing 


the  New  Size 

NUGGET 
TIN? 


If  so  you  will  find  it  a 

pleasant  and 
remunerative  occupation. 

The  sales  are  leaping-  up. 

This  is  LEAP  YEAR  for 
"NUGGET" 


The  Nugget  Polish 

Co.,  Limited 

67  Adelaide  St.  E.   Toronto,  Ont. 
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Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.  S.  A.  CAPACITY  17,000  PAIRS  A  DAY 
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✓  S£ST  9UAIJTY  E 

Styii  &  Satisfactioh  in  Ever/  Pair. 


"Fleet  Foot"  Tennis 
and  Sporting  Shoes 

Are  in  Great  Demand  All  Over  Canada 

WHY? 

Because — They  are  made  over  good  sensible  lasts,  ensuring  proper  fit. 
Because — They  are  made  of  good  materials  and  give  value  (or  the  money. 
Because — They  are  sold  at  popular  prices. 

Outdoor  sports  are  now 
in  full  swing 

"Line  Up"  Your  Stock  and  get  your  share  of  this  business. 

Fleet  Foot  Sporting  Shoes  Are  Suitable 
for  Every  Class  of  "Play" 


leet  Coot 


That's  Why  They 
Are  So  Popular 


Sold  by 


Canadian  Consolidated  Rubber  Co. 


Branches : 


LIMITED 


ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 


Order  from  the  Nearest  Branch. 
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SUCCESS! 


The  Goal  we  are  all  aiming  at 

MR.  RETAIL  MERCHANT, 

Do  you  not  agree  with  us  that,  to  be  successful  you  must  have  the  right  goods  to  sell  ? 

Well  then,  you  must  have 


Ducks 

Black 
Blue 
White 
Tan 


Real 
Rubber 
Soles 

Red 

White 

Black 


TENNIS  AND  SPORTING  SHOES 

We  carry  large  stocks  at  all  our  Branches  and  can  give 
you  quick  service.    Order  from  the  nearest  Branch. 

Canadian  Consolidated  Rubber  Co 

LIMITED. 

Branches : 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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Reed's  Creed: 


The  Shoes  you  need 
delivered  when  you 
need  them.     :     :  : 

|]f  THEY'RE  OFF!    Tan  Calf  in  the  lead,  White' Buck  second,  Gun 
Metal  and  Patent  Colt  running  strong.     Get  on  our  books  as  soon 
as  possible  and  be  in  at  the  winning.     We  pick  none  but  Winners! 


No.  B519.   TAN  CALF 
\  Foxed  Button,  16  Buttons,  Welt,  Poodle 
Last,  1 '  Heel,  2 ',-7;  A-D   $2.75 


No.  B516.  PATENT 
}i  Foxed  Button,  16  Buttons,  welt,  Poodle 
Last,  l7.  Heel,  2'_-7;  A-D   $2.5o 


No.  B5&5.   WHITE  BUCK 
H  Foxed  Button,  Welt,  16  Buttons,  Poodle  Last,  1%  Heel, 
2',-7;  A-D   $2.75 


No.  B551.  TAN  CALF  PUMP 
Welt,  Ribbed  Silk  Bow,  1%  Heel,  2V7;  A-D 
  $2.50 


No.  B595.   GUN  METAL  PUMP 
Welt,  Flat  Silk  Bow,  r8  Heel,  2'-7;  A-D 
  $2.25 


No.  B552.   WHITE  BUCK  PUMP 
Welt,  Flat  Buck  Bow,  No.  31  Last,  \%  Heel,  2'3-7 ;  A-D,  $2.25 


E.  P.  Reed  &  Co. 


Stock  Departments : 

Rochester,  N.Y. 

and 


Chicago,  111. 
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"S&S"  SUEDE  POLISH  CO. 

170  W.  Randolph  St.,  CHICAGO 


OUR  Suede  Dressings  have  an  established  WORLD-WIDE  REPUTATION  as  the  BEST  ON  THE  MARKET. 
They  are  the  only  Suede  Dressings  which  do  not  run  through  the  leathers  and  spoil  the  linings  of  the  shoes.    They  are 
sold  in  every  state  in  the  Union  and  in  many  foreign  countries.  Jobbers  handle  them. 

"S&S"  White  "S&S"  Black  "S&S"  Colors 


Retails  25c.  the  Bottle 


Wholesale  $18.00  the  Gross 


"S&S" 


•s££T  f6»  aul 

Undressed  Leathers 

8uqK,SU£OE  OLf.OME 

ano  Castos  Shoes 
MADE  Like  New 


Dressings  Preserve  the  Velvety  Surface  of  the  Leather,  Renew  its  Original 
Beauty,  do  not  Rub  off  or  Soil  the  Hands. 


"S&S" 


Dressings  can  be  Relied  On  for  Uniform  Excellence.  They  Give  Universal 
Satisfaction  and  are  by  Far  the  Most  Popular  with  Jobbers,  Merchants  and 
Costumers. 


Get  Ready  for  the  Great  Suede  Rage 


Suede  PoushCo. 

lCmCAGO.lLt..USA.(j5 


Finest 

Quality 


Wfiittemore's  Lm** 


f  f  tSHoe  Polishes 


Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World, 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.   Always  ready  to  use.   Largest  quantity.   Finest  quality.   Polishes  without  rubbing.   Retails  25c 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.  Each  cake  in  a  zinc-tin  box  with  sponge 
(see  cut)    Retails  10c.    Each  cake  in  a  handsome  aluminum  box  with  sponge.    Retails  25c. 

"NUBUCK"  White  Leather  Dressing  cleans  and  whitens  Buck,  Nubuck,  Suede  and  Ooze  leathers,  both  smooth  and 
nappy  finish.    Retails  25c. 

"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles, 
bridles,  etc.  Retails  25c.  "STAR"  russet  combination  (10c  size).  Rasset,  Brown  and  Ox  Blood  pastes  (5  sizes  of  each  color) 
"ELITE"  COMBINATION.  For  those  who  take  pride  in  having  their  shoes  look  Al.   Restores  color  and  lustre  to  all  black 

shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  be  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS  &  CO.,  Boston,  Mass.  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
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BOX  TOES 


HEELS 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
— any  kind. 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co., 


102  Christophe  Colomb  Street, 
MONTREAL 


The  Fraserville  Shoe 
Co.,  Limited 

FRASERVILLE,  QUEBEC 

Manufacturers  and  Wholesalers 


We  carry  a  Large  Stock  of  every  line  of 
Men's,  Women's  and  Children's  Shoe. 


Our  Special  Brands  of  High-Grade 
Shoes  are 

"New  York  Style" 

For  Men 

"TheAlbani  Shoe" 

For  Women 


We  stand  behind  and  guarantee  every  pair  of 
these  shoes  produced.  Samples  will  be  express- 
ed free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.  Ask 
us  for  quotations  and  samples. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 


Shoes  Well 
Displayed 


in  your  windows,  means  big- 
ger business.  You  can  display 
your  different  lines  to  the  best 
possible  advantage  byshowing 
them  on  our 

ARTISTIC  FIXTURES 

Experienced  workmanship 
and  best  materials  used  in 
their  manufacture. 


Write   to-day  for  our  catalogue. 


17-21  TEMPERANCE  6T. 

TORONTO 


A  Glazed  Kid  With  All  the  Good  Points 

Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre, 
Uniformly  Assorted,  Sized  and  Weighted. 

You  owe  it  to  yourself  as  a  Good 
Shoemaker  to  examine   this  line. 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory:  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFICE. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Agoos  Co.,  L.  . .  .  16 

Ahrens  Co.,  Chas.  A   76 

Ames  Holden  McCready   2 

Ault  &  Co.,  A.  W   31 

Boot  and  Shoe  Workers'  Union  . .  72 

Boston  Last  Co   25 

Brandon  Shoe  Company   70 

Brockton  Die  Company   73 

Brockton  Heel  Company   68 

Buffalo  Shoe  Company   26 

Canadian  Blacking  &  Cement  Co...  69 
Canadian  Consolidated  Rubber  Co.  20-21 

Chicago  Tanning  Company   70 

Churchill  &  Alden  Co   87 

Clarke  &  Co.,  A.  R.  . .    8 

Clatworthy  &  Son   70 

Cleo  Shoe  Company   9 

Cote,  J.  A.  &  M   78 

Cook  &  Bro.,  J.  A   85 

Dominion  Die  Company   73 

Douglas  Co.,  W.  L   19 

Dunbar  Pattern  Co   79 

Edwards,  T.  J   68 

Fiske  Company,  Limited   79 

Fortuna  Machine  Company   73 

Ford  &  Co.,  CP   31 

Fraserville  Shoe  Company   24 


Guptill,  Hervey  E   18 

Gutta  Percha  &  Rubber  Mfg.  Co...  88 

Hitchings  &  Coulthurst   24 

Hotel  Eggleston                       . .    . .  78 

Hotel  Essex   31 

Humberstone  Shoe  Co   85 

Hurlbut  Company   79 

Independent  Box  Toe  Company   . .  24 

International  Leather  Co   31 

Jacobsen  Publishing  Co  32-33 

Jackson  &  Savage   14 

Iorolemon  Oliver  Company   78 

Klipstein  &  Co.,  A   83 

Lawrence  Leather  Co.,  A.  C   7 

Lynn  Last  Company   75 

Mann  Bros   83 

Marden,  Orth  &  Hastings   68 

Mawhinney  Last  Co   17 

McDermott  Shoe  Co   11 

McKellar  Shoe  Company   36 

McBrine  Co   78 

McLaren  &  Dallas   10 

Miner  Rubber  Company   1-6 

Minister  Myles  Shoe  Company  ....  3 

Northwestern  Leather  Co   82 

Nugget  Polish  Co   18 


Peters   Manufacturing  Company 


70 


Reed  &  Co.,  E.  P   22 

Rice  &  Hutchins   35 

Rideau  Shoe  Company   15 

Rigg  &  Company   74 

Robinson,  James  12-13 

S.  &  S.  Suede  Polish  Co   23 

Shoeman   76 

Sisman  Shoe  Co.,  T   81 

Southwick  Co.,  L.  B  27-30 

Standard  Engineering   80 

Taylor  Manufacturing  Co   81 

Tebbutt  Shoe  &  Leather  Co   4-5 

Toronto  Brass  Company   24 

United  Typewriter   75 

United  Shoe  Machinery  Co.  71-77-84-86 

U.  S.  Hotel   73 

Walpole  Rubber  Company   69 

Whittemore  Bros   23 

Williams  Shoe  Company   83 

Williams,  Hoyt  &  Co   78 

Woodard  &  Wright   76 

Worcester  Slipper  Co   80 

Wright  &  Co.,  E.  T   34 


Richmond,  P.Q.,  Plant 


BOSTON  LAST  CO. 


MANUFACTURERS  OF 


Fine  Lasts,  Boston  Shoe  Trees  and 
Maple  Last  Blocks 

EXCLUSIVE  AGENTS:  PEERLESS  ELECTRIC  HEATiNG  AND  IRONING  OUTFITS 


Boston  Office:  44  Binf ord  St. 
Canadian  Office: 


Richmond,  Que. 


Boston,  Mass.,  44  Binford  St. 
Factories:  Phone  Main  107 

Richmond,  Que.,  Phone  82 


Shoe  and  Leather 
Fair,  July  10th  to 
17th,  1912 

v^? 

VISITORS  ATTENDING 
THE  FAIR  ARE  COR- 
DIALLY INVITED  TO 
MAKE  FULL  USE  OF  OUR 
BOSTON  OFFICE,  117  LIN- 
COLN STREET.  <I  DESK 
ROOM  AND  WRITING  MA- 
TERIAL FURNISHED  AND 
ANY  CORRESPONDENCE 
ADDRESSED  IN  CARE  OF 
THIS  OFFICE  WILL  BE 
CAREFULLY  ATTENDED 
TO. 

CHAS.  CAMPBELL 

MANAGER,  BOSTON 
LAST  CO. 

RICHMOND,  QUE. 
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Buffalo  Wont-Leke 

SHOES 

are  Customer  Makers  and  Keepers 
because  of  Radical  Advantages  in  con- 
struction and  materials 


HEEL  FASTENING 


WATER-TIGHT 
SEAM 

CONSTRUCTION  OF  3UFFALO  WONT-LEKE  SHOES 

A  Cut -up  Shoe  illustrating  this  construction  with 
each  initial  order  of  1  doz.  Wont-Leke  Shoes 

Canadian  Representation 

The  Buffalo  Shoe  Company  is  represented  in  Canada  by  Mr.  E.  J.  P.  Smith, 
44  Homewood  Ave.,  Toronto,  Ont.    We  bespeak  for  him  your  cordial  attention. 

Buffalo  Shoe  Company 

BUFFALO,  N.  Y. 
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The  L.  B.  Southwick  Company 


105  BEDFORD  ST.,  BOSTON,  MASS. 
26  SPRUCE  ST.,  NEW  YORK,  N.Y. 


TANNERIES  . 


QUALITY 


.    PEABODY,  MASS. 


UNIFORMITY 

The  tannery  behind  our  leathers 


DELIVERY 


m  m 


m  m 
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The  above  tannery,  complete  and  modern  in  every  detail,  devoted  exclusively  to  the  manufacture 

of  colors  and  specialty  work 

OUR  LEATHERS  WILL  BE  FOUND 

ECONOMICAL,  RELIABLE,  SUITABLE 

REPRESENTATIVES: 

ST.  LOUIS,  MO.       ---------  John  R.  Evans  &  Co.,  705  No.  gth  St. 

CHICAGO,  ILL.        ---------  Harry  I.  Kirk,  229  W.  Lake  St. 

CINCINNATI,  OHIO       --------  P.  A.  Henry,  715  Sycamore  St. 

PHILADELPHIA,  PA.      -------       -  John  R.  Evans  &  Co.,  419  Arch  St. 

ROCHESTER,  N.Y.  ---------  E.  H.  Cowles,  15  Andrews  St. 

LONDON,  N.E.,  ENGLAND    -------  Nicholson,  Sons  &  Daniels,  104  Bethnal  Green  Rd. 
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*  THE  L.  B.  SOUTHWICK  CO 

»  105  BEDFORD  ST.,  BOSTON,  MASS. 

ORIGINATORS  DESK 

The  tanneries  I 


The  above  photograph  shows  the  rear  view  of  our  big  remc 
a  partial  front  view  of  our  large  brick  fad 

TO  CANADIAN  SHOE  MANUFACTURERS  AND  LEATHER  BUYERS: 

Friday,  July  12th,  at  the  Sixth  National  Shoe  and  Leather  Market  Fair,  Mechanics  Building,  Bos 
Boston  Store,  105  Bedford  Street,  and  feel  that  an  inspection  of  our  leathers  will  convince  you  of  the  fact  1 


i  mm 
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PANY.    Tanneries,  Peabody,  Mass. 


CRS 

our  leathers 


26  SPRUCE  ST.,  NEW  YORK,  N.Y. 

PRACTICAL  TANNERS 


EST 


!S  D  C  D-jb  P  H  r  'If  r  p  pr  r  | 


as  gate 


y  b  y  y  y  l 

d  c  n  h  r 


mery  devoted  exclusively  to  specialty  and  color  work,  and 
only  for  the  production  of  black  leathers 


Milan 


ass.,  will  be  observed  as  "  Canadian  Day."  We  extend  to  you  a  cordial  invitation  to  call  on  us  at  our 
can  be  of  some  service  to  you. 
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The  L.  B.  Southwick  Company 


105  BEDFORD  ST.,  BOSTON,  MASS. 
26  SPRUCE  ST.,  NEW  YORK,  X  V. 


TANNERIES  . 


QUALITY 


.    PEABODY,  MASS. 


UNIFORMITY 

The  tannery  behind  our  leathers 


DELIVERY 


m  m 


1  i 
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The  above  tannery,  complete  and  modern  in  every  detail,  devoted  exclusively  to  the  manufacture 

of  our  black  leathers 

OUR  LEATHERS  WILL  BE  FOUND 

ECONOMICAL,   RELIABLE,  SUITABLE 

REPRESENTATIVES: 

ST.  LOUIS,  MO.       ---------  John  R.  Evans  &  Co.,  705  No.  oth  St. 

CHICAOO,  ILL.  -  Harry  I.  Kirk,  220  W.  Lake  St. 

CINCINNATI,  OHIO       --------  P.  A.  Henry,  715  Sycamore  St. 

PHILADELPHIA,  PA.  -       -       -  John  R.  Evans  &  Co.,  419  Arch  St. 

ROCHESTER,  N.Y.   E.  H.  Cowles,  15  Andrews  St. 

LONDON,  N.E.,  ENGLAND    -       -  ....  Nicholson,  Sons  &  Daniels,  104  Bethnal  Green  Rd. 
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Pumps 


OF 


Proven  Worth 


These  two  pumps 
are  the  kind  to  pull 
trade  for  the  "qual- 
ity dealer  "  —  the 
sure  hits  for  high-class  trade. 
The  kind  that  look  well  and  wear 
well  and  whose  goodness  is  re- 
flected in  their  appearance.  The 
better  you  know  these  superfine 
lines  the  more  vou 
appreciate  their 
sterling  character 
and  real  selling 
merits. 

We  are  ready  to  serve  you. 
Write  for  our  new  stock  booklet. 

G.  P.  Ford  &  Co. 

Rochester,  N.Y. 


The  Pick  of  the 
Market 

We  place  at  your  disposal  the  best  com- 
plete line  of  shoes  on  the  market.  When 
you  are  low  in  certain  stocks  let  us  supply 
your  immediate  requirements.  We  carry 
a  full  stock  of  our  entire  range  all  the 
year  round  and  can  fill  your  order  at  a 
moments  notice.  We  will  help  you  to 
keep  your  stock  fresh  and  up-to-date. 
Give  us  a  trial  order.  We  will  satisfy 
you  on  price  —  goods  —  and  delivery. 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa       ::  Ontario 


International 
Heeling 


TRADE 


MARK 


HEELING 


The  Highest  Quality  of 
Leather  Board  Heeling 

We  invite  you  to  visit  our  office  or 
our  space  at  the  Shoe  and  Leather 
Fair  and  see  Heels  made  from  Inter- 
national Heeling  or  we  will  send 
samples  on  request. 

THE 

International  Leather  Co. 


203  Albany  Bldg. 
BOSTON 


Space  at  Fair 
No.  214 


If  you  are  coming  to  the 

Shoe  and  Leather  Fair 

it  is  not  a  bit  too  early  to  make  your  room 
reservation  at  the 


HOTEL 
ESSEX 


BOSTON 

MASS. 


The  Headquarters  of  the  Shoe  and 
Leather  Trade.  Directly  opposite 
South  Terminal  Station. 


Our  new 
addition 
gives  us 

100 

new 

rooms 
each  with 
bath. 
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The  First 

International  Convention 

of 

Shoe  Factory  Superintendents  and  Foremen 

will  be  held  SATURDAY,  JULY  13,  1912 

in  MECHANICS  BUILDING,      Boston,  Mass ,  U.  S.  A. 


■At*.,- 

■ 

B 

Shoe  factory  Superintendents  and  Foremen  from  all  parts  of  the  United  States,  Can- 
ada and  abroad  are  cordially  invited  to  be  present.  July  13  is  Superintendents'  and 
Foremen's  Day  at  the  Big-  National  Shoe  and  Leather  Fair,  in  Mechanics  Building. 
Both  events  take  place  in  the  same  building  on  the  same  day.  Come  and  meet  the 
boys,  inspect  the  Fair  Exhibits  and  attend  the  Big  Convention  in  Mechanics  Building 
July  13- 

Canadian  Shoe  Faetory  Superintendents  and  Foremen  Cordially  Invited. 

EXHIBITION  SPACES 

Manufacturers  of  leather,  shoe  and  leather  machinery,  and  supplies,  who  wish  to  meet 
and  welcome  the  army  of  buyers  who  will  be  in  Mechanics  Building  throughout  the 
Fair  week,  can  obtain  good  exhibition  space  at  reasonable  cost.  Everything  furnish- 
ed except  your  exhibit.    Write  for  new  booklet  giving  full  details. 

Jacobsen  Publishing  Company 

Managers 

Publishers  of  HIDE  AND  LEATHER  183  ESSEX  ST.,  BOSTON,  MASS. 

415  Arch  St.,  Philadelphia  2  Stone  St.,  New  York 
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Free  Admission  Tickets  for  the  Canadian  Trade 

Members  of  the  Canadian  shoe  and  leather  trade  who  will  fill  in  and  mail  the  coupon 
below  to  address  given  will  be  sent  free  ticket  of  admission  to  the  Shoe  and  Leather  Fair. 


JACOBSEN  PUBLISHING  COMPANY 

183  Essex  Street,  BOSTON,  Mass. 
Please  mail  me  Free  Ticket  of  Admission  to  the  Sixth  National  Shoe 
and  Leather  Market-Fair,  BOSTON,  July  10th  to  17th,  1912. 

Name  

Address  .  

With  What  Firm  


Free  Pass  Buttons  for  Superintendents  and  Foremen 

Shoe  factory  Superintendents  and  Foremen  who  will  fill  in  and  mail  the  coupon  below 
to  the  address  given  will  be  sent  a  free  pass  button  good  for  admission  to  the  Fair. 


JACOBSEN  PUBLSHING  COMPANY 

183  Essex  Street,  BOSTON,  Mass. 

Please  mail  me  Free  Pass  Button  to  the  Sixth  National  Shoe  and  Lea- 
ther Market-Fair,  BOSTON,  July  10th  to  17th,  1912 

Name  


Address 

With  What  Firm  


(These  Pass  Buttons  are  for  shoe  factory  superintendents  and  foremen  only) 


The  Shoe  and  Leather  Fair  is  an  exceptional  opportunity  to  see  under  one  roof,  in  a 
brief  space  of  time,  all  the  latest  and  best  things  in  the  production  of  shoes  and  leather. 
Its  educational  value  cannot  be  over  estimated.  Arrange  to  meet  your  friends  from 
Canada  and  United  States  at  the  Fair. 

Exhibition  Space 

If  you  have  any  article,  machinery  or  merchandise  to  sell  to  the  shoe  trade  of  the  world, 
take  exhibition  space  in  the  Fair  and  show  your  samples.  Good  space  can  be  had 
from  $90  up,  fully  equipped  with  signs  and  all  furniture.  All  you  need  to  furnish  is 
your  exhibit — we  do  all  the  rest.  Write  us  for  floor  plan  and  full  details.  The  Fair 
is  the  place  to  meet  the  trade,  sell  goods  and  open  new  accounts. 

OUR  NEW  ILLUSTRATED  BOOKLET  MAILED  ON  APPLICATION 

Jacobsen  Publishing  Company 

Publishers  of  "Hide  and  Leather" 

Managers  of  the  Shoe  and  Leather  Market  Fair 


415  Arch  St.,  PHILADELPHIA.     183  Essex  St.,  BOSTON.     136  W.  Lake  St.,  CHICAGO.    2  Stone  St.,  NEW  YORK 
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Home  of  the 
Just  Wright  Shoe 


Boston  Salesroom:  183  Essex  Street 


E.  T.  Wright  &  Co.  extend  to  the 
shoe  men  of  Canada  a  special  in- 
vitation to  visit  their  factory  while 
at  the  Shoe  and  Leather  Fair. 

Come  to  Rockland  and  see 
how  Just  Wright  Shoes 
are  made.  Only  a  half  hour 
ride  from  Boston. 
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A  White  Canvas 
Pump  for  Ladies 
$2.00 


The  famous  White 
Buck  Evangeline 
Pump  $2.25 


A  White  Buck 

Oxford  for 
Gentlemen  $2.75 


The  "Dome" 
A  Gentlemanly 
Button-Oxford 
$2.75 


The  Evange ■ 
line  Pump  in 
Russia  Calf 
$2.25 


The  "  Cecil " 
An  English  Style 
for  Men  $2.85 


Ready  For  You  NOW 


Every  one  of  these  new  1912 
styles  is  "  on  the  floor  "  now, 
ready  for  immediate  shipment 
to  you,  from  Boston,  Cleveland 
or  Chicago.  Offer  your  cus- 
tomers what  they  want — the 
up-to-the-minute  styles  that 
are  being  worn  in  the  United 
States  and  in  England! 


The  prices  are  f.o.b.,  point  of  abuftyie 

in  White 
Canvas 
$2.25 


shipment. 


Address  any  of  the  following  :• 

The  R  &  H  Chicago,  Co., 

Chicago,  HI.,  U.S.A. 

The  R  &  H  Cleveland  Co., 

Cleveland,  O.,  U.S.A. 

The  Atlas  Shoe  Company, 

Boston,  U.S.A.,  or 


Rice  &  Hutchins 

BOSTON,  U.S.A. 


All  these  new  styles  are  the 
product  of  Rice  &  Hutchins, 
"  World  Shoemakers  for  the 
Whole  Family,"  with  whose 
ALL  AMERICA  and  EDUCA- 
TOR Shoes  you  are  already 
familiar.  They  all  have  that 
guarantee  of  quality  that  only 
a  half-century  of  honest  deal- 
ing can  give. 

The  prices  are  f.o.b.,  point  of 
shipment. 

Address  any  of  these  distributing  houses:- 

The  R  &  H  Chicago  Co., 

Chicago,  111.  U.S.A. 

The  R  &  H  Cleveland  Co., 

Cleveland,  O.,  U.S.A. 

The  Atlas  Shoe  Company, 

Boston,  U.S.A.,  or 


Rice  &  Hutchins 

BOSTON,  U.S.A. 
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To  Combat 
Competition 

in  the  retail  field  it  is  essential  to 
have  the  shoes  you  sell  so  satis- 
factory that  the  customer  will  refuse 
to  consider  others.  Our  men's 
work  shoe  special  called  "Rail- 
roader" has  become  a  great  favorite  with  many  retailers.  Made 
of  a  high  grade  heavy  leather  with  a  sole  warranted  to  wear  six 
months.  The  last  is  well  shaped  and  comfortable.  Do  not 
fail  to  see  this  shoe.  McKellar  Shoes  for  men  who  work  are 
of  that  quality  which  will  sustain  the  reputation  which  they 
have  won. 

MADE  OF  ALL  SOLID  LEATHER 
IN  OUR  OWN  FACTORY 

McKellar  Shoe  Co. 

Berlin    :  Ontario 


FOOTWEAR 


A  Journal  of  its  Findings,  Making  and  Sale. 
Pubished    for    the    Good   of  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 

HEAD  OFFICE  v-  -  220  King  Street  West,  TORONTO 
Telephone  Main  2362 

MONTREAL  -  Telephone  Main  2299  -  119  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  Bldg. 
VANCOUVER    -    Tel.  Seymour  2013    -    Plutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
BOSTON     ------     643  Old  South  Building 

CHICAGO      -------  4059  Perry  Street 

LONDON,  ENG.     ------  3  Regent  St.,  S.W. 


SUBSCRIPTION  RATES 

Canada  and 

Great  Britain,  $1.00.   U.  S.  and  Foreign, 

$1.50. 

Single  copies  15  cents 

Vol.  2 

June,  1912 

No.  6 

"Footwear  in  Canada"  is  enter- 
Our  Birthday       ing  upon  the  second  year  of  its 

existence.  In  June,  1911,  the 
first  issue  of  this  journal  appeared.  We  believed  there 
was  a  field  for  a  publication  that  would  represent 
and  foster  the  highest  aims  of  the  makers  and  sellers 
of  footwear  in  Canada,  and  the  experience  of  the  past 
year  has  brought  no  disappointment  in  that  respect. 
Frequent  expressions  of  approval  have  been  heard 
from  manufacturers,  wholesalers  and  retailers  in  all 
parts  of  Canada — expressions  which  have  been  most 
gratifying  to  the  publishers.  We  have  labored  earn- 
estly to  produce  a  first-class  journal,  but  we  could 
have  accomplshed  little  without  the  support  and  co- 
operation of  the  shoe  and  leather  trade.  We  wish 
to  thank  those  of  our  readers  who  have  helped  us 
to  make  "Footwear"  what  it  is,  to-day,  and  ask  for 
a  continuance  of  their  support. 

Having  passed  the  first  milestone,  and  looking 
ahead,  a  steadily  widening  field  of  activity  and  use- 
fulness can  be  seen.  Conditions  in  the  shoe  industry 
can  be  mproved  in  some  ways,  and  the  free  discus- 
sion of  trade  questions  in  our  columns  will  assist  in 
bringing  this  about.  Our  aim  shall  be  to  do  justice 
to  all,  and  at  all  times. 
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"Footwear  in  Canada"  will  oc- 
The  Boston  Fair  cupy  Booth  No.  68  at  the  Na- 
tional Shoe  and  Leather  Fair  to 
be  held  in  Boston,  July  10th  to  17th.  A  cordial  invi- 
tation is  extended  to  all  members  of  the  trade  in 
Canada  to  visit  our  booth  and  make  it  their  head- 
quarters, make  it  the  centre  and  gathering  point  for 
Canadian  shoe  and  leather  men.  A  hearty  welcome  to 
Canadians,  and  likewise  to  our  friends  in  the  United 
States,  at  Booth  No.  68. 

% 

One  of  the  live  issues  that  is  be- 
Early  Closing  ing  discussed  by  retail  shoemen 
all  over  Canada,  is  the  question 
of  early  closing.  Much  has  been,  and  can  be  said 
both  for  an  against  this  movement.  Both  retailers 
and  clerks  have  to  work  hard  for  a  living,  and  should 
be  able  to  find  time  for  rest  and  recreation.  "All 
work  and  no  play  makes  Jack  a  dull  boy,"  holds  good 
in  the  shoe  retailing  line,  as  well  as  in  any  other. 
On  the  other  hand,  a  man  must  be  permitted  to  earn 
his  livelihood,  and  if  a  retailer  cannot  make  a  living 
if  he  closes  his  store  in  the  evening,  he  should  not  be 
compelled  to  do  so.  With  the  object  of  getting  the 
views  of  our  readers  on  this  subject,  we  have  opened 
our  columns  for  discussion,  and  take  pleasure  in 
printing  letters  from  the  trade  in  different  parts  of 
Canada.  It  is  to  the  interest  of  the  trade  in  general 
to  have  this  matter  thoroughly  discussed  from  every 
standpoint,  and  if  possible  to  come  to  some  agree- 
ment in  order  that  all  may  benefit  and  no  section  of 
the  trade  be  discriminated  against.  This  matter  is 
one  for  which  publicity  and  discussion  is  necessary, 
and  could  probably  be  most  satisfactorily  dealt  with 
by  retail  associations,  if  they  approached  it  in  the 
proper  live-and-let-live  spirit  and  not  by  a  combina- 
tion or  clique  to  endeavor  to  coerce  any  certain  sec- 
tion of  the  trade. 

The  only  way  mistakes  can  be  avoided  is  by  tak- 
ing care,  and  profiting  by  the  experiences  of  others. 
In  this  respect  it  might  be  well  to  draw  attention  to 
the  English  Shop  Act  of  1912  which  came  into  force 
last  May.  This  provides  that  every  employer  in- 
cluded in  its  schedules  is  compelled  to  grant  his  em- 
ployees a  weekly  half  holiday  and  a  definite  period 
off  for  their  meals.  Penalties  are  provided  for  pun- 
ishing all  employers  who  fail  to  meet  its  provisions. 
Practically  all  lines  of  retailing  are  included,  which 
of  course  embraces  shoe  retailers  and  department 
stores.  Under  the  provisions  of  the  Act  most  shops 
must  close  at  1.30  p.m.  one  day  in  the  week,  but 
exceptions  in  this  respect  are  allowed  in  certain  trades 
that  provide  the  necessities  of  life,  although  these 
must  arrange  for  every  employee  to  have  the  benefit 
of  the  Act  individually. 

There  has  been  practically  no  opposition  to  the 
general  principles  of  the  Act,  but  the  short  time  it 
has  been  in  operation  has  served  to  show  that  the 
details  of  its  administration  must  be  revised.  Store- 
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keepers  are  puzzled  how  to  interpret  many  of  the 
clauses  and  are  bombarding  the  London  newspapers 
with  letters,  and  asking  questions  as  to  whether  they 
will  be  punishable  for  certain  courses  of  action.  It 
has  been  proven  that  the  Act  is  inelastic.  It  inflicts 
inconvenience  and  even  hardship  in  some  cases.  In 
the  case  of  a  waiter  in  a  restaurant  or  hotel  the  Act 
makes  it  compulsory  for  him  to  take  forty-five  min- 
utes for  his  meals  at  times  which  come  at  the  busiest 
period  of  the  day.  The  barbers  are  up  against  a  sim- 
ilar difficulty  at  meal  times.  The  big  department 
stores  are  not  affected  in  the  matter  of  giving  a 
weekly  half  holiday,  as  they  already  by  custom  close 
all  their  branches  for  a  half  day. 

It  will  thus  be  seen  that  although  the  majority 
of  the  retail  trade  in  England  are  in  favor  of  grant- 
ing more  leisure  and  consideration  to  their  employees, 
yet  they  are  dissatisfied  with  the  law  passed 
for  that  purpose.  Great  care  should  be  taken  in  the 
framing  of  such  laws  and  those  concerned  should  be 
allowed  ample  time  and  opportunity  for  expressing 
their  opinions  on  the  subject.  An  early  closing  by- 
law or  resolution  should  not  be  passed  hastily  by  any 
municipality  or  retail  association,  but  only  after  due 
deliberation  in  which  all  those  who  will  be  affected 
by  it,  will  have  ample  opportunity  to  express  their 
views  on  the  subject.  As  this  question  is  so  much 
before  the  public  at  the  present  time,  and  so  vitally 
affects  the  interest  of  the  Canadian  retail  shoe  trade, 
Footwear  in  Canada  welcomes  the  opinions  of  its 
readers  on  this  topic. 

*      *  * 


Prices  Must 
Go  Up 


With  hides  at  their  present  high 
price  and  with  no  relief  in  sight, 
the  prices  of  all  grades  of  foot- 
wear must  go  up.  For  some  time  past  all  materials 
that  go  to  the  make-up  of  a  shoe  have  been  increas- 
ing in  price.  Rents,  wages  and  expenses  of  all  kinds 
have  increased,  but  the  cost  of  footwear  has  not  gone 
up  proportionately.  A  prominent  shoe  manufacturer 
admitted  to  us  the  other  day  that  he  was  selling  a 
certain  brand  of  shoe  for  the  same  price  that  he  sold 
it  at  two  or  three  years  ago,  but  it  was  not  as  good 
quality.  With  leather  at  its  present  high  price  he 
could  not  afford  to  put  it  into  a  shoe  and  sell  it  at 
the  former  price,  so  he  studied  the  question  what  he 
could  best  take  from  the  shoe  that  would  decrease 
its  cost  to  him,  but  would  leave  it  with  the  same  style 
and  appearance  that  had  made  it  known  to  the  trade. 
The  manufacturer  admitted  frankly  that  this  was  dis- 
honest, but  claimed  that  it  was  necessary  under  ex- 
isting conditions,  for  if  he  did  not  sell  the  shoe  at 
the  same  price,  some  rival  concern  would  come  along 
and  sell  a  similar  shoe  at  the  former  price  and  so  do 
him  out  of  his  business.  This  manufacturer  claimed 
that  such  methods  were  pretty  general  throughout 
the  trade,  although  greatly  deplored  by  all  shoemen. 
This  seems  to  be  a  good  topic  for  discussion  at  shoe 
manufacturers'"  associations. 


A  merchant  who  sold  shoes  bear- 
What's  in  a        jng  jjjg  Qwn  name  jnstead  of  that 

of  the  manufacturer  was  compell- 
ed by  the  latter  to  remove  the  false  label.  Greatly  to 
the  surprise  of  the  merchant,  there  was  at  once  an 
increased  demand  for  the  shoes.  He  should  not  have 
been  surprised — the  result  of  the  change  was  only 
logical  and  natural.  A  well-advertised  name  could 
not  fail  to  carry  more  weight  with  the  customer  than 
the  name  of  the  local  merchant,  who  was  not  in  any 
sense  a  manufacturer  of  shoes. 

The  public  is  rapidly  becoming  aware  of  the  in- 
trinsic worth  behind  a  nationally-advertised  name. 
No  manufacturer  could  afford  to  advertise  his  product 
extensively  unless  he  contemplated  the  idea  of  mak- 
ing the  name  a  synonym  for  excellence.  It  pays  the 
merchant  to  push  the  sale  of  advertised  products  of 
definite  value.    The  public  already  know  them. 

Baseball,  lacrosse  and  tennis  are 
The  Sale  or  Sporting  .     r  ..       .  ,  , 

Shoes  now  m         swing,  and  soon  the 

football  season  will  be  on.  How 
do  these  seasons  affect  your  trade?  Nearly  all  shoe 
merchants  make  a  considerable  addition  to  their  win- 
ter sales  through  carrying  hockey  boots  and  goods. 
How  about  carrying  the  lines  of  sporting  boots  and 
goods  that  are  in  demand  during  the  summer  and  fall 
seasons?  Read  what  other  retailers  say  about  it  on 
page  54. 


FOLLOW  IT  UP! 

NO  great  war  has  been  won  without 
hitting  again — and  again  —  until  the 
opposition  collapsed. 

NO  great  general  has  been  victorious 
without  smashing  again — and  again 
— until  the  enemy's  line  was  broken. 

NO  great  law  case  has  been  gained 
without  pounding  again — and  again 
—until  the  case  was  proved. 

NO  great  sale  has  been  made  without 
fighting  again— and  again — until  the 
arguments  went  home. 

NO  stunt  that  is  really  big — in  war,  in 
business — has  ever  been  done  with- 
out persistent  hammer,  hammer,  hammer, 
again  —  and  again — until  the  resistence 
was  overcome. 

Don't  stop  when  you  have  won  your  first 
victory.  Don 't  rest  when  you  have  gained 
your  first  point.  Don't  relax  when  you  have 
made  your  first  sale.  It  is  not  a  goal;  it  is 
only  a  step  forward. 

FOLLOW  IT  UP! 
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The  Increased  Cost  of  Hides  and  Leather 

Some  Reasons  for  Present  State  of  the  Market — Tanners 
and  Buyers  Agitated — Views  of  Leading  Canadian  Tanner 


With  the  high  price  now  prevailing  for  hides  and 
imports  small,  with  country  hides  of  poor  quality  sell- 
ing at  prices  which  a  year  ago  would  have  been  con- 
sidered high  for  the  best  stock,  and  with  the  large 
packers  advancing  prices  over-night,  tanners  do  not 
consider  they  are  justified  in  accepting  contracts 
where  large  future  shipments  of  leather  are  involved. 
Hides  are  higher  to-day  than  they  have  been  for 
twenty  years,  excepting  at  a  similar  period  in  1909 
when  quotations  on  some  selections  were  about  as 
high  as  now.  There  is  undoubtedly  tension  in  the  mar- 
ket for  hides,  leather  and  the  goods  made  therefrom. 
Tanners  admit  that  they  are  only  replenishing  their 
supplies  of  hides  and  skins  when  forced  by  the  neces- 
sity of  so  doing  or  shutting  down.  Many  tanners  are 
running  half  capacity  rather  than  trust  to  the  pres- 
ent unsettled  state  of  the  market.  Shoe  manufac- 
turers and  other  leather  buyers  are  purchasing  as  con- 
servatively as  possible,  which  explains  why  the  leather 
markets  are  dull  though  prices  are  very  firm.  It  is 
generally  understood  that  before  long  leather  must 
be  bought,  and  knowledge  of  this  sustains  the  leather 
men  in  refusing  to  abate  the  figures  they  are  asking. 

Here  and  there  financial  necessities  compel  sales 
of  leather  on  private  terms,  but  the  market  is  in  a 
sound  and  healthy  condition,  with  tanners  predicting 
that  leather  will  bring  more  money  in  the  near  future. 
It  is  generally  believed  that  the  consumption  of  lea- 
ther and  goods  made  therefrom  is  bound  to  increase 
steadily  as  the  months  roll  by.  The  majority  of  those 
who  handle  such  merchandise  have  been  sailing  close 
to  the  wind  and  replenishing  supplies  conservatively. 
Undoubtedly  the  leather  trade  is  ripe  for  expansion  in 
activities.  Confidence  in  this  direction  accounts  for 
leather  being  held  firm  by  tanners,  and  of  course 
means  that  manufacturers  of  shoes  and  other  leather 
goods  must  get  more  money  for  their  product.  In- 
creased demand  for  shoes  is  inevitable  as  employment 
becomes  more  general. 

The  markets  for  hides,  leather  and  the  goods  made 
therefrom  continues  strong  with  trading  chiefly  re- 
stricted to  necessities  of  buyers.    There  is  a  general 


desire  on  the  part  of  buyers  and  sellers  to  avoid  tak- 
ing chances.  Never  before  have  natural  conditions 
forced  the  hide,  leather  and  shoe  markets  into  a  posi- 
tion such  as  exists  to-day.  There  have  been  false 
starts,  incipient  booms  and  some  excitement  in  prices 
at  intervals,  in  the  trade,  but  after  brief  existence  these 
have  been  squelched  by  the  iron  heel  of  circumstan- 
ces. Shoe  manufacturers  and  other  buyers  of  leather 
now  realize,  however,  that  the  whole  trade  is  facing 
a  new  order  of  things  and  that  hides  and  skins 
throughout  the  world  will  be  high  priced  until  the 
production  of  cattle  exceeds  the  demand  for  them.  No 
one  is  able  to  predict  when  this  will  be.  It  is  a  wide 
world  with  abundance  of  grazing  grounds,  but  it  takes 
time  to  raise  cattle,  and  unfortunately  calf  leather 
shoes  have  been  so  extremely  popular  that  vast  quan- 
tities of  calves  have  been  killed  to  satisfy  the  call  for 
calfskin  leather. 

Shoe  manufacturers,  while  displaying  an  outward 
appearance  of  indifference  are  really  alarmed  and  are 
giving  the  market  considerable  attention.  We  know 
of  one  of  the  largest  Canadian  purchasers  of  leather 
for  shoe  manufacturing  purposes,  who  recently  wrote 
one  of  the  largest  firms  of  tanners  in  the  Dominion, 
asking  them  if  the  present  prices  of  leather  were 
likely  to  continue,  or  if  there  was  any  danger  of  their 
soaring  still  higher.  The  reply  of  the  tanning  firm 
was  to  the  effect  that  owing  to  the  present  state  of 
the  market  and  the  lack  of  indications  of  improve- 
ment, they  were  unable  to  make  contracts  for  the  fu- 
ture at  even  the  present  high  prices.  Tanners  have 
practised  curtailment  for  four  months  and  the  ever 
advancing  price  of  hides  is  causing  them  to  work  in 
less  and  less  raw  material.  This  presages  a  coming 
shortage  in  desirable  tannages  of  all  descriptions  of 
leather,  and  the  trade  in  general  predicts  much  higher 
prices  in  the  near  future. 

Reasons  given  by  tanners  for  the  present  high 
price  of  leather  are  many  and  various.  The  follow- 
ing facts,  however,  which  are  evident  beyond  dispute, 
have  contributed  more  or  less  to  the  present  high  cost 
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of  leather.  The  popularity  of  calfskins  has  been  con- 
ducive to  the  slaughter  of  large  numbers  of  calves, 
which  has  its  effect  upon  the  production  of  sole  and 
other  grades  of  leather.  The  slaughter  of  calves,  has 
also  been  increased  by  the  high  price  of  fodder,  last 
winter,  as  farmers  did  not  wish  to  pay  the  exorbitant 
prices  of  feed.  Then  again,  last  winter  was  excep- 
tionally severe  and  many  thousand  head  of  cattle  per- 
ished on  the  prairies  owing  to  the  inclement  weather. 
The  increased  raising  of  cattle  for  dairy  purposes,  in- 
stead of  for  butchering,  is  having  its  effect  on  the  lea- 
ther industry.  The  demand  that  the  automobile  trade 
has  created  for  leather,  also  has  a  certain  influence  in 
regard  to  scarcity  and  the  present  high  prices.  To 
some  extent  the  prevailing  prices  and  uncertainty  arc 
due,  no  doubt,  to  the  operation  of  large  packing  com- 
panies which  control  to  a  great  extent  the  leather  trade 
of  this  continent  and  indirectly  thereby,  of  the  world. 
The  big  packing  concerns  in  the  United  States,  it  is 
repented,  have  been  and  are  holding  back  hides  for 
higher  prices,  and  have  the  situation  so  thoroughly 
in  hand  that  to  all  appearances  they  will  be  able  for 
some  considerable  time  to  maintain  these  prices  or 
even  to  force  them  up.  Some  of  the  largest  tanneries 
in  the  United  States  are  owned  and  operated  entirely 
by  these  packing  companies,  and  the  other  tanners 
must  to  a  great  extent,  purchase  their  raw  material 
from  the  packers.  Of  course  relief  may  come  from  the 
outside.  There  are  plenty  of  cattle  in  Australia,  Ar- 
gentine, Russia  and  other  parts  of  the  world,  but  the 
experience  of  the  past  does  not  lend  us  to  the  theory 
that  imports  from  foreign  countries  will  have  the  effect 
of  sending  down  the  price  of  hides.  For  instance, 
when  the  duty  was  taken  off  foreign  hides  imported  to 
the  United  States,  everybody  thought  that  the  prices 
of  hides  would  immediately  come  down,  but  did  they? 
Such  was  not  the  case.  The  foreign  merchant  imme- 
diately said  "Now  that  the  duty  is  off  our  hides  we 
expect  to  get  as  much  for  them  as  American  hides 
are  selling  at,"  and  he  got  his  price  every  time.  An- 
other reason  which  contributes  towards  present  mar- 
ket conditions  is  the  fact  that  recently  a  large  Ger- 
man tanner  bought  up  a  great  portion  of  the  American 
hide  market.  He  had  his  agents  all  over  the  country 
and  made  a  considerable  clean-up. 

The  corresponding  prices  for  hides  with  the  same 
months  of  last  year  show  an  increase  of  from  25  per 
cent,  to  30  per  cent.  Calfskins  show  an  increase  of 
20  per  cent,  to  25  per  cent,  over  last  year.  Three  or 
four  years  ago  tan  calf  sold  for  20c.  to  22c.  a  sq.  ft. 
Now  they  sell  for  29c.  and  30c. 

Some  release  must  come  for  the  present  situation 
or  immediate  increase  of  price  for  finished  leather 
must  occur,  as  no  relief  is  in  sight.  Tanners  have 
been  supplying  their  customers  with  leather  at  con- 
tract prices  and  the  price  of  raw  material  has  been 
so  high  that  for  some  considerable  time  they  have 
been  making  little  or  no  profit  and  in  some  cases,  with 
classes  of  leather,  even  carrying  out  their  obligations 
at  a  loss.  At  present  the  Canadian  tanners  are  not 
diminishing  their  output  to  any  great  extent  as  they 
must  fulfil  existing  contracts,  but  when  these  expire 
we  may  look  for  a  very  dull  period  in  the  leather  mar- 
ket until  conditions  are  definitely  settled  and  the 
tanner  knows  what  he  may  expect  to  pay  for  his  hides 
and  the  shoe  manufacturer,  for  his  leather. 

A  Leading  Tanner's  Opinion 

Mr.  George  Lang,  the  president  of  the  Lang  Tan- 
ning Company  Limited,  Berlin,  Out.,  who  is  perhaps 
the  best  authority  on  hide  and  leather  matters  in 


Canada,  has  the  following  to  say  on  the  situation,  in 
a  letter  to  Footwear  in  Canada : 

Berlin,  Ont,  May  30th,  1912. 

Eflitor  Footwear  in  Canada: 

I  have  your  letter  dated  the  29th  inst,  in  which  you 
ask  me  what  I  think  of  the  hide  market.  I  have  no  hesita- 
tion in  giving  my  opinion  upon  this  important  question. 

When  one  reflects  upon  the  condition  that  existed  less 
than  twenty  years  ago  in  comparison  with  that  existing 
to-day,  it  is  not  difficult  to  draw  a  conclusion.  Years  ago 
it  was  possible  to  buy  half  a  million  hides  of  any  particular 
kind  and  weight,  cured  and  ready  for  shipment.  To-day 
one-tenth  of  this  quantity  could  not  be  bought  for  prompt 
shipment  in  all  the  five  or  six  large  hide  markets  of  the 
United  States. 

This  goes  to  show  that  hides  are  being  purchased  close 
up  to  kill,  and  in  many  cases  large  quantities  are  sold 
months  ahead  of  kill.  Statistics  show  that  there  are  2,000,- 
000  less  beef  cattle  in  the  United  States  than  there  were  ten 
years  ago.  I  am  just  in  receipt  of  a  report  showing  that 
the  state  of  Kansas  alone  has  this  year  330,000  less  beef 
cattle  than  in  1911. 

The  same  condition  seems  to  prevail  in  many  other 
countries,  so  that  the  tanner  is  really  facing  a  decrease  in 
hide  supply  and  an  increase  in  consumption  of  leather.  The 
only  result  of  this  can  be  that  hides  will  be  high  and 
leather  consequently  must  follow. 

It  is  very  difficult  to  advance  the  price  of  leather  goods 
to  the  consumer  but  it  will  have  to  be  done.  I  cannot 
see  any  other  solution  of  this  problem.  We  have  been 
obliged  to  advance  the  price  of  harness  leather,  and  it  is 
likely  that  further  advances  will  have  to  take  place  if  we 
intend  to  remain  in  the  business. 

Yours  very  truly, 

GEO.  LANG, 
President,  The  Lang  Tanning  Co.,  Ltd. 


British  Shoes  Find  World  Market 

According  to  a  recent  report  of  the  British  Depart- 
ment of  Commerce  and  Labor,  the  shoe  trade  shows 
an  advance  of  10  per  cent,  to  15  per  cent,  during  the 
past  five  years.  During  the  year  1907  the  value  of 
shoes  manufactured  in  the  United  Kingdom  was  $97,- 
441,929,  while  the  number  of  persons  employed  in 
the  industry  was  140,278.  Leicester,  the  principal 
shoe  manufacturing  centre  of  Great  Bitain,  is  esti- 
mated to  turn  out  shoes  to  the  annual  value  of  $21,000,- 
000.  So  long  as  the  British  shoe  manufacturers  re- 
fused to  move  with  the  times,  the  United  States 
with  their  modern  machinery  and  improved  lasts 
threatened  to  sweep  the  British  markets.  The  British 
manufacturer  however,  saw  the  danger,  and  adopted 
new  machinery  and  American  lasts.  He  is  now  not 
only  holding  his  own  at  home,  but  is  invading  the 
foreign  markets  and  competing  successfully  with  the 
world. 


Sizes 

Lady  (to  shoe  clerk) — "I  should  like  to  get  a  pair 
of  shoes." 

Clerk— "Yes,  ma'am,   What  size?" 
Lady— "Size  three." 

Clerk — "Yes,  ma'am.  Just  let  me  measure  your 
foot." 

Lady— "But  I  told  you  the  size." 

Clerk — "Yes,  ma'am ;  but  we  have  three  sizes  of 
size  three — size  three  for  a  size  three  foot,  size  three 
for  a  size  four  foot,  and  size  three  for  a  size  five  foot." 
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The  Imposing  Front  of  Stark's  Shoe  Store,  Vancouver,  B.  C. 


A 


Large  Frontage — Brightly  Illuminated  Windows — Interior  Spacious  and  Well 
Lighted  —  Balcony  System  of  Reaching  Cartons  —  Leather  Goods  Carried 


One  of  the  best  laid  out  and  most  modern  stores  on 
the  Pacific  Coast,  if  indeed  not  in  the  whole  of  Can- 
ada, is  Stark's  Shoe  Store,  1002  Granville  Street,  Van- 
couver, B.C.  It  has  a  frontage  of  150  feet  altogether, 
which  is  probably  in  excess  of  that  of  any  other  on 
the  Pacific  Coast,  and  presents  a  very  imposing  and 
attractive  appearance.  When  the  windows  are  illum- 
inated at  night  by  the  twenty-two  large  tungsten 
lights,  it  makes  the  display  stand  out  as  clear  as  day 
and  the  passersby  are  impelled  to  stop  and  examine 
the  exhibit.  The  store  is  situated  on  a  corner  and 
there  are  two  passages,  one  from  each  street,  running 
between  the  windows,  and  which  enable  the  customer 
to  reach  the  door  without  walking  round  to  the  next 
street. 

The  window  display  we  illustrate  is  a  very  good 
example  of  the  trimmer's  art.    It  is  tastefully  dressed 


with  a  number  of  high  grade  shoes  of  various  makes. 
The  window  floors  are  covered  with  a  white  cloth 
which  reflects  the  brilliance  of  the  electric  light  at 
night,  and  shows  off  the  shoes  to  good  advantage. 
Large  lilies  add  to  the  beauty  of  the  scene,  while  the 
show  cards  that  are  placed  in  the  windows  are  also 
decorated  with  lily  designs.  Four  large  full  length 
mirrors  are  placed  in  the  rear  of  the  windows  at  either 
side  of  the  entrance.  Any  of  our  readers  looking  at 
the  illustration  of  the  store  front  cannot  help  being 
struck  by  the  beauty  and  taste  of  the  window  display. 

On  entering  the  store,  one  is  struck  by  the  beauty 
and  utility  of  the  arrangements.  The  large  show  win- 
dows over  the  top  of  which  are  large  pebble  glass  tran- 
soms make  the  store  as  light  as  day.  The  shelving  on 
the  show  window  side  of  the  store  is  very  low,  so  as  to 
admit  the  light  freely.    On  the  top  of  this  shelving 
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Interior  View,  Rear  of  Store 


Interior  View,  Front  ofiStore 
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are  placed  suit  cases,  club  bags,  and  other  leather 
goods,  which  this  progressive  firm  finds  profit-get- 
ters and  articles  that  require  very  little  pushing. 

On  the  other  side  and  at  the  back  of  the  store  the 
shelving  extends  clear  to  the  ceiling,  access  to  the 
upper  cartons  being  obtained  by  means  of  a  balcony 
which  is  eight  feet  from  the  floor.  The  proprietor 
considers  this  to  be  an  improvement  on  the  roller 
ladder  system,  and  to  add  greatly  to  the  appearance 
of  the  interior  of  the  store.  The  shelves  and  the  gal- 
lery in  the  interior  are  finished  in  white  enamel,  and 


the  shelving  is  for  the  one  carton  system.  The  floors 
are  all  of  hardwood  and  down  the  centre  are  placed 
two  rows  of  mission  chairs  with  upholstered  seat  and 
back,  which  are  very  comfortable  and  attractive.  A 
strip  of  carpet  extends  in  front  of  the  chairs  at  either 
side  and  the  usual  fitting  stools  are  provided.  The 
interior  is  lighted  at  night  by  eight  clusters  of  tung- 
sten lights,  there  being  five  lights  in  each  cluster. 
Both  exterior  and  interior  present  such  an  attention- 
arresting  and  inviting  appearance  that  it  is  no  won- 
der it  pulls  the  trade. 


imple   Systematic   Shoe  Stock-keepin 

Should  be  Standard  Size  for  All  Cartons — Uniformity  of  Labels 
Gives  Harmony  of  Appearance — Good  Stock  Numbering  Method 


Each  year  witnesses  rapid  improvement  in  shoe 
stock  systems  in  Western  Canada.  There  are  many 
stores  west  of  the  Great  Lakes  that  are  just  as  up-to- 
date  as  metropolitan  stores  in  the  older  eastern  parts. 
One  thing  is  certain,  the  change  from  pioneer  clumsi- 
ness to  modern  methods  in  shoe  stores  is  taking  place 
at  a  faster  rate  in  the  West  than  it  did  in  the  East. 
This  is  no  reflection  on  the  easterner,  for  most  of  the 
western  dealers  are  men  who  gained  their  experience 
in  the  eastern  provinces.  There  are  a  few  suggestions 
that  might  be  put  to  good  use  both  in  the  East  and 
the  W est,  with  a  view  to  making  the  matter  of  proper 
system  easier.  For  instance,  the  retail  merchants 
might  join  hands  and  appeal  to  all  manufacturers  of 
footwear  to  establish  a  standard  size  for  cartons.  As 
it  is  at  the  present  time,  there  are  various  sizes  of  car- 
tons, which  makes  it  very  difficult  to  have  uniformity 
in  shelving  in  retail  establishments. 

A  representative  of  Footwear  in  Canada  had  an  in- 
teresting interview  with  C.  F.  Rannard,  of  the  Ran- 
nard  Shoe  Company,  Winnipeg,  in  connection  with 
this  suggestion.  Mr.  Rannard  has  installed  in  his  own 
two  stores  the  individual  carton  shelving,  and  lie 
1  minted  out  instances  in  which  it  was  practically  im- 
possible to  keep  the  stock  absolutely  neat,  owing  to 
the  differences  in  cartons.  When  the  shelving  is  made 
a  certain  suitable  depth,  for  the  majority  of  shoe  boxes, 
it  can  readily  be  seen  that  a  box  that  is  an  inch  longer 
than  the  general  run  will  stick  out  that  inch  past  the 
rest  of  the  boxes  or  cartons.  Mr.  Rannard  says  that 
the  neatest  carton  he  is  accustomed  to  is  one  l2l/2  in. 
long,  6%  in.  wide  without  the  lid,  and  4  inches  deep. 
Any  kind  of  a  shoe  can  be  accommodated  in  that  size. 
He  suggested  that  Footwear  in  Canada  draw  the  at- 
tention of  the  manufacturers  to  this  idea,  with  a  view 
to  establishing  a  uniformity  that  would  enable  shoe 
retailers  to  adopt  standard  size  shelving. 

Another  matter  that  Mr.  Rannard  draws  attention 
to  is  the  variety  of  carton  label  colors.  At  present, 
in  spite  of  anything  the  retailer  may  do  in  order  to 
make  his  shelves  neat  and  pleasing  to  the  eye  of  the 
customer,  there  is  a  mixture  of  red,  blue,  yellow,  etc., 
in  label  colors,  and  this  up-to-date  Winnipeg  merchant 
thinks  a  standard  should  be  made  of  the  white  label 
with  black  type. 

In  this  connection,  Mr.  Rannard  has  his  own  label, 
a  supply  of  which  he  sends  with  his  order  to  the  fac- 
tory, and  in  this  way  he  has  been  able  to  get  more 
uniformity  than  heretofore.  The  only  print  on  the 
label  when  leaving  the  factory  is  the  name  of  the 


firm  in  prominent  type.  One  end  of  the  label  is  ruled 
into  spacfis  for  a  description  of  what  the  carton  con- 
tains.r|  The  Rannard  Shoe  Company  has  a  special  sys- 
tem of  numbering  the  shoe  stock,  so  that  the  shelves 
can  be  kept  filled  up  with  the  least  possible  difficulty. 
The  firm  has  a  different  series  of  numbers  for  each 
kind  of  leather,  each  kind  of  style,  men's  shoes  and 
children's,  and  one  of  the  features  of  this  numbering 
is  that  an  even  number  indicates  a  button  shoe,  while 
an  odd  number  is  a  lace  shoe.  Thus  the  number  54809 
on  the  label,  represents  the  factory  number,  and  1050 
the  company's  own  stock  number.  The  fact  that  the 
latter  is  an  even  number  indicates  that  it  is  a  button 
shoe.  Number  1051  would  be  a  lace  shoe.  This 
series  of  men's  shoes  may  run  from  1100  to  1149.  A 
certain  kind  of  style  for  women  might  be  numbered 
from  500  to  549,  and  another,  550  to  599;  and  so  on 
indefinitely  to  distinguish  men's,  women's  and  chil- 
dren's numerous  kinds  of  footwear.  These  series  of 
fifties  in  numbers  indicate  separately  the  various  lea- 
thers, cloths,  styles,  colors,  widths,  and  show  whether 
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oxford,  pump,  slipper,  gaiter,  or  any  other  kind.  Any 
retail  merchant  can  of  course  make  his  own  series  of 
numbers,  according  to  the  extent  of  variety  of  his 

stork  ^ 

Jn  the  rapidly  growing  cities  of  Canada,  where 
rents  are  high,  and  every  foot  of  space  counts,  it  is 
very  necessary  that  every  little  detail  that  will  econ- 
omize room  be  put  into  play. 


A  certain  department  store  manager  constantly 
uses  a  camera  in  the  store.  A  new  display,  a  group 
of  enthusiastic  buyers,  an  attractive  window,  these 
and  dozens  of  other  subjects  are  photographed.  Many 
of  these  pictures  are  well  used  in  advertising,  circu- 
lars, catalogues  and  write-ups.  This  manager  has  a 
valuable  album  of  several  hundred  business  pictures, 
eighty  of  which  have  been  used  to  further  trade. 
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T.    H.    RIEDER  —  ORGANIZER 


Thirteen  years  of  continued  progressiveness  in  the 
Canadian  rubber  industry  is  the  record  to  the  credit 
of  Mr.  T.  H.  Rieder's  life.  From  office  boy  to  Vice- 
President  of  as  large  an  institution  as  the  Canadian 
Consolidated  Rubber  Co.  Limited,  is  indeed  a  long 
step,  and  this  achievement  must  surely  be  gratifying 
to  Mr.  Rieder  and  those  who  have  watched  his  rubber 
career  with  interest. 

Mr.  Rieder  was  born  in  New  Hamburg,  Ontario, 
34  years  ago,  and  after 
passing  all  the  public 
school  examinations  in 
that  village,  took  up  sev- 
eral years  of  higher  edu- 
cational training  at  the 
Berlin  High  School  of 
Berlin,  Ontario.  During 
his  spare  moments  and 
his  summer  vacations  he 
usually  kept  busy  assist- 
ing his  father,  who  was 
then  conducting  a  general 
store  business  in  New 
Hamburg,  and  it  was 
here  that  he  received  his 
first  business  training. 
Graduating  from  the  Ber- 
lin High  School,  he  took 
up  a  position  in  the  offices 
of  the  Louis  Breithaupt 
Estate  of  Berlin,  where 
he  gathered  further  know- 
ledge in  accounting  and 
general  office  work.  In 
May  1899  the  Berlin  Rub- 
ber Manufacturing  Co., 
Limited,  was  organized, 
and  Mr.  Rieder  was  ap- 
pointed book-keeper  and 
was  also  given  an  interest 
in  the  business.  He  re- 
mained with  that  com- 
pany for  a  period  of  ap- 
proximately four  years, 
and  the  success  of  the 
Berlin  Rubber  Manufac- 
turing Co.  Limited  is  due 
in  no  small  measure  to 
his  hard  work  and  stick- 
to-it-iveness. 

In  the  spring  of  1903  Mr.  Rieder  took  upon  him- 
self the  organization  of  a  new  company,  afterwards 
known  as  The  Merchants  Rubber  Co.  Limited,  and  this 
company  have  been  under  his  supervision  and  man- 
agement ever  since,  and  to-day  The  Merchants  Rub- 
ber Company  is  one  of  the  most  important  industries 
in  Berlin,  Ontario,  as  well  as  in  the  Canadian  Rubber 
Industry.  In  the  early  part  of  1906  The  Merchants 
and  Berlin  companies  were  absorbed  by  the  Canadian 
Consolidated  Rubber  Co.  Limited,  and  shortly  there- 
after Mr.  Rieder  took  over  the  management  of  the 
shoe  divisions  of  all  the  factories  in  the  Consolidated. 
He  was  later  admitted  to  the  directorate  of  the  com- 
pany and  about  one  year  ago  was  appointed  its  vice- 


Mr.  T.  H.  Rieder 


president.  He  still  retains  the  management  of  the 
operating  and  selling  end  of  the  six  subsidiary  com- 
panies, and  the  marked  success  of  the  Consolidated 
company  is  due  largely  to  his  progressiveness  and 
ability. 

It  will  be  seen  from  this  brief  sketch  that  Mr. 
Rieder  has,  to  use  a  stock  phrase,  "risen  from  the 
ranks,"  and  that  his  success  has  been  continuous.  He 
has  made  a  reputation  not  only  in  the  rubber  indus- 

of  Canada,  but  across  the 
border,  and  the  widening 
operations  of  the  com- 
pany are  a  tribute  to  his 
methods  of  organization. 

Since  its  organization, 
the  Canadian  Consolidat- 
ed Rubber  Company  has 
steadily  progressed,  and 
improved  in  every  way, 
particularly  in  the  manu- 
facture of  footwear.  This 
is  due  largely,  in  fact,  we 
may  say  principally,  to 
the  business  genius,  capa- 
bilities and  conscientious 
work  of  Mr.  Rieder.  He 
is  very  popular  with  all 
his  friends  and  even  his 
business  rivals,  who  may 
sometimes  feel  a  little  an- 
noyed at  his  energy,  re- 
sourcefulness and  "push," 
always  speak  well  of  him 
as  a  man.  The  business 
strain  put  upon  a  man 
who  has  all  the  weight  of 
the  footwear  branch  of  as 
large  a  concern  as  the 
Canadian  Consolidated 
Rubber  Company  on  his 
shoulders  is  tremendous, 
and  only  a  big  man,  and 
a  strong  man  could  bear 
it.  Unsuccessful  people 
are  often  inclined  to 
"knock"  and  belittle  their 
successful  rivals,  but  any 
man  who  has  reached  a 
high  executive  position, 
such  as  Mr.  Rieder,  en- 
tirely by  his  own  efforts,  and  enjoys  the  confidence 
of  his  company  to  such  an  extent,  must  have  "some- 
thing in  him."  Men  of  his  calibre  are  unfortunately 
scarce,  and  the  Canadian  Consolidated  Rubber  Com- 
pany are  to  be  congratulated  upon  possessing  a  man 
of  this  stamp  at  the  head  of  their  footwear  depart- 
ment. 


When  a  man  knows  himself  (thoroughly  he's  about 
as  wise  as  men  get  in  this  world. 


It  is  not  the  mistakes  we  make  that  retard  us, 
but  our  inability  or  unwillingness  to  learn  the  lessons 
that  these  mistakes  teach  us. 
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Is  Tiber©  a  Reason  for  tine  White  Season? 

White  is  the  Coolest  Color — How  White  Was  Brought  to 
Public  Attention  This  Year    Demand  Will  Probably  Decline 


This  season  there  will  be,  in  fact  there  has  been 
already,  more  white  footwear  sold  than  ever  be- 
fore. Whitewear  of  all  kinds  is  having  a  phenomenal 
sale.  It  is  as  certain  as  anything  can  be  that  depends 
upon  the  public's  fickle  fancy  and  craze  for  fashion, 
that  white  will  continue  to  be  the  color  this  summer. 
The  reason  for  this  may  simply  be  faddishness,  but 
there  is  a  very  good  reason  why  white  should  remain 
the  color  for  summer.  The  fact  is  that  it  is  the  coolest 
color.  It  is  cool  because  it  reflects  all  the  sun's  rays, 
just  as  black  absorbs  all  of  them  and  is  therefore  the 
hottest  of  all  colors.  People,  both  native  and  Europ- 
ean, who  live  in  tropical  countries  have  long  recog- 
nized the  fact  that  white  is  the  coolest  color  and  go 
about  clad  in  snowy  garments. 

The  fact  that  white  is  a  logical  and  scientific  color 
for  summer  wear,  however,  need  not  necessarily  be 
taken  as  the  reason  for  its  popularity  this  season.  The 
logical  and  the  sensible  have  little  or  no  effect  upon 
the  popular  styles  or  crazes,  so  we  must  look  for  other 
reasons.  The  cause  of  the  popularity  of  this  class  of 
goods  may  possibly  be  found  in  the  fact  that  popular 
attention  has  been  focussed  for  several  months  past 
on  events  that  happened  in  tropical  countries.  Take 
the  Indian  Durbar,  for  instance,  that  was,  and  is  still, 
so  widely  discussed.  Newspaper  descriptions  and  il- 
lustrations as  well  as  the  film  of  the  moving  picture 
have  held  whitewear  of  all  kinds  continually  before  the 
eyes  of  the  public.  The  Turco-Italian  war  in  Tripoli 
has  also  focussed  public  attention  on  whitewear  and 
we  can  hardly  take  up  a  paper  at  the  present  day, 
without  seeing  illustrations  of  Italian  soldiers  and 
sailors  in  neat  white  uniforms,  or  Arabs  in  flowing 
white  garments. 

There  can  usually  be  found,  by  those  who  search 
for  it,  some  reason  for  all  popular  styles.  An  actress 
appears  on  the  stage  with  some  grotesque  hat,  skirt  or 
other  article  of  apparel  that  catches  the  fancy  of  the 
fickle  public — who,  like  the  Athenians  of  old,  are  al- 
ways seeking  some  new  thing — and  that  style  or  freak 
immediately  becomes  the  rage.  The  popularity  of  the 
Italian  patriot  Garibaldi  popularized  a  certain  gar- 
ment that  our  grandmothers  raved  over,  and  the  same 
law  governs  the  fashions  now  as  then,  and  probably 
always  will,  at  least  until  the  quality  of  the  human 
brain  is  improved. 

But,  while  it  is  more  scientific  and  common  sense 
to  wear  white  clothing  in  the  hot  weather,  we  doubt 
very  much  if  the  present  craze  for  white  footwear 
will  continue  indefinitely.  While  it  is  a  fact  that  the 
white  shoe,  whether  of  canvas  or  buck  skin,  is  much 
cooler  than  either  the  black  or  tan  variety,  it  is  so 
easily  soiled  as  to  render  it  unsuitable  for  the  major- 
ity of  people,  either  male  or  femals. 

It  makes  a  very  neat,  attractive  and  sensible  shoe 
for  a  lady  walking  out  in  the  afternoons  or  sitting 
around  a  verandah  with  nothing  else  to  do,  but  for 
the  man  or  woman  who  has  to  work  for  a  living  it  is 
clearly  unsuitable  as  an  article  of  regular  wear.  How- 
ever, while  its  suitability  may,  in  the  long  run,  affect 
the  demand  for  it,  it  is  hardly  likely  to  be  felt  until 


the  end  of  the  present  season.  Every  woman  has 
heard  that  white  footwear  is  the  thing  and  therefore 
every  woman  wants  it.  All  over  the  United  States 
these  goods  have  been  going  like  the  proverbial  hot 
cakes,  and  the  same  can  be  said  in  regard  to  our 
Canadian  cities.  Many  of  the  leading  merchants  who 
had  laid  in  what  they  considered  an  ample  supply  for 
the  summer,  have  been  sold  out  for  some  time  and 
are  clamoring  for  the  manufacturers  to  rush  along 
now  orders.  Of  course  there  is  a  certain  risk  in  hand- 
ling these  goods,  the  same  as  must  be  encountered 
with  all  fads  and  freaks.  Some  retailers,  who  over- 
stock, are  bound  to  have  a  quantity  of  these  shoes 
left  on  their  hands  at  the  end  of  the  season,  which  will 
probably  have  to  be  sold  at  a  considerable  discount. 
The  only  way  to  avoid  a  loss  in  this  manner  is  to 
adopt  the  usual  method  practised  by  leading  retailers 
in  dealing  with  freaks,  and  to  sell  these  shoes  at  freak 
prices,  so  as  to  counterbalance  any  possible  loss  from 
left  over  stock. 

From  now  until  the  end  of  August  Canadian  re- 
tailers may  look  forward  to  an  undiminished  demand 
for  white  footwear,  and  they  will  probably  sell  fairly 
strongly  well  through  the  fall.  It  is  all  the  rage  at 
the  sea  side  resorts  in  the  United  States  at  present, 
and  the  Canadian  vacation  season  is  close  at  hand 
when  every  woman,  at  least,  will  be  looking  for  these 
goods.  The  newspapers  have  been  preaching  the  mer- 
its of  white  in  attire  and  footwear  for  some  time  past, 
and  it  remains  for  the  shoe  dealer  to  boost  the  game 
for  all  it  is  worth,  and  to  sell  his  whites  at  a  novelty 
profit — and  to  sell  them  early! 

White  gowns  will  probably  always  be  popular  in 
summer  time,  because  they  are — and  look — so  cool, 
and  the  fastidious  person,  particularly  the  fastidious 
woman,  will  always  demand  footwear  to  match  the 
clothing.  Neither  tan  nor  black  shoes  look  particu- 
larly well  with  white  dress,  though  they  may  be  more 
serviceable  for  walking. 


Did  This  Ever  Happen  to  You  ? 


First  Cripple  (to  shoe  retailer),  "See  'ere,  guv'nor,  me  an' 
me  pal  wants  ter  buy  a  pair  uv  number  eight  shoes.  D'ye 
get  me  ? 
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Ideal  Building  for  Suburbs  or  General  Store- 
Construction  —  Spacious   Shop   and  Large 


Brick  and  Stone 
Show  Windows 


The  following  plans,  which  are  suitable  for  a  shoe 
store  in  the  country  or  a  small  town,  have  been  drawn 
specially  for  Footwear  in  Canada  by  Mr.  A.  J.  Rat- 
tray, the  prominent  Toronto  architect.  They  are  of  a 
two-storey,  brick  and  stone  structure  with  basement. 
The  store  entrance  is  V-shaped  and  the  spacious  win- 
dows at  the  front  and  side  admit  of  ample  opportunity 
for  the  display  of  the  window  dresser's  art.  The 
glass  transom  over  the  window  can  be  made  of  either 
pebble  or  prism  glass ;  the  latter  being  much  the  bet- 
ter for  projecting  light  into  the  interior  of  the  store. 
The  interior  of  the  shop  is  44  ft.  x  23  ft.  and  12  ft. 
high,  and  the  shelving,  dividing  into  departments,  etc., 
can  be  arranged  to  suit  the  requirements  of  the  trade, 
or  the  owner's  fancy. 

Over  the  shop  is  a  large  sized,  well-laid  out  flat 
consisting  of  two  bedrooms,  kitchen  and  pantry,  bath- 
room, hall,  and  dining  and  living  rooms,  the  two  lat- 
ter being  connected  by  an  archway  of  sufficient  width 
to  permit  of  their  being  used  as  one  room.  This  flat 
is  well  lighted  by  eight  large  windows  and  the  bed- 
rooms are  amply  provided  with  closets.  The  walls  of 
this  flat  are  9  ft.  in  height. 

In  the  case  of  a  country  store,  or  if  the  town  has 
not  a  sewerage  system,  the  drains  from  the  building 
should  empty  into  a  septic  tank  with  specially  con- 
structed septic  bed.  Water  could  be  pumped  from 
either  the  ordinary  well  or  an  artesian  well,  very 
cheaply  and  satisfactorily  by  a  small  electric  motor. 
In  regard  to  the  two  wells,  the  artesian  variety  usual- 
ly gives  better  satisfaction  in  every  way,  being  less 
liable  to  pollution,  and  can  be  sunk  about  as  cheaply 
as  the  other. 


The  large  basement  under  the  store  can  be  used  as 
a  stock  room.  The  floor  should  be  of  concrete  which 
should  be  laid  as  follows:  on  top  of  at  least  4  inches  of 
cinders  should  be  laid  2  inches  of  rough  concrete.  This 
should  be  finished  off  on  the  top  with  1  inch  of  smooth 
concrete. 

The  building  would  present  a  very  attractive  ap- 
pearance, and  would  fill  the  requirements  of  the  class 
of  trade  for  which  it  is  designed. 


Shoe  Shops  in  Japan 

Writing  about  the  shops  of  Japan  a  visitor  to  that 
country  says  that  the  typical  shoe  store  makes  a 
strange  impression  on  the  foreign  visitor.  "All  the 
footwear  of  the  little  brown  men  are  here  in  view. 
The  funny  wooden  clogs  and  straw  sandals  are  in- 
deed a  fanciful  exhibition.  They  line  the  benches,  the 
floors,  the  shelves.  They  hang  from  above,  and  seem- 
ingly are  everywhere,  allowing  the  seller  just  about 
enough  room  to  squat  on  his  mat.  The  newcomer  is 
at  once  startled  at  the  immense  quantity  of  this  simple 
footwear  and  the  many  places  where  it  is  sold,  but  he 
soon  finds  a  solution  to  his  query  when  he  hears  that 
a- Japanese  man  annually  makes  away  with  from  eight 
to  ten  pairs." 


The  trouble  with  most  of  us  is  that  we  have  had 
too  many  of  our  mistakes  overlooked. 


It  is  a  splendid  thing  to  hear  a  man  voice  lofty 
sentiments,  but  one  single  good  action  is  better  than 
a  hundred  sentiments  not  made  use  of. 
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Single  Store  with  Base- 
ment and  Flat  of  Six 
Rooms. 
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Ground  Floor 


Front  Elevation 


First  Floor 
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The   Premium   as   a   Eiuisiiniess  Booster 


Many  Dealers  Have  Found  Them  Useful  and  Produc- 
tive of  Sales — Articles  which  have  stimulated  Trade 

By  "Anon"  in  The  Shoe  Retailer 


Lest  some  irate  shoe  merchant  should  rise  up  in 
his  wrath,  and  swat  me  on  the  "coco,"  I  am  going 
to  keep  under  cover.  In  fact,  I  am  not  yet  quite 
sure  whether  this  is  the  expression  of  a  convert,  or 
the  confession  of  a  failure — a  trade  derelict,  as  it 
were. 

Perhaps  I,  too,  have  solemnly  held  up  both  hands 
in  an  expression  of  horror  whenever  I  have  heard  the 
word  "premium."  And  perhaps  I'll  do  the  same  thing 
again,  but  I  would  like  to  have  some  of  the  opponents 
of  premiums,  as  trade  stimulators,  put  me  right — if 
I  am  wrong — on  certain  little  inconsistencies  in  the 
arguments  of  those  opposed  to  them. 

I  haven't  been  able  to  just  satisfy  myself  where 
the  shoe  merchant  who,  by  the  use  of  a  50  cent,  prem- 
ium, has  been  able  to  sell  three  pairs  of  shoes  instead 
of  one  pair,  isn't  a  gainer.  We'll  imagine  these  sales 
were  of  women's  shoes  at  a  dollar  a  pair  profit,  and 
on  three  pairs,  after  deducting  the  cost  of  the  prem- 
ium, he  is  $2.50  to  the  good  instead  of  $1.00,  if  he 
had  only  sold  one  pair. 

Don't  butt  in  with  that  old  chestnut  about  "first 
catching  the  rabbit."  It  has  been  proven  to  my  sat- 
isfaction, if  not  to  my  sorrow,  that  the  premium  plan 
does  catch  them,  so  I  am  not  going  to  argue  on  that 
point,  because  to  my  way  of  thinking  there  isn't  any 
argument.  If  there  is,  somebody  will  have  to  explain 
to  me  how  the  United  Cigar  Stores  Company  can 
annually  "give  away"  $2,500,000  of  premiums,  and 
still  manage  to  prosper. 

That's  the  "what"  of  it,  and  I  am  just  getting 
ready  to  think  that  the  "up-lift"  movement  in  the  re- 
tail shoe  trade  has  so  far  advanced  that  some  really 
good  opportunities  have  been  overlooked. 

Premiums  and  advertising  novelties,  or  souvenirs, 
are  not  one  and  the  same.  A  premium  costs  money, 
and  if  it's  going  to  be  a  success  it  is  worth  money. 
I  have  heard  of  an  Iowa  furniture  firm  that  "gives 
away"  a  68-inch  mission  clock  with  $30.00  worth  of 
goods.    And  it  is  a  good  clock. 


A  Hoboken  (New  Jersey)  shoe  firm  have  given  on 
certain  Saturdays  with  every  pair  of  boy's  shoes,  a 
Wright  flyer  airship  model.  This  isn't  much  of  an 
air-ship,  but  it  was  a  good  model  and  that  was  all  the 
firm  advertised. 

The  "punch-out  card"  can  be  used  by  shoe  deal- 
ers, just  as  effectively  as  it  can  by  any  other  mer- 
chants. This  method  allows  them  to  give  valuable 
premiums. 

I  have  been  looking  up  a  few  of  the  goods  manufac- 
tured almost  exclusively  for  premiums,  and  believe 
me  I  have  been  surprised.  For  instance,  it  is  possible 
to  buy  fountain  pens,  all  grades,  good,  bad,  and  in- 
different, at  lower  prices  than  I  ever  thought  they 
could  be  made  for. 

And  watches,  too,  Great  Scott,  how  can  they  do 
it?  But  they  do,  and  here's  a  premium  "as  is  a  prem- 
ium." 

Roger's  silver-plated  table  ware  (and  other  makes) 
can  be  obtained  for  this  purpose,  and  it's  reachable  in 
price. 

Gilt  clocks — pretty  ones — in  lots  of  100  at  69 
cents  and  $1.10  each,  could  be  given  away  without 
much  consideration  with  sales  amounting  to  $10.00. 

An  umbrella  that  folds  so  it  can  be  carried  in  a 
suit  case  can  be  used  as  a  premium  for  men,  and  it 
sort  of  seems  to  me  like  they'd  get  to  it. 

Toilet  sets  for  premiums  come  in  a  great  variety 
of  assortments,  and  I  guess  that  if  there  was  anything 
doing  in  this  direction  that  would  be  the  way  to 
buy  them,  so  as  to  have  something  to  go  with  a 
$3.00  sale  and  then  something  better  for  larger  sales. 

An  Attleboro  (Mass.)  firm  goes  in  pretty  strong 
in  the  manufacture  of  gold  filled  and  sterling  silver 
bracelets  for  premium  purposes,  while  an  enterprising 
New  York  firm  offers  a  specialty  in  razors  to  catch 
the  men.  Bracelets  for  women  and  razors  for  men  ;  a 
unique  combination,  isn't  it? 

A  spice  cabinet  for  housekeepers  ought  to  catch 
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a  woman  every  time.  I  think  these  with  wine  jars 
in  a  set,  cost  about  $1.25,  with  smaller  sets  at  lower 
prices. 

Roller  skates  for  girls  and  boys  are  used  to  quite 
an  extent,  and  real  cut  glass  is  coming  to  be  one  of 
the  very  best  of  premiums. 

A  set  of  kitchen  utensils,  including  cleaver,  saw, 
knives,  etc.,  or  kitchen  scales,  are  used,  I  understand, 
with  excellent  results. 

I  don't  think  shoe  dealers  are  any  smarter  than 
merchants  in  other  lines  are,  and  consequently  I  am 
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not  going  to  ignore  the  fact  that  a  good  many  bright 
merchandisers  have  made  two  blades  of  grass  grow 
where  only  one  grew  before. 

But  what's  the  use  of  talking?  There's  a  million 
good  premiums  more  or  less  and  the  principal  point  to 
decide  is  whether  or  not  to  use  them? 

I  am  not  going  to  decide  for  anyone  but  myself,  and 
I  am  not  quite  sure  just  now  how  I  am  going  to  de- 
cide although,  entre  nous,  the  idea  appeals  to  me. 

Now  for  the  hammers.  I  expect  the  knocks.  But 
first  think  it  over  a  little. 


sets 


Opinions  of  Leading  Retailers  from  All  Parts  of  Canada  —  Footwear 
Opens    its   Columns   for   Expressions   of   Opinion   on   this  Subject 


The  subject  of  early  closing  is  being  discussed 
pretty  generally  by  both  retail  shoe  merchants  and 
shoe  clerks  throughout  the  whole  of  the  Dominion,  at 
the  present  time.  Footwear  in  Canada  has  no  axe  to 
grind  in  this  matter,  nor  are  we  seeking  to  coerce  or 
even  to  advise  any  class  of  our  readers.  It  is  with 
the  object  of  getting  the  views  of  those  who  are  di- 
rectly concerned  with  this  subject  that  we  have  open- 
ed our  columns  for  discussion  on  this  point,  and  glad- 
ly print  the  following  letters  received  from  prominent 
shoe  merchants  from  all  parts  of  Canada,  and  would 
welcome  further  expressions  of  opinion  on  this  ques- 
tion by  our  readers. 

Mr  JB_  B  MrPhprsnnJ  of  the  C.  E.  McKeen  Shoe 
Stores  Company,  Vancouver,  B.C.,  has  the  following 
to  say  on  the  subject  of  early  closing:  "I  think  the 
hours  now  in  vogue  out  here,  i.e.,  from  8  a.m.  to  6 
p.m.  are  about  right,  from  the  point  of  view  of  those 
who  are  employed  in  the  stores,  but  looking  at  it  from 
the  workingman's  standpoint  I  consider  the  shops 
should  remain  open  till  7  or  even  8  p.m.,  so  as  to  give 
this  class  of  customer  a  chance  to  make  their  pur- 


chases. At  all  events,  I  consider  those  stores  in  the 
working  districts  should  remain  open  an  hour  or  two 
after  six  o'clock  for  this  reason. 

"I  think  it  is  a  good  proposition  to  have  a  weekly 
half  holiday  during  the  summer  months  in  all  lines 
of  retail  work.  It  gives  the  clerks  an  outing  in  the 
fresh  air  after  being  shut  up  in  stuffy  shops  all  week 
and  late  Saturday  evening  and  it  breaks  the  hum  drum 
of  the  week's  work  in  the  sultry  months  of  summer. 
As  for  early  closing  during  the  two  hottest  months,  it 
does  not  concern  us  directly,  out  here,  as  our  weather 
conditions  are  very  even  and  we  are  not  subjected  to 
such  extreme  changes  as  you  have  in  the  East.  I  am 
not  in  favor  of  those  long  hours  from  8  a.m.  till  9  or 
even  10  p.m.  A  man  should  be  able  to  do  a  good 
day's  business  from  8  a.m.  to  6  p.m.  and  it  is  time 
something  was  done  to  put  a  stop  to  the  grasping 
methods  of  the  proprietors  or  bosses  who  hold  the 
clerks  to  such  hours." 

Mr  J  M  Brniyr]r)  0f  the  Slater  Shoe  Store,  Ot- 
tawa, writes  as  follows:  "In  Ottawa  we  close  every 
night  excepting  Saturday  at  six  o'clock,  and  on  Satur- 
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day  at  nine,  so  you  see  our  hours  arc  not  very  long. 
However,  we  propose  to  close  in  July  and  August  at 
1  p.m.  on  Saturday,  so  that  will  do  away  with  the 
necessity  of  having  a  half  holiday  during  the  week 
in  the  summer  months.  I  think  the  salesmen  here 
are  well  satisfied  now,  and  will  he  especially  so,  if  we 
can  arrange  to  carry  out  our  proposal  to  close  at  one 
o'clock  on  Saturday  during  July  and  August." 

Johnston  &  Murray,  retail  shoe  merchants,  of  Lon- 
don, Ont.,  write  us  as  follows  on  the  early  closing 
question  : 

"It  has  heen  customary  in  this  city  to  close  during 
June,  July  and  August  on  Wednesday  at  1  p.m.  This 
afternoon  spent  in  exercise  and  amusement  is  looked 
eagerly  forward  to  by  both  merchants  and  clerks." 

A  Toronto  Merchant's  Views 

"I  am  in  favor  of  early  closing  as  a  general  prin- 
ciple," said  a  leading  Toronto  shoe  retailer,  "but  not 
in  my  particular  case.  You  see,  I  have  a  new  store 
and  have  not  the  established  trade  that  the  older  shops 
have.  My  trade  is  largely,  indeed,  nearly  entirely, 
transient,  and  so  if  I  were  to  close  early  these  people 
would  go  to  other  stores  that  are  open." 

"Most  of  my  trade,"  he  continued,  "is  dime  in  the 
evenings.  That  which  I  do  in  the  day  would  not 
warrant  my  remaining  in  the  business,  if  I  depended 
on  it  alone.  My  customers  are  mostly  people  who  are 
busy  all  day  in  shops,  ofifices,  factories,  etc.,  and  are 
unable  to  do  their  shopping  until  night.  The  most  of 
this  class  of  trade  is  done  in  this  locality,  and  at  night, 
for  this  is  where  people  'most  do  congregate'  in  the 
evening." 

"In  regard  to  the  closing  of  shops  on  Saturday 
afternoon,  you  would  have  to  count  me  out,  as  we 
do  our  biggest  trade  on  Saturday  after  the  factories 
and  offices  close.  Everybody  appears  to  be  doing 
their  shopping  then.  I  make  it  up  to  my  clerks,  how- 
ever, by  frequently  giving  them  an  afternoon  off  to  see 
a  ball  game,  etc.,  on  other  days.  Then  again,  I  con- 
sider them  in  the  matter  of  long  hours.  Most  of  the 
proprietors  of  shoe  stores  insist  on  their  help  getting 
down  at  eight  o'clock  in  the  morning.  I  have  found 
that  there  is  almost  no  business  to  be  got  at  that  hour 
in  the  morning  and  do  not  ask  my  clerks  to  come  down 
until  nine  o'clock.  I  use  a  vacuum  cleaner  and  so 
t lie  work  of  cleaning  the  store  is  quickly  done  and 
there  is  very  little  dusting." 

"My  case  is  a  little  different  from  that  of  most 
retailers.  They  nearly  all  intend  to  make  it  their  life 
work  and  so  should  take  things  a  bit  easy  at  times  and 
enjoy  life.  I  intend  to  work  hard  until  [  have  amass- 
ed enough  money  to  live  on  comfortably  and  then  re- 
tire. I  don't  intend  to  slave  at  the  business  all  my 
life.  With  rents,  taxes,  etc.,  as  high  as  they  are  I 
do  not  consider  that  it  pays  me  to  close  my  store  one 
afternoon  a  week,  or  early  in  the  evening,  when  the 
trade  is  just  starting  to  come.  I  would  be  losing 
business  by  doing  so,  and  my  expenses  would  be  go- 
ing on  just  the  same.  Of  course  if  every  shoe  store 
in  town  closed  early  it  might  be  different,  but  those 
in  the  outlying  districts  will  never  consent  to  early 
closing  and  if  I  did  so,  they  would  get  my  trade." 

In  Favor  of  Half  Holiday 

_  Mr.  W.  A.  Arnold,  a  well-known  Ottawa  dealer  in 
boots  and  shoes,  and  men's  furnishings,  writes  as  fol- 
lows, on  the  early  closing  question : — "While  I  might 
be  in  favor  of  early  closing,  yet  there  are  reasons  why 
I  might  not  be  able  to  enjoy  this  practice,  because  I 
am  situated  in  the  wor  nngmen's  district,  and  Satur- 
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day  night  is  the  only  time  they  have  to  do  their  shop- 
ping. If  I  were  to  close,  the  dry  goods  stores  handling 
boots  and  shoes  would  be  sure  to  get  my  trade.  Then 
again,  I  have  a  men's  wear  department  and  I  would 
lose  by  having  this  department  closed,  unless  all 
stores  handling  boots  and  shoes  and  men's  furnish- 
ings came  under  this  by-law ;  so  you  can  readily  see 
how  I  am  situated.  Saturday  night  is  my  harvest ; 
but  if  the  movement  called  for  a  half  holiday  through 
the  week,  say  Wednesday,  during  the  hot  months,  I 
would  be  quite  willing  to  fall  in  line." 

Believes  in  the  Movement 

M e ssrs^J^a t e r b u r y  &  Rising,  Limited,  St.  John, 
N.R.,  say,  "For  years  we  have  closed  our  principal 
store  at  six  o'clock  the  year  around,  Saturday  night 
excepted.  Our  oilier  stores  close  at  eight  o'clock. 
They  are  not  on  the  principal  business  street.  For 
two  years  we  have  closed  our  main  store  during  the 
months  of  July  and  August  on  Saturday  at  one 
o'clock.  We  did  this  in  order  to  induce  the  other 
stores  to  close,  but  as  none  of  them  have  done  so,  we 
have  not  yet  decided  whether  we  will  close  during 
these  two  months  this  summer  or  not.  We  believe  in 
the  early  closing  movement,  also  the  Saturday  half 
holiday  for  two  months,  but  do  not  think  it  fair  to  the 
larger  stores  that  they  should  close  and  allow  all  the 
others  to  keep  open,  thus  encouraging  the  Saturday 
night  business  to  leave  the  main  thoroughfare.  We 
have  been  closing  our  store  at  six  o'clock  the  year 
round  for  two  years  before  any  other  shoe  store  came 
in." 

This  is  a  Free  Country 

In  St.  John,  N.B.,  the  question  of  early  closing  is 
just  at  present  being  closely  considered.  An  Early 
Closing  Association  has  been  formed  and  are  asking 
for  the  passing  of  an  early  closing  law.  All  retail 
merchants,  however,  are  not  in  favor  of  this,  and  we 
take  pleasure  in  publishing  the  following  letter  re- 
ceived from  Mr  \Vm  Searle,  the  well  known  shoe  re- 
tailer of  that  city,  which  voices  the  opinions  of  most 
of  those  who  are  opposed  to  the  enactment  of  an  early 
closing  law.  Mr.  Searle  says,  "Where  clerks,  either 
men  or  women,  are  employed  in  a  store,  I  would  say 
they  should  be  let  off  at  7  p.m.  instead  of  going  home 
to  tea  at  6  and  returning  to  work  till  8  or  9  p.m. 
Nearly  all  the  large  stores  where  a  number  of  clerks 
are  employed  close  at  6  all  the  year  round  and  some  of 
them  at  1  p.m.  on  Saturday  for  three  months  in  the 
summer,  thus  giving  the  clerks  a  chance  to  go  away  to 
the  country  and  return  on  Monday  greatly  refreshed 
and  fitter  for  attacking  the  week's  work.  All  the 
wholesale  stores  close  at  1  p.m.  on  Saturday.  Of 
course  clerks  would  be  expected  to  work  up  to  10  p.m. 
the  night  before  a  holiday,  and  Saturday  night,  where 
stores  are  kept  open  all  day.  All  this  is  in  favor  of  the 
clerks. 

"What  do  you  think  of  the  Early  Closing  Associa- 
tion endeavoring  to  get  a  law  passed  to  compel  all 
stores  to  close  the  year  round  at  7  p.m.,  except  Satur- 
days and  two  weeks  before  Christmas?  That  is  what 
they  are  trying  to  do  here,  now.  I  consider  that  where 
no  outside  help  is  employed  and  the  store  work  is  car- 
ried on  by  a  man's  own  family,  who  live  in  the  same 
building  as  the  store,  that  a  merchant  should  not  be 
compelled  to  close.  Especially  should  those  mer- 
chants who  live  in  that  portion  of  the  city  where  the 
working  class  reside,  be  allowed  to  keep  open  late  in 
the  evening. 

"A  working  man  does  not  get  home  till  at  least  5.30 
p.m.    By  the  time  he  has  washed,  changed  his  clothes 
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and  had  his  meal,  he  has  little  time  to  go  out  and  do 
what  shopping  he  requires,  before  7  p.m.  How  can 
they  do  their  shopping  when  all  stores  are  compelled 
to  close  at  7  p.m.  for  the  benefit  of  the  clerks'  asso- 
ciation? It  seems  to  me  that  the  latter  do  not  care 
how  the  merchant  gets  along.  The  merchant  has  all 
the  worry  and  care  of  business,  drafts  and  bills  to  pay, 
and  so  forth.  If  he  likes  to  stay  in  his  store,  I  say 
let  him  keep  open,  and  the  man  that  wants  to  close, 
let  him  close.  This  is  a  free  country  where  the  old 
Union  Jack  flies.  We  are  not  serfs  like  the  people 
in  some  countries,  where  you  are  compelled  to  obey. 

'"'Now  Mr.  Editor,  you  may  publish  this  letter  in 
full,  if  it  will  not  take  up  too  much  space  in  your 
journal.  I  would  like  you  to  publish  it  in  full  so  that 
it  may  be  seen  by  both  merchants  and  clerks  and  would 


Don't  "Knock"  Your  Rival 

Bargain  sales  and  cut  prices  are  the  weapons  em- 
ployed by  many  shoe  retailers  to  beat  each  other.  By 
employing  these  methods  they  are  reducing  their 
own  profits  and  educating  the  public  to  seek  bargains 
only.  Although  '  competition  has  been  one  of  the 
means  that  has  aroused  merchants  to  activity  where 
otherwise  they  would  lack  in  enterprise,  the  dealer 
looks  at  his  competitor  from  the  wrong  angle  and 
labors  against  him  to  his  own  detriment.  In  attempt- 
ing to  avoid  competition  the  "special  sale"  and  its 
co-worker  the  "cut  price"  were  introduced  and  gained 
their  sway.  How  deeply  the  bargain  habit  has  under- 
mined legitimate  selling,  can  only  be  noticed  by  com- 
paring the  business  and  profits  of  the  stores  which 
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be  glad  to  have  a  free  discussion  and  expression  of 
opinion  by  all  interested  in  the  matter,  in  your  next 
edition. 

"There  are  hundreds  of  stores  here  that  do  not 
want  to  close  at  7  p.m.  They  do  more  business  at 
night  than  in  the  day,  such  as  fruit  stores,  ice  cream 
parlors,  eating  houses,  pastry  stores,  tobacco  and  cigar 
stores,  etc.  These,  who  depend  upon  the  evening 
trade  for  their  very  existence,  will  have  to  close  at 
7  p.m.  if  the  one-sided,  and  iniquitous  early  closing 
by-law  passes,  but  the  saloons  may  keep  open  until 
10  p.m." 


Fools  start  a  lot  of  things  that  wise  men  have  to 
stop. 

The  bigger  a  man  grows  the  smaller  a  dollar  looks 
to  him. 


•have  avoided  this  pitfall  with  those  which  rely  upon 
this  procedure  for  their  sales.  Competition  is  abso- 
lutely necessary  to  the  growth  and  health  of  a  busi- 
ness. Take  away  your  competitors  and  trade  will  de- 
crease in  proportion. 

The  public  has  been  so  educated  that  it  searches 
for  and  awaits  bargains.  This  gets  the  consumer  into 
a  dickering,  haggling  state  of  mind  that  makes  selling 
a  harder,  longer,  and  less  profitable  transaction.  One 
of  the  greatest  handicaps  in  retailing  has  been  found 
to  be  the  lack  of  interested  co-operation  with  outside 
efforts.  Here  is  the  decisive  gap  between  retailer  and 
consumer  that  prevents  the  continuity  between  retail- 
ing and  final  purchasing.  The  most  profitable  and 
consistent  advertising,  the  most  tempting  window  ex- 
hibition, the  most  inviting  interior  arrangement  and 
display — all  of  which  may  bring  people  up  to  the 
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buying  point — are  quickly  and  permanently  killed  by 
indifferent  clerkship.  Not  enough  thought  is  given  to 
this  last  and  most  important  link  in  the  chain  of  re- 
tail selling.  The  possibilities  when  the  sales  force  is 
in  harmony  with  the  policy  of  the  store  and  naturally 
forms  a  living  part  of  this  policy,  are  far  greater  than 
the  average  retailer  realizes.  Where  the  sales  force 
work  collectively,  intelligently  and  actively  with  and 
for  the  store,  profits  are  bound  to  increase  and  the 
sales  force  will  change  from  mere  hired  help  to  real 
selling  factors. 

A  certain  shoe  merchant,  in  a  large  way  of  busi- 
ness, who  had  in  his  time  been  a  shoe  clerk,  adopted 
the  following  plan  to  insure  effective  co-operation 
among  the  staff  of  his  store.  He  had  been  a  clerk  him- 
self so  many  years  that  he  remembered  his  own  feel- 
ings and  actions  in  that  capacity.  He  knew  that  if 
he  had  sold  with  vigor  and  earnestness  and  enthus- 
iasm he  could  have  increased  his  sales  wonderfully, 
so  he  planned  to  make  his  salesmen  real  arteries  of  the 
store  that  would  reflect  and  strengthen  the  favorable 
impression  that  all  his  other  selling  efforts  gave.  He 
began  by  having  his  sales  force,  and,  in  fact,  every 
employee  connected  with  the  store,  organized  into 
what  purported  to  be  a  mutual  benefit  society.  A 
small  room  was  fitted  with  furniture,  piano  and  library 
for  its  gatherings.  Every  week  day  morning  from 
eight  to  eight-thirty  all  his  staff  gathered  there  and 
listened  to  talks  on  selling  goods,  advertising  and 
other  subjects.  There  was  a  small  fine  for  absence 
and  prizes  for  perfect  attendance  during  the  month. 
Thus  each  employee  no  matter  in  what  department, 
became  familiar  with  the  store's  policy,  method  and 
goods.  The  proprietor  of  the  store,  the  department 
heads  and  the  advertising  manager  gave  short  talks 
daily.  The  employees  made  suggestions,  grew  more 
friendly  and  intimate  with  each  other,  and  formed  a 
band  among  themselves  and  with  the  store,  that  deep- 
ened daily.  It  soon  became  apparent  that  each  em- 
ployee felt  himself  or  herself  an  important  part  of 
the  store.  This  new  responsibility  that  was  subtly 
talked  to  them  showed  itself  in  a  different  attitude 
towards  the  patrons  of  the  store,  with  the  result  of  a 
greatly  increased  business. 


Ames,  Holden,  McCready  Staff  Changes 

Some  changes  have  just  been  made  in  the  staff  of 
Ames-Holden-McCready,  Limited,  Montreal,  the 
most  important  being  the  appointment  of  Mr.  W.  V. 
Mathews  as  general  superintendent  of  factories.  Mr. 
Mathews,  who  has  been  superintendent  for  five  years 
of  J.  &  T.  Bell,  Limited,  Montreal,  was  born  in  Wor- 
cester, Mass.,  and  belongs  to  a  family  who  are  all  in 
the  shoe  business,  his  father  and  six  brothers  holding 
responsible  positions  in  some  of  the  best  factories  in 
the  United  States.  He  is  essentially  a  practical  man, 
having  learned  the  business  in  the  leading  factories 
over  the  border.  His  father  had  intended  that  one  son 
should  not  be  brought  up  to  the  shoe  trade,  but  the 
family  instinct  was  too  strong,  and  after  a  trial  of 
office  work,  Mr.  Mathews  decided  to  follow  the  family 
example  and  began  work  in  the  factory. 

Before  coming  to  Canada  he  had  charge  of  a  num- 
ber of  United  States  factories ;  his  first  position  on  this 
side  was  with  the  Victoria  Shoe  Company,  Toronto, 
where  he  was  responsible  for  several  lines  of  footwear 
that  were  greatly  admired.  During  the  two  years 
he  was  with  the  company  he  received  several  good 
offers,  and  accepted  one  from  J.  &  T.  Bell,  Limited. 
Readers  of  Footwear  in  Canada  hardly  need  remind- 
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ing  of  the  very  high  grade  shoes  produced  by  this 
firm,  and  to  Mr.  Mathews  must  be  accorded  credit  for 
the  improvement  which  has  taken  place  during  the 
five  years  he  has  been  with  that  company.  Several 
lines  for  which  Mr.  Mathews  was  responsible  have 
been  exhibited  at  shoe  and  leather  fairs,  and  at  the 
Toronto  Exhibition,  they  received  the  highest  award 
for  execution.  Besides  being  an  expert  shoeman,  who 
has  done  much  to  raise  the  standard  of  design  and 
work  in  the  trade,  Mr.  Mathews  pleads  guilty  to  be- 
ing an  artist,  and  has  painted  many  creditable  pictures. 

While  on  a  visit  East,  Mr.  Mathews  secured  the 
services  of  Mr.  Charles  Brouillard,  who  is  of  French- 
Canadian  extraction,  to  succeed  Mr.  L.  Mulready,  as 
manager  of  No.  1  factory  of  Ames-Holden-McCready, 
making  men's  goods  exclusively.  Mr.  Brouillard,  who 
comes  from  St.  Louis,  has  gained  his  experience  in 
Eastern  factories  of  the  United  States,  and  has  ex- 
cellent credentials. 

Factory  No.  2  will  be  managed  by  Mr.  P.  Hirlehy, 
who  has  had  a  wide  experience  as  a  manufacturer  of 
women's  shoes  in  some  of  the  best  known  United 
States  factories,  and  has  held  important  positions 
with  various  firms.  He  succeeds  Mr.  Jordan,  and  will 
make  women's  boots  exclusively.    With  such  efficient 
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managers,  Mr.  Mathews  will  no  doubt  do  equally  good 
work  for  Ames-Holden-McCready,  Limited,  as  he  has 
done  for  previous  firms. 

No  greater  compliment  could  be  paid  to  a  man  than 
has  been  done  by  Messrs.  J.  &  T.  Bell  to  Mr.  Mathews, 
who  was  asked  to  select  his  successor.  This  he  has 
done  in  the  person  of  Mr.  F.  DeLancey,  who  has  a 
capital  reputation  in  the  United  States,  where  he  has 
been  associated  with  some  of  the  foremost  manufac- 
turers in  the  East.  He  was  for  six  years  with  the 
Hamilton  &  Brown  Company,  of  St.  Louis,  and  leaves 
the  P.  Harney  Company,  of  Lynn,  Mass.,  to  take  up 
his  new  position  in  Montreal. 


Be  sure  you  visit  'Footwear  in  Canada"  at  Booth  No. 
68,  at  the  National  Shoe  and  Leather  Fair,  to  be  held 
at  Boston,  July  1  Oth  to  1  7th. 
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hoe  Show  Cards  amid  H©w  to  Make  Them 

An  Effective  and  Inexpensive  Method  of  Advertising — 
Value  of  Humorous  Cards — Full  Description  of  Treatment 


Every  shoe  dealer  should  recognize  the  importance 
of  show  cards  as  an  effective  and  inexpensive  method 
of  advertising.  They  are  effective  because  a  nice 
showy  card  is  sure  to  attract  the  attention  of  those 
who  pass  his  windows.  In  order  that  the  card  be  at- 
tractive it  should  have  some  strong  feature.  This 
may  be  a  word,  a  phrase,  a  trade  mark,  or  the  price. 
What  ever  it  is  let  it  be  brought  out  prominently.  If 
the  lettering  on  a  card  is  made  all  about  the  same  size, 
the  card  will  have  a  flat,  monotonous  appearance,  and 
the  feeling  one  gets  when  looking  at  it  is  that  one 
does  not  want  to  stop  and  read  so  much. 

But  when  a  price  or  one  or  two  words  are  featured 
prominently,  and  made  to  stand  out  strongly,  one  may 
unintentionally  read  it  at  a  glance,  and  the  object  of 
arresting  the  attention  and  possibly  creating  interest 
has  been  accomplished.  If  bright  colors  are  used  on 
the  prominent  word  or  price  mark  it  will  stand  them 
out  from  the  other  part  of  the  card  or  reading  matter. 


By  bright  colors  we  mean  strong  reds,  blues,  yellows, 
etc.,  shaded  or  trimmed  with  black  or  harmonious 
colors. 

In  dressing  a  window  where  cards  are  used,  we  sug- 
gest that  it  is  best  to  feature  not  more  than  one  or  two 
lines  at  a  time.  Have  you  not  seen  windows  so  fussed 
up  and  congested  with  all  kinds  of  shoes  that  they  are 
bewildering  to  look  at?  Do  not  put  too  much  in  your 
window.  A  few  pairs  well  arranged  will  be  more 
effective  than  a  great  number  which  are  liable  to  be 
confusing.  Let  us  suppose  you  dress  your  window 
with  a  special  make  of  shoe  as,  the  Empire — "A  shoe 
for  women."  You  will  at  once  see  that  the  attention 
is  concentrated  on  this  one  particular  line  of  shoes, 
and  the  mind  is  not  confused  by  having  to  choose  be- 
tween this  and  a  half  dozen  other  brands.  Leave  this 
brand  in  for  at  least  two  days,  then  put  in  another. 
Always  supplement  your  windows  with  your  news- 
paper advertisements.    Or  if  you  choose  to  reverse  it, 
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supplement  your  newspaper  ads  with  your  window 
displays.  Next  you  may  run  "The  Artie,  a  four  dollar 
shoe  for  men."  The  same  principle  is  involved.  The 
concentration  of  the  mind  on  one  particular  line  or 
brand  of  shoe.  This  will  cause  more  talking  about 
your  window  than  if  filled  with  all  kinds  of  shoes. 
Follow  this  showing  with  a  "School  Boy"  shoe.  For 
children  it  is  well  to  put  all  one  price  shoes  in,  even 
though  you  have  other  prices  in  stock.  Suppose  the 
price  is  $2.00  and  you  have  others  at  $1.75,  $2.25  and 
$2.50,  you  can  put  a  card  in  the  window  reading  "Other 
grades  in  stock  at  $1.75,  $2.25  and  $2.50.  By  using  one 
price  you  specialize.  It  means  a  little  more  work,  a 
little  more  window  dressing,  but  it  also  means  many 
more  sales,  and  after  all  that  is  what  you  are  in  busi- 
ness for.  We  do  not  wish  to  say  that  a  mixed  window 
should  never  be  used,  it  can  be  used  occasionally  for 
a  change,  but  you  will  find  it  will  not  be  so  result ful 
as  the  specialized  windows.  It  is  sometimes  a  good 
idea  to  use  a  mixed  window  with  a  uniform  price.  In 
this  case  you  specialize  on  the  price  instead  of  some 
line  of  shoes. 

Humorous  Cards 

Some  merchants  use  humorous  cards  to  advantage. 
Others  hardly  ever  use  them.  This  difference  is  pure- 
ly a  temperamental  condition.-  Unfortunately,  too 
many  people  take  business  and  life  in  general  too 
seriously.  With  some  the  introduction  of  humor  in- 
to business  is  a  serious  and  unpardonable  offence.  But 
it  must  not  be  forgotten  that  the  general  public  is 
made  up  of  all  classes.  Serious,  frivolous,  giddy  and 
gay  as  well  as  the  humorous.  So  a  humorous  card 
may  be  used  occasionally  with  good  business  results. 
All  that  has  been  said  of  general  display  may  be  said 
of  the  use  of  humorous  cards.    The  picture  will  do 


the  attracting  but  be  sure  that  it  does  the  attracting 
to  either  the  goods  or  the  price.  The  picture  should 
be  strongly  exaggerated  both  in  drawing  and  color. 
We  think  the  humorous  card  better  than  a  fine  piece 
of  art  work  for  a  window  card.  One  reason  for  think- 
ing this  is  that  the  attention  may  be  drawn  to  the  fine- 
ness of  the  work  or  the  artistic  beauty  of  the  card 
instead  of  the  goods  or  the  values.  Remember  you 
are  in  business  to  sell  shoes  and  not  to  run  an  art 
gallery.  Therefore  the  humorous,  highly  colored,  ex- 
aggerated picture  is  the  most  effective  as  window 
card.  Local  conditions  and  happenings  may  be  taken 
advantage  of  and  cartooned,  but  one  should  be  care- 
ful to  avoid  personalities  as  this  may  cause  offence. 

Treatment  of  Cards 

We  offer  a  few  suggestions  in  connection  with  the 
treatment  of  the  cards  shown  herewith,  which  are  all 
half  sheet  size.  The  "Extra  Values"  card  is  strongly 
made  with  the  words  "Extra  Values"  in  bright  red 
and  outlined  in  black.  Both  the  words  and  the  price 
may  be  read  at  a  glance.  The  scroll  is  in  red  and  black 
with  white  lettering.    The  branch  is  in  light  green. 

The  "Empire"  card  is  a  good  sample  of  card  for 
specializing.  The  word  "Empire"  is  in  white  on  a  dark- 
colored  ground.  This  may  be  blue  or  black.  Scroll 
should  be  in  a  harmonious  color  to  match.  The  words 
"A  Shoe  for  Women"  are  in  black  and  the  price  should 
be  in  the  same  color  as  the  background  of  the  word 
"Empire,"  with  harmonious  shading. 

The  "Artie"  card  is  designed  to  some  extent  in 
keeping  with  the  name  though  possibly  a  little  far 
fetched.  The  word  "Artie"  is  done  in  red  and  shaded 
in  light  green.  Price  is  in  black  and  shaded  in  light 
green  and  red  the  same  color  is  used  in  the  border. 

The  lettering  of  the  $2.00  school  shoes  card  is  done 
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in  black.  The  figures  are  in  blue  and  the  shading  is 
in  light  blue. 

The  treatment  of  the  humorous  cards  is  similar  to 
the  others.  The  picture  as  mentioned  above,  should  be 
flashy.  The  English  card  is  designed  for  English 
goods.  The  coat  of  the  figure  is  bright  yellow,  the 
trousers  bright  red  and  black,  and  the  background  in 
red.    Lettering  and  price  in  black  and  red  shading. 

The  $1.75  card  is  designed  for  children's  wear.  The 
little  girl  has  a  blue  cap  and  red  ball.  Flowers  in  her 
hand  are  red  and  yellow.  Hair  a  pinkish  yellow.  Sash, 
blue  like  cap.  Dress  may  be  left  white  or  may  be 
yellow.  Underskirt,  blue.  The  ring  back  piece,  red. 
The  price  may  be  in  red.    The  small  letters  in  black. 

The  $5.00  card  is  a  striking  example  of  directing  the 
attention  to  the  goods.  The  hand  points  back  to  the 
reading,  while  the  figure  fairly  asks  the  question  on 
the  card.  Make  the  coat  black,  vest  read  and  trousers 
yellow.    Letters  black  or  red  and  shaded. 

The  $4.50  card  picture  is  in  keeping  with  the  word- 
ing. He  is  actually  "Looking  Over"  the  fence — an  at- 
titude suggestive  of  looking  over  the  stock.  The  fence 
may  be  colored  some  light  color  like  yellow.  The 
coat  may  be  black,  the  figures  red  and  shaded.  We 
feel  confident  our  readers  will  be  able  to  adapt  these 
various  suggestions  to  their  own  need  and  reap  rich 
results  in  increased  sales. 


The  Trade  in  Montreal 

Our  Montreal  representative  writes :  "The  public 
will  undoubtedly  have  to  pay  advanced  prices  for  the 
spring  goods  of  1913.  Inquiries  among  the  manufac- 
turers indicate  a  rise  of  at  least  from  25c.  to  50c.  per 
pair  to  the  retailers,  due  to  the  large  increase  in  the 
cost  of  leather,  findings,  and  bigger  wages.  There  is 
a  great  scarcity  of  help,  and  in  order  to  keep  men, 
employers  have  to  pay  higher  wages ;  one  manufac- 
turer stated  that  the  demands  in  this  direction  are 
continuous,  and  he  found  his  pay  roll  steadily  rising. 
With  such  conditions  there  is  only  one  way  to  do 
business  on  a  profitable  basis — advance  the  price  to 
the  retailer,  who  must  in  turn  charge  the  public  more. 
It  is,  of  course,  possible  for  manufacturers  to  make 
goods  at  the  old  rates  by  cutting  down  the  quality,  but 
it  is  certain  that  few  firms  will  take  this  course. 

In  most  lines  quotations  for  fall  goods  have  ad- 
vanced, and  the  retailers  will  have  to  educate  their 
customers  into  paying  still  higher  prices.  The  rise 
will  no  doubt  be  general  among  the  manufacturers, 
so  that  retailers,  as  a  whole,  will  have  to  face  the  in- 
crease, and  there  will  thus  be  little  or  no  chance  of 
underselling  by  competitive  retailers.  Customers  who 
have  been  in  the  habit  of  obtaining  staple  lines  for 
certain  prices  may  object  to  giving  more,  but,  owing 
to  the  universal  higher  values,  they  will  be  unable  to 
get  the  lines  elsewhere  at  the  rates  they  formerly 
paid.  The  increase  in  the  value  of  everything  that 
goes  to  make  up  footwear  has  been  uninterrupted,  and 
a  number  of  manufacturers  have  withdrawn  their  lists 
for  fall  goods,  and  will  only  fill  further  orders  at  an 
advance. 

With  a  rising  leather  market  and  dearer  labor, 
manufacturers  find  it  increasingly  difficult  to  figure  on 
their  prices,  but,  it  is  certain  that  the  additions  will  be 
fairly  substantial  in  the  case  of  goods  for  next  spring. 

The  makers  are  now  very  busy  on  their  spring 
styles,  in  which  there  promises  to  be  some  material 
changes.  Some  manufacturers,  following  the  lead  of 
the  American  factories,  are  bringing    out  samples 
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based  on  English  fashions,  with  the  long  vamp  and 
low  heels,  although  doubt  is  expressed  as  to  whether 
they  will  prove  popular.  The  samples  will  be  mainly 
confined  to  the  high  grades.  The  high  toe  will  again 
be  strongly  in  evidence,  but  modifications  may  be 
looked  for. 


What  Boots  Can  Do 

It  was  stated  recently  in  a  Natal  paper  that  "the 
police  authorities  are  contemplating  issuing  boots  to 
the  native  constables."  The  attempt  has  been  made 
before,  and  a  correspondent  who  was  in  Durban  at 
the  time  has  a  vivid  recollection  of  it  still.  The  native 
constable,  it  should  be  stated,  walks  in  the  centre  of 
the  roadway,  whilst  his  white  comrade  walks  on  the 
sidewalk,  and  acts  as  "runner  down"  at  the  Europe- 
an's orders.  The  boots  supplied  to  the  constables,  at 
that  time,  were  of  the  ordinary  Army  type.  They 
were  new  and  stiff,  and,  in  many  cases,  did  not  fit  pro- 
perly. Durban  had  not  been  apprised  of  this  innova- 
tion, and  the  surprise  of  the  inhabitants  when  they 
first  saw  the  Zulu  guardians  of  the  peace  hobbling 
along  in  the  wake  of  their  white  superiors  was  intense ; 
so  was  the  delight  of  the  rickshaw  men,  the  coolie 
hawkers,  and  others  with  whom  the  native  constable 
is  specially  concerned,  and  they  soon  commenced  to 
take  advantage  of  this  state  of  affairs.  Rickshaw  boys 
fell  back  into  their  old  habits  of  considering  the  road- 
ways as  their  own  special  property,  and  disregarding 
the  rights  of  mere  pedestrians ;  coolie  hawkers  stood 
and  collected  a  crowd  round  them  until  the  constable 
was  within  a  few  yards  of  them,  when  they  glided  off. 
The  transformation  was  complete  as  it  was  amusing 
to  the  casual  looker-on,  but  the  residents  failed  to 
see  the  humor  of  it  all,  and  letters  began  to  appear  in 
the  local  papers  denouncing  the  change.  Some  of  these 
letters  were  also  very  amusing,  though  the  writers 
were  serious  enough,  but  for  a  month  or  so  the  Zulu 
limped  painfully  out  of  barracks  in  the  morning,  and 
limped  equally  painfully  back  at  night.  Then  the  or- 
der was  rescinded,  and  the  victims  of  this  progressive 
movement  got  their  own  back  with  vengeance.  The 
rickshaw  boy  and  the  coolie  hawker  had  never  had 
such  a  time  of  it  before,  and  the  number  of  arrests 
during  the  first  few  days  of  the  constables'  freedom 
was  surprising. 


Canadian  Leather  Wanted 

The  following  are  enquiries  for  Canadian  leather 
by  English  firms.  Canadian  tanners  who  are  inter- 
ested should  write  the  Department  of  Trade  and 
Commerce,  Ottawa,  giving  number  of  report. 

515.  Leather. — A  Leicester  firm  is  open  to  receive 
quotations  on  all  classes  of  Canadian  leather. 

516.  Leather. — A  Leicester  firm  asks  for  quota- 
tions on  Canadian  sole  leather. 

517.  Leather. — A  Leicester  firm  having  a  good 
connection  is  open  to  sell  Canadian  leather  on  commis- 
sion. 

519.  Leather. — A  Leicester  firm  would  be  glad  to 
have  quotations  on  Canadian  leather. 

520.  Leather. — A  Leicester  firm  now  purchasing 
from  United  States  would  be  glad  to  consider  samples 
and  quotations  from  Canada. 

521.  Leather. — A  London  firm  is  open  to  receive 
quotations  on  sole  leather,  wax  splits,  glace  kid,  box 
calf  and  sides,  and  patent  leather. 

522.  Leather — A  Northampton  firm  will  be  pleased 
to  receive    quotations    on    Canadian  leather. 
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©e  Stores  Sell  Sporting  Goods? 

Shoe  Retailer  has  Every  Right  to — Many  Handle  These  Lines 
with    Success      Opinions    of    Leading    Canadian  Shoemen 


By  W.  C. 

This  is  a  free  country,  and  every  business  man  has 
a  perfect  right  to  carry  in  stock  and  offer  for  sale  any 
and  all  lines  of  goods  he  may  choose,  save  and  ex- 
cept lines  requiring  special  licenses  and  qualifications 
as  required  by  law.  The  dry  goods  merchant  sells 
jewellery,  stationery  and  fancy  goods;  the  druggist 
sells  confectionery,  cigars  and  kodaks ;  the  grocer  sells 
crockery,  pastry  and  meats,  and  so  the  retail  shoe  mer- 
chant would  be  quite  within  his  rights  in  selling 
sporting  goods,  hosiery  and  underwear. 

Everyone  will  be  ready  to  agree  that  the  shoe  re- 
tailer ought  to  carry  hockey  shoes  in  the  winter  time, 
and  sporting  shoes 
in  the  summer 
time,  and  it  does 
seem  the  natural 
place  to  look  for 
these  sporting  re- 
quisites, more 
than  in  a  sporting 
goods  house.  We 
can,  however,  see 
how  easy  and  ap- 
parently natural  it 
would  be,  when  a 
man  steps  in  to  a 
sporting  goods 
house  to  buy  a 
pair  of  hockey 
skates,  for  the 
salesman,  having 
sold  the  skates, 
to  say  to  the  pur- 
chaser, "We  carry 
an  extra  fine  line 
of  hockey  shoes," 
and  reaching  for  a 
pair  of  extra  qual- 
ity or  a  pair  at  a 
special  price, 
bring  them  to  the 

attention    of  his   

customer  and 

probably  sell  the  shoes  as  well  as  the  skates,  and 
so,  when  a  man  goes  to  the  shoe  merchant  for  a  pair 
of  hockey  shoes,  it  is  quite  natural  for  the  shoe  sales- 
man, having  sold  the  shoes,  to  bring  forward  and  intro- 
duce the  latest  thing  in  hockey  skates,  an  extra  qual- 
ity of  hockey  sticks,  and  a  new  thing  in  pads,  and  prob- 
ably double  or  treble  the  amount  of  his  sale  by  so 
doing. 

Tf,  however,  the  selling  of  hockey  shoes  carries 
with  it  the  responsibility  of  providing  hockey  sticks, 
skates,  pucks,  etc.,  the  selling  of  these  might  well  de- 
mand the  stocking  of  hockey  caps,  sweaters,  sweater 
coats,  etc.,  and  they  being  supplied,  might  call  for  an 
assortment  of  gloves,  mitts,  scarfs,  etc.,  and  so  it 
would  go  on  ad  infinitum.  It  would  certainly  be  quite 
logical  for  the  retail  shoe  merchant,  who  carries  sport- 
ing goods  and  their  accessories  for  winter  games,  to 
supply  the  requisites  needed  for  summer  sports,  and 


Genuine  McGregor  football  boot.    This  boot  has  a  sale  in  England 
alone  of  over  50,000  pairs  a  year. 


Forman 

along  with  them,  all  their  needed  accompaniments. 
But  when  we  have  said  all  this,  we  have  not  touched 
the  far  more  important  question, — it  is  wise,  and  will 
it  be  profitable? 

In  twenty-five  years  retailing  we  have  from  time 
to  time  added  new  lines  to  our  stock,  some  of  which 
we  have  found  to  be  trade-bringers  and  profit-pro- 
ducers, and  they  have  been  retained ;  others  after  a 
fair  trial  did  not  prove  satisfactory,  and  were  dis- 
carded, and  so,  as  trade  conditions  evolve  and  change 
the  wise  merchant  will  seek  to  carry  in  stock  the  dif- 
ferent lines  of  goods  which,  according  to  local  condi- 
tions, are  best 
suited  to  build  up, 
and  make  his  bus- 
iness a  success. 

Each  retail  shoe 
merchant  must 
judge  for  himself 
as  to  the  wisdom 
of  adding  sporting 
goods  to  his  stock. 
It  will  depend  up- 
on the  town,  the 
loyalty  of  the  peo- 
ple to  the  mer- 
chants of  their 
town,  the  number 
already  handling 
sporting  goods, 
the  amount  of  en- 
thusiasm that  can 
be  worked  up  and 
ma  i  n  t  a  i  n  e  d  in 
sports,  the  class  of 
goods  handled, 
the  prices  asked, 
and  last,  though 
not  least,  the  class 
of  men  handling 
the   goods.  The 

  latter  item  is  by 

no  means  the  least 

important  and  is  a  consideration  that  may  make  or 
mar  the  business. 

A  Precarious  Business 

Mr.  J.  Brotherton,  550  Yonge  street,  Toronto,  is 
the  pioneer  in  that  city,  in  the  sale  of  sporting  goods 
in  a  shoe  store.  His  long  and  varied  experience,  and 
the  success  with  which  he  has  met,  make  his  opinions 
in  this  regard  of  peculiar  value  to  younger  and  less 
experienced  men.  In  speaking  of  this  matter  the 
other  day,  he  said  that  handling  sporting  goods  is  a 
very  precarious  business.  One  is  sure  either  to  make 
or  lose  money.  In  the  first  place,  a  stock  of  sporting 
goods  is  far  more  costly  than  an  ordinary  shoe  stock, 
and  there  is  greater  danger  of  overstocking,  or  stock- 
ing the  wrong  articles.  The  only  way  to  learn  what 
is  needed,  is  by  experience,  and  getting  to  know  the 
users  of  sporting  goods.  Thus  one  can  get  a  fairly 
good  idea  of  what  they  use,  and  stock  what  will  be 
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called  for.  As  to  the  amount  of  stock  to  carry,  that 
depends  on  what  one  can  sell,  more  than  on  anything 
else,  and  orders  should  be  based  on  the  sales  of  the 
previous  year. 

In  the  second  place,  a  stock  of  sporting  goods  is 
much  harder  to  sell.  Trade  won't  come  to  a  dealer. 
One  must  go  after  it.  Circularizing  societies  and 
clubs,  etc.,  is  of  little  practical  value,  as  they  rarely 
take  time  to  read  the  letters.  The  best,  and  in  fact 
the  only  really  business-bringing  way  is  by  getting  to 
know  personally,  the  men  who  use  the  goods.  If  one 
is  interested  in  sports,  and  is  well  known  in  that  di- 
rection, people  will  say,  "He  ought  to  know  what  we 
want,"  and  will  have  confidence  in  buying.  Also  one 
satisfied  member  of  a  club  will  often  draw  all  the 
others,  as  bees  follow  the  queen.  In  this  connection 
Mr.  Brotherton  is  President  of  the  Toronto  Senior 
Football  League  and  meets  all  the  men  in  that  league, 
also  as  a  President  of  the  League  he  meets  the  presi- 
dents and  executives  of  other  leagues,  not  only  those 
interested  in  football,  but  the  officers  of  clubs  inter- 
ested in  other  sports,  as  well.    Needless  to  say,  he 


Genuine  McGregor  football.    Used  in  all  the  International 
Games  between  England,  Ireland  and  Scotland 

sells  his  goods.  His  business  is  expanding  so  that 
he  is  really  cramped  for  room,  especially  for  display- 
ing the  sporting  section  of  his  stock. 

Another  side  to  the  business  is  the  mail  orders  he 
has  to  fill.  He  does  a  large  business  through  this 
medium,  sometimes  whole  clubs  in  small  towns  send- 
ing in  for  their  equipment,  to  him.  Consequently  he 
has  to  stock  in  very  large  quantities,  but  as  the  busi- 
ness has  grown  gradually  and  steadily,  there  is  not 
much  danger  of  making  mistakes  in  ordering  now. 
Large  stores  in  the  city  also  send  to  him  to  replenish 
their  stocks,  one  well-known  store  having  already 
bought  $300  worth  of  sporting  goods  from  him  this 
season. 

Mr.  Brotherton  thinks  the  ideal  circumstances  for 
successful  dealing  in  sporting  goods  would  be  those 
of  a  young  shoe  retailer  in  a  small  town  or  village 
where  as  a  young  man  among  his  friends,  with  a  lit- 
tle care  and  foresight  he  should  be  able  to  build  up 
a  fine  business  in  this  line.  In  the  beginning,  his  or- 
ders could  in  some  cases  be  booked,  before  being  sent 
in  to  the  wholesaler,  and  every  year  those  sent  to  the 
wholesaler  should  expand  according  to  the  sales  of 
the  previous  year.  If  there  should  happen  to  be  a  col- 
legiate in  the  town,  he  could  call  and  see  personally 


the  secretary  of  the  athletic  association,  and  get  to 
know  their  requirements.  Once  he  gets  these  re- 
quirements, he  could  stock  according  to  what  was 
really  wanted,  and  it  would  only  be  a  matter  of  a  very 
short  time  before  he  would  get  all  the  association's 
business,  as  it  would  no  longer  be  necessary  to  send 
to  cities  for  what  they  required.  He  could  also  take 
a  slight  interest  in  their  sports,  by  going  and  watch- 
ing them  play  either  games  or  practices.  In  this  way 
he  would  get  in  touch,  not  only  with  the  secretary 
of  the  collegiate  athletic  association,  but  also  with  the 
boys  who  play,  which  would  be  of  much  greater  value 
to  him. 

Is  a  Shoe  Store's  Legitimate  Business 

The  views  of  Mr.  W.  A.  Allan,  proprietor  of  the 
Quebec  Shoe  Company,  Winnipeg,  Man.,  are  as  fol- 
lows :  Mr.  Allan  says :  "In  my  fourteen  years'  experi- 
ence in  Winnipeg  I  have  been  fairly  successful  in 
selling  hockey,  football,  tennis  and  lacrosse  boots,  but 
for  some  reason  baseball  shoes  in  retail  shoe  stores 
have  been  a  failure,  as  far  as  the  selling  is  concerned. 
I  believe  a  shoe  retailer  should  sell  sporting  shoes  be- 
cause it  is  his  legitimate  business.  There  is  only  one 
way  to  do  a  really  successful  business,  however,  in 
all  lines  of  sporting  shoes.  You  mention  in  your  let- 
ter that  the  shoe  retailers  sell  hockey  boots  and 
skates.  That  is  the  answer.  The  shoe  retailer  will 
have  to  have  a  sporting  goods  section  in  his  store, 
and  carry  the  necessaries  that  go  with  each  line  of 
sporting  goods.  For  instance,  take  baseball  shoes.  A 
retailer  who  stocks  them  will  have  to  carry  samples 
of  uniforms,  caps,  stockings,  etc.,  and  be  able  to  turn 
out  these  in  short  order.  I  do  not  think  it  would  be 
necessary  to  carry  bats,  balls,  gloves,  or  masks, 
though  a  retailer  could  do  so  if  he  wanted  to.  The 
idea  is  this.  A  baseball  club  is  formed.  They  want 
uniforms.  Invariably  they  buy  their  shoes  where  they 
buy  their  uniforms  and  that  is  one  reason  why  there 
are  not  many  baseball  shoes  sold  by  retailers.  The 
same  rule  applies  to  football,  lacrosse  and  cricket 
shoes." 

"I  know  there  are  not  many  shoemen  who  would 
care  to  add  a  sporting  stock  to  their  store,  the  same 
as  I  have  outlined,  but  at  the  same  time,  if  the  store 
is  suitably  located,  I  believe  it  would  pay.  Lacrosse 
shoes,  tennis  shoes  and  hockey  boots  are  sold  ex- 
tensively in  all  retail  shoe  stores,  while  football,  base- 
ball and  cricket  shoes,  etc.,  are,  as  a  rule,  sold  only 
in  limited  quantities,  at  least  that  has  been  my  experi- 
ence in  Toronto,  London  and  Winnipeg.  I  have  not 
dealt  with  this  subject  as  thoroughly  as  I  would  have 
wished,  but  I  believe  what  I  have  outlined  is  a  per- 
fectly feasible  way,  providing  the  store  is  in  a  proper 
location." 

Depends  Upon  Conditions 

Mr.  Tom  Stedman,  of  Tom  Stedman,  Limited, 
Winnipeg,  writes  as  follows,  on  the  sale  of  sporting 
goods  in  shoe  stores : 

"We  have  always  carried  baseball,  hockey,  lacrosse, 
football  and  tennis  shoes,  but  we  have  never  handled 
sporting  goods.  There  is  no  reason  why  shoe  dealers 
should  not  carry  sporting  lines  such  as  hockey  skates, 
sticks,  ankle  guards,  etc.,  in  the  same  manner  as 
most  retailers  now  handle  men's  and  women's  hosiery, 
but  of  course  a  lot  depends  on  the  needs  of  the  neigh- 
borhood and  the  position  of  the  store.  A  great  deal 
also  depends  on  the  personality  of  the  man  in  charge 
of  the  store.  If  he  is  an  ardent  participant  in  sueh 
sports  and  is  constantly  in  touch  with  the  enthusiasts 
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in  the  games,  by  all  means  let  him  cater  for  these 
lines  on  the  same  margin  of  profit  he  gets  on  his 

shoes." 

Useless  in  Large  Centres 

R.  B.  McPherson,  of  C.  E.  McKeen  Shoe  Stores, 
Vancouver,  writes  us  as  follows : 

"My  views  on  the  subject  of  handling  sporting 
goods  the  same  as  we  do  hockey  shoes,  are  that  in 
the  large  centres  where  sporting  goods  houses  cater 
to  that  trade,  it  is  useless  for  a  shoeman  to  dabble  in 
that  line,  as  he  very  nearly  always  gets  stuck,  or  the 
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goods  are  so  slow  in  selling  that  the  stock  becomes 
shop  worn  and  the  interest  eats  up  the  profit.  The 
reason  is  that  a  very  small  percentage  use  that  class 
of  goods,  whereas  a  large  percentage  use  hockey  boots 
and  shoes,  both  female  and  male.  Speaking  from  and 
for  this  company  and  a  number  of  others,  besides  the 
wholesale  houses  that  I  have  been  in,  I  can  safely  say 
they  have  not  a  pair  of  football  or  baseball  boots,  but 
all  carry  tennis  and  lacrosse  shoes.  Then  again,  this 
is  our  first  year  for  ice  (artificial).  Every  shoe  house 
put  in  a  stock  of  hockey  shoes  and  skates  which  the 
majority  cleared  out." 


Fresh  Freaks  amid  Mewest  Noveltie 


All  the  talk  of  the  undesirability  of  the  freak  and 
the  novelty  have  not,  so  far,  seemed  to  diminish  the 
output,  in  fact,  looking  over  the  products  of  the  lead- 
ing factories  at  the  present  day,  we  find,  to  say  the 
least,  that  their  output  of  attention-arresting,  if  not 


French  Snap  Fastened  Shoe 

attractive  footwear,  has  not  in  any  way  decreased. 
The  freak  shoe  is  by  no  means  confined  to  America. 
The  shoemakers  "on  the  Continent"  who  are  always 
ready  to  follow  our  lead  in  the  matter  of  footwear, 
have  even  in  many  cases  gone  us  one  better  in  the 
way  of  freaks. 

Our  first  illustration  is  a  man's  shoe  which  makes 
use  of  the  "bouton  de  pression"  as  a  fastener.  We 
do  not  believe  that  these  snap  fastened  shoes  will 
ever  become  popular.  People  want  their  shoes  fasten- 
ed tightly  and  the  snaps  are  not  strong  enough  to 
stand  the  strain.  The  constant  and  sudden  pressure 
on  them  caused  by  the  act  of  walking,  has  a  tendency 
to  weaken  the  snap  and  cause  the  shoe  to  fly  open. 
Our  illustration  is  taken  from  the  April  issue  of  La 
Moniteur  de  la  Cordonnerie,  of  Paris.  It  has  a  fabric 
top.  The  shoe  has  a  rather  high  heel  and  an  English 
back  stay  is  used.  The  long  Continental  toe  is  plainly 
evident,  although  it  is  by  no  means  extreme  in  length. 
In  fact,  the  latest  French  shoemakers  have  shown  a 
tendency  to  shorten  the  vamp,  which  is  probably  due 
to  the  influence  of  American  fashions. 

Hand  embroidered  slippers  of  Chinese  styles,  and 
Oriental  boudoir  slippers  are  selling  well  in  the  cities 
in  the  United  States.  The  Chinese  slippers  whole- 
sale at  $1.75  a  pair  and  retail  at  $3.00  and  upwards. 
The  Oriental  slippers  wholesale  at  29c.  a  pair  and  re- 
tail at  50c.  and  upwards.  It  is  claimed  that  the 
Chinese  slippers  are  made  in  Canton,  and  the  Oriental 
slippers  in  the  harems  of  Turkey,  but  we  are  guessing 
that  they  are  made  in  Yankee  shoe  shops. 


Our  second  illustration  is  taken  from  the  Shoe  & 
Leather  Record  of  London,  and  is  made  "upon  the 
most  approved  Anglo-American  shaped  lasts."  It  is 
described  as  "a  smart  design  with  glaze  galosh  and 
suede  leg  of  smoked  grey,  buckled  and  buttoned  to 
represent  the  gaiter.  It  is  well  cut  and  fits  in  a  most 
admirable  manner."  This  is  rather  a  daring  innova- 
tion on  the  part  of  the  conservative  English  shoe- 
maker. Judging  from  the  illustration,  the  fit  of  this 
boot  would  depend  very  much  upon  whether  it  was 
stitched  fast  from  the  lower  strap  forward  to  the 
throat.  If  it  is,  there  will  practically  be  no  adjust- 
ment, but  if  it  is  not,  then  there  is  entirely  too  much 
open  space.  The  pattern  is  likely  to  prove  more  of  a 
curious  experiment  than  a  business-getter. 

One  of  the  newest  innovations  in  footwear  at 
Haverhill  is  a  turned  shoe  made  without  a  channel. 
The  edge  of  the  sole  is  split  in  for  a  short  distance 


An  English  Innovation 

and  the  fresh  split  turned  back  making  a  flap  to  which 
the  upper  is  stitched.  This  is  an  especially  strong  ad- 
vantage in  working  light  sole  leather,  as  it  does  not 
take  away  any  of  the  strength  of  the  leather  from  the 
portions  where  the  channel  is  usually  made.  As  far 
as  we  can  judge  it  seems  to  be  a  great  advantage  in 
manufacturing'  turned  shoes. 


Luck  has  a  habit  of  favoring  people  with  brains. 
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in  Children's  Fo©iLwear 


Have  World-wide  Market  for  Their  Goods — Branded 
Shoes  All  Solid  Leather — Lasted  and  Finished  by  Hand 


Wherever  civilization  has  penetrated,  boots  and 
shoes  are  in  demand,  no  matter  in  what  part  of  the 
world  it  may  be.  Civilization  has  taught  us  that  man 
should  be  clothed,  and  boots  and  shoes  form  a  part 
of  clothing;  as  a  result  there  are  few  parts  of  the 
globe  where  boots  and  shoes  are  not  in  demand.  The 
city  of  Norwich,  England,  has  long  played  an  im- 
portant part  in  manufacturing  boots  and  shoes  for  the 
world,  as  have  other  centres  of  Great  Britain.  Some 
of  them  have,  however,  devoted  their  attention  to 
men's  boots,  others  to 
ladies'  footwear,  while 
in  the  majoritv  of  cases 
their  export  connections 
have  been  made  a  subsid- 
iary to  their  home  trade. 

There  is  one  firm, 
however,  in  Norwich  that 
have  made  the  export 
trade  their  special  study 
with  but  little  regard  to 
the  home  market,  and 
have  concentrated  their 
efforts  on  certain  lines, 
viz. :  boots  and  shoes  for 
children,  and  undoubt- 
edly with  the  greatest 
success,  for  it  may  be 
safely  said  that  no  firm 
has  obtained  a  greater  or 
more  widespread  reputa- 
tion. The  firm  we  refer 
to  is  that  of  Messrs.  Mann  Bros.,  Denmark  Works, 
Norwich.  Founded  in  1882  by  Mr.  Henry  Mann,  it 
did  not  make  great  progress,  as  the  founder  catered 
more  particularly  for  the  South  American  market, 
which  at  that  time  was  passing  through  a  series  of 
vicissitudes.  Fortunately,  he  had  two  sons,  who 
possessed  the  essentials  of  enterprise  and  courage,  in 
the  persons  of  Harry  James  Mann  and  Fred  Mann. 
With  laudable  determination  they  decided,  owing  to 
depression  in  that  market,  not  to  confine  their  ener- 
gies to  South  America,  but  to  extend  the  scope  of 


Denmark  Works,  Norwich,  England 
The  Shoe  Factory  of  Mann  Bros. 


their  operations  in  other  parts  of  the  world.  They 
first  of  all  directed  their  attention  to  the  Australian 
and  New  Zealand  markets  which  were  making  great 
headway,  and  succeeded  in  obtaining  a  large  share  of 
the  trade  in  these  two  growing  countries  for  child- 
ren's boots  and  shoes.  Probably  there  is  no  brand 
in  greater  demand  there  to-day  than  their  "Crown 
Brand"  shoes  for  children. 

In  1902,  Mr.  Harry  James  Mann  retired,  leaving 
Mr.  Fred  Mann  sole  proprietor,  and  it  is  satisfactory 

to  note  that  under  his 
able  direction  the  firm  has 
made  remarkable  pro- 
gress. As  the  result  of 
producing  a  really  good 
article  the  ramifications 
of  the  firm  to  all  parts 
of  the  world.  Especially 
have  they  made  rapid 
and  also  in  South  Africa 
strides  in  India  and  all 
parts  of  the  Far  East, 
and  Egypt ;  indeed,  in  any 
market  that  their  produc- 
tions have  entered,  re- 
peat orders  for  larger 
quantities  appear  to  fol- 
low as  a  natural  conse- 
quence. There  is  hardly 
any  part  of  the  world 
where  children's  boots 
and  shoes  are  worn  that 
this  firm's  famous  "Crown"  and  "Castle"  brands  are 
not  to  be  found,  and  what  is  even  more,  highly  appre- 
ciated. We  may  mention  as  a  noteworthy  fact,  that 
Messrs.  Colebrook  &  Knight,  the  well-known  mer- 
chants of  London,  have  sold  this  firm's  goods  for  up- 
wards of  twenty  years  and  are  now  their  sole  agents 
in  New  Zealand,  Australia  and  South  Africa,  and  have 
representatives  in  the  chief  countries  above  referred 
to,  a  fact  that  speaks  volumes  for  the  good  feeling 
which  existed  between  the  parties  for  so  many  years. 
One  of  the  secrets  of  the  firm's  success  is  due  to  the 
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fact  that  Messrs.  Mann  Bros,  guarantee  that  all  their 
branded  goods  are  made  of  real  leather,  and  are  still 
lasted  and  finished  by  hand  methods  only. 

This  firm  is  now  entering  the  Canadian  market 
and  have  two  representatives  in  this  country.  One 
is  Mr.  F.  G.  Mann  who  will  have  Ins  headquarters 
at  Toronto,  and  will  work  from  Winnipeg  east.  The 
other  representative  is  Mr.  J.  E.  Carpenter,  who  will 
be  located  at  Vancouver.  English  footwear  already 
has  a  large  sale  in  Western  Canada  and  old  country 
goods  are  gaining  ever  increasing  popularity  with  the 
eastern  trade  as  well.  A  reliable  firm  that  has  stood 
the  test  of  years  in  several  countries  and  continents 
will  be  sure  to  do  well  in  Canada,  now  that  they  have 
established  agencies  here. 


Death  of  Prominent  Manufacturer 

After  an  illness  of  three  months,  Mr.  Eugene  Guay, 
counter  manufacturer,  of  230  St.  Marguerite  Street, 
Montreal,  died  of  Bright's  disease  on  June  2nd,  aged 
61.  For  a  fortnight  previous  to  his  death  he  was  in 
a  very  critical  condition,  and  the  end  was  expected 
at  any  moment.  Mr.  Guay  was  a  native  of  St.  Joseph 
Levis,  P.Q.,  where  he  was  born  on  February  21st, 


The  Late  Mr.  Eugene  Guay 


1851.  He  started  business  in  Montreal  as  a  counter 
manufacturer  in  1884  in  a  very  small  way,  but  was  so 
successful  that  he  became  the  largest  manufacturer  in 
the  province  of  Quebec,  employing  seventy  men.  Mr. 
Guay  was  essentially  a  self-made  man,  who  in  addi- 
tion to  building  up  a  big  business  found  time  to  take 
a  prominent  part  in  municipal  politics. 

In  1898  he  was  elected  Mayor  of  St.  Henri,  then 
a  suburb  of  Montreal.  This  position  he  held  until 
St.  Henri  was  annexed  to  the  city  in  1906.  He  was 
then  elected  an  alderman  of  Montreal,  and  served  two 
years,  being  a  member  of  the  finance  committee.  In 
1910  Mr.  Guay  retired  from  the  council  owing  to  in- 
creasing business  demands  on  his  time.  Mr.  Guay 
was  also  a  Montreal  School  Commissioner  from  1876 
to  1900,  and  was  responsible  for  night  schools  being 
established  in  St.  Henri.  He  was  married  on  October 
29th,  1877,  to  Miss  Caroline  Lachapelle,  and  is  sur- 
vived by  his  widow  and  two  sons,  Mr.  R.  Adelard 
Guay  and  Mr.  Eutrope  Guay. 


An  Invitation 

"Footwear  in  Canada"  will  occupy  booth  No.  68  at 
the  National  Shoe  and  Leather  Fair  at  Boston,  July  1 0th 
to  1  7th,  and  we  extend  a  cordial  invitation  to  all  our  readers 
to  visit  us  there. 


Australian  Shoe  Prices  Go  Up 

The  firms  represented  in  the  Boot,  Shoe  and  Slip- 
per Manufacturers'  Association  of  New  South  Wales, 
which  advanced  considerably  the  price  of  footwear  in 
that  country  last  February,  are  again  contemplating 
a  rise  in  the  cost  of  their  products.  They  claim  that 
they  are  forced  into  this  by  a  ten  per  cent,  advance 
in  the  price  of  leather  by  the  Tanners'  Association  of 
Victoria,  heavy  duties  on  materials  (practically  all  of 
which  must  be  imported),  scarcity  of  female  labor, 
and  high  wages. 


Trunk  and  Leather  Goods  Catalogue 

The  L.  McBrine  Company,  Limited,  Berlin,  Ont., 
have  published  a  very  beautiful  and  complete  booklet 
containing  133  pages  of  illustrations  of  trunks,  suit 
cases,  valises  and  other  leather  goods  manufactured 
by  the  firm.  It  is  printed  on  excellent  paper  and  the 
illustrations  and  descriptions  present  the  articles  to 
the  reader  almost  as  well  as  if  they  were  on  view.  The 
catalogue  demonstrates  the  wide  range  in  variety,  as 
well  as  the  quality  of  the  goods  manufactured  by  this 
company. 


Vici  Kid 

A  very  attractive  and  instructive  booklet  has  been 
received  from  Robert  H.  Foerderer,  Incorporated, 
Philadelphia,  U.S.A.,  entitled  "A  Little  Journey  to  the 
Home  of  Vici  Kid."  It  is  published  in  English, 
French,  German,  Spanish  and  Portugese  and  contains 
a  history  of  the  discovery  of  the  process  of  making 
chrome  tanned  glazed  kid.  The  discoverer  was  the 
late  Honorable  Robert  H.  Foerderer,  who  overcame 
all  difficulties  and  found  what  he  set  out  to  find — 
hence  the  name  "Vici,"  which  is  Latin  for  "I  con- 
quered." The  name  is  registered  at  the  U.  S.  Patent 
Office  and  this  company  is  the  only  manufacturer  of 
genuine  Vici  Kid. 


Two  Irishmen,  Mike  and  Pat,  stood  looking  at 
bricklayers  who  were  working  on  a  building  that  was 
being  erected  when  the  following  conversation  was 
overheard. 

Mike — Pat,  kin  yez  tell  me  what  kaps  them  bricks 
together? 

Pat — Sure,  Mike.    It's  the  mortar. 

Mike — Not  by  a  dom  sight.  That  kapes  them 
apart. 


Empty  things  make  the  most  noise — heads  in- 
cluded. 


Lots  of  bright  men  could  stand  a  little  more  polish. 


AN  APPRECIATION 

Percival  Bros.,  wholesale  boots  and  shoes, 
Montreal,  send  us  the  following  unsolicited  tes- 
timonial: "Your  journal  is  first  class  and  your 
articles  well  worth  reading." 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


'HAT'S   what  our 

growing  trade  is  built  on- 


Surmet*$3rcti. 

r  AfMPRIOR  ONT 


"Shoe  Experience,"  the 
advertisement  that  we  re- 
produce as  our  first  illustra- 
tion this  month,  is  not  a 
newspaper  advertisement, 
but  comes  in  the  form  of  a 
ready  made  9  x  5%  dodger. 
The  arrangement,  typo- 
graphy and  general  get-up 
leave  little  to  be  desired;  in- 
deed, as  might  be  expected 
in  a  ready-made  advertise- 
ment of  this  kind,  the  type 
arrangement  and  display  is 
more  effective  than  one 
would  expect  to  find  in  the 
work  of  an  average  print 
shop  in  an  average  country 
town.  The  firm  name-plate, 
that  takes  the  place  in  this 
case  of  the  ordinary  type-set 
signature,  is  also  particularly  attractive.  Such  a 
name-plate  often  adds  greatly  to  the  effectiveness  of 
newspaper  advertisements,  either  large  or  small,  and 
when  used  consistently  throughout  a  series  of  adver- 
tisements it  serves  a  double  purpose.  A  well  designed 
name-plate  not  only  adds  to  the  appearance  and  dis- 
tinctiveness of  an  otherwise  well  set  announcement, 
but  when  used  regularly  in  connection  with  the  news- 
paper advertising  of  a  firm  it  serves  as  a  ready  means 
of  identification  to  the  public,  in  much  the  same  way 
as  a  well  known  trade  mark  serves  to  identify  a  stan- 
dard brand  of  shoes.  A  good  name-plate  is  distinctly 
worth  while,  it  is  not  costly  or  difficult  to  procure, 
and  might  with  advantage  be  much  more  largely  used 
than  it  is. 

When  we  look  into  the  Farmer  Bros,  dodger  a 
little  further,  however,  we  must  confess  to  a  feeling 
of  disappointment.  Very  nearly  five  out  of  the  eight 
inches  of  space  is  devoted  to  the  heading  and  illus- 
tration, but  does  the  illustration  add  anything  to  the 
business-pulling  quality  of  the  advertisement?  Has  it 
anything  whatever  to  do  with  shoes  or  shoe  experi- 
ence? Might  it  not  be  used 
with  just  as  much  or  just 
as  little  appropriateness  to 
advertise  anything  under 
the  sun,  from  picture  hats  to 
a  vacation  trip?  Try  the  ex- 
periment of  covering  up  -the 
illustration  altogether,  even 
in  the  much  reduced  form 
in  which  we  are  able  to  pre- 
sent it ;  then  ask  yourself 
whether  it  adds  five-inches 
worth  of  space  to  the  sales 
value  of  the  advertisement. 
Will  Sell  Shoes 
In  the  advertisement  of 
the  Royal  Shoe,  by  the  Wil- 
son Shoe  Co.  of  Vancouver, 


The 


sM®yal  Shoe5 


A  New  Last— What  Good  Shopmen  Call  a  Clei 
'  Fire  Thosfl  "High  Insteps"  to  Perfcctic 

GET  A  PAIR  NOW. 
Gunmetal  Blucher        Tan  Calf  Button 
Patent  Colt  Blucher      Tan  Calf  Blucher 
Patent  Colt  Button       Gunmnal  Button 
Oifords  to  Button  and  Lace. 


THE  LIVE  SHOEMEN. 
i3j  Hastings  Street  West  Vantouva 


less  space  is  given  up  to  the  heading  and  cut  than  in 
the  Farmer  Bros,  dodger  to  which  we  have  already 
referred,  and  the  illustration  itself  is  comparatively 
small,  yet  the  advertising  value  of  the  latter — a  simple 
cut  of  a  good  shoe,  backed  up  by  well  displayed  prices 
and  an  unmistakable  heading — is  beyond  question. 
Indeed,  there  is  an  impression  of  straight  business 
about  this  advertisement  that  makes  one  almost  in- 
clined to  do  just  as  the  advertiser  says  and  "get  a 
pair  now."  There  is  not  a  word  wasted  in  the  whole 
announcement.  No  extravagant  claims  are  put  for- 
ward, no  "fine  writing"  is  indulged  in.  The  shoe 
looks  like  a  good  shoe,  like  a  shoe  that  would  inter- 
est well  dressed  men,  and  the  advertising  man  has 
said  a  few  things  just  as  concisely  and  crisply  and 
suggestively  as  he  could  well  say  them.  He  has 
hinted  at  some  of  his  talking  points  rather  than  elab- 
orated them  in  detail,  and  he  has  left  the  prospective 
customer  to  read  something  between  the  lines.  But 


SUMMER  WEIGHT  "TANS." 

The  big  demand  for  TAN  SHOES  con- 
tinues to  grow  as  the  warm  weather  ap- 
proaches. Manufacturers  say  they  have 
never  had  such  a  tremendous  call  tor  "Tans" 
and  are  working  night  and  day  to  complece 
orders.  We  placed  our  orders  early  and 
now  have  all  our  lines  in  stock.  We  can 
(assure  you  of  a  large  variety  of  styles  and 
.  shapes  in  the  popular  shades,  at  almost  any 
price. 

Woineus  Tan  Calf  Oxfords  $2.75,  3.00.  3.25,  3.50,  3  75,  4  00 

 Pumps,>ith  or  without  strap  $2.75,  2  90,  3  00.  4  00 

"     Suede  Pumps,  with  ankle  strap  $3  00 

■'.      «    Canvas   1  50 

ChocoUte  Oxfords  ....$1.60,  2.00.  2  50,  3.75 

Tan  Calf  Button  Boots.  12  and  16  buttons  high  $3.75  and  4  00 

"    and  Chocolate  Blucher  Bals  $2.00,  2.35,  3.50,  4-50.  5.00 

Mens  Tan  Calf  and  Chocolate  Blucher  Oxfords  J  $2.50  up  to  5  00 

 Button  and  Laced  Boots   2  00  up  to  6.00 

Boys    "     "    Laced  Boots  $2.00  and  3.50 

Youths  Tan  Calf  Laced  Boots  $1  75 

Misses  Tan  and  Chocolate  Button  and  Laced  Boots  $1.85.  2.25,  2.50 

  "      Ankle  Strap  Pumps  and  Oxfords  1.50andl.75 

Childrens  and  Infants  Tan  and  Chocolate  Laced  or  Button  Boots,  Slippers,  Pumps,  Ankle  Ties,  Sandals. 

etc.,  in  gTeat  variety,  from  60c  up  to  2  00  a  pair 

Tan  Laces  3c,  10c,  15c,  20c.       Tan  Polish  10c,  15c,  25c 

SHOES    THAT  SATISFY. 


the  effect  of  the  whole  is  decidedly  businesslike  and 
pleasing  and  there  is  no  doubt  that  such  advertising 
will  sell  shoes. 

Talks  Straight  Business 

Our  third  illustration  is  a  reproduction  of  the  shoe 
section  of  a  full-page  advertisement  of  the  Sussex 
Mercantile  Company,  of  Sussex,  N.  B.  This  is  an- 
other example  of  space  profitably  turned  to  account. 
The  heading  goes  straight  to  the  point,  and  is  timely 
and  well  displayed ;  and  the  good  impression  of  a 
good  heading  is  followed  up  by  an  introduction  that 
emphasizes  the  popularity  of  "tans"  for  summer  wear 
even  if  it  supplies  no  special  reason  for  it.  The  re- 
mainder of  the  advertisement  quotes  a  pretty  com- 
plete line  of  tan  footwear  including  something  for 
every  member  of  the  family  and  running  all  the  way 
down  to  tan  laces  and  tan  polish.  The  array  of  prices 
is  also  quite  imposing-.    Anyone  on  the  lookout  for 
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summer  shoes  could  hardly  fail  to  notice  this  an- 
nouncement and  in  that  case  would  probahly  take  the 
trouble  to  go  through  the  list  till  he  came  to  just 
what  he  wanted.  We  are  inclined  to  think,  however, 
that  a  more  attractive  advertisement,  an  advertise- 
ment that  would  be  more  likely  to  get  the  attention 
of  the  man  or  woman  who  was  not  exactly  intent 
upon  buying  shoes  might  have  been  obtained  by  the 
use  of  well  arranged  boxes  or  panels,  prices  at  the 
same  time  being  well  displayed.  The  advertisements 
of  some  of  the  large  department  stores  are  models 
of  attractive  arrangement  in  this  respect,  notwith- 
standing the  fact  that  they  are  fully  alive  to  the  value 
of  newspaper  space  and  the  absolute  importance  of 
making  the  most  of  it.  With  the  exception  of  this 
one  point,  which  we  make  in  the  nature  of  a  sugges- 
tion rather  than  a  criticsm,  the  advertisement  talks 
straight  business  in  a  way  that  is  likely  to  keep  the 
cash  register  ringing. 


Yours  for  the  Asking 

The  Menihan  Company  of  Rochester,  N.Y.,  U.S.A., 
have  issued  a  book  of  advertising  helps  for  the  retail 
shoe  dealers  that  should  be  on  the  desk  of  every  live 
shoe  dealer  everywhere. 

It  is  alive  with  crisp  shoe  expressions,  selling 
phrases  and  type  talk  suitable  for  press,  mail  an- 
nouncements, and  window  cards.  All  fresh  from  the 
pen  of  "Jim"  Borland,  who  is  chief  of  the  Menihan 
advertising  department  and  who  is  noted  as  Amer- 
ica's most  clever  shoe  advertiser. 

This  book  does  not  cost  a  penny.  It  is  to  the 
advertising  man  what  the  cook  book  is  to  the  cook. 
We  are  advised  that  a  postal  will  bring  a  copy  your 
way. 


Have  system  in  Stock-keeping.     It  pays  ! 


The  man  that  uses  extravagant  language  and  says 
more  than  he  actually  means  need  not  be  surprised 
if  in  the  end  he  is  taken  seriously. 

The  world  hasn't  much  use  for  a  man  who  puts 
himself  to  little  use. 


A  Meat  aed  Attractive 


Wiedbw 


The  above  is  an  illustration  of  a  shoe  window  of  Murray-Kay  Limited,  Toronto,  which  was  dressed  by  Mr.  Arthur  Hardy. 
Tan  calfskins  are  draped  over  the  pedestals  and  shoe  stands,  and  show  off  the  black  shoes  to  advantage.  Decorations 
of  lilacs  are  placed  on  the  top  of  stands,  from  which  hang  brass  rods  with  shoes  suspended.    In  the  window  is 
placed  a  show  card  giving  the  information  that  a  clearing  out  sale  is  in  progress,  and  that  the  fine  foot- 
wear in  the  window  is  selling  at  $3.15.     Outside  on  either  side  of  the  window  are  placed 
shrubs  in  pots,  which  form  an  effective  setting  and  draw  attention  to  the  window. 
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Talks  on  Trade  Topics 

Interviews  of  Interest   to   Retailer,  Jobber  and   Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


Freaks  in  Footwear 

The  firm  of  Mann  Bros.,  Norwich,  England,  in  the 
course  of  a  letter  to  Footwear  in  Canada  express  the 
following  opinions  on  the  subject  of  "freak"  styles  in 
footwear. 

"We  hope  you  won't  object  to  a  few  comments  re 
"freaks."  This  term  is  somewhat  a  misnomer,  be- 
cause the  word,  as  used,  implies  a  thinking  out  of  a 
given  style  or  shape,  whereas  the  real  meaning  of  the 
word  is  'a  sudden  turn  of  nature,  a  caprice — or  sport, 
either  in  nature,  animal  or  vegetable,  or  even  human.' 
It  is  scarcely  applicable  to  true  craftsmanship,  no  mat- 
ter how  capricious,  or  grotesque. 

"To  quote  the  usual  term  used  here  we  do  'occas- 
ionally' make  an  extravagant  style,  but  generally  find 
the  solid  advantage  goes  to  the  man  who  makes  a  sen- 
sible easy  fitting  shoe  of  serviceable  style  and  fairly 
reasonable  wearing  capacity.  For  example,  you  ap- 
proach a  buyer  in  a  store  and  he  simply  refuses  to 
look  at  a  saleable  shoe  which  is  selling  fairly  well  in 
all  parts  of  the  Dominion  to  other  retailers,  simply 
because  'It  looks  too  English,'  but  when  you  show 
him  something  approaching  a  'freak'  he  grudgingly 
gives  you  a  trial  order,  but  'Goods  must  not  be  brand- 
ed with  the  maker's  brands.'  He  does  not  object, 
however,  to  the  words  'Made  in  England.'  This  to 
my  mind  is  admitting  his  belief  in  your  product  and 
invariably  leads  to  substantial  repeats. 

"We  firmly  believe  that  in  a  brief  while  John  Bull 
will  be  selling  more  boots  and  shoes  to  his  brothers  and 
sisters  in  Canada,  than  Cousin  Jonathan,  for  two  sim- 
ple reasons ;  our  leather  is  second  to  none  and  the  lea- 
ther manufactured  into  the  goods  is  of  good  wearing 
quality  and  we  give  the  best  value  in  the  world." 
*     *  * 

Dishonest  Advertising 

In  a  certain  Ontario  city  the  other  day  one  of  the 
leading  shoe  merchants  noticed  an  advertisement  in  a 
local  paper  to  the  effect  that  a  rival  was  selling  a 
certain  brand  of  shoe  at  a  ridiculously  cheap  rate ; 
cheaper,  in  fact,  than  it  would  pay  him  to  do  so.  The 
first  mentioned  retailer  happened  to  be  the  local 
agent  for  this  particular  brand,  and  so  was  at  a  loss 
to  know  how  the  rival  could  even  obtain  these  goods, 
much  less  sell  them  at  a  rate  about  as  cheap  as  he 
could  buy  them  from  the  manufacturer.  As  luck 
would  have  it,  one  of  the  travellers  of  the  firm  making 
these  goods  happened  to  call  in  the  morning  the  ad- 
vertisement was  announced  and  had  his  attention 
drawn  to  it  by  an  indignant  local  agent  of  his  firm, 
who  wished  to  know  what  underhand  work  the  com- 
pany were  putting  up  on  him.  The  traveller  ex- 
pressed his  surprise  at  the  newspaper  announcement 
and  said  he  would  look  into  the  matter. 

He  immediately  visited  the  shoe  store  in  question 
and  just  as  he  reached  it,  saw  a  clerk  putting  a  shoe 
in  the  window,  ticketed  as  being  the  product  of  the 
manufacturers  in  question,  and  to  be  sold  at  the  price 
advertised.  The  traveller  could  tell  at  a  glance  that 
the  shoe  was  not  made  in  the  factory  of  his  firm, 
and  was,  in  fact,  nothing  but  a  cheap  flashy  shoe  that 


was  being  foisted  upon  the  public  by  the  dishonest 
retailer,  and  which  the  latter  hoped  to  serve  a  double 
purpose,  viz.,  to  increase  his  own  sales  by  leading 
customers  to  believe  that  he  was  giving  exceptional 
value  for  the  money,  and  to  injure  the  local  retailer, 
who  had  sold  the  real  output  of  this  firm,  by  leading 
the  public  to  believe  that  he  could  supply  these  goods 
cheaper  than  his  rival.  The  traveller  entered  the 
store,  saw  the  proprietor,  and  ordered  the  fake  an- 
nouncement taken  out  of  the  window  at  once.  It  is 
possible  that  legal  action  on  the  part  of  the  manu- 
facturers will  follow. 


An  Attractive  Store  Front  Pays 

"It  pays  every  time  to  have  an  attractive  store 
front,"  said  a  prominent  Ontario  shoe  retailer.  "I 
induced  my  landlord  to  instal  that  exterior  which  you 
so  much  admire.  He  said  he  would  do  it,  if  I  gave 
him  $10  a  month  more  rent  for  the  place.  I  hesitated 
some  time  before  finally  telling  him  to  go  ahead,  and 
we  renewed  the  lease  on  the  basis  he  proposed.  After 
the  change  was  made,  business  began  to  pick  up,  and 
I  have  never  had  cause  to  regret  my  increased  expendi- 
ture. It  has  yielded  me  a  handsome  return  and  I 
would  advise  all  retailers  to  present  a  neat  appear- 
ance so  far  as  their  shop  will  allow,  be  it  ever  so 
small.  An  attractive  store  front  should  be  looked 
upon  as  an  investment.  Windows  are  the  great  and 
efficient  means  of  drawing  public  attention  to  your 
goods.  See  that  you  use  the  space  wisely  and  well. 
I  change  my  trim  at  least  once  a  week,  and  make  a 
practice  of  so  doing,  very  much  on  the  same  principle 
that  it  has  been  the  habit  of  my  life  to  shave  every 
morning  before  going  to  work." 

How  to  Wash  Windows 

"Strange  as  it  may  seem,  there  is  a  right  and 
wrong  way  to  wash  windows,"  said  a  Toronto  shoe 
clerk  the  other  day.  "The  method  we  employ  saves 
both  time  and  labor.  We  choose  a  dull  day,  or  at 
least  a  time  when  the  sun  is  not  shining  on  the  win- 
dows, for  when  the  sun  shines  on  the  glass,  it  causes 
it  to  be  dry-streaked,  no  matter  how  much  it  is  rubbed. 
We  dust  the  windows  inside  and  out  with  a  painter's 
brush,  and  wash  all  the  woodwork  inside  before 
touching  the  glass.  The  latter  must  be  washed  slow- 
ly in  warm  water  diluted  with  ammonia — never  use 
soap.  To  get  the  dust  out  of  the  corners,  we  use 
a  small  cloth  on  a  pointed  stick.  We  wipe  the  windows, 
dry  with  a  soft  piece  of  cotton  cloth — never  use  linen 
as  it  makes  the  glass  linty  when  dry.  Polish  with 
tissue  paper  or  old  newspaper.  We  find  that  this, 
can  be  done  in  half  the  time  taken  where  soap  is, 
used,  and  the  result  is,  we  have  brighter  windows." 

%  ^ 

The  Cause  of  Foot  Troubles 

"Two-thirds  of  modern  foot  troubles  are  due  to  the. 
fact  that  almost  everyone,  man,  woman  and  child,, 
wears  shoes  too  loose,"  remarked  an  old  shoe  clerk. 
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Evangeline  white  buck  pump  for  wom- 
en. Silver  buckle.  Carried  in  stock 
for  at  once  delivery     Price  $2.25. 


Two  Popular 
White  Shoes 

made  by 

Rice  & 
Hutchins, 

Inc.,  Boston,  Mass. 


"The  shoe  itself  may  be  correct  as  to  size  and  shape, 
but  it  is  not  fastened  tight  at  the  only  point  of  con- 
trol, viz.,  the  instep.  When  you  set  your  foot  upon 
the  floor  or  pavement  in  the  act  of  walking,  the  shoe 
adheres,  and  if  it  be  loosely  fastened  over  the  instep, 
the  foot  pushes  down  into  the  toe  of  the  shoe.  At 
certain  spots  on  the  foot  this  slipping  causes  friction. 
These  places  are  the  soles  of  the  feet ;  the  tops,  ends 
and  inner  sides  of  toes;  the  great  and  little  toe  joints; 
and  occasionally  the  back  of  the  heel.  When  the  fric- 
tion thus  caused  is  continued  hour  after  hour  and 
day  after  day  one  or  more  of  these  places  is  almost 
sure  to  become  inflamed  or  sore.  A  slight  thicken- 
ing called  a  'callous'  is  formed.  As  the  friction  and 
pressure  go  on,  the  resisting  callous  may  thicken  un- 
evenly, Then  it  is  called  a  'corn.'  " 
*      *  * 

Returned  Goods 

"You  would  be  surprised  at  some  of  the  things 
which  we  have  to  put  up  with,"  said  a  Montreal  manu- 
facturer referring  to  goods  returned  from  customers. 
"In  some  instances  shoes  which  have  been  worn  three 
and  even  six  months  are  sent  back  with  complaints 
that  they  have  proved  unsatisfactory,  and  the  money 
is  demanded.  In  other  cases,  shoes  which  have  been 
worn  so  much  that  the  heels  are  right  down  and  the 
soles  almost  through  have  been  returned.  If  a  com- 
plaint is  justified,  I  do  not  question  a  customer's  de- 
mands, but  I  believe  that  it  is  unfair  to  expect  resti- 
tution of  money  after  such  long  periods.  Then,  too, 
some  retailers  are  very  unreasonable  in  expecting 
orders  to  be  filled  in  a  very  short  time.  One  man  in 
the  West  sent  in  a  small  sorting  order  for  immediate 
delivery;  we  happened  to  be  out  of  two  or  three  lines, 
but  we  expressed  the  goods  within  a  very  short  time. 
He  refused  to  accept  them  on  the  ground  that  they 
were  too  late.  He  simply  refused  to  give  us  a  reas- 
onable time  to  ship." 

Another  manufacturer,  speaking  on  the  return  of 
goods,  stated  that  he  too  had  shoes  returned  after 
they  had  been  worn  for  several  months ;  he,  however, 
refused  to  recognize  the  validity  of  such  claims.  It 
would  not  be  so  bad  if  the  retailers,  in  such  cases, 
would  make  an  allowance  for  the  time  that  the  goods 
had  been  worn ;  instead  they  wanted  the  whole  price 


Misses  white  buck  button  boot,  Good" 
year  welt,  heavy  single  sole.  Carried  in 
stock  for  at  once  delivery.    Price  $2.60. 


refunded,  and  he  declined  to  make  shoes  for  other  peo- 
ple to  wear  at  his  expense. 

*     *  * 

Terms  and  Discounts 

The  question  of  terms,  discounts,  etc.,  has  recently 
been  discussed  by  members  of  the  Montreal  Boot  and 
Shoe  Section  of  the  Canadian  Manufacturers'  Asso- 
ciation. The  subject  is  one  on  which  opinions  differ 
materially,  and  there  is  no  likelihood  of  Montreal 
manufacturers  at  any  rate  agreeing  on  a  fixed  system. 
As  a  rule  manufacturers  in  Quebec,  Ontario  and  the 
Maritime  Provinces,  adopt  either  one  of  two  rates — 
net  sixty  days,  two  per  cent,  ten  days ;  or  net  four 
months,  five  per  cent,  thirty  days,  six  per  cent,  ten 
days.  There  are  in  certain  cases  special  rates,  but  the 
great  bulk  of  the  business  is  done  on  these  terms, 
Ontario  following,  for  the  most  part,  the  first-named 
rates.  The  section  decided  not  to  adopt  any  general 
terms,  leaving  each  manufacturer  to  fix  his  own  terms. 

In  discussing  the  subject  with  a  representative  of 
Footwear  in  Canada,  Mr.  Daoust,  of  Daoust,  Lalonde 
&  Company,  expressed  a  decided  opinion  in  favor  of 
leaving  matters  alone.  While  he  believes  in  allowing 
six  per  cent,  for  cash  in  ten  days,  he  has  no  desire  to 
force  other  people  to  follow  his  practice,  and  he  would 
decline  to  adopt  the  other  alternative,  and  to  give  up 
a  practice  which  has  proved  satisfactory  to  his  custo- 
mers and  himself.  He  has  found  from  experience  that 
the  six  per  cent,  discount,  although  perhaps  it  does 
not  affect  the  real  price  to  the  retailer,  is  an  induce- 
ment for  customers  to  pay  promptly.  This  remark 
applies  only  to  the  Eastern  provinces ;  in  the  West 
two  per  cent,  thirty  days  or  net  sixty  days  is  allowed, 
owing  to  distance. 

"I  am  also  of  the  opinion,"  continued  Mr.  Daoust, 
"that  it  would  be  impossible  to  maintain  an  agree- 
ment for  uniform  discounts.  I  was  for  some  years 
connected  with  a  rubber  association,  whose  members 
bound  themselves  under  a  heavy  penalty  to  abide  by 
a  schedule  of  prices ;  but  we  soon  discovered  that 
certain  members  failed  to  live  up  to  this.  These  mem- 
bers cut  prices  on  the  quiet,  with  the  result  that  the 
firms  who  stood  by  the  agreement  steadily  lost  custo- 
mers, who  were  attracted  by  the  better  terms  given 
under  various  gruises. " 
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What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


A  New  Brunswick  Boy 

Mr.  E.  H.  Van  Dine,  who  travels  western  Ontario 
for  L.  H.  Packard  &  Company,  Limited,  of  Montreal,  is 
one  of  the  best  and  most  favorably  known  among  the 
younger  generation  of  travellers.    He  has  covered  the 


I  have  known  them  to  crawl  along  the  ceiling  until 
they  were  directly  over  me  and  then  let  go  their  hold 
and  drop  on  my  face,  and  I  have  heard  of  them  pull- 
ing off  the  bed  clothes  so  that  they  could  get  to  work 
handier  on  their  victim,  but  this  is  the  first  time  I 
have  ever  met  them  educated  enough  to  look  over  the 
register  to  find  the  number  of  my  room." 


They  All  Know  "Jack" 

He  is  known  as  "Jack,"  and  there  is  probably  no 
more  poplar  salesman  in  the  Maritime  Provinces  and 
the  city  of  Quebec  than  this  same  Mr.  John  J.  Dug- 
gan,  of  the  Rideau  Shoe  Company,  Maisonneuve.  He 
has  been  on  the  road  practically  all  his  life,  and  most 
of  this  time  selling  shoes.  At  one  period  he  represent- 
ed a  Toronto  house,  then  a  Quebec  manufacturer,  and 
for  the  last  ten  years  has  been  with  the  Rideau  Shoe 
Company — in  fact,  he  joined  the  staff  when  the  com- 
pany started. 

Mr.  Duggan,  who  is  a  successful  traveller,  is  known 
far  and  wide  in  the  shoe  trade,  and  outside  of  it  too, 


Mr.  E.  H.  Van  Dine 

territory  for  the  company  since  1900  and  by  his  en- 
ergy and  engaging  personality  has  brought  the  firm 
an  ever  increasing  volume  of  business,  which  this  year 
surpasses  all  previous  records.  Mr.  Van  Dine  had  the 
advantage  of  some  years'  experience  in  the  retail  shoe 
trade  which  is  a  good  school  for  a  shoe  traveller,  and 
manufacturers  are  beginning  to  realize  this  fact.  His 
retail  shoe  experience  was  gained  with  Nelson  Camp- 
bell, "The  Shoeman,"  of  Fredericton,  N.B.,  who  is 
recognized  as  one  of  the  most  energetic  and  success- 
ful retail  shoe  merchants  in  the  Maritime  Provinces. 
Mr.  Van  Dine  is  a  man  with  a  motto,  which  he  lives 
up  to.  His  motto  is  "Be  honest  with  your  customers, 
for  it  pays  you  to  be  so."  To  his  faithful  carrying  out 
of  this  rule  he  attributes  most  of  his  success  as  a 
traveller.  Mr.  Van  Dine  carries  polishes,  findings  and 
children's  soft  soled  shoes. 


As  a  certain  shoe  traveller  was  writing  his  name 
in  the  register  of  an  hotel  in  a  certain  Northern  On- 
tario town,  a  bed-bug  appeared  and  walked  across  the 
page.  "Well,  I'll  be  hanged!"  exclaimed  he  of  the 
grip,  "I  always  knew  that  the  bed-bug  was  intelligent. 


Mr.  John  J.  Duggan 

in  the  Maritime  Provinces.  He  is  a  native  of  Red- 
bridge,  near  the  city  of  Quebec,  and  is  a  direct  des- 
cendant of  the  owner  of  the  Plains  of  Abraham  at  the 
time  of  the  conquest. 


When  somebody  lies  about  you,  be  thankful  he 
didn't  try  to  tell  the  truth. 


When  a  man  intends  to  keep  his  promise  he  is  al- 
ways slow  about  making  it. 
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Be  Square  and  Honest — Make  Customer  Feel  You  are  Inter- 
ested in  Fitting  Him — Treat  all  with  Respect — Fit  the  Foot 

By  Arthur  G.  Pearson,  in  "The  Shoeman." 


The  most  important  thing  in  selling  shoes  is  to 
be  square  and  honest  in  all  your  dealings,  so  that  you 
may  gain  the  confidence  and  good  will  of  your  cus- 
tomers. 

In  the  second  place  make  the  customer  feel  that 
you  are  wholly  interested  in  fitting  him,  so  that  he 
will  go  out  pleased  with  your  attention.  As  a  con- 
sequence, he  will  return  later  for  another  pair  of 
shoes,  or  possibly,  will  bring  a  friend,  and,  if  you 
are  busy,  will  wait  to  have  you  serve  him.  If  you 
happen  to  be  out  when  your  customer  calls  he  will 
very  likely  say,  "I  will  call  again  when  he  is  in,  for 
I  always  like  to  have  him  fit  me,  as  he  always  tries 
to  please." 

A  clerk  should  never  judge  a  customer  by  the 
clothes  he  wears,  for  often  a  person  who  is  sized  up 
as  a  three  dollar  customer  walks  out  of  the  store  with 
a  five  dollar  pair  of  shoes.  One  should  treat  all  with 
respect  and  try  to  fit  them  properly,  not  giving  them 
a  shoe  too  small  merely  to  make  a  sale  or  a  "P.M."; 
when  you  know  that  the  shoe  is  not  the  best  possible 
fit  for  them. 

Another  very  strong  point  is  to  fit  the  foot.  When 
a  man  calls  for  one  style  and  you  see  that  his  foot  re- 
quires a  different  last,  try  to  convince  him  of  his 
real  need  and  sell  him  the  style  that  he  should  wear. 
If  you  sell  him  the  latter  he  goes  away  pleased  with 
the  fit  and  the  comfort  you  have  given  him.  You 
have  made  a  new  customer  for  the  store.  Very  likely 
he  will  tell  his  friends  that  you  know  your  business 
and  are  looking  out  to  see  that  your  customers  get 
comfort  and  a  proper  fit. 

Always  keep  busy  in  your  department  whether 
the  manager  is  in  or  not,  as  there  is  plenty  to  do 
keeping  the  stock  in  proper  condition,  so  that  when 
a  customer  asks  for  a  certain  style  or  size,  you  may 
know  just  where  it  is.  Good  sales  have  been  lost 
through  the  salesman's  own  fault  in  not  knowing  his 
stock  and  where  the  goods  are  kept.  As  much  de- 
pends upon  the  knowledge  of  the  stock  as  upon  good 
salesmanship.  The  old  stock  should  always  be  kept 
in  mind,  especially  odd  sizes  and  short  lines,  so  that 
when  a  man  calls  for  such  a  size  or  style,  you  can 
dispose  of  it  at  a  good  price;  also  keep  your  stock 
clean  from  one  year  to  another  and  always  have  fresh 
stock  and  good  sizes  on  hand  in  their  season.  A 
salesman  must  have  a  good  stock  to  work  with  but 
this  fact  seems  to  have  been  overlooked  in  many 
stores. 

When  selling  a  man  a  pair  of  heavy  calf  shoes  and 
knowing  that  you  have  his  size  in  a  dressy  patent 
or  tan  shoe,  suggest  to  him  that  a  change  of  shoe 
will  keep  the  feet  in  better  condition  and  the  shoe 
will  wear  much  longer.  It  is  always  best  to  show 
your  high  priced  goods  first,  for  it  is  much  easier 
to  drop  down  a  dollar  than  it  is  to  add  one.  Many 
men  are  glad  to  see  and  try  on  five  and  six  dollar 
shoes  and  will  buy  them  just  as  easily  as  if  you 
started  with  three-fifty  or  four  dollar  goods.  You 
cannot  always  size  up  your  customer  when  he  first 


comes  in  to  see  your  goods ;  but  it  is  always  better 
to  be  on  the  safe  side,  so  go  for  your  best  goods 
first,  as  better  satisfaction  is  derived,  both  by  the 
customer  and  yourself. 

In  selling  a  man  a  pair  of  shoes  always  sell  them 
long  enough,  so  that  the  foot  will  be  comfortable ; 
some  lasts  take  a  longer  shoe  to  get  the  same  results, 
and  the  shoe  will  always  keep  its  shape  and  will  look 
good  until  worn  out.  This  gives  a  man  a  chance  to 
recommend  your  goods;  a  satisfied  customer  is  one 
of  the  best  ways  to  advertise  your  goods. 

While  selling  shoes  to  a  man  suggest  that  you 
have  shoes  for  the  rest  of  his  family,  or  try  to  sell 
him  a  shoe  brush  or  polish ;  in  short,  something  that 
he  did  not  come  in  for.  This  will  not  only  help 
your  sales  for  that  day  but  will  help  to  advertise 
the  other  departments  in  the  store. 

Lastly,  don't  forget  to  thank  your  customers  at 
the  end  of  the  sale  for  their  purchase,  and  let  them 
know  your  appreciation  of  the  sale,  and  ask  them 
to  call  again ;  a  few  pleasant  words  will  greatly  aid  in 
building  up  your  business. 


The  Importance  of  the  Findings  Department 

What  are  you  doing  to  boost  your  sale  of  findings? 
Has  your  turnover  in  this  department  increased  dur- 
ing the  past  year?  Are  you  still  keeping  your  lim- 
ited stock  in  a  drawer  or  some  out  of  the  way  place, 
and  allowing  your  patrons  to  purchase  such  supplies 
as  they  need  elsewhere?  Do  not  despise  small  things; 
"many  a  mickle  makes  a  muckle."  This  class  of 
trade  rightfully  belongs  to  you  and  not  to  the  5,  10 
and  15  cent  stores. 

The  profits  in  findings  are  greater  than  you  make 
on  shoes,  running  all  the  way  from  25  per  cent,  to 
150  per  cent.  There  is  not  a  shoe  house  in  Canada  but 
should  make  enough  out  of  the  sale  of  findings,  if 
properly  stocked,  pushed,  featured  and  handled,  to 
pay  the  rent.  The  possibilities  in  this  line  are  enor- 
mous, and  the  goods  can  be  disposed  of  without  any 
added  overhead  expenses.  Many  fortunes  have  been 
made  out  of  the  nimble  nickle,  and  wealth  has  been 
created  in  lines  where  the  product  was  sold  to  the 
public  at  a  cent. 

It  is  estimated  that  over  $250,000  worth  of  rubber 
heels  were  disposed  of  in  Canada  during  the  past 
year.  On  arch  supports  the  sale  amounted  to  over 
100,000  pairs.  These  figures  in  aggregate  are  really 
startling  and  yet  rubber  heels  and  arch  supports  are 
only  beginning  to  be  appreciated  and  every  month 
their  sales  are  increasing  at  a  rapid  rate.  If  we  had 
figures  on  the  total  sales  of  laces,  polishes,  shoe  trees, 
brushes,  heel  pads,  insoles,  ankle  supports,  skate 
straps,  bunion  protectors,  corn  plasters,  etc.,  these 
would  perhaps  startle  all  of  us.  If  proper  methods 
are  employed  by  energetic  salesmen  it  is  possible  to 
interest  all  your  customers  in  findings,  and  while  the 
sale  might  not  be  effected  at  once  in  every  case,  a 
good  impression  would  be  created  which  would  result 
in  future  business.    You  do  not  have  to  foist  these 
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things  on  the  customer,  but,  with  delicacy  and  polite- 
ness, you  should  point  out  to  him  their  saving  power 
in  comfort,  wear,  etc. 

The  best  way  to  handle  and  display  findings  is, 
of  course,  an  attractive  show  case  placed  in  a  prom- 
inent position  in  your  store.  A  good  idea  that  at- 
tracts trade  is  to  decorate  the  interior  of  the  show 
case,  much  in  the  same  manner  as  you  do  your  win- 
dows. Change  the  arrangement  of  the  goods  in  the 
case  once  a  week  or  so.  A  few  specimens  of  your 
stock  in  this  line  might  be  shown,  now  and  then,  to 
great  advantage  in  the  window.  Have  show  cards 
printed  to  call  attention  to  the  lines  that  you  are 
featuring  and  business  will  develop.  Some  stores  al- 
low their  clerks  a  commission  or  premium  on  findings 
that  they  sell.  This  proves  an  incentive  to  them  to 
push  these  goods.  If  you  advertise  in  the  daily  news- 
papers devote  a  little  space  now  and  then  to  your 
findings  department.  It  will  pay  you.  Anything  and 
everything  that  has  to  do  with  the  clothing  and 
comfort  of  the  foot  comes  under  the  things  which  the 
shoe  retailer  should  legitimately  handle. 

One  of  the  strongest  reasons  why  the  shoe  retailer 
should  have  a  complete  findings  department  is  that 
it  requires  no  extra  payment  for  rent,  heat,  light  or 
salaries,  it  draws  people  to  the  store  and  adds  to  the 
profits.  The  more  persons  you  can  induce  to  enter 
your  store  the  bigger  your  business  will  grow.  A 
busy,  live  establishment  draws  custom.  People  will 
do  business  where  there  is  visible  evidence  that  busi- 
ness is  being  done. 

This  department  stimulates  new  business,  because 
it  supplies  the  constantly  increasing  demand  for  pop- 
ular goods.    It  makes  quick  profits  because  the  goods 


it  sells  are  those  for  which  there  is  a  growing  de- 
mand. It  labels  the  proprietor  of  the  store  as  an  up- 
to-date  and  enterprising  man.  It  is  a  money  saver 
because  it  greatly  increases  trade  without  increasing 
expenditures.  It  is  a  splendid  advertiser  because  it 
attracts  people  to  a'  store  which  they  might  not  other- 
wise patronize.  It  helps  to  bridge  over  the  dull  sea- 
sons and  to  make  trade  the  whole  year  through.  It 
does  not  tie  up  money  in  long  investments  and  it 
therefore  enables  the  merchant  easily  to  increase  or 
decrease  his  stock,  according  to  the  demands  of  his 
trade.  In  short,  many  lines  under  one  roof  diminish 
the  ratio  of  expense  and  greatly  increase  the  net 
profit. 


Fall  Fancies  in  Footwear 

New  varieties  of  cloth,  silk  figured  and  ribbed,  will 
be  introduced  for  shoe  tops,  while  more  ornamenta- 
tions generally  will  be  noticed. 

Small  buckles,  bows,  rhinestone  buckles,  fancy  but- 
tons of  cut  jet,  pearl  and  crystal  are  some  of  the  novel- 
ties. 

Velvet  and  satin  cloths  to  match  the  dress  and  for 
collars,  and  welting  for  use  with  fur-trimmed  costumes 
also  will  be  shown. 

The  principal  leathers  will  be  black  Russia  and 
dull  calf.  Black  suede,  with  unobtrusive  chocolates 
and  purples  in  the  toppings,  with  patent  vamps,  are 
also  preparing  for  display. 

Some  toes  will  be  rounded,  while  the  typical  east- 
ern pointed  toe  this  fall  will  be  longer,  and  will  have  a 
suggestion  of  the  French. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


All  the  trade  are  invited  to  visit  "Footwear  in  Canada" 

at  Booth  No.  68  at  the  National  Shoe  and  Leather  Fair  at 
Boston,  July  10th  to  17th. 

The  Annual  Meeting  of  the  Toronto  Boot  &  Shoe  Sec- 
tion of  the  Retail  Dealers'  Association  will  be  held  on  Tues- 
day morning,  the  18th,  at  10.30  o'clock,  in  the  office  of  the 
Retail  Merchants'  Association  of  Canada,  21  Richmond 
Street  West.  A  number  of  questions  of  importance  to  the 
trade  will  be  discussed,  and  it  is  hoped  there  will  be  a  good 
attendance. 

The  Canadian  Consolidated  Rubber  Company,  Limited, 
Montreal,  report  that  their  orders  for  rubbers  have  mater- 
ially increased,  and  that  some  shipments  have  already  been 
made,  principally  to  the  West.  Arrangements  have  been 
perfected  by  which  customers  will  receive  a  much  improved 
service,  and  by  which  delays  in  shipments  will  be  obviated. 

The  following  representatives  of  Winnipeg  firms  have 
been  on  visits  to  Montreal  for  the  purpose  of  inspecting 
new  samples — Messrs.  Geo.  Ryan  and  Geo.  Barrett,  of 
Thomas  Ryan  &  Co.,  Ltd.;  J.  Kilgour,  of  the  Kilgour-Rimer 
Co.;  H.  J.  Middleton,  Geo.  G.  Lennox,  M.  C.  Mularkey,  of 
W.  A.  Marsh  &  Co. 

Mr.  W.  Ashplant,  of  London,  Ont.,  was  visiting  Mon- 
treal last  month,  placing  fall  business. 

Mr.  W.  F.  Martin  and  Mr.  J.  E.  Lepine,  of  the  Kings- 
bury Footwear  Co.,  Ltd.,  Maisonneuve,  have  returned  from 
St.  Louis,  Cincinnati,  Rochester  and  Eastern  points.  The 
purpose  of  the  visit  was  to  get  ideas  for  the  spring  samples 
of  1913. 

S.  T.  Bates  who  has  for  four  years  been  manager  of 
the  Regal  Shoe  Store  at  Portage  Ave.,  Winnipeg,  has  sold 
out  his  interest  in  the  business.    During  the  four  years  he 


has  been  manager  of  the  Regal  store  he  has  built  up  one 
of  the  finest  businesses  in  that  city.  He  has  always  been 
characterized  by  eagerness  in  adopting  new  and  better  ideas. 

The  Fitwell  Shoe  Co.,  wholesale  shoes,  have  registered 
in  Montreal. 

F.  W.  Cochrane,  shoe  retailer,  York  street,  Toronto,  is 
retiring  from  business. 

The  Roberts  &  Van  Lane  Shoe  Co.  Ltd.,  has  been 
organized  in  Ontario  with  a  share  capital  of  $40,000  divided 
into  four  hundred  shares  of  $100  each.  The  head  office  of 
the  company  will  be  at  Brantford.  The  company's  charter 
permits  of  their  carrying  on  a  business  as  wholesale  and  re- 
tail dealers  in  boots  and  shoes,  rubbers,  trunks,  valises  and 
hosiery  and  also  to  manufacture  boots  and  shoes  and  similar 
goods. 

The  Quick  Shoe  Repairing  Company  has  registered  in 
Montreal. 

Mr.  T.  W.  Hart,  of  The  Nugget  Polish  Company,  Lim- 
ited, Toronto,  is  leaving  for  a  trip  through  the  West  and 
will  have  charge  of  the  company's  exhibit  at  Calgary  Ex- 
hibition, which  takes  place  on  June  28th.  The  exhibit  will 
be  a  very  attractive  one,  being  located  in  one  of  the  best 
positions  on  the  exhibition  grounds.  This  firm  will  also 
exhibit  at  Winnipeg,  St.  John,  N.B.,  Halifax,  Ottawa,  To- 
ronto and  London. 

Chas.  Ash  &  Sons  have  opened  a  shoe  factory  at  Harbor 
Grace,  Newfoundland. 

The  tannery  owned  by  Francois  Adam  at  Camrose,  Alta., 
was  destroyed  by  fire  last  month.  The  building  which  was 
burned  had  recently  been  remodelled.  The  estimated  loss 
will  be  close  to  $30,000  including  machinery  and  leather.  It 
is  reported  that  Mr.  Adam  had  intended  shortly  erecting 


66  FOOTWEAR 

a  shoe  factory  at  that  place,  but  it  is  likely  that  the  fire 
will  seriously  interfere  with  his  plans. 

The  Palmer-McLellan  Shoe  Pack  Company  of  Freder- 
lcton,  N.B.,  have  been  granted  free  water  and  sewerage  for 
twenty-one  years,  and  also  tax  exemption  for  that  period 
by  the  local  city  council.  The  city  will  also  pay  the  rent 
on  the  land  for  twenty-one  years.  These  concessions  are 
similar  to  those  granted  the  John  Palmer  Company  of  that 
town.  The  new  company  must  have  an  annual  wage  schedule 
of  at  least  $30,000,  an  annual  output  of  $100,000,  and  furnish 
employment  at  the  end  of  three  years  to  not  less  than 
seventy-five  men.  Some  opposition  was  raised  by  the  John 
Palmer  Company  over  the  similarity  in  names  but  their  pro- 
tests were  unavailing.  Excavation  has  already  been  started 
for  the  basement  of  the  new  factory.  The  building  will  be 
of  brick,  200  feet  long,  50  feet  wide  and  three  storeys  in 
height,  and  will  provide  room  for  both  a  tannery  and  larri- 
gan  factory. 

Mrs.  Francois  X.  H.  Durand  has  registered  to  carry  on 
a  retail  boot  and  shoe  business  in  Montreal,  as  Martine 
Chevrefils. 

L.  P.  H.  Bourke,  of  Nicolet,  Que.,  has  registered  to 
carry  on  a  boot  and  shoe  business  as  La  Compagnie  Co- 
operative &  Philantropique. 

Wilding  &  Co.,  boots  and  shoes  and  dry  goods,  of  VVain- 
wright,  Alta.,  have  been  succeeded  by  H.  C.  King. 

Fred.  &  Geo.  Harris  have  formed  a  co-partnership  to 
carry  on  a  clothing  and  boot  and  shoe  business  at  Wolf- 
ville,  N.S.    The  firm  name  will  be  Fred.  Harris  &  Bros. 

Thos.  Wilson,  boot  and  shoe  dealer  of  Milton,  Ont.,  has 
been  succeeded  by  E.  B.  Graham. 

S.  H.  Nichols,  shoe  retailers  of  Berwick,  N.S.,  is  dead. 

Trethewey,  Karn  &  Company,  wholesale  shoes,  of  Lon- 
don, Ont.,  have  dissolved.  T.  A.  Karn  is  continuing  the 
business  under  the  former  style. 

Louis  Bedard,  shoe  manufacturer  of  Ancienne  Lorette, 
Que.,  is  advertising  his  business  for  sale. 

The  Barrie  Tanning  Company  are  contemplating  an  ad- 
dition to  their  plant  which  will  double  their  present  capacity. 

Mr.  Geo.  Chambers,  assistant  manager  of  the  Regal  Shoe 
Store,  Toronto,  has  gone  on  a  trip  up  the  Montreal  River 
for  his  health. 

Mr.  J.  B.  Kilgour,  of  Kilgour-Rimer  Limited,  Winnipeg. 
Man.,  is  in  Toronto  on  business,  and  will  remain  until  about 
the  1st  of  August. 

Mr.  J.  A.  Adam,  manager  of  the  Rideau  Shoe  Com- 
pany, Maisonneuve,  has  been  on  a  visit  to  Boston  and  New 
York  with  a  view  to  looking  up  samples  for  spring. 

The  death  of  Mr.  Guillaume  Boivin,  of  St.  Denis  street, 
Montreal,  who  was  at  one  time  prominently  identified 
with  the  boot  and  shoe  trade,  is  announced.  He  was 
born  77  years  ago  in  Lorette,  P.Q.,  and  in  1867  he  estab- 
lished a  boot  and  shoe  manufactory  in  Montreal,  which  he 
conducted  until  1895,  when  he  retired.  Mr.  Boivin  was  ac- 
tive in  commercial  life,  and  was  several  times  vice-president 
of  the  Chambre  de  Commerce. 

Chas.  McGowan  has  opened  a  retail  shoe  store  at  Elora, 

Ont. 

J.  A.  Bedard,  of  J.  A.  Bedard  &  Sons,  shoe  merchants, 
Lachute,  Que.,  died  last  month. 

The  Union  Shoe  Store  of  Amherst,  N.S..  which  was 
burned  out  a  short  time  ago  has  been  completely  renovated 
and  Mr.  Watt,  the  proprietor,  is  continuing  the  business. 

T.  B.  Graham  of  Hamilton  has  purchased  the  shoe  busi- 
ness of  Thos.  Wilson  of  Milton,  Ont.  Mr.  Graham  is  an 
experienced  shoeman. 

J.  W.  Baldwin  has  opened  a  shoe  store  at  Sault  Ste. 
Marie. 

S.  C.  Cronk  &  Co.,  wholesale  shoes,  have  moved  from 
Scott  street  to  126  Wellington  street  west,  Toronto. 

Mr.  Walker  has  opened  a  new  shoe  store  at  790  Lans- 
downe  avenue,  Toronto. 

T.  J.  Mullins  has  been  appointed  assistant  manager  of 
the  Toronto  branch  of  the  Kaufman  Rubber  Company. 

M.  D.  Welch  has  opened  a  new  store  in  Gananoque,  Ont. 

The  firm  of  Vance  &  Somers,  shoe  retailers,  Tillsonburg, 
has  been  dissolved.  S.  G.  Vance  will  continue  the  business 
under  his  own  name. 
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Smith  &  Chappie  of  Chapleau,  Ont.,  are  erecting  a  very 
fine  building  at  that  place. 

The  firm  of  J.  H.  Larochelle  Picher  &  Co.,  boot  and 
shoe  manufacturers  of  Quebec,  have  changed  their  style  to 
J.  H.  Larochelle  &  Fils.  Mr.  Picher,  one  of  the  partners, 
has  retired  from  the  business. 

J.  H.  Gillespie  of  Springhill,  N.S.,  has  opened  a  new 
shoe  store  in  Amherst. 

The  Fenlin  Leather  Company  of  Montreal  are  building 
a  two  storey  addition  to  their  factory.  The  new  building  is 
to  be  used  for  finishing. 

Mr.  Geo.  A.  Slater  was  in  Toronto  on  business  during 
the  latter  part  of  last  month. 

Dupere  &  Garant,  Quebec,  Que.,  have  registered  to  carry 
on  a  commission  leather  business. 

H.  Ashplant  &  Sons,  of  London,  Ont.,  intend  building 
a  large  addition  to  their  premises. 

James  Ogilvie  &  Sons,  Ltd.,  Montreal,  have  added  a  shoe 
department  to  their  business.    It  is  located  in  the  basement. 

A.  Pion  who  has  been  with  the  firm  of  A.  Pion  &  Co. 
for  sixteen  years  has  opened  an  office  at  334  Prince  Edward 
street,  Quebec.  He  handles  hides  and  skins,  and  proposes 
to  include  leather  later  on. 

J.  S.  Langlois,  formerly  of  J.  S.  Langlois  &  Co.,  has 
been  appointed  agent  and  secretary  of  the  Boot  &  Shoe 
Manufacturers'  Association  of  Quebec. 

The  representative  of  an  English  firm  of  shoe  manufac- 
turers who  are  doing  an  ever  increasing  business  with  the 
Canadian  trade  complains  of  the  dilatory  methods  of  Cana- 
dian railroads.  He  said  that  it  generally  takes  three  weeks 
or  more  for  a  case  of  samples  to  reach  Toronto  from  the  port 
of  entry.  Goods  can  go  from  one  end  of  England  to  the 
other  and  be  delivered  in  forty-eight  hours,  and  although  al- 
lowances can  be  made  for  the  long  distances  to  be  travelled 
in  this  country  as  well  as  the  fact  that  the  railway  companies 
are  newer  and  have  not  had  the  long  experience  in  handling 
goods  that  those  in  the  Old  Country  have,  three  weeks  is  too 
long  a  time  for  the  samples  to  be  en  route. 

The  C.  E.  McKeen  Shoe  Stores  Company  have  just 
opened  a  handsome  new  shoe  parlor  at  187  Hastings  street 
east,  W.  T.  Murphy,  manager.     Being  in  the  heart  of  the 

city,  he  states  business  is  Al. 

Edmund  J.  Wayland  has  registered  to  carry  on  a  shoe 
retailing  business  in  Montreal.  The  store  will  be  known 
as  Le  St.  Crepin. 

Mr.  Carpenter,  Western  Canadian  representative  of  the 
firm  Mann  Bros.,  Denmark  Works,  Norwich,  England,  ar- 
rived in  Montreal  on  May  18th. 

A.  J.  Stephens,  shoe  retailer  of  A.  J.  Stephens  &  Sons, 
Ottawa,  Ont.,  died  last  month. 

For  the  first  time  in  the  history  of  Montreal,  the  public 
have  been  able  to  witness,  in  the  windows  of  a  departmental 
store,  demonstrations  of  how  shoes  are  made.  It  was  a 
happy  idea  by  which  Goodwins,  Ltd.,  St.  Catherine  street 
west,  decided  to  set  aside,  for  a  week,  two  large  windows 
in  which  workmen  showed  the  details  of  making  Goodyear 
Welts  by  means  of  the  machines  of  the  United  Shoe  Ma- 
chinery Company  of  Canada,  Ltd.  Naturally  only  a  few  ma- 
chines could  be  shown  in  such  a  small  space,  but  these  were 
those  which  do  the  most  essential  work  in  building  up  the 
shoe.  The  shop  demonstrations  were  supplemented  by  an 
exhibit  in  the  shoe  department  showing  the  various  stages 
of  the  manufacture  of  the  Goodyear  welt  shoe,  while  to 
make  everything  clear  the  store  distributed  a  booklet  de- 
scriptive of  the  process.  The  installation  of  the  ingenious 
machinery  was  a  distinctly  good  advertisement  for  both 
store  and  manufacturers. 

The  Acme  Glove  Works,  of  Montreal,  has  been  organ- 
ized into  a  limited  liability  company  with  a  capital  stock  of 
$1,000,000.  Their  charter  permits  of  their  engaging  in  the 
manufacture  of  boots  and  shoes,  slippers,  moccasins  and 
larrigans. 

The  shoe  stock  of  the  estate  of  Louis  Plante,  Montreal, 
has  been  sold. 

The  estate  of  T.  R.  Vardon,  stationery  and  boots  and 
shoes,  McGregor,  Man.,  is  out  of  business. 

The  firm  of  A.  S.  Vachon  &  Co.,  boots  and  shoes,  of 
Vancouver,  B.C.,  have  dissolved. 
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A  portion  of  the  wall  of  the  premises  occupied  by  F. 
McLaughlin  &  Bros.,  leather  merchants,  St.  Catherine 
street,  Montreal,  collapsed  one  day  last  month.  The  falling 
wall  broke  the  water  connections  and  a  plate  glass  window 
at  the  front  of  the  store.  The  cause  is  attributed  to  in- 
sufficient shoring  of  the  wall  when  the  premises  at  the  cor- 
ner of  that  thoroughfare  and  Mansfield  street  were  taken 
down.    No  one  was  injured. 

M.  O.  Barger  and  H.  S.  Grosburg  of  Decatur,  111.,  are 
endeavoring  to  secure  a  location  to  establish  a  "New  Method 
Shoe  Repair"  plant  in  Winnipeg,  but  are  experiencing  con- 
siderable difficulty  in  locating  a  proper  situation,  as  property 
owners  are  holding  on  for  higher  prices.  Mr.  Barger  said 
"Our  methods  of  shoe  repairing  are  unique.  A  half  sole 
can  be  put  on  in  two  minutes  and  other  repair  work  can  be 
done  in  equally  quick  time.  A  man  can  step  into  our  prem- 
ises wearing  an  old  pair  of  shoes  and  depart  in  five  min- 
utes wearing  what  would  seem  to  be  a  new  set  of  footwear. 
The  introduction  of  our  methods  would  revolutionize  the 


shoe  repairing  trade  in  this  city,  and  we  are  hopeful  of 
finally  securing  a  suitable  location,  for  Winnipeg  'looks 
good  to  us.'  " 

George  Whyte  has  started  a  clothing  and  shoe  business 
at  Transcona,  Manitoba. 

W.  G.  Marshall  and  W.  S.  Mackay  will  open  a  retail 
shoe  store  at  Moose  Jaw,  Saskatchewan,  in  the  premises  for- 
merly used  by  Mr.  Marshall  as  a  grocery  store. 

The  "My  Bootman"  shoe  store  at  Wainwright,  Alberta, 
suffered  a  fire  loss  on  May  26th. 

Mr.  George  Ryan,  of  Thos.  Ryan  &  Company,  Limited, 
wholesale  boot  and  shoe  merchants,  Winnipeg,  is  in  East- 
ern Canada  on  a  business  trip. 

Mr.  David  Johnston,  of  the  George  G.  Lennox  Com- 
pany, wholesale  footwear  merchants,  Winnipeg,  visited  Mon- 
treal, Toronto,  Berlin  and  other  Eastern  Canadian  shoe  cen- 
tres last  month. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

Ledgerwood  &  Alger,  general  storekeepers,  of  Bashaw, 
have  dissolved  partnership.  N.  E.  Ledgerwood  continues  the 
business. 

Revillon  Bros.,  Limited,  of  Edmonton,  have  reorganized 
and  will  in  future  be  known  as  Revillon  Freres  Trading 
Company,  Limited.    A  Dominion  charter  has  been  secured. 

Dawson  Bros.,  general  storekeepers,  of  Nanton,  Alta., 
have  been  succeeded  by  Fortin  &  Rounds. 

Barrett  &  Co.  have  opened  a  general  store  at  Edmon- 
ton, Alta. 

W.  H.  Johnson  has  started  a  general  store  at  Morning- 
side. 

The  Amisk  Trading  Co.,  general  storekeepers,  of  Amisk, 
have  sold  out  their  business  to  R.  R.  Fish  &  Co. 

J.  M.  Campbell,  general  merchant,  Kinistino,  Sask.,  re- 
cently moved  to  Beaver  Lodge,  in  the  Grand  Prairie  country. 

The  Co-operative  Store  has  commenced  business  at 
Lethbridge. 

C.  J.  Rutter.  of  Sylvan  Lake,  has  sold  out  his  general 
store  business  to  C.  E.  Hall. 

British  Columbia 

The  Edmonds  General  Stores,  Limited,  have  been  in- 
corporated in  British  Columbia  with  a  capital  of  $10,000. 
They  will  open  up  at  Edmonds,  in  Westminster  County. 

Manitoba 

Jas.  M.  Taylor  is  opening  a  general  store  ot  Glenella. 

J.  J.  Moore  has  started  a  general  store  at  Kelwood. 

C.  A.  Jones  &  Co.,  of  Sifton,  have  sold  out  their  gen- 
eral store  to  F.  Farrian. 

C.  P.  Williams,  of  Plumas,  has  sold  out  his  general 
store  business  to  J.  B.  Sample. 

Marvin  Bros.,  general  storekeepers,  of  Edrans,  have  sold 
their  Firdale  branch  to  Harry  Istis. 

T.  C.  Gerrard,  general  storekeeper  of  Shelmouth,  Man., 
has  been  succeeded  by  Gerrard  &  Garnett. 

W.  &  H.  Charles,  general  storekeepers  of  Grossall,  Man., 
have  sold  their  business  to  A.  Lobb. 

O.  Rabidoux,  general  store  merchant  at  St.  Francois 
Xavier,  Man.,  has  been  succeeded  by  W.  Regnier. 

G.  J.  Brown  has  opened  a  general  store  at  Oberau,  Man. 

Mrs.  Wm.  Klingbeil  of  Beausejour,  Man.,  has  moved 
her  general  store  to  Transcona,  Man. 

T.  Goody,  general  store  merchant  of  Lac  du  Bonnet, 
Man.,  has  been  succeeded  by  B.  Urien. 


The  Westbourne  Trading  Co.,  of  Westbourne,  Man., 
have  sold  their  general  store  to  J.  B.  Sample. 

Saskatchewan 

Gelman  Bros,  have  started  a  general  store  at  Holdfast. 
J.  N.  Smith  has  started  a  general  business  at  Hume. 

A.  A.  Whitemore  has  opened  a  general  store  at  Gabri. 

B.  Rafnkelson  has  started  a  general  store  at  Clarkleigh. 

C.  C.  Fisher,  general  storekeeper  at  Tiney,  is  successor 
to  Parkhurst  &  Fisher. 

The  Lang  Mercantile  Company  of  Lang,  Sask.,  have  sold 
their  general  store  to  H.  Solstadt. 

P.  A.  Stuart  has  opened  a  general  store  at  Glenside. 

W.  L.  McRorie,  general  storekeeper  of  Avonlea,  has 
been  succeeded  by  N.  Devlin. 

The  general  store  business  of  M.  Fladager  &  Co.,  of 
Khedive,  has  been  taken  over  by  J.  L.  Farnum. 

Chas.  Perievault,  general  storekeeper  of  Parkside,  has 
been  succeeded  by  Perievault  &  Mansell. 

R.  C.  Stoffel,  general  storekeeper  of  Goodwater,  has 
been  succeeded  by  Stoffel  &  McLean. 

The  Ukranian  General  Merchants  of  Goodeve,  have  sold 
their  stock  to  Szezurice  &  Bohach. 

II.  S.  Lechtzier  &  Co.,  general  store  merchants  of  Salt- 
coats, have  been  succeeded  by  F.  Halter  of  Stornoway. 

J.  MacFarlane,  general  storekeeper  at  Delmas,  has  been 
succeeded  by  J.  Roy. 

Berg  &  Kusch,  general  storekeepers  at  Edenwold,  have 
been  succeeded  by  the  Edenwold  Trading  Company. 

Peterson  Bros,  are  starting  a  general  store  at  Sturgis. 

The  Laird  Trading  Company  of  Laird  has  sold  out  to 
P.  L.  Friesen. 

Chas.  J.  MacKay,  of  Ingleford,  general  storekeeper,  has 
been  succeeded  by  Howard  E.  Foote. 

James  MacDonald,  general  storekeeper,  of  Oberon,  has 
been  succeeded  by  George  J.  Brown. 

C.  E.  Beemer  has  purchased  the  general  store  of  Seth, 
Whitton  &  Co.,  at  Bethune. 

A.  Bay,  general  store  merchant  at  Pelly,  Sask.,  has  been 
succeeded  by  Bay  &  Katz. 

J.  J.  Moore  has  started  a  general  store  at  Morgate. 

John  Gerding  is  starting  a  general  store  at  Swift  Cur- 
rent. 

Loews  &  Dueck  have  started  a  general  store  at  Neville. 

R.  Bazerman,  of  Disley,  has  sold  his  general  store  busi- 
ness to  Z.  Nacht. 
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Wanted  and  For  Sale  Department 

Publishers  Notice: —  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Salesmen  Wanted 


LARGE  FIRM  MANUFACTURING 
line  of  women's  fancy  footwear  wants 
to  get  in  touch  with  a  good  salesman 
for  Western  Canada,  one  for  Ontario 
and  one  for  Eastern  Canada,  who  can 
handle  their  lines  on  commission. 
Shoes  carried  in  stock  and  prompt 
shipments  guaranteed.  Write  stating 
which  field  you  can  handle,  to  Box 
506,  Footwear  in  Canada,  Toronto, 
Ont.  6-7  F. 

Positions  Wanted 

A  THOROUGH  SHOE  MAN  DE- 
sires  to  make  change;  15  years  as 
manager  and  buyer.  Best  of  refer- 
ences. If  you  are  looking  for  a  live 
wire,  address  Box  573,  Footwear  in 
Canada,  Toronto,  Ont. 

Positions  Vacant 

SHOE  SALESMAN— THOROUGHLY 
experienced;  Canadian,  with  Ontario 
town  experience  preferred.  Danford 
Roche  Co.,  Newmarket. 


SHOE  SALESMAN,  EXPERIENCED 
only,  Slater  Shoe  Co.,  117  Yonge  St., 
Toronto,  Ont. 

SHOEMAKER— GENERAL  REPAIR 
man;steady  employment  by  the  vear. 
L.  M.  Eby,  Wiarton,  Ont. 

WANTED— SHOESALESMAN  —  AT 
once;  references,  experience  and  salary. 
Dillon  and  Moore,  St.  Catharines, 
Ont. 

SHOE  FACTORY  HELP— CUTTERS, 
sole-cutters  and  lasting  machine  oper- 
ators; immediately.  Underbill's,  Lim- 
ited, Aurora. 

WANTED— SALESMAN  FOR  SHOE 
department;  must  be  experienced,  well 
recommended  and  temperate;  state 
age,  wages  required  and  how  soon  can 
come;  store  in  Fort  William.  A.  Mc- 
Gillis,  Fort  William,  Ont. 

WANTED— YOUNG  MAN  TO  TAKE 
charge  of  sales  department  in  a  retail 
shoe  store,  town  5,000,  some  experi- 
ence as  buyer.  Only  those  meaning 
business  need  apply.  Al  reference. 
Address  Box  572,  Footwear  in  Canada, 
Toronto,  Ont. 


Shoe  Satmp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


TI     FHWARHQ      119  Summer  Street 
.  J.  E.UYY  AIU/O,  BOSTON, Mum  ..U.S.A. 


We  want  to  BUY  for  GASH  all 
the  PIECED  HEEL  STOCK  you 
make 

Brockton  Heel 
Company 

BROCKTON,  MASS. 


SPACE 
NO. 
174 


TANNERS  ATTENTION! 


You  are  cordially  invited  to  visit  us  while 
attending  the  Sixth  National  Shoe  and 
Leather  Market  Fair. 

MECHANICS  BUILDING 
BOSTON,  MASS.      JULY  10th  to  17th. 


Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All   Oils,  Greases,  Tannins   and  Tanning   Extracts   for  Leather  Manufacturers 

CRESENT  BRAND  EXCEL 

Main  Office:  75  High  Street— 201-225  Purchase  Street 
BOSTON,  MASS.,  U.S.A. 

New  York  Office,  82  Wall  Street  Branch  Store,  Chicago,  1030  North  Branch  Street 

San  Francisco,  338  Clay  street 


SPACE 
NO. 
174 
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Do  You  Need  Any  Help? 

Are  You  Having  Any  Trouble  With  Your  Cement  ? 


Try  our  celebrated  brands  of 

Chrome  Folding  Channel 
and  Sole  Laying  Cement 

They  will  do  the  work. 

Is  Your  Tan  Stock  Running  a  Uniform  Color  ? 

If  not,  try  our  Tan  Renovator  made  to  match  any  stock,  and  see  your  shoes  come 
through  the  same  shade  throughout. 

Our  Tan  Clarified  Wax  Friction  Dressing  will  give  a  beautiful  gloss  without  leaving 
any  smut  or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factory. 

Canadian  Blacking  &  Cement  Company 

Hamilton  -  -  Canada 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 


7° 
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Monarch 

Brandon  and 

Dr.  Brandon 
Shoes 


WHERE 
QUALITY 
COUNTS 
WE  WIN 

In  all  the  history  of  this  company,  the  present 
season  stands  out  as  showing  the  complete  rounding 
out  of  the  Brandon  progress  policy.  Our  new  Fall 
and  Winter  line  is  a  triumph  in  design,  creation  and 
opportunity  for  the  shoe  dealer.  We  are  proud 
that  the  development  of  it  is  certain  to  bring  added 
prestige  to  the  House  of  Brandon  and  to  Brandon 
and  Monarch  dealers. 

Monarch  and  Dr.  Brandon  Cushion  Sole  Shoe, 
our  specialties. 

The  Brandon  Shoe  Company,  Ltd. 

Brantford,  Ontario. 


Instal 
Bicycle  Step 
Ladders 

and  double  your  shelf 
space. 

We  make  them  to  run  on 
shelf  or  floor  as  desired— 
and  finished  to  suit  color 
of  woodwork. 

Write  for  our  191 2  Sup- 
plement showing  new 
lines  in  square  design 
shoe  stands — if  interested 
runningf  ladders  ask 
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for  large  catalogue  No.  8. 

Our  Brushed  Brass  shoe 
stands  are  unexcelled. 

Clatworthy  &  Son,  Limited 

Makers  High  Grade  Store  Equipment 
161  King  Street  West,  TORONTO,  ONT. 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 


For  Mocassins 


U 


Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cats  and  Unlined  Shoes,  Tanned 
so   as    to   Wear   Well   and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents:  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  G LOVERS VILLE,  N.Y.  ST.  LOUIS.  MO. 
128  Summer  St  11  Cayadutta  St.  (il!)  E.  Eighth  St. 


A  few  places  in  a  Shoe  where  the  Big 
Factories  stick  our  soft  as  silk 

Standard  No.  500 
Acme  Backing  Cloth 

"THE    BACKING   THAT   ALWAYS  STICKS" 


TIPS-Patent,  No  Crack- 
ing —  Colored,  No 
Staining. 

UPPERS  -  Plumps, 
Strengthens, Stands  Up. 
Seams  Straight.  Button 
Fly-Button  Holes  do  not 
tear  out.  Top  Stay  on 
Cloth— Prevents  Bagg- 
ing or  Stretching. 

VAMPS— Prevents  Falling 
in.  Insures  Shape. 
Holds  Stitching. 

HEELS  — Straight  Heel 
Seam. 

THROATS -On  Bluchers, 

No  Tearing. 
ALL  WEAK  SPOTS-Pre- 

venting  Cripples. 


Peters  Manufacturing  Co. 


Home  Office  and  Factory  : 

43-53  Lincoln  St., 
Boston,  Mass. 


New  York  Office  and  Factory  : 

304-310  E.  22nd  St. 


FOOTWEAR 


IN  CANADA 


IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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Mr.  Shoe 


v WORKERS  UNION > 


UNION/ftSTAMP 


factory 


Manufacturer 


€][  Industrial  peace  and  uninterrupted  production 
are  promoted  by  shoe  manufacturers  operating  un- 
der a  Union  Stamp  Arbitration  Contract. 

€J  The  Union  Stamp  is  a  selling  factor,  the  in- 
fluence of  which  is  equivalent  to  the  work  of  one  or 
more  road  salesmen,  according  to  the  amount  of 
territory  covered  by  the  manufacturer.  Wages  are 
fixed  upon  a  competitive  basis  ;  the  volume  of  out- 
put is  largely  increased  in  every  Union  Stamp  fact- 
ory, thereby  reducing  manufacturing  fixed  charges 
and  giving  employees  more  weeks  work  in  the  year. 

{^  The  Union  Stamp  is  the  emblem  of  peace  which 
means  more  business  even  in  dull  times. 

^  Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


.WORKERS  UNION. 


UNION/MsTAMP 

Factory 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.  S.  A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec. -Treasurer 


^WORKERS  UNION, 


UNION^STAMP 

Factory 
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DIES 


Being  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON    DIE  CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brockton,  Mass. 


FACTORIES  : 
Haverhill,  Mass. 


Chicago,  111. 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting'  Dies 

of   Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.,  Montreal 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street      -       NEW  YORK 


Located  in  centre  of 
Shoe  and  Leather  District 


The  United  States  Hotel 

Beach,  Lincoln  and  Kingston  Streets 

Boston,  Mass.  

Only  two  blocks  from  South  Terminal  Station,  and  easily  reached  from  North  Station  by 
Elevated  Railway,  and  convenient  alike  to  the  great  retail  shops  and  business  centre,  and 
also  to  the  theatres  and  places  of  interest. 

American  Plan,  $3.00  per  Day  and  Upwards 
European  Plan,  $1.00  per  Day  and  Upwards 

TABLE  AND  SERVICE  UNSURPASSED 

TILLY  HAYNES,  Proprietor     JAMES  G.  HICKEY,  Manager 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


Manufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  13  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather — a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARRS  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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New  Pump  Form    |f  Yoil  Al*C  3.  SllOC     Pyralin  Finished  Form 


Manufacturer,  Read  This! 


This  season  we  have  made 
a  form  especially  adapted 
for  pumps  from  bass  wood. 

Weighs  Yz  ounce,  others  weigh 
about  3  ounces.  All  shoe  man- 
ufacturers have  been  looking  for 
this  style  form.  Can  be  used  to 
display  pumps  or  low  cut  shoes. 


Look  for  our  exhibit  at  the 
National  Shoe  and  Leather 
Fair,  Boston,  July  10th-17th,  1912 


Our  new  Pyralin 
Finished  Form  is 
fast  replacing  our 
Satin  Covering. 
Looks  neater  and 
guarantees  a  great 
saving. 

It  can  be  washed  with  soap  and  water.    No  acid  or  grease  will 
affect  it.   Made  in  any  shades  to  match  any  colored  shoes 
you  make.    We  are  also  making  17  shades  on 
our  Satinette  polished  form.  ft 

Send  us  a  right  foot  last  with  universal  pattern  and 
we  will  give  you  prompt  attention 


Old  Factory— Capacity  500  pairs  daily 


We  see  no  reason  why  we  cannot  be  favored 
with  a  part  of  your  business  as  we  have  a 
24  lather  plant  with  a  capacity  of  1200  pairs 
per  day — latest  styles  and  superior 
workmanship 

LYNN  LAST  CO. 

Manufacturers  of  Last  Patterns  and 
Hollow  Forms  of  Latest  Design 

Lynn    : :  Massachusetts 


New  Factory— Capacity  1200  pairs  daily 


IMPROVE  your  acquaintance  with 
the  Underwood  representative. 
His  knowladge  of  the  scope  of  a  type- 
writer's usefulness  is  at  your  disposal. 
His  suggestions  may  prove  surprising- 
ly valuable. 


Y'OU  buy  a  type- 
*     writer   not  for 
what  it  is,  but  for 
what  it  does. 


The  typewriter  which  does  more 
is  worth  more. 

THE  UNDERWOOD  DOES  MORE 

That  is  one  reason  why,  in  every  city  in 
the  Dominion  the  Underwood  is  used  more 
generally  than  any  other  typewriter.  <fl  There 
is  another  reason — unequalled  service  goes 
with  the  Underwood.  We  have  a  staff  of 
500  members,  all  working  with  enthusiasm 
to  make  the  service  perfect. 


UNITED  TYPEWRITER  CO.,  LTD. 


AH  Canadian 
Cities 
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The  Solid  Shoe 

For  a  Sure  Sale 


BUYERS  who  select  Ahrens  Solid 
Leather  Shoes  for  their  fall  trade 
are  certain  of  doing  their  full  propor- 
tion of  the  solid  shoe  business  in  the 
fall. 

Our  shoes  will  never  fail  you  or  let  you 
down  to  your  customer.  Every  pair 
is  strongly  and  honestly  made  of  solid 
leather  that  gives  long  life  to  a  shoe. 
Make  certain  of  your  Fall  Trade  by 
stocking  Ahrens  Solid  Shoes. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to - 
the  -  dealer- and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  tivo  big  useful 
i  mi  a  res  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Woodright 

While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 

Over  50  years  experience  in  producing  "  WOOD 
RIGHT  "  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  else. 

"  WOODRIGHT  "  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT.'. 

Play  safe,  specify  "WOODRIGHT"  lasts  to  your 
manufacturer. 

"  WOODRIGHT  "  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
207  Essex  Street,  and  look  over  some  new  models 
"WOODRIGHT." 

Woodard  &  Wright  Last  Co. 

Brockton,  (  Campeiio  )      .  Massachusetts 
Last  Making  Leaders  Over  50  Years 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature— found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


Over  29  years  in  its  field. 


"  CANADA'S    GREATEST  TRADE  PAPER." 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results,— "  THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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NO  DIAMONDS-TRADE  MARK 


No  Fast  Color 


Get  this  fact  firmly  fixed  in  your  mind.  It  may 
be  the  means  of  saving  you  considerable  annoy- 
ance and  inconvenience  ;  for,  if  you  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regarding  "Brassy"  eyelets.  Past  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture; and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  grow  old  but  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  cure  for  all 
eyelet  troubles.  Only  the  genuine  Fast  Color 
Eyelets  have  it. 


United  Shoe  MachineryCompany 

Of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

2U  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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"Yamaska  Brand" 

and  Big  Profits. 


"Yamaska  Brand  '  arc  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  hack- 
hone  of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


TRADE    MARK    R  EC,    U.    S,    AND  CANADA 

A  Real  Line  for  Boys  and  Girls 

17  STYLES  IN  STOCK 

and  Strong  on  the  New  TANS 

This  Strap  Pump  in  Stock 'D'Width.    1463,  Tan;  1461  Dull;  1460, 
Patent.    Other  leathers  and  widths  to  order. 


4-8,  $1.15  to  retail  at  $1.75 


12,  $1.35  to  retail  at  $2.00 

Other  Styles  in  Stock  "  D  " 
Width  Only 

1100  Patent  Pla-Mate  Lace 
1401  Dull  Calf  Pla-Mate 
Lace 

1403  Tan  Russia  Pla-Mate 

lint  Glazed  Kid  Pla-Mate 
Lace 

1440  Patent  Pla-Mate  But- 
ton 

Hll  Dull  Calf  Pla-Mate 
Button 
HI  ltd  Patent  Hi  Pla-Mate 
Button 

III  111  Dull  Calf  Hi  Pla-Mate 

Button 
H1443  Tan  Russia  Hi  Pla- 

Mate  Button 
1443  Tan  Russia  Pla-Mate 

Button 
1414  Glazed  Kid  Pla-Mate 

Button 


Send  for  Illustrated  Folder  and  Price* 

WILLIAMS,    HOYT  &  CO. 

Makers  of  infants',  children's,  misses'  and 
growing  girls'  turns  and  welts 

No.  6  Commercial  St. 


Rochester,  N.Y. 


A.  H.  McGreal,  W.  G.  Gilbert,  Proprietors 

Hotel  Eg'gleston 

159  EAST  MAIN  STREET 

ROCHESTER,  N.Y. 

Canadian  Shoe  Buyers  are  invited  to  mal<3  their 
home  at  the  Eggleston  when  in  Rochester. 

European  Plan,  $1.00  to  $1.50 


"McBrine  Around-the- World 

Baggage" 


<I  New  Catalogue  just  out  and  being  distributed. 
Contains  all  new  lines  and  every  thing  manu- 
factured by  the  Trunk  and  Travelling  Bag  Trade. 

•I  New  Trade  Mark  just  introduced  which  infers 
that  we  stand  behind  "  McBrine  Around-the- 
World  Baggage."  Look  for  the  Trade  Mark  !  ! 

<J  If  interested  in  Travelling  Goods  write  us  for 
Catalogue. 


Head  Office  -  BERLIN 

Branches : 

Toronto   Winnipeg   Regina   Calgary  Vancouver 


"Hiker  Welts" 

Can  be  obtained  in  all  the  prevailing  leathers  and 
fabrics. 

This  summer  promises  to  be  a  white  season  and  we 
have  both  white  canvass  and  buck  ready  for  you. 

These  with  tan  and  gun  metals  make  a  strcng  line 
for  your  children's  trade. 

Jorolemon-Oliver  Co. 

ROCHESTER,  N.  Y. 
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LEATHER 


is  made  by 


FISK 


What  we  maintain  and  can  prove 
about  our  Patent  Leather  is  that 
shoes  made  of  it  have  a  beautiful  and 
distinctive  appearance  which  makes 
shoes  made  of  the  usual  run  of  Patent 
Leather  look  common  and  cheap 
when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economical- 
ly and  works  as  easily  and  safely  as 
the  dull  finish  leather. 

No  delays  for  "repairing""  no  botch- 
ed unsightly  shoes  to  worry  about. 


Fisk  Limited 

Montreal 


SPACE 
No.  76 


Canadian  Shoe  Manufacturers 


SPACE 
No.  76 


visiting  the  Shoe  and  Leather  Fair  at  Boston,  July,  10-17  are 
cordially  invited  to  inspect  our  exhibit  at 


DUNBAR 
PATTERN 
CO.,  Inc. 


Space  No.  76 


Brockton, 
Mass. 
U.  S.  A 


SPACE 
No.  76 


707  Lucas  Ave. 

St.  Louis 
207  Essex  St. 
Boston 


717  Sycamore  St. 
Cincinnati 
99  Center  St. 
Brockton 


SPACE 
No.  76 


J  1 


JI$K/  FOR/ 

So  Qosy 

TRADE  TvrARrC 

SHOES 


A  select  range  ol 

So-Cosy  Soft  Soles 

is  the  best  adver- 
tising  medium 
you  have. 

They  Pull 
the  Ladies'  Trade 
THE 

HURLBUT  CO. 

LIMITED 
PRESTON,  ONT. 


Lambert  Shoe  Top  Support 

Supports  tops  on  all  sizes  of  welt  shoes. 

No  more  damaged  shoes  by  reason  of 
pinched  linings  in  the  various  machine 
operations. 

Prevents  wrinkles  in  top,  saves 
ironing,  preserves  shape  of  top. 
Keeps  linings  clean.  / 

Canadian  shoe    manufacturers  /' e 

visiting  Boston  July  10-17  are  in-  /  j 
vited  to  visit  our  Booth  No.  76  at  i>  _V 
the    Shoe  and  /  " 

Leather  Fair.  t — 

Dunbar  Pattern  v^ 

Co.,  Inc.  r  i-  i  v 

Mfgs.  and  Selling  i  j  y  I"'  '  1 

Agents 

BROCKTON,  207  Essex  St..  Boston,  99  Center  St.,  Brockton,  707 
MASS.       Lucas  Ave.,  St.  Louis,    717  Sycamore  St.,  Cincinnati 
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NOTICE 


No.  1077 

$1.00  Women's  Plaid  no  heel  slipper.  Pompom 
Ornament.  Red  and  Black,  Rrd  and  Green,  Gray 
and  Wine,  Champagne  and  Black,  Grey  and  Black. 


Four  of  our  latest 
nobby  and  attractive 
styles. 

...      .  _        .  $1.00  Women's  Silk  Bound  no  heel  Slipper.  Pompom 

1  hey      Will      be       1  rade       Ornament.    AH  colors. 

Winners. 


No.  1064 
Little  Gents  $1.00 
Red  Bootee,  Figured  Ornamentation. 


Visit  our  Booth  No.  65,  at  the 
Fair  in  Mechanics  Bldg.,  Bos- 
ton, Mass.,  July  10/17,  191  2. 

Our  full  line  will  be  on  exhibi- 
tion and  a  salesman  on  hand  to 
give  full  information  as  to  prices 
and  terms. 


No.  1206 

Misses'  80c.  Child's  75c.  Infant's  70c. 
Firfelt  Trimmed,  Juliette,  Red  and 
Black  Plaid. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 


SHOE  REPAIRERS    Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which  makes  a 
high-class  machine,  the  SUPREM- 
ACY of  the  "Standard "  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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Proof  of  Popularity 
of  the  "Every-day"  Shoe 


*[T  There  are  very  few  staple  lines  like  the  "Every-day"  shoes 
which  year  after  year  continue  in  such  favor  with  all  classes 
of  stores.  The  main  features  of  this  line  of  shoes  have  never 
been  changed — they  are  still  made  so  carefully  as  to  with- 
stand every  day  use  and  so  neat  as  to  look  good  for  any 
occasion — that  is  why  their  popularity  is  maintained  and 
their  sales  are  increasing.  The  "Every-day"  Shoe  is  a 
dependable  line  for  perpetual  sale — a  staple  line  for  stock 
which  is  always  kept  moving.  A  trial  will  convince  you  too, 
of  their  undoubted  popularity.    See  our  samples. 


T.  Sisman  Shoe  Company,  Limited 

Aurora      •      •  Ontario 


A    COMPLETE     WINDOW  OUTFIT 


$ 
15 

ORDER 
TO-DAY 


$ 

15 

"THE 
BETTER 
WAY" 


23  GUARANTEED  FIXTURES   FOR.  $15.00 

READ  THE  DESCRIPTION 

Handsome,  substantial,  properly  proportioned  CLUSTER  STAND,  37  inches  high,  38  inches  wide.  Cross  arms  may  be  used  above  or  below 
Ten  Individual  stands  (different  heights.)  Twelve  two-position  heel  rests.  Twenty-three  fixtures  in  all.  Will  display  29  single  shoes  or  58  shoes 
m  pairs.  Right  for  any  store ;  priced  for  every  store. 

Made  from  selected  genuine  Oak,  finished  Natural,  Golden,  Weathered,  Bog-  (green)  and  Dark  Green  Mission  with  Silver  Filled  Grain  Also 
Birch  finished  Natural  or  Mahogany.  Shoe  Rests  of  Oxidized  Metal,  adjusted  by  solid  brass  bolt  and  knurled  thumb  nut.  Superior  workmanship 
throughout.     Nothing  better  made  on  the  market. 

WE  WILL  SHIP  ON  APPROVAL.     IF  NOT  SATISFACTORY  RETURN  AT  OUR  EXPENSE. 


THE  TAYLOR  MFG.  COMPANY 


82  QUEEN  ST.  NORTH 
HAMILTON       -  CAN. 
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Northwestern 
Leather  Company 


Production.— One  Million  Sides  of  bark  and  chrome  upper  leather  per  year  and  a  corresponding  quantity  of  splits.  Leather  suitable  for  shoe 
that  retail  from  SI. 'ill  to  fo.OO  per  pair. 


OUR  NEW  LINES  OF  "SOO"  LEATHERS 

"W.  L.  I."   (Wears  Like  Iron)  Calf,  Chrome  Tanned  and  Waterproof 

For  Men's,  Boys'  and  Women's  Serviceable  Shoes,  in  Black  and  Colors 

"SOO"  DEERSKIN,  CHROME  TANNED  ("Soft  as  a  Kitten's  Ear").     In   Black  and  colors.  You 
cannot  get  anything  softer  than  this  for  comfortable  and  good  wearing  shoes. 

Tannhauser  CALF  SIDES  Chrome  Tanned,  (Boarded)  Black,  Tan  and  Chocolate.     Prime  Leather  for  an  Outing 
Shoe.    VEL-VO  (high  price  shoe)  and  VEL-VEE  CALF  (medium  price  shoe).   (Smooth  Dull  Chrome  Sides). 

And  our  old  standard  lines  of  Satin,  Kangaroo  Calt,  I.X.L.  Calf,  "  Soo  "  Kid  and  Flexible  Splits 

—SAMPLES  ON  REQUEST  


NORTHWESTERN  LEATHER  COMPANY, 


Main  Offices  and  Sales  Department, 

14  South  St.,  BOSTON,  MASS. 


Tanneries  :  Sault  Ste.  Marie,  Mich.  Manistique,  Mich.  Portville,  N.Y. 

Western  Sales  Office,  231  West  Lake  St.,  Chicago,  III. 

Canadian  Shoe  Manufacturers  are  cordially  invited  to  visit  us  when  in  Boston 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 

Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Memo,  from 


MANN  Bros.,  NORWICH 


SPECIALISTS 
in 

CHILDREN'S 


BOOTS  &  SHOES 

We  manufacture  the  world-famous  Crown  and 
Castle  Brand,  and  every  production  so  branded 
is  fully  guaranteed  All  Sound  Leather. 

Many  of  our  clients  have 
been  on  our  books  for  30 
years  up.     The  reason  is 
obvious  ! 

MR.   DEALER,  GET  WISE  T 

We  are  shortly  establishing  offices  in  Toronto  and 
Vancouver  and  our  Representatives  will  gladly  look 
you  up.    Write  us  c/o  "FOOTWEAR  in  Canada" 


220  King  Street,  West 

Toronto 
F.  G.  Mann,  Eastern  Rep. 


Hutchison  Block, 
Vancouver 
J.  E.  Carpenter,  Rep. 


Head  Offices  and  Works : 


Denmark  Works,  Norwich,  England 


The  Meaning  of 
Comfort  in  Shoes 

HOW  important  is  comfort  in  shoes  and 
how  very  few  lines  of  shoes  have  it. 
It  is  essential  to  have  shoes  fit  easy  for 
when  they  do  sales  are  made  the  quicker. 

IJ  Williams  Shoes  are  made  for  comfort — 
every  style  made  to  give  a  natural  fit.  They 
have  an  added  value  on  this  account  and 
their  neat  appearance  and  solid  make  will 
commend  them  to  every  man  and  woman  who  desires  a  shoe  that  will  look 
good — feel  fine — and  wear  well. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging' 
Machines 


Heel  Protector,  Driving,  Heel  Compressing",  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO.  MONTREAL,  QUE. 


492  St.  Valier  Street,  QUEBEC. 
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A  Sandal  Specialty 

€fl  The  "  Non-Rip  "  Sandals  mean  as  much  to  the 
child  as  the  best  made,  highest  class  shoes  mean 
to  a  man  or  woman.  As  much  thought  and  care  is 
taken  over  the  design  and  manufacture  of  this 
children's  line  as  in  the  finest  models  of  adults 
footwear.  Specially  designed  to  the  shape  of  the 
child's  foot  the  "Non-Rip"  Sandal  will  give  per- 
fect comfort  from  the  first  day  worn.  Made 
without  a  tack  or  nail,  with  flexible  oak  soles  and 
soft  chrome  tanned  upper  leathers.  They  are 
soft  and  pliable  and  they 

Will   Never  Rip 

This  is  a  specialty  children's  line  that  will  stimulate  your  children's  trade. 
See  the  "Non-Rip"  Sandal — Now  is  the  time.  If  your  jobber  does  not 
handle  them  send  his  name  and  address  direct  to 


Humberstone  Shoe  Co. 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  Phone  84 


Our  In-Stock 

Department 

is  the  Largest  maintained  by  any 
manufacturer  of  Fancy  Footwear  in 
the  States.  If  you  are  shy  on  white 
goods  or  any  other  styles  in  Turns, 
send  us  your  orders  to-day. 


We  Ship  the  Same  Day 
Order  is  Received 


No.  454.    A  to  D,  1-8  $2.00 


Double  Top  Lift  and  readily  convertible  to 
tbe  Colonial  by  using  our  special  Tongue. 


White  Goods  are  Our  Specialty 

Carried  In-Stock  At-Once  Delivery 


J.  A.  Cook  &  Bro. 

Lynn,  Mass.,  U.S.A. 


Canadian  Retailers  visiting 
the  National  Shoe  and  Leath- 
er Fair,  Boston,  July  10-17. 

We  cordially  invite  you  to  visit 
our  Booth  No.  79  where  you 
will  see  many  styles  in  women 
Turns  that  are  exclusive  with  us 

OUR  CATALOGUE  shows  many  styles  of 
Turn  footwear  that  we  carry  IN-STOCK  and 
it's  yours  for  the  asking. 


No.  470 


Convertible  Satin  Pump 

Made  in  eight  colors,  chiffon  rose  centre  pom- 
pom. Readily  changed  to  Colonial  pumps  by 
using  our  special  tongue.  In  black  A-A-D. 
In  colors  A-D,  1-8.  $2.00. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steaiu,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  We»t,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Every  Live  Dealer  Realizes  the  Importance 
of  Up-to-the-Second  Lasts,  Dependable 
Quality  and  Salesmaking  Advertising 

Ralston  Style 
So  many  of  the  new  lasts  have  been  first 
shown  in  the  Ralston  line  that  here  in  the 
States  our  factory  is  often  referred  to  as  "jhe 

place  the  new  styles  come  from." 
We  lay  a  great  deal  of  emphasis  on  the  point 
of  style;  for  nine  times  out  of  ten  it's  the 
style  that  sells  the  shoe. 

The  dealer  who  makes  it  an  invariable  rule 
to  show  the  new  styles  first— assuming  of 
course  that  he  maintains  a  high  quality  stand- 
ard—is the  one  who  out-distances  competi- 
tion. To  such  a  dealer  RALSTONS  have  an 
irresistible  appeal. 

Ralston  Quality 
Every  pair  of  shoes  we  make  carries  with  it 
our  guarantee  of  satisfaction.     This  is  the 
.  strongest  sort  of  evidence  as  to  their  quality. 

Ralston  Advertising 
Strong,   sales   compelling    advertising  both 
nationally  and  locally   assures  the  Ralston 
dealer  of  quick  sales  and  profits. 

Ralston  Shoes  Carried  in  Stock 
Sizes,  5 — 11.    Widths,  B — E.    Your  order  is 
shipped  the  day  received,  saving  you  time 
and  money. 

Other  Brands 
Besides  our   line  of  Ralston  Shoes  which 
retail  in  the  States  at  $4.00  to  $6.00,  we  make 
several  other  brands  costing  from  $2.25  up. 

Send  for  Catalog  or  Samples 

Churchill  &  Alden  Co.  (  The  Ralston  Health  Shoemakers ) 

Gampello  (Brockton),  Massachusetts 


FOOTWEAR    IN  CANADA 


We  put  this  Trademark  on  the 
Best  Rubbers  that  can  be  made. 


The  Gutta  Percha  &  Rubber  Mfg.  Co. 

OF  TORONTO,  LIMITED 


Head  Offices :  47  Yonge  Street,  TORONTO,  CANADA. 

Branches:    Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver;  Sydney,  Melbourne  and  Perth,  Australia 

(NOT  IN  ANY  TRUSTl 


Toronto,  July,  1912 


99 


To  secure  new  customers  and  increase 
your  trade  handle  only  the  best.  "Miner 
and  "Shefford"  Brands  of  rubber  footwear 
fill  this  requirement  not  only  in  wearing 
quality,  but  also  in  style  and  fit. 


The  Miner  Rubber  Company 


Head  Office  and  Factory 
GRANBY,  QUE. 


Limited 


Ontario  Branch 
93  to  99  Spadina  Avenue,  TORONTO 


(ALSO  SEE    PAGE  6.) 


Alphabetical  Index  to  Advertisers  Page  23 


FOOTWEAR    IN  CANADA 


T3 


Mr.  Workingman 

you  cannot  afford  to  be  indif- 
ferent about  thi  make  of  boot 
you  buy.  Your  boots  get  hard, 
constant  treatment  six  days  a 
week.  A  poorly  made  boot  is 
too  expensive. 

In  the 

AMES  HOLDEN 
ARTISAN 

the  uppers  are  hand  cut  from 
honest  tough  leather.  The  soles 
are  double  locked  stitched  or 
pegged.  These  treated  with 
Viscol  Oil  absolutely  keep  the 
damp  out  and  your  feet  dry  and 
warm.  As  a  matter  of  economy 
ask  your  dealer  for  ARTISAN. 


Any  dealer  selling 
our  shoes  can  se- 
cure gratis  electros 
like  these  for  his 
own  use  by  writing 
to  us. 


Helping  you  to 
Sell  More  Shoes 


Your  customers  have  noticed  ad- 
vertisements like  these  in  the 
leading  papers  in  Canada. 

Poster  and  Booklet  adver- 
tising also  helps  our  retailers  to 
sell  more  shoes. 


THE  FINAL  TEST 

HE  next  time  any  member  of  your 
family  needs  boots  or  shoes,  ask 
your  dealer  to  show  you  those 
made  by 

AMES  HOLDEN 

Tell  him  you  want  to  see  their 
latest  styles   and  fashions  ; 
examine  the  appearance  and 
workmanship  of  them.  If 
you  are  satisfied  so  far  as 
appearances  go  —  buy  a 
pair.  Then  pay  more  than 
ordinary  attention  to  the 
way  they  fit  and  wear 
and  hold  their  shape. 

If  you  will  do  this  then  we 
know  our  shoes  have 
gained  another  friend — 
by  meeting  the  final  test. 


Ames  -  Holden  -  McCready,  Limited 

MONTREAL      -      ST.  JOHN      -      TORONTO      -  WINNIPEG 
CALGARY        -        EDMONTON        -  VANCOUVER 
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"^^E  point  you  the  way 
to    increase  your 
sales,  be  sure  and  write 
for  Catalogue. 


JACKSON  &  SAVAGE,  Montreal 

Sales  Agents  :  Miner  Rubber  Co„  Ltd. 
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PAT.  N.°  ■  119409 

GOLD  CROSS 
SHOE 


The  "Professors" 

Special  Shoe 


is  specially  made  to  suit 
the  requirements  of  a  par- 
ticular section  of  the  clien- 
tele of  every  good  class 
shoe  store.  The  section 
that  wants  a  good  looking 
good  feeling  and  good 
wearing  shoe.  To  people 
who  demand  a  shoe  that 
will  keep  the  feet  dry  in  all 
weathers,  the  "Professor" 
Special  Shoe  makes  a  di- 
rect appeal. 


Stocl 
that  Ensur< 


Giving  satisfaction  is  of  far 
greater  importance  than  the 
actual  making  of  sales.  To  sell 
one  pair  of  shoes  that  gives  en- 
tire satisfaction  to  one  custom- 
er is  better  business  than  selling 
two  pairs  to  two  people  who 
are  afterwards  dissatisfied  with 
their  purchase  one  pleased 
customer  can  make  many  more 
for  you,  while  the  unfavorable 


Tebbutt  Shoe  an 


Three  Rivei 


FOOTWEAR   IN  CANADA 


►hoes 

Satisfaction 


influence  of  two  displeased  cus- 
tomers might  do  your  name 
and  trade  a  lot  of  harm.  You 
will  never  fail  to  give  entire 
satisfaction  with  the  "Doctors  "or 
the  "Professors  "  Special  Shoes 
-give  them  a  trial — they  will 
please  your  customers.  Carried 
in  stock  by  all  Wholesale  Houses. 


SEND  NOW. 


rather  Co.  Limited 


The  "Doctors" 

Waterproofed  Shoe 


is  a  neat,  high  class,  plain 
design  Shoe  strongly 
made  of  the  best  grade 
leather  only  —  stylish 
enough  for  city  streets — 
strong  enough  for  country 
roads.  They  are  a  patent- 
ed non-perspiro  shoe  made 
on  hygienic  lines  to  keep 
the  feet  healthy  —  always 
dry  and  comfortable. 


6 


FOOTWEAR    IN  CANADA 


New  Methods 

Versus  Old  lift 

•INER 
FANS 

.ERIT 

iy  yl~ANY  important  improvements  have  been 
IV/ I     made  quite  recently  in  the  manufacture 
of  Rubber  Footwear.    Each  improve- 
ment when  embodied  in  the  finished  article  means 
better  value,  neater  appearance  or  more  comfort 
for  the  wearer. 

It  is  difficult  to  keep  pace  with  these  improve- 
ments— but  we  do  it  for  the  additional  value  it 
gives  to  our  customers.   Therein  lies  the  merit  of 

Miner  and  Shefford 

Brands  of 

Rubber  Footwear 

The  equipment  of  our   factory   comprises  the 
very  newest  methods  and   the   output   of  our 
factory  is  the  very  highest  value  procurable. 

Try  Miner  Rubbers  and  our  statement  of  value. 
Both  the  goods  and  the  statement  will  stand  the 
test. 

Miner  Rubber  Co. 

Limited 

Head  Office  and  Factory              Toronto  Branch 
Granby,  P.  Q.                  93-99  Spadina  Ave. 

FOOTWEAR    IN  CANADA 


1 


"Bilt  for  Boys" 


Are  you  interested  in  the  Boys'  Problem  ? 

Are  you  making-  a  feature  of  the  Boys'  Business  of  your  locality  ? 

Are  you  looking-  for  a  boy's  boot  that  has  the  style,  fit  and  finish, 
combined  with  all  the  best  wearing-  qualities. 

If  you  are  : — 

Let  us  show  you  our  samples,  we  have  the  solution  of  your  difficulty. 

We  want  you  to  try  our  goods  and  test  their  merits,  our 
boys'  boots  are  "THE  BEST,"  and  the  sooner  you  ap- 
preciate that  fact  the  sooner  you  will  confine  your  boys' 
trade  to  us. 

We  want  your  inquiries — they  will  lead  to  business. 

The  Reliance  Shoe  Co.,  Ltd. 

122  Adelaide  St.  W.,  Toronto 


MANUFACTURERS  OF   BOYS'  BOOTS 
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Style  21 

Sizes 

9— 132  1.40 

1-6  1.7.*) 

0-11  2.15 


None  Genuine  Without 
Medal  Attached 


The  Original 

EXCELSIOR 

"Boy  Scouts"  Shoes 


Suitable  for  all  Outdoor  Purposes 

Cool  and  Comfortable 

Uppers  cut  from  Chrome  Tanned  Elk  Leather  with 
two  (2)  full  Elk  Soles  to  heel. 

No  Nails  in  Soles  New  McKay  Welt  Process 

All  mail  orders  on  stock  shoes  shipped  same  day 
received. 

Carried  in  Stock  Colors — Tan— Smoked— Black 
Manufactured  by 


The  Excelsior  Shoe  Co.,  Portsmouth,  Ohio,  U.S.A. 

W.  H.  Ware,  Representative  for  the  Northwest 


Arnold  (McKay)  Flex  Welt 

The  greatest  and  newest  thing  in  Welt.  We  are  the 
exclusive  manufacturers  for  Canada  and  Great  Britain. 

Goodyear  Side  Welting 

We  make  only  from  our  own  side  leather.  Our  cus- 
tomers include  most  of  the  large  shoe  houses  of  Canada. 

Oil  Tan  Moccasin  Leather 

Heavy  for  oil  packs.         Light  for  prospectors'  boots. 

Combination  Shoe  Leathers 

Write  for  samples  and  further  information.      We  pay 
special  attention  to  prompt  deliveries. 

Wickett  &  Craig,  Limited 


TORONTO, 


CANADA 
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Matters  of  Interest  to  Shoe  and  Leather  Men 
Visiting  Boston  July  10  to  17 

The  Second  National 
Shoe  and  Leather  Week 


Nubuck- Imperial 
Nubuck 


Tan  Gun  Metal 
Calf 


Weilda  Calf 


Black  Diamond 
Patent 


SHEEP  LEATHERS  HUB  AND  SIDE  WELTING 

COUNTERS  AND  CUT-SOLE  STOCK 


YOU  ARE  CORDIALLY  INVITED 

to  make  your  headquarters,  while  in  Bos- 
ton, at  our  store  on  South  Street,  where  every 
effort  will  be  extended  to  make  our  office  and 
salesrooms  both  comfortable  and  convenient  for 
you  and  friends  you  would  like  to  meet    :    :  : 


A.  C.  Lawrence  Leather  Co. 

95  South  Street,  Boston,  Mass. 


IO 
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What  Kind  of 

Glazed  Kid 
Do  You  Use? 


Some  men  use  a  certain  leather  because  they 
always  have. 

They  are  satisfied  because  the  degree  of  satis- 
faction afforded  by  the  leather  is  the  only  degree 
they  have  ever  experimented. 


Kosmo  Glazed  Kid 


will  afford  users  of  it  an  entirely  new  and  greater 
degree  of  satisfaction  than  ever  afforded  by  any 
other  Glazed  Kid. 

Kosmo  Glazed  Kid  has  a  wonderfully  flat  grain 
tanned  into  it,  and  over  the  entire  surface  of  the 
skin.  An  improvement  and  radically  different 
method  of  tanning  accomplishes  this  result.  It  is 
impossible  with  the  old  methods — even  the  best 
of  them. 


Mandfactcred  by 


L.  Agoos  &  Co, 

Wilmington,  Del. 

Main  Office  and  Salesroom,  68-72  South  St.,  Boston 

 Agencies  


Rochester 

Cincinnati 


Philadelphia 

Sax  Francisco 


P 


riSSf 

LEATHER 


is  made  by 


fISK 


What  we  maintain  and  can  prove 
about  our  Patent  Leather  is  that 
shoes  made  of  it  have  a  beautiful  and 
distinctive  appearance  which  makes 
shoes  made  of  the  usual  run  of  Patent 
Leather  look  common  and  cheap 
when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economical- 
ly and  works  as  easily  and  safely  as 
the  dull  finish  leather. 

No  delays  for  "repairing"  no  botch- 
ed unsightly  shoes  to  worry  about. 


Fisk  Limited 

Montreal 
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Buffalo  Wont-Leke 

SHOES 

are  Customer  Makers  and  Keepers 
because  of  Radical  Advantages  in  con- 
struction and  materials 


WATER-TIGHT 
SEAM 

CONSTRUCTION  OF  "BUFFALO  WONT-LEKE  SHOES 

Cut~up  Shoe  illustrating  this  construction  with 
each  initial  order  of  1  doz.  Wont-Leke  Shoes 

Canadian  Representation 

The  Buffalo  Shoe  Company  is  represented  in  Canada  by  Mr.  E.  J.  P.  Smith, 
44  Homewood  Ave.,  Toronto,  Ont.    We  bespeak  for  him  your  cordial  attention. 

Buffalo  Shoe  Company 

BUFFALO,  N.  Y. 
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I  sell  what  is  good 
and  I  ask  you  to  buy 
from  my  lines  just 
because  they  are 
good  I  see  to  it 
that  the  price  suits 
your  trade  and  the 
profit  suits  your 
business. 


JAMES  ROBINSON 


Size  Up  Your 
Stock  Now 


WITH  the  big  rush  of  summer  busi- 
ness you,  Mr.  Retailer,  will  get 
short  of  certain  sections  of  your 
stock.  You  will  find  that  the  demand 
sometimes  comes  in  for  a  particular  shape 
on  which  there  has  been  a  "run."  That  is 
the  time  to  make  use  of  my  enormous  stock 
of  summer  shoes  and  that  is  where  I  can 
help  you.  As  usual  I  have  anticipated  the 
summer  rush  and  am  prepared  to  supply 
you  with  the  very  shapes  to  fill  the  gaps  in 
any  of  your  stocks.  I  have  lines  which  are 
even  more  advanced  and  attractive  than 
the  goods  you  stocked  for  summer  trade. 
When  you  fill  up  your  stocks  with  my  lines 
you  have  the  pick  of  the  latest  styles  and 
you  just  take  the  sizes  you  are  short  of. 
Then  besides  being  able  to  supply  the  de- 
mand for  any  size  in  any  line  in  your  stock, 
and  so  make  extra  sales,  you  are  selling 
your  customers  shoes  that  you  know  will 
satisfy  them  because  they  were  supplied  to 
you  by  me.    That  is  where  I  can  help  you 


JAMES 


MONT 


FOOTWEAR    IN  CANADA 


*3 


business  and  Bigger  Profits 


Use  My  Letter-Order 
Department 


— I  only  ask  your  confidence  and  I  will 
help  you  to  make  more  sales  and  more 
satisfied  customers.  This  is  a  claim  I  am 
every  day  backing  up  with  the  fact  of  deed. 
It  is  a  substantiated  claim  which  entitles 
me  to  your  custom.  The  selections  I  have 
made  to  fill  depleted  summer  stocks  are 
already  making  good  for  hundreds  of  my 
customers.  I  am  able  to  do  this  because  of 
my  intimate  relations  with  the  sources  from 
which  all  style  changes  come.  I  therefore 
offer  any  retailer  the  benefit  of  my  know- 
ledge in  the  finest  selection  of  shoes  to  fill 
up  his  summer  stock.  Make  yourself  cap- 
able of  supplying  every  customer  that  comes 
your  way— get  all  the  business  you  can  lay 
your  hands  on,  do  not  give  the  fellow  next 
door  a  chance  to  get  all  your  trade.  Keep 
your  stock  full,  by  ordering,  little  by  little, 
from  me.  If  you  haven't  all  you  need,  just 
let  me  know  your  requirements — I  can  help 
you  and  promise  you  will  be  satisfied  with 
both  my  goods  and  my  service. 


)BINSON 

L,  QUE. 


It  isn't  price  alone 
that  sells  my  shoes 
for  shoes  can  be 
made  to  sell  at  any 
price.  It's  goodness, 
merit,  worth  and 
value  that  sells  them. 
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1  HE  DEST 

^^2^  Shoe 

The  WEARERS  WANT 

IS 

YOUR  CHANCE 

and  you  can  genuinely  satisfy  more  wants  in  the  course  of  the  day  with 

"Everyday  99  Shoes 

than  with  an)-  fancy  line  made. 

What  do  the  majority  of  people  want  ? — A  neat  shoe  that  will 
stand  continual  wear  and  look  good  all  the  time.  That  is  what  the 
"Everyday  "  Shoe  is  and  that  accounts  for  its  enormous  sale. 

You  too  can  command  a  larger  sale  if  you  are  ahle  to  satisfy 
more  wants  with  the  "Everyday  "  Shoe. 


T.  Sisman  Shoe  Company,  Limited 

Aurora      •      -  Ontario 


IMPROVE  your  acquaintance  with 
the  Underwood  representative. 
His  knowladge  of  the  scope  of  a  type- 
writer's usefulness  is  at  your  disposal. 
His  suggestions  may  prove  surprising- 
ly valuable. 


'VTOU  buy  a  type- 
*     writer   not  for 
what  it  is,  but  for 
what  it  does. 


The  typewriter  which  does  more 
is  worth  more. 

THE  UNDERWOOD  DOES  MORE 

That  is  one  reason  why,  in  every  city  in 
the  Dominion  the  Underwood  is  used  more 
generally  than  any  other  typewriter.  <fl  There 
is  another  reason — unequalled  service  goes 
with  the  Underwood.  We  have  a  staff  of 
500  members,  all  working  with  enthusiasm 
to  make  the  service  perfect. 


UNITED  TYPEWRITER  CO.,  LTD. 


All  Canadian 
Cities 
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BEARDMORE  &  CO 


TANNERS 


WAREHOUSES  :  Stocks  carried  at  all  warehouses 


TORONTO 
39  Front  St.  East 


MONTREAL 
59  St.  Peter  Street 


QUEBEC 
553  St.  Valier  Street 


Tanneries : 


ACTON 


BRACEBRIDGE 


New  Pump  Form     J  J  Yoil  AlTC  3.  Sll06     Pyralin  Finished  Form 


Manufacturer,  Read  This! 


This  season  we  have  made 
a  form  especially  adapted 
tor  pumps  from  bass  wood. 

Weighs  %  ounce,  others  weigh 
about  3  ounces.  All  shoe  man- 
ufacturers have  been  looking  for 
this  style  form.  Can  be  used  to 
d'splay  pumps  or  low  cut  shoes. 


Look  for  our  exhibit  at  the 
National  Shoe  and  Leather 
Fair,  Boston,  July  10th-17th,  1912 


Our  new  Pyralin 
Finished  Form  is 
fast  replacing  our 
Satin  Covering. 
Looks  neater  and 
guarantees  a  great 
saving. 

It  can  be  washed  with  soap  and  water.    No  acid  or  grease  will 

affect  it.   Made  in  any  shades  to  match  any  colored  shoes 

  you  make.    We  are  also  making  17  shades  on 

our  Satinefcte  polished  form. 

Send  us  a  right  foot  last  with  innersole  pattern  and 
we  will  give  you  prompt  attention 


We  see  no  reason  why  we  cannot  be  favored 
with  a  part  of  your  business,  as  we  have  a 
24  lathe  plant  with  a  capacity  of  1200  pairs 
per  day — latest  styles  and  superior 
workmanship. 

LYNN  LAST  CO. 

Manufacturers  of  Last  Patterns  and 
Hollow  Forms  of  Latest  Design 


Old  Factory— Capacity  500  pairs  daily 


Lynn 


Massachusetts 


New  Factory —Capacity  1200  pairs  daily 
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Metallic    Heels    and  Counters 

(Made  of  Steel) 

Afford  the  best  kind  of  protection  for  all  shoes  which  are  subjected 
to  the  roughest  kind  of  wear.  There  can  be  no  running"  down  at  the 
heel  or  broken-down  counters  where  they  are  used.  They  do  not 
add  to  weight,  but  increase  the  wear  and  satisfaction  many  fold. 

We  shall  be  very  glad  to  send  full  and  complete  information,  upon  request. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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The  Mawhinney 

"NOMINEE" 


This  candidate  for  popular  favor  is  a 
sure  winner. 

It  is  a  square  deal  for  manufacturer, 
retailer  and  the  consumer — a  medium 
high  toe  model  —  so  designed  that 
lasting  is  easy. 

There  is  a  fairly  generous  side  swing 
to  make  it  attractive  to  the  young 
men,  and  perfect  fitting. 


Shoes  made  over  this  last  will  sell 
readily.  It  is  a  style  the  consumer 
wants. 

We  shall  be  glad  to  show  it  to  you. 
May  we  have  that  pleasure  ? 


MONTELLO  STATION 


BROCKTON,  MASS. 
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Timely  Tips  on 


Turned  Footwear 


The  Guptill  Turned  footwear  contains  features  that  give  comfort 
to  the  wearer  and  hold  the  shoes  true  in  shape,  making-  them  as 
durable  and  as  shape-holding  in  the  upper  part  as  they  are  in 
the  soles.  For  this  reason  they  are  superior  to  a  light  welt 
which  must  have  a  light  sole  to  obtain  the  required  light  edge. 

(To  be  continued  next  month) 

HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 


"  NUGGET  "  WHITE 

CLEANER 


For  Buckskin, 
Canvas  and  Nu-Buck 
Shoes 


Belts,  Helmets, 
Etc. 


Dries  a  Brilliant 
White 


Will    Not    Rub  Off 


The  Best 
for  Babies  Shoes 


The  "  Nugget "  Polish  Co.,  Limited 

67  Adelaide  Street  East  TORONTO,  ONT. 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 


Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States, 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.S.A.  CAPACITY  17,000  PAIRS  A  DAY 


Footwear  in  Canada 


Canadian 
Shoe  Manufacturers 

visiting  Boston  during  the  Shoe  and 
Leather  Fair,  July  1 0- 1  7th,  are  cor- 
dially invited  to  visit  us. 


WRIGHT  &  WRIGHT 

109  LINCOLN  STREET 


Our  Chrome  Velvet  splits  made  in  all 
colors  and  weights,  also  the  A.  B. 
Hoffman  &  Son  Inc.,  Lynn, 
Mass.  line  of 

COLORED  KID  and 
MATT  TOPPING 

will  be  of  interest  to  you. 
Tannery  :  Office  and  Salesroom  : 

Lynn,  Mass.      109  Lincoln  St.,  Boston,  Mass. 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World, 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.    Always  ready  to  use.    Largest  quantity.    Finest  quality.    Polishes  without  rubbing.    Retails  25c 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.  Each  cake  in  a  zinc-tin  box  with  sponge 
(see  cut)    Retails  10c.    Each  cake  in  a  handsome  aluminum  box  with  sponge.    Retails  25c. 

"NUBUCK"  White  Leather  Dressing  cleans  and  whitens  Buck,  Nubuck,  Suede  and  Ooze  leathers,  both  smooth  and 
nappy  finish.    Retails  25c. 

"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles, 
bridles,  etc.  Retails  25c.  "STAR"  russet  combination  (10c  size).  Russet,  Brown  and  Ox  Blood  pastes  (5  sizes  of  each  color) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.   Restores  color  and  lustre  to  all  black 

shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  be  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS  &  CO.,  Boston,  Mass.  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 


Booth  235 

The  Leathers  that  will  save  you  money. 

Busiest 

Showing  leathers  used  by  practically 
every  manufacturer  of  importance  in 
place  of  calf,  both  Black  and  Colored 

Most  Important 

The  great  majority  of  shoes  this  season 
and  next  will  show  Moore's  Leathers 
in  every  shoe.  You  see  our  leathers 
everywhere. 


B.  N.  Moore  &  Sons  Co. 

The  Progressive  Leather  House 

95  South  Street,  Boston 
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Reed's  Creed : 


The  Shoes  you  need 
delivered  when  you 
need  them.     :     :  : 

{Jl  THEY'RE  OFF!  Tan  Calf  in  the  lead,  White  Buck  second,  Gun 
^  Metal  and  Patent  Colt  running  strong.  Get  on  our  books  as  soon 
as  possible  and  be  in  at  the  winning.     We  pick  none  but  Winners! 


No.  B519.   TAN  CALF 
%  Foxed  Button,  16  Buttons,  Welt,  Poodle 
Last,  l?s  Heel,  2!2-7;  A-D   $2  75 


No.  B516.  PATENT 
-!  i  Foxed  Button,  16  Buttons,  welt,  Poodle 
Last.  Vi  Heel,  2' 5-7;  A-D   $2.50 


No.  B555.    WHITE  BUCK 
Yi  Foxed  Button,  Welt,  16  Buttons,  Poodle  Last,  X%  Heel, 
2;-7;  A-D   $2.75 


No.  B551.    TAN  CALF  PUMP 
Welt,  Ribbed  Silk  Bow,  Vi  Heel,  2H-7;  A-D 
  $2.50 


No.  B595.    GUN  METAL  PUMP 
Welt,  Flat  Silk  Bow,  V/t  Heel,  2U-7;  A-D 
  $2.25 


No.  B552.   WHITE  BUCK  PUMP 
Welt,  Flat  Buck  Bow,  No.  31  Last,  Vk  Heel,  2l^-7 ;  A-D,  $2.25 


E.  P.  Reed  &  Co. 


Stock  Departments : 

Rochester,  N.Y. 

and 


Chicago,  111. 
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BOX  TOES 


HEELS 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
— any  kind. 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co., 


102  Christophe  Colomb  Street, 
MONTREAL 


The  Fraserville  Shoe 
Co.,  Limited 

FRASERVILLE,  QUEBEC 

Manufacturers  and  Wholesalers 


We  carry  a  Large  Stock  of  every  line  of 
Men's,  Women's  and  Children's  Shoe. 


Our  Special  Brands  of  High-Grade 
Shoes  are 

"New  York  Style" 

For  Men 

"TheAlbani  Shoe" 

For  Women 


We  stand  behind  and  guarantee  every  pair  of 
these  shoes  produced.  Samples  will  be  express- 
ed free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.  Ask 
us  for  quotations  and  samples. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 


Shoes  WellN 
Displayed 


in  your  windows,  means  big- 
ger business.  You  can  display 
your  different  lines  to  the  best 
possible  advantage  byshowing 
them  on  our 

ARTISTIC  FIXTURES 

Experienced  workmanship 
and  best  materials  used  in 
their  manufacture. 


Write   to-day  for  our  catalogue. 


TOO? 


17-2  J  TEMPERANCE  &T. 

TORONTO 


A  Glazed  Kid  With  All  the  Good  Points 

Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre, 
Uniformly  Assorted,  Sized  and  Weighted. 

You  owe  it  to  yourself  as  a  Good 
Shoemaker  to  examine    this  line. 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory :  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFICE. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Agoos  Co.,  L     11 

Ahrens  Co.,  Chas.  A   68 

Ames  Holden  McCready   2 

Ault  &  Co.,  A.  W.  ..   24 

Boot  and  Shoe  Workers'  Union   . .  6(3 

Brandon  Shoe  Company   64 

Brockton  Die  Company   65 

Brockton  Heel  Company   61 

Buffalo  Shoe  Company   11 

Canadian  Blacking  &  Cement  Co.  . .  63 

Chicago  Tanning  Company   64 

Churchill  &  Alden  Co.   75 

Clarke  &  Co.,  A.  R   26 

Clatworthy  &  Son   64 

Cote,  J.  A.  &  M   61 

Cook  &  Bro.,  J.  A   73 

Dominion  Die  Company   65 

Douglas  Co.,  W.  L   19 

Edwards,  T.  J   61 

Fiske  Company,  Limited   10 

Fortuna  Machine  Company   70 

Ford  &  Co.,  G.  P   24 

Fraserville  Shoe  Company   22 


Guptill,  Hervey  E   18 

Hitchings  &  Coulthurst   22 

Hotel  Eggleston   62 

Hotel  Essex   24 

Humberstone  Shoe  Co   73 

Hurlbut  Company   60 

Independent  Box  Toe  Company   . .  22 

International  Leather  Co   24 

Jackson  &  Savage    3 

Jorolemon  Oliver  Company   62 

Klipstein  &  Co.,  A   70 

Lawrence  Leather  Co.,  A.  C   !> 

Lynn  Last  Company   15 

Mann  Bros   70 

Marden,  Orth  &  Hastings   65 

Mawhinney  Last  Co   17 

McDermott  Shoe  Co   76 

McBrine  Co   62 

Miner  Rubber  Company   1-6 

Nugget  Polish  Co   18 


Peters  Manufacturing  Company. 


64 


Reed  &  Co.,  E.  P   21 

Rice  &  Hutchins   25 

Rigg  &  Company   67 

Robinson,  James  12-13 

Shoeman   68 

Sisman  Shoe  Co.,  T   14 

Standard  Engineering   71 

Tebbutt  Shoe  &  Leather  Co   4-5 

Toronto  Brass  Company   22 

United  Typewriter   14 

United  Shoe  Machinery  Co.  16-69-72-74 

Walpole  Rubber  Company   63 

Whittemore  Bros.  . .   20 

Williams  Shoe  Company   62 

Williams,  Hoyt  &  Co   70 

Woodard  &  Wright   68 

Worcester  Slipper  Co                     ..  71 

Wright  &  Co.,  E.  T   23 


NOTICE  TO  JUST  WRIGHT  DEALERS 


^^UR  Goinsum  last  in 
Tan  and  Black  Gun 
Metal  Button  has  recently 
been  put  in  Stock  for 
immediate  delivery. 


E.  T.  WRIGHT  &  CO.  (Inc.)  Rockland,  Mass. 
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Pumps 


OF 


Proven  Worth 

These  two  pumps 
are  the  kind  to  pull 
trade  for  the  "qual- 
ity dealer  "  —  the 
sure  hits  for  high-class  trade. 
The  kind  that  look  well  and  wear 
well  and  whose  goodness  is  re- 
flected in  their  appearance.  The 
better  you  know  these  superfine 
lines  the  more  you 
appreciate  their 
sterling  character 
and  real  selling 
merits. 

We  are  ready  to  serve  you. 
Write  for  our  new  stock  booklet. 

G.  P.  Ford  &  Co. 

Rochester,  N.Y. 


The  Mid-Summer 
Want  Anticipated 

QUR  travellers  are  now  all  out 
with  our  new  lines.  Just  give 
them  your  attention  and  you  will 
see  how  well  they  cater  for  all  mid- 
summer wants.  Besides  the  latest 
of  smart  walking  shoes  and  pumps 
we  sell  "  Fleetfoot  "  lacrosse,  tennis 
and  other  athletic  footwear.  Out- 
lines of  special  attraction  include  a 
capital  brand  of  Goodyear  Welts  for 
men  and  Florodora  for  Women. 
Our  travellers  are  ready  to  book  or- 
ders for  quick  delivery — prompt  and 
complete  shipments  assured. 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa  Ontario 


International 
Heeling 


TRADE 


MARK 


H  E  E  LI  NC 


The  Highest  Quality  of 
Leather  Board  Heeling 

We  invite  you  to  visit  our  office  or 
our  space  at  the  Shoe  and  Leather 
Fair  and  see  Heels  made  from  Inter- 
national Heeling  or  we  will  send 
samples  on  request. 

THE 

International  Leather  Co. 


203  Albany  Bldg. 
BOSTON 


Space  at  Fair 
No.  214 


H 

O 
T 
E 
L 

E 
S 
S 
E 
X 


Our 
New 
Add- 
ition 
Gives 
us  100 
New 
Rooms 
Each 
with 
Hath. 


Situated  in  the  Heart  of  Boston's  Shoe 
and  Leather  District  located  directly  op- 
posite the  Sout  h  Terminal  Station.  This  is 
the  logical  place  for  you  to  stop  when  in 

=====  BOSTON  ===== 


B 
O 
S 
T 
O 
N 

M 
A 

S 
S. 


Every 
Con- 
ven- 
ience 
for  the 
Bus- 
iness 
and 

Travel- 
ins 
Man. 


Headquarters  for   the    Shoe    and    Leather  Trade 


WRITE  OR  WIRE  ROOM  RESERVATIONS 

Manager  Hotel  Essex,  Boston,  Mass. 


Ready 

Every  one  of  these  new  1912 
styles  is  "  on  the  floor  "  now, 
ready  for  immediate  shipment 
to  you,  from  Boston,  Cleveland 
or  Chicago.  Offer  your  cus- 
tomers what  they  want — the 
up-to-the-minute  styles  that 
are  being  worn  in  the  United 
States  and  in  England! 

The  prices  are  f.o.b.,  point  of 
shipment. 

Address  any  of  the  following  :- 

The  R  &  H  Chicago,  Co., 

Chicago,  111.,  U.S.A. 

The  R  &  H  Cleveland  Co., 

Cleveland,  O.,  U.S.A. 

The  Atlas  Shoe  Company, 

Boston,  U.S.A.,  or 

Rice  &  Hutchins 

BOSTON,  U.S.A. 
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A  White  Buck 

Oxford  for 
Gentlemen  $2.75 


for  Men  $2.85 


u  NOW 

All  these  new  styles  are  the 
product  of  Rice  &  Hutchins, 
"  World  Shoemakers  for  the 
Whole  Family,"  with  whose 
ALL  AMERICA  and  EDUCA- 
TOR Shoes  you  are  already 
familiar.  They  all  have  that 
guarantee  of  quality  that  only 
a  half-century  of  honest  deal- 
ing can  give. 

The  prices  are  f.o.b.,  point  of 
shipment. 

Address  any  of  these  distributing  houses:- 

The  R  &  H  Chicago  Co., 

Chicago,  111.  U.S.A. 

The  R  &  H  Cleveland  Co., 

Cleveland,  O.,  U.S.A. 

The  Atlas  Shoe  Company, 

Boston,  U.S.A.,  or 

Rice  &  Hutchins 

BOSTON,  U.S.A. 
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Clarke's  Patent 

Leather 


Has  stood  the  test  of  actual  use 

for  Ten  Years 

in  the  manufacture 
of  shoes 


Proving 

omy  in  cutting  and  entire 
satisfaction  there  is  no  better 
V*   patent  leather  made.  V 


A.  R.  Clarke  &  Co.,  Limited 


Toronto  Montreal 

i 


FOOTWEAR 


IN  CANADA 


A  Journal  of  its  Findings,  Making  and  Sale. 
Pubished    for    the    Good   ot  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 


HEAD  OFFICE 


-  -  220  King  Street  West.  TORONTO 
Telephone  Main  2362 


MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  BIdg. 
VANCOUVER    -    Tel.  Seymour  2013    -    Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
BOSTON     ------     643  Old  South  Building 

CHICAGO      -------  4059   Perry  Street 

LONDON,  ENG.     ------  3  Regent  St.,  S.W. 


SUBSCRIPTION  RATES 

Canada  and 

Great  Britain,  $1.00.    U.  S.  and  Foreign, 

$1.50. 

Single  copies  15  cents 

Vol.  2 

July,  1912 

No.  2 

The  Dominion  of  Canada  added 
Canada's  Progress  another  year  to  its  age  on  July 

1st,  and  with  it  has  added  greatly 
to  its  consideration  in  the  Empire,  and  to  its  weight 
among  the  nations.  Canadian  progress  in  the  last 
twelve  months  is  a  condition  marvelled  at  on  all  sides, 
and  some  Canadian  events  in  that  time  have  claimed 
world-wide  attention.  A  greater  interest  is  taken  in 
Canadian  affairs  abroad  than  ever  before.  It  is 
recognized  that  the  Canadian  people  have  the  intui- 
tion and  faith  that  there  is  a  great  destiny  for  their 
country,  and  that  the  shaping  of  the  destiny  is  in  the 
hands  of  the  present  generation.  The  nineteenth  cen- 
tury belonged  to  the  United  States ;  the  twentieth 
century  is  Canada's.  The  rejection  of  the  reciprocity 
agreement  with  the  United  States  by  the  Canadian 
electors  was  an  eye-opener  to  the  world  and  showed 
them  that  Canada  is  a  nation  fit  and  able  to  take  her 
place  fearlessly  among  the  great  commercial  nations 
of  the  world.  Canada's  trade  with  other  countries  is 
now  of  the  great  magnitude  of  one  billion  dollars  a 
year  and  her  domestic  trade  is  proportionately  vast. 
From  the  population  of  other  countries  Canada  is 
drawing  more  than  300,000  people  per  annum,  and  of 
these  a  very  considerable  percentage  are  people  of 
large  substance. 

Trade  is  increasing  by  leaps  and  bounds,  new  in- 
dustries are  springing  up  every  day,  but  in  spite  of  all 
this  industrial  activity,  Canadian  manufacturers  can- 
hot  and  will  not  be  able  for  a  great  many  years,  to 


supply  the  needs  of  the  country.  This  is  nowhere 
more  clearly  illustrated  than  in  the  shoe  trade.  The 
Canadian  shoe  factories  are  all  prosperous  and  work- 
ing full  capacity.  Nearly  every  shoe  manufacturer  in 
this  country  is  increasing  his  plant,  or  is  planning  to 
do  so,  with  a  view  to  keeping  up  with  growing  trade. 
The  United  States  shoe  manufacturers  who  cater  to 
the  Canadian  trade  have  been  reaping  a  rich  harvest, 
and  English  shoe  firms  are  making  stronger  efforts 
than  ever  to  push  their  goods  in  the  Dominion.  The 
latter  have  met  with  great  success  in  Western  Canada 
where  there  is  a  large  Old  Country  population,  and 
the  excellence  of  their  goods  is  rapidly  winning  them 
customers  in  the  eastern  markets. 

The  revenue  of  Canada  continues  to  make  extra- 
ordinary progress.  The  customs  revenue  for  June 
shows  nearly  $9,000,000.  In  June,  1911,  receipts  from 
the  customs  were  $6,757,996.51,  so  that  the  increase  is 
$2,215,279.80,  or  over  32  per  cent.  With  the  end  of 
June  the  first  quarter  of  the  fiscal  year  is  closed  and 
the  customs  receipts  for  the  three  months  show  no 
less  a  sum  than  $26,534,320.34,  as  against  $19,220,- 
264.50  in  April,  May  and  June  of  1911,  the  increase  be- 
ing $7,314,055.84  or  38  per  cent.  These  figures  prove 
that  Canada  is  forging  ahead  at  a  very  rapid  and  al- 
most unprecedented  rate.  We  believe,  and  every  in- 
dication points  to  the  conclusion,  that  the  progress 
in  the  future  will  be  more  rapid,  while  the  vast  extent 
of  the  country,  with  its  fertile  soil,  which  abounds 
so  much  in  forest  and  mineral  wealth,  which  facts  are 
becoming  known  to  a  greater  extent  every  day  to  the 
civilized  world,  assures  us  that  the  progress  will  be 
steady  for  a  generation  at  least. 

The  opportunity  of  the  business  man  is  now,  when 
Canada  is  just  starting  in  on  its  boom.  The  great 
fortunes  made  in  the  United  States,  South  Africa  and 
other  countries  were  made  by  men  who  had  the  busi- 
ness acumen  to  get  in  at  the  first,  to  take  the  current 
while  it  served.  Such  fortunes  are  not  to  be  made  in 
those  countries  at  the  present  day,  at  least  not  so 
rapidly.  Now  is  the  time  for  a  man  of  discernment 
and  energy  to  forge  out  wealth  and  fame  for  himself 
in  Canada.  It  is  up  to  the  Canadian  manufacturer  to 
increase  his  plant  so  as  to  cope  with  the  rapidly  ex- 
panding trade,  and  the  foreign  manufacturer  should 
make  greater  efforts  than  ever  to  secure  his  share 
in  the  rapidly  developing  prosperity  of  the  Dominion. 

The  advertiser  first  in  the  field,  is  the  early  bird 
who  gets  the  worm,  and  any  foreign  manufacturer 
who  produces  for  export,  but  is  not  making  a  great 
effort  to  secure  his  share  of  the  Canadian  trade  is  cer- 
tainly lacking  in  business  discernment  or  is  very 
much  behind  the  times.  Canada  leads  the  world  in 
the  rapidity  with  which  it  is  being  developed  and  is 
forging  ahead.  It  is  the  country  of  the  twentieth 
century.  It  has  the  soil,  climate  and  natural  resources 
that  will,  in  time,  make  it  as  populous  and  as  import- 
ant as  the  continent  of  Europe.  Those  that  realize 
these  facts  and  that  take  advantage  of  them  will  cer- 
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tainly  become  the  captains  of  industry  of  the  future. 
The  facts  are  plain  for  everybody  to  read.  It  is  up 
tn  the  wise  man  to  grasp  the  opportunity,  and  grasp 
it  now. 

*      *  * 

Do  you  live  up  to  your  advertis- 
Know  Your  Ad-     ;ng?    when  you  advertise  a  cer- 
v  vt  i  st*  in  t*  n  t  s 

tain  shoe  and  a  customer  comes 
in  and  enquires  for  it,  do  you  have  your  sales  force 
instructed  to  speak  up  promptly,  and  bring  along  that 
shoe?  If  not,  you  are  giving  him  a  poor  opinion  of 
your  store,  and  are  apt  to  lose  instead  of  make  a  cus- 
tomer. If  a  person  reads  your  advertisement  and 
then  comes  to  your  store  and  finds  that  the  clerks 
know  nothing  whatever  about  what  is  advertised  for 
sale,  the  customer  is  liable  to  think  the  advertisement 
a  fake,  planned  for  the  sole  purpose  of  drawing  cus- 
tomers to  the  store  in  the  hope  that  they  will  pur- 
chase something.  It  is  the  duty  of  the  saleo  force 
to  familiarize  themselves  with  the  advertisements  of 
the  firm,  and  the  manager  or  proprietor  should  see 
that  they  do  so.  It  is,  we  are  sorry  to  say,  a  common 
thing  in  Canadian  shoe  stores,  and  particularly  in  the 
larger  stores  which  do  much  advertising,  that  the 
clerks  do  not  trouble  to  find  out  what  has  been  spe- 
cially advertised  for  the  day. 

When  a  customer  who  has  seen  the  advertisement 
comes  in  to  make  enquiries,  the  clerk  wears  a  puzzled 
look  and  has  to  enquire  of  others  as  to  the  particulars 
of  the  advertisement.  Such  slipshod  methods  are  the 
ruination  of  good  business,  and  a  clerk  who  does  not 
take  enough  interest  in  his  line  of  business  to  know 
what  his  firm  are  advertising  and  pushing,  should  be 
given  a  chance  to  earn  his  living  in  some  other  way. 

in  the  work    of    a    modern  shoe 
Efficient  Stock      (  )ne  Qf  tlie  most  jmp0rtant  items 
Keeping  store  is  stock  keeping,  and  the 

methods  employed  should  be  efficient  and  the  best 
suited  to  the  store's  needs.  It  is  one  of  the  features 
which  is  in  most  need  of  improvement  in  many  stores. 
In  these  modern  days  of  competition  and  scientific 
management,  the  results  of  trying  to  do  a  business 
blind-folded  are  too  disastrous  to  be  contemplated  for 
a  moment.  Some  years  ago,  when  there  were  fewer 
changes  in  style,  the  average  dealer  thought  he  was 
attending  to  business  if  he  knew  two  or  three  times 
a  year,  or  even  made  a  fairly  accurate  guess  two  or 
three  times  a  year,  at  what  he  had  in  stock.  He 
then  considered  he  could  safely  order  all  shoes  for 
six  months  ahead,  but  the  days  of  those  methods  are 
over  and  the  shoeman  who  still  employs  them  is 
slipping  behind  rapidly  and  is  sure  to  end  in  bank- 
ruptcy. 

Tli ere  are  many  good  systems  of  stock  keeping, 
some  of  which  are  too  complicated  for  the  smaller 
stores,  others  again,  are  not  comprehensive  enough 
for  the  big  ones,  but  the  main  thing  for  every  shoe 
retailer,  whether  large  or  small,  is  to  find  some  system 


that  will  tell  him,  at  least  once  a  week,  where  he 
stands.  He  must  know  what  is  selling  as  he  goes 
along.  By  consulting  his  stock  sheet  a  manager  can 
methodically  work  out  his  selling  plans  and  his  profit 
standards.  When  kept  correctly  the  stock  record 
brings  about  thoroughness  in  every  department  and 
makes  every  worker  appreciate  the  importance  of  lit- 
tle things.  Efficient  stores  need  the  accurately  kept 
stock  record,  and  a  weekly  check  or  stock  report  to 
verify  stock  on  hand,  and  to  stimulate  the  work  of 
the  clerks. 

*      *  * 

When  Footwear  in  Canada 
The  Boston  Fair     reaches  its  readers    this  month 

the  Boston  Shoe  and  Leather 
Fair  will  be  in  full  swing.  It  would  pay  any  of  the 
trade,  whether  retailer,  jobber  or  manufacturer,  to 
take  in  this  exhibition,  and  the  better  posted  he  may 
be  in  his  business,  the  more  will  he  benefit  from  it, 
and  the  more  new  and  useful  ideas  he  will  bring  home. 
For  those  of  our  readers  who  are  so  unfortunate  as 
to  be  unable  to  attend  this  important  event,  we  will 
endeavor  to  give  in  our  next  issue,  a  brief  account  of 
the  principal  points  of  interest,  and  any  new  ideas  we 
pick  up  that  will  be  of  benefit  to  the  trade.  We  say 
a  brief  account,  although  we  shall  probably  devote 
considerable  space  to  this  important  event,  but  the 
Fair  is  of  such  magnitude  that  even  if  our  whole  issue 
were  devoted  to  a  description  of  it,  there  would  be 
much  of  interest  necessarily  left  out,  and  our  readers 
would  even  then  get  but  an  inadequate  idea  of  its  im- 
portance and  size. 


GET  AN  IDEA 

"Have  a  nose"  for  Ideas.  Hunt  them  out.  Work, 
strain,  struggle — but  produce  Ideas. 

Ideas  have  made  the  world's  progress. 

It  was  an  Idea  that  fed  the  stalwart  faith  of  Col- 
umbus; an  Idea  that  taught  the  observant  Watts 
the  power  of  a  steaming  kettle;  an  Idea  that  shot 
through  Franklin's  kite  cord;  Ideas  that  have 
started  every  notable  achievement  and  success 
that  has  ever  won. 

Ideas  are  the  measure  of  your  possibilities. 
There  are  no  limitations :  from  a  ten  dollar  Idea 
to  a  fifty  thousand  dollar  Idea— the  choice  is 
yours. 

Think  your  Idea— determine  your  plan— initiate 
your  method— work  for  the  result. 

But  as  the  first  step— Get  an  Idea. 


FOOTWEAR    IN  CANADA 


29 


simple  Systematic 
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Concise  Forms  and  Methods  That  Save  Trouble  and  Ex- 
pense —  Book-keeping   Suitable   for   Retail    Shoe  Stores 


For  the  handling  of  accounts  in  a  retail  shoe  store 
the  shortest  method  must  be  applied,  one,  however, 
which  fully  covers  every  detail,  assuming  that  each 
item  is  posted  up,  and  that  correctly,  handling  return 
goods,  also  furnishing  a  clear  record  of  goods  sent 
out  on  approbation.  We  recommend  the  following 
system  as  one  which  will  appeal  to  every  retail  shoe 
merchant,  covering  fully  each  requirement.  It  can 
be,  however,  broadened  considerably  as  individual 
needs  may  demand.  This  should  be  left  open  to  the 
judgment  of  experienced  people  in  the  line,  but  for 
the  average  establishment  is  directly  applicable  as  out- 
lined. 

The  counter  check  book  slip  records  to  best  ad- 
vantage all  sales,  goods  returned,  and  goods  sent  out 
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Terms: 

Monthly  Settlements 

Counter  Check  Book  Slip. 

on  approval.  These  are  furnished  in  several  sizes. 
The  slip  described  is  convenient  for  pocket  use,  each 
clerk  carrying  his  own  book,  the  slips  being  made  up 
in  books  of  50  duplicates  each,  numbered  from  1  to 
50,  used  in  check  book  holders  with  carbon  swing  at- 
tachment. The  original  is  enclosed  with  package  to 
customer,  this  to  be  presented  if  an  exchange  is  re- 
quested. 

At  the  end  of  the  day  all  written  up  duplicates  are 
detached  from  each  book.  In  doing  so,  the  party  as- 
signed for  this  work  checks  off  on  the  tally  sheet 
carried  in  the  front  of  the  holder,  the  checks,  so  as 
to  assure  of  each  one  being  accounted  for.  These  dup- 
licates are  then  filed  on  binders  which  have  a  capa- 
city for  approximately  1700  slips,  thus  forming  a 
splendid  posting  record  direct  from  the  original  entry 
and  assembled  in  consecutive  date  order  making  ref- 
erence thereto  both  quick  and  easy  of  access. 

Credit  sales  slips  and  goods  returned  slips  can  be 
filed  on  the  same  binder.  Better  results  are  afforded 
by  keeping  them  separate,  having  binders  for  each. 
Approbation  slips  are  carried  in  a  "Perfection"  holder 
or  alphabetically  arranged  on  a  "Shannon"  file.  This 
is  looked  over  every  day  and  if  goods  are  returned 
or  kept,  on  receipt  of  this  advice  from  customer  they 
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are  removed  and  placed  on  the 
binders  for  the  credit  sales  or 
goods  returned,  as  the  case 
may  be.  In  this  way  the  ap- 
probation file  shows  at  all 
times  the  actual  goods  which 
are  still  out,  and  therefore  free 
of  any  dead  matter  whatever. 

This  file  can  be  looked  over 
quickly  and  prevents  goods  be- 
ing held  out  too  long  for  this 
purpose.  A  recapitulation 
sheet  is  used  to  size  of  dupli- 
cate counter  slip,  specially  rul- 
ed for  taking  down  totals  only. 
On  this  slip  the  total  of  each 
charge  is  carried,  also  goods  re- 
turned, the  latter  being  deducted  from  the  former 
at  the  end  of  each  day.  This  sheet  is  then  filed  on 
the  binder  immediately  succeeding  the  slips  which  it 
covers.  At  the  end  of  the  month  a  monthly  total  is 
taken  off  which  acts  as  a  double  check  for  ledger  post- 
ings explained  further  on. 

The  New  Retail  System  is  one  furnishing  a  com- 
bination of  forms  specially  punched  and  perforated 
for  carrying  in  the  different  binders  used  in  conjunc- 
tion with  this  system,  handling  current  accounts  and 
keeping  track  of  previous  balances,  purchase  accounts 
and  general  accounts. 

In  the  current  ledger  described  are  kept  the  active 
accounts.  These  are  carried  in  strictly  alphabetical 
arrangement  by  means  of  a  24  leaf  index  with  leather 
tabs  A  to  Z.  Behind  each  tab  is  an  index  leaf  on 
which  the  names  are  written  in,  the  folio  number 
starting  from  one  up  under 
each  letter,  and  the  accounts 
following  in  numerical  ar- 
rangement behind  the  tab. 

When  a  new  account  is  open- 
ed, the  name  is  written  in,  the 
next  consecutive  number  taken 
and  account  leaves  filed  in  pro- 
per position.  Each  account  in 
this  binder  consists  of  a  dupli- 
cate monthly  statement  blank 
and  a  tumble  ledger  leaf,  the 
latter  being  made  on  this  prin- 
ciple so  as  to  face  up  with  the 
running  account,  thus  furnish- 
ing a  complete  customer's  re- 
cord to  view.  Recapitulation  of  Sales 

On  the  statement  blank  all  Sheet. 


3° 


FOOTWEAR    IN  CANADA 


current  entries  from  the  check  book  slip  binders  are 
posted,  the  charges  in  the  debit  column,  and  goods 
returned  in  credit  column.  At  the  end  of  the  month 
accounts  are  added  up  and  the  net  amount  debits  ex- 
tended in  total  column,  that  is,  the  debit  column  less 
the  credits. 

If  any  previous  balance  exists  this  appears  on  the 
ledger  leaf  in  the  column  furnished  for  this  purpose 
and  is  added  on  to  the  foot  of  the  statement.  Monthly 
totals  are  likewise  posted  on  to  the  ledger  leaf  in 
the  debit  column  and  balances  extended.  Therefore, 
if  correctly  calculated,  the  amount  of  statement  going 


New  Retail  System. 

out  must  necessarily  correspond  with  the  amount  in 
balance  column. 

On  a  total  blank  to  size  of  duplicate,  the  monthly 
total  only  is  carried,  this  being  taken  off  the  indi- 
vidual accounts,  and  when  totalled  up  correspond  with 
monthly  total  on  counter  slip  binder,  thus  proving  that 
all  entries  have  been  posted  correctly.  This  recapitu- 
lation sheet  is  finally  filed  on  the  day  book  binder 
immediately  succeeding  the  duplicates  which  it  cov- 
ers. All  cash  credits  are  posted  direct  to  the  ledger 
leaf.  When  accounts  are  sent  out,  the  binder  is  ex- 
panded so  as  to  permit  of  removing  the  duplicates. 

In  doing  so,  the  method  is  to  start  at  the  begin- 
ning of  the  binder  so  that  the  letter  "A"  comes  first. 
These  are  filed  face  down  behind  the  monthly  tab 


which  is  used  on  the  day  book  binder  and  thereby 
all  duplicates  are  arranged  strictly  alphabetical  by 
months.  This  very  much  simplifies  reference  when 
necessary. 

The  current  binder  is  then  re-loaded  with  state- 
ments for  the  succeeding  month's  business.  When 
ledger  leaves  are  filled  in  on  one  side  they  are  turned 
around  and  used  on  reverse  side.  When  completely 
filled,  however,  they  are  removed  and  placed  on  a 
transfer  ledger  binder  with  index,  occupying  on  this 
binder  the  same  relative  position  as  on  the  current 
binder.  In  the  latter  a  new  leaf  is  placed  and  the  ac- 
count continued,  the  same  account  number  appearing 
but  sheet  number  changed  to  2,  thus  making  appar- 
ent that  sheet  No.  1  is  on  transfer,  should  occasion 
require  that  previous  entries  have  to  be  referred  to. 

Ledger  accounts  for  goods  purchased  are  carried 
on  special  ledger  leaves  furnished,  and  indexed  under 
a  special  tali  for  purchase  and  general  accounts,  an 
account  for  each  house  being  opened. 

A  great  many  items  come  under  the  heading  "Pet- 
ty Accounts,"  goods  which  are  charged  for  two  or 
three  days  only.  This  class  of  account  requires  very 
close  attention,  being  outside  the  general  routine  is 
very  apt  to  run  into  a  large  sum  unawares,  frequent- 
ly allowed  to  run  too  long  causing  misunderstanding 
with  customers  who  are  in  some  cases  convinced  that 
the  item  is  paid  when  it  really  is  not. 

For  this  class  of  account  a  very  small  form  is  used, 
about  4' j  in.  deep  and  11  in.  across.  The  size,  how- 
ever, is  immaterial.  The  original  is  ruled  and  printed 
in  the  regular  form  and  the  duplicate  plain.  These 
are  carried  on  a  sectional  post  binder  to  best  advan- 
tage with  an  alphabetical  index,  so  many  duplicate 
sheets  under  each  letter.  In  the  event  of  a  customer 
coming  in  and  making  a  purchase  which  they  intend 
paying  for  within  a  few  days,  this  item  is  not  posted 
into  the  regular  books  but  charged  up  on  a  petty  ac- 
count, this  part  of  the  operation  being  identical  with 
posting  up  the  current  entries. 

If,  as  agreed,  the  customer  comes  in  and  pays  prior 
to  the  end  of  the  month,  the  original  is  handed  out 
receipted.  The  duplicate,  also,  at  the  same  time 
should  be  stamped  "paid."  At  the  end  of  the  month 
the  originals  for  all  outstanding  items  on  this  binder, 
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The  Synoptic  System. 


FOOTWEAR    IN  CANADA 


31 


are  detached  at  perforation  and  sent  to  customers,  the 
duplicates  being-  removed  and  placed  on  a  current 
petty  ledger  file. 

The  current  binder  is  then  re-loaded  for  posting 
entries  for  the  succeeding  month,  and  during  this 
month  as  items  on  the  current  petty  ledger  file  are 
paid,  they  are  stamped  in  this  way.  In  the  event 
of  "payment  on  account"  only,  this  is  marked  in  and 
the  deduction  made,  the  net  balance  being  brought 
down.  When  the  time  comes  for  rendering  accounts 
for  the  succeeding  month,  before  doing  so  we  transfer 
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Weekly  Statement. 

from  the  previous  month's  duplicates  which  are  on 
the  current  petty  ledger  binder  any  outstanding  bal- 
ances for  which  there  are  accounts  in  the  succeeding 
month,  by  carrying  them  on  the  account  blanks  and 
stamping  these  duplicates  "transferred"  thereby  wip- 
ing out  entirely  all  the  accounts  that  have  been  ren- 
dered during  the  previous  month. 

It  must  be  remembered  that  in  the  event  of  there 
being  an  outstanding  balance  for  which  there  is  not 
an  account  in  the  succeeding  month,  that  an  account 
is  again  sent  out  for  this  amount  reading  "To  account 


SYNOPTIC 


rendered."  The  succeeding  month's  duplicates  then 
become  the  current  petty  ledger.  In  this  way  you  will 
notice  that  we  never  have  any  more  than  one  month 
composing  our  petty  ledger  accounts  because  at  the 
end  of  each  we  wipe  out  the  previous  month's  bills 
which  are  marked  with  a  rubber  stamp  either  "paid" 
or  "transferred,"  as  the  case  may  be.  In  this  way  it 
assures  of  an  account  being  sent  out  for  all  outstand- 
ing balances  and  is  a  great  factor  in  having  these 
small  amounts  paid  up  promptly. 

The  Synoptic  System  described  in  written  up  sam- 
ple is  a  very  important  record  specially  devised  for 
retail  establishments.  It  classifies  under  general  head- 
ings the  different  items  which  go  to  show  the  loss  or 
gain,  handling  in  a  simple  manner  the  different  en- 
tries, thus  they  are  distributed  accurately.  This  style 
of  ruling  fully  demonstrates  the  increase  or  decrease 
in  "accounts  receivable"  and  "accounts  payable,"  state- 
ment of  cash  on  hand  and  bank  balance.  The  differ- 
ent entries  will  fully  explain  that  this  synoptic  can 
be  used  as  a  purchase  journal,  also  for  handling  bills 
receivable  and  bills  payable,  or  any  class  of  entry. 
The  different  requirements  in  individual  establish- 
ments necessitates  a  certain  variation  in  the  applica- 
tion of  these  forms.  The  fundamental  principle  is  di- 
rectly applicable  and  is  a  safe  basis  on  which  to  for- 
mulate a  system  in  any  retail  shoe  store. 

We  are  indebted  to  the  Copeland-Chatterson  Com- 
pany, Limited,  for  the  information  on  which  this  ar- 
ticle is  based  as  well  as  for  the  illustrations.  After 
years  of  experimenting  and  experience  this  firm  have 
found  the  system  detailed  above  to  be  the  best  in 
every  way  for  a  retail  shoe  store. 


The  "  Knocker 


The  "knocker"  never  succeeds  unless  he  knocks 
off  his  knocking.  The  employee  should  make  up  his 
mind  to  be  satisfied  unless  he  can  find  substantial 
reason  why  he  should  not  be  satisfied.  One-half  of 
the  employees  are  dissatisfied  without  real  reason,  and 
these  men  constitute  the  great  class  of  "knockers" 
who  discourage  the  employee  who  is  not  strong 
enough  to  see  straight. 

We  are  aware  that  some  employers  are  neither  fair 
nor  just,  and  that  they  make  unfair  demands. 


MONTH  OF 
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A  Connnion  Seme  Talk  ©n  Salesmanship 

Make  the  Customer  Feel  as  you  do  About  the  Goods  you 
Wish  to    Sell    Practical    Advice   from    a    Business  Man 


"Salesmanship  is  nothing  more  or  less  tnan  mak- 
ing the  customer  feel  as  you  do  about  the  goods  you 
have  to  sell." 

Hugh  Chalmers,  of  Detroit,  who  was  the  principal 
speaker  at  the  first  joint  meeting  of  the  Spokane 
Ad  Club  and  the  membership  committee  of  the  Spo- 
kane Chamber  of  Commerce,  used  these  words  m  de- 
nuding the  art  of  its  technical  verbiage,  adding: 

"After  all,  success  in  any  line  of  business  or  pro 
fession  more  than  anything  else  is  largely  a  matter  of 
personal  equation." 

Mr.  Chalmers  placed  salesmanship  on  a  broader 
basis  than  exchanging  something  tangible  for  money. 

"We  are  all  salesmen,  because  if  we  have  nothing 
else  to  sell  we  have  what  we  consider  our  good  qual- 
ities, which  we  desire  to  sell  to  other  people.  'Thus 
lawyers,  doctors,  bankers  and  men  in  other  profes- 
sions are  just  as  much  salesmen  as  the  man  who  is 
handling  a  commodity  or  a  luxury.  Every  man  is 
striving  to  create  a  good  impression. 

"Every  sale  that  ever  was  made,  whether  it  was  a 
papc  of  pins  or  a  grand  piano,  did  not  first  take  place 
in  the  check  book  nor  in  the  order  book.  It  had  to 
take  place  first  in  the  mind  of  the  person  who  bought 
the  goods.  So  in  all  salesmanship  you  are  appealing 
to  the  human  mind;  you  are  trying  to  get  that  mind 
to  agree  with  yours ;  you  are  trying  to  convince  that 
mind  to  buy  your  goods. 

"The  first  quality  that  men  need  to  be  successful 
is  health.  Herbert  Spencer  said  the  first  requisite  in 
man  is  to  be  a  good  animal.  I  believe  a  healthy  mind 
is  best  nourished  in  a  healthy  body.  There  are  too 
many  men  dying  at  from  55  to  60  years,  from  what  is 
sometimes  called  a  complication  of  diseases,  but  which 
really,  in  many  cases,  is  chiefly  a  lack  of  common 
sense.  Most  men  do  not  get  enough  fresh  air  nor 
enough  exercise,  and  most  men  do  things  which  they 
know  interfere  with  their  health.  But  we  are  crea- 
tures of  habit,  we  are  slaves  to  habit,  and  the  worst 
habit  a  man  can  get  is  the  'habit'  habit. 

"The  next  quality  we  need  is  honesty.  I  hesitate 
almost  to  mention  it,  because  so  much  has  been  said 


upon  the  subject  in  the  last  few  years,  and  I  realize, 
too,  that  some  men  have  been  going  around  the  coun- 
try who  speak  with  megaphones,  while  some  of  the 
rest  of  us  only  whisper.  However,  no  one  in  the 
world  knows  whether  a  man  is  honest  but  himself. 
Our  wives  think  we  are  honest,  and  whether  we  are 
or  not,  it  may  be  a  good  thinp  to  keep  them  thinking 
that  way,  but  they  could  not  prove  it  to  save  their 
souls. 

"If  you  want  to  know  whether  you  are  honest,  go 
home  and  look  in  the  mirror  and  ask  yourself  the 
question:  'Am  I  an  honest  man?'  If  you  keep  look- 
ing at  yourself  the  tendency  is  to  look  downward. 
You  must  get  vour  answer  in  the  same  place,  as  there 
is  no  other  place  in  the  world  where  you  can  get  it. 
Honesty  is  necessarv  in  successful  business  men  or 
salesmen. 

"The  next  thing  the  individual  salesmen  need  is 
ability.  Most  men  that  I  have  met,  unless  they  have 
met  with  an  accident,  had  two  eyes,  two  ears,  two 
arms,  a  nose  and  a  mouth,  and,  considering  their 
height,  they  weigh  about  the  same.  What  is  the  dif- 
ference in  men?  Brain  power.  One  man  has  devel- 
oped his  brain  beyond  that  of  another,  and  it  will  al- 
ways be  so. 

"Not  long  ago  I  was  attending  an  advertising  con- 
vention where  a  speaker  said  he  had  come  to  the  con- 
clusion that  advertising  men  were  born  and  not 
made;  that  he  had  never  seen  one  who  was  made  yet 
that  ever  amounted  to  anything.  When  he  had  finish- 
ed I  asked  the  privilege  of  asking  him  a  question, 
and  he  said  he  would  be  glad  to  answer  it.  So  I  asked 
him  who  published  the  birth  list. 

"If  advertising  men  are  born  only  and  not  made, 
then  some  person  should  make  it  their  business  to 
print  a  birth  list  and  tell  us  when  these  geniuses  are 
born,  so  that  we  can  watch  them  grow  and  then  go 
and  get  them  for  our  businesses. 

"Men  are  made  as  well  as  born.  Every  great  man 
this  country  ever  produced,  whether  in  political  life, 
in  army  life,  in  professional  life,  or  in  the  walks  of 


business,  was  a  developed  man  rather  than  a  'burn' 
man. 

"Some  men  are  more  adapted  to  certain  things  and 
have  more  natural  ability  along  certain  lines  and  can 
make  greater  success  of  one  thing  than  another,  bur 
I  believe  it  is  wrong  in  this  day  and  generation  to 
teach  young  men  they  have  to  be  born  to  things. 

"The  trouble  has  been  with  the  young  men  I  have 
had  in  my  business,  so  many  of  them  expect  promo- 
tion without  being-  prepared  for  it  or  without  deserv- 
ing it.  Promotions  in  business  are  not  automatic  ;  a 
man  must  do  something  to  make  himself  fit  and 
worthy  of  the  job  ahead  of  him  if  he  expects  to  get 
it  and  hold  it  when  a  vacancy  comes. 

"There  are  just  three  kinds  of  men  in  the  world. 
First,  the  man  you  tell  once  to  do  a  thing  and  you 
can  forget  all  about  it,  because  it  will  be  done.  The 
second  is  the  class  you  have  to  tell  four  or  five  times 
to  do  it,  because  they  forget.  But  the  third  kind  is 
really  worth  while.  His  kind  has  made  this  country 
great  commercially — has  particularly  developed  the 
great  West.  They  are  men  with  initiative;  men  who 
do  things  before  you  get  a  chance  to  tell  them,  be- 
cause they  have  a  mind  of  their  own  and  they  think 
and  act  upon  their  own  impulse  and  own  judgment. 

"We  hear  a  great  deal  in  certain  quarters  nowadays 
about  the  young  man  not  having  as  good  a  chance 
now  as  his  forebears  had  40  or  50  years  ago.  This  is 
absolutely  untrue.  There  never  was  a  time  in  the 
commercial  history  of  this  country  when  there  was 
such  a  demand  for  men  of  brains  and  where  corpor- 
ations and  merchants  were  willing  to  pay  such  high 
prices  for  brains  as  at  the  present  time. 

"There  is  only  one  aristocracy  in  this  country  that 
we  recognize,  and  it  is  not  one  of  blood  either ;  it  is 
the  aristocracy  of  brains  and  decency. 

"The  next  quality  is  a  thorough  knowledge  of  our 
business.  I  know  a  man  who  has  charge  of  a  force 
of  200  salesmen  in  Germany  who  boasts  that  in  four 
years  no  one  has  been  able  to  ask  him  a  single  ques- 
tion about  his  business  that  he  could  not  answer 
right  off  the  bat. 

"Another  quality  for  individual  success  is  that  of 
tact.  This  means  knowing  how  to  deal  with  the  dif- 
ferent temperaments  and  getting  along  with  all  of 
them.  Tact  consists  not  always  so  much  in  what  you 
say  as  the  way  you  say  it.  Tact  is  the  ability  to  make 
a  plain  statement  to  a  man  without  giving  offence. 

"Business  men  should  remember  that  hot  words 
dictated  become  only  cold  type  when  received  and  a 


man  can  understand  what  we  say  only  in  so  far  as 
he  can  read  the  English  language  and  know  the  mean- 
ing of  the  words  he  reads.  So  let's  have  tact ;  let's 
cultivate  tact. 

"Industry  is  another  needed  quality.  The  man 
who  coined  the  phrase,  'Always  on  the  job,'  did  a 
good  day's  work  when  he  put  the  words  together. 
There  is  no  question  that  every  city  in  this  country 
could  save  money  if  all  the  men  who  work  for  the 
city  worked  as  hard  in  the  different  offices  as  they 
would  in  private  institutions.  In  many  cities  men 
who  work  for  the  city  get  to  their  offices  at  10  o'clock 
in  the  morning  and  leave  at  3  o'clock  in  the  after- 
noon. That  would  not  be  permitted  in  a  private  busi- 
ness, and  if  they  were  not  permitted  to  do  it  in  the 
city's  business,  many  thousands  of  dollars  could  be 
saved  in  almost  any  city  in  the  country. 

"Sincerity  as  a  quality  not  only  makes  friends,  but 
also  holds  them.  In  talking  to  you  I  am  throwing 
thoughts  from  my  mind  into  your  minds  and  just  in 
proportion  as  you  catch  those  thoughts  and  are  im- 
pressed with  their  sincerity  will  I  convince  you  of 
the  truthfulness  of  my  statements.  You  cannot  see 
those  thoughts,  and  neither  can  I,  but  they  are  just 
as  effective  as  tangible  things. 

"I  contend  it  is  impossible  to  throw  thoughts  of 
insincerity  at  a  man  and  have  him  catch  tnoughts  of 
sincerity,  just  as  it  is  impossible  for  me  to  throw  this 
glass  at  one  of  you  and  have  you  catch  a  water 
pitcher.  If  you  catch  anything  you  will  catch  the 
glass.    It  is  not  transformed  in  the  throwing. 

"One  thing  I  learned  long  ago  that  has  always 
remained  with  me  is  that  it  is  your  friend  who  crit- 
icizes and  your  enemy  who  flatters.  Your  friend  tells 
you  where  you  are  wrong,  because  he  wants  you  to 
improve.  When  a  man  flatters  you  unduly  he  is  your 
enemy,  because  he  is  giving  you  a  false  impression  of 
yourself  and  causing  you  to  place  a  false  value  upon 
yourself. 

"The  ninth  quality  we  want  is  open-mindedness. 
This  is  the  readiness  and  willingness  to  accept  sug- 
gestions. No  man  or  set  of  men  ever  reached  a  point 
where  he  or  they  knew  it  all.  It  is  not  best  nowadays 
to  say  that  anything  is  impossible,  because  we  may 
have  to  take  those  words  back  before  we  are  many 
years  or  months  older. 

"I  am  no  more  democratic  than  the  rest  of  you 
in  the  conduct  of  my  business,  but  I  would  as  soon  be 
stopped  by  a  janitor  as  by  a  general  manager  if  he 
wanted  to  talk  with  me.    I  have  found  that  in  nine 
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times  out  of  ten  the  janitor  knows  more  about  the 
thing  that  he  wants  to  talk  to  me  about  than  the  gen- 
eral manager  does. 

"Open-mindedness  is  the  willingness  to  grow. 
Every  man  ought  to  grow  with  his  business,  and  par- 
ticularly every  young  man  should  grow  with  the  busi- 
ness.   But  some  men  grow,  while  others  'swell.' 

"It  seems  to  me  that  what  every  city  administra- 
tion needs  is  the  suggestions  of  the  citizens.  I  be- 
lieve it  would  be  a  good  idea  for  the  mayor  to  ask 
fur  the  suggestion  of  the  people  as  to  what  can  be 
done  to  improve  the  city.  Of  course,  he  cannot  adopt 
all  the  suggestions  that  would  be  made,  perhaps  he 
could  only  adopt  10  per  cent,  of  them,  but  the  people 
would  at  least  have  a  chance  to  express  themselves. 
This  idea  might  also  be  adopted  by  stores  and  other 
business  establishments. 

"The  next  and  last  quality  that  I  would  say  would 
be  necessary  for  a  successful  salesman  or  successful 
man,  is  the  quality  of  enthusiasm.  A  man  might  have 
all  the  other  qualities  I  have  mentioned  and  have  them 
in  proper  proportions,  but  without  enthusiasm  would 
be  a  mere  statue.  Enthusiasm  is  the  white  heat 
which  fuses  these  other  qualities  into  one  effective 
mass. 

"I  can  illustrate  this  best  by  the  sapphire  and  a 
piece  of  blue  glass.     You  can  polish  the  blue  glass 


until  it  has  a  surface  as  hard  as  the  sapphire,  but  put 
these  two  together  on  a  piece  of  white  paper,  and 
look  down  into  the  sapphire.  You  will  see  a  thou- 
sand little  lights  dazzling  up  at  you  that  you  cannot 
get  out  of  the  piece  of  blue  glass  if  you  would  polish 
it  a  thousand  years. 

"What  those  little  lights  are  to  the  sapphire,  en- 
thusiasm is  to  a  man.  It  beams  from  his  eyes,  ra- 
diates from  his  face,  and  it  is  evident  in  all  of  his 
actions.  1  love  the  enthusiastic  man,  the  man  who 
will  enthuse  and  boil  over  for  the  thing  he  loves  or 
for  the  thing  in  which  he  has  great  interest.  You 
cannot  keep  the  enthusiastic  man  down.  Enthusiasm 
will  make  up  for  a  lack  of  these  other  qualities  more 
than  anything  else. 

"Now  can  we  keep  up  enthusiasm?  By  keeping  up 
the  interest  in  our  business;  by  doing  something  out- 
side of  our  regular  routine;  by  getting  in  touch  with 
our  fellow-men  and  rubbing  elbows  with  them  as  we 
do  here  to-day;  by  realizing  that  there  is  something 
else  on  earth  besides  our  own  little  life,  and  by  doing 
those  things  which  will  generate  enthusiasm. 

"The  trouble  with  so  many  men  is  that  they  get 
into  a  rut  of  doing  things  and  they  stay  there.  The 
only  difference  between  a  rut  and  a  grave  is  the  width 
and  the  depth — and  we  graduate  from  one  to  the 
other  as  a  rule." 


Toroefc©  Retail  Sli©e  Dealers  Meet 

Important  Legislation  Secured  Workmen's  and  Employees' 
Compensation  Act  Discussed    Urge  Dealers  to  Join  Association 


Mr.  C.  J.  St.  Ledger. 


A  special  meet- 
ing of  the  Toron- 
to Boot  and  Shoe 
Dealers'  Section 
of  the  Retail  Mer- 
chants' Associa- 
tion of  Canada 
was  held  in  their 
Board  Room,  21 
Richmond  street 
west,  Toronto,  on 
Thursday  after- 
noon, June  20th, 
at  three  o'clock. 
Mr.  J.  G,  St.  Leg- 
cr,  the  Chairman, 
presided.  Mr.  E. 
M.  Trowern,  the 
Dominion  Secre- 
tary, explained 
that  the  chief  ob- 
ject of  the  meet- 
ing was  to  report 
to  the  boot  and 
shoe  dealers  that  the  legislation  required  to  carry  out 
the  work  of  the  last  joint  committee,  consisting  of 
retailers  and  wholesalers,  had  been  secured  by  the 
Association,  after  a  great  deal  of  time  and  expense, 
and  that  the  committee  were  now  placed  in  a  posi- 
tion where  they  could  proceed.  This  is  very  import- 
ant and  will  mean  a  great  deal  to  the  retail  shoe  trade, 
not  only  in  Toronto,  but  throughout  the  whole  Do- 
minion. 

The  "Workmen's  and  Employees'  Compensation 


Act"  was  fully  considered  and  a  strong  recommenda- 
tion made  by  members  to  the  officers  of  the  Ontario 
Provincial  Board  of  the  Association  to  see  that  no  in- 
justice was  done  to  the  retail  trade  by  the  application 
of  any  of  the  clauses  in  the  proposed  act. 

The  meeting  was  largely  attended  and  everyone 
present  felt  well  satisfied  with  the  reports  that  were 
before  the  meeting.  Resolutions  were  passed  to  the 
effect  that  every  retail  boot  and  shoe  dealer  in  the 
province  of  Ontario  be  asked  to  become  a  member  of 
the  Association,  so  that  the  strength  could  be  in- 
creased. This  would  enable  them  to  carry  out  the 
decision  that  may  be  arrived  at  by  the  Committee. 

Another  meeting  will  be  held  in  a  short  time  to 
consider  the  advisability  of  holding  a  boot  and  shoe 
dealers'  convention  for  the  province  of  Ontario.  The 
organizers  will  call  upon  the  boot  and  shoe  dealers 
of  Toronto,  who  are  not  members,  to  endeavor  to  in- 
duce them  to  enroll  iu  the  Association. 

Mr.  J.  G.  St.  Leger  gave  a  very  interesting  address 
and  urged  every  retail  boot  and  shoe  dealer  to  join 
the  Association  and  work  in  unison,  so  as  to  carry  out 
the  work  that  has  taken  so  long  to  prepare.  Mr.  St. 
Eeger  is  one  of  the  oldest  members  of  the  Associa- 
tion, and  one  of  the  largest  boot- and  shoe  dealers 
in  Toronto. 


Not  His  Date 


"Do  you  keep  dates?"  asked  the  kindly  old  gentle- 
man as  he  sauntered  up  to  the  girl  at  the  grocery 
counter  in  the  department  store. 

"Always,"  she  replied,  "but  I  don't  remember  ever 
making  any  with  an  old  geezer  like  you." 
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It  Pays  to  Push  this  Line — Different  Grades  of  Stock 
for  Various  Localities — Brings  Larger  Profit  than  Shoes 


Hosiery  as  a  shoe  store  accessory  has  long  ceased 
to  be  a  novelty,  and  the  number  of  retail  shoe  dealers 
who  have  defined  the  word  "footwear"  to  mean  any 
and  a1l  articles  of  wear  for  the  feet  is  steadily  in- 
creasing. A  Baltimore  shoe  retailer  first  conceived 
the  idea  of  selling  hosiery  in  connection  with  his  busi- 
ness some  nineteen  years  ago.  He  tried  it.  It  paid. 
Hosiery  firms  watched  the  experiment  with  consider- 


Speaks  for  Itself 

able  intei  est  and  when  it  proved  to  be  a  success  they 
urged  -tb«  big  New  York  shoe  retailers  to  go  in  for 
this  line  After  considerable  persuasion  some  of  them 
added  stocks  of  hosiery,  which  proved  to  be  such 
profit  getters  that  the  idea  spread,  until  now  it  is  al- 
most universal. 

Mistakes  were  made  by  dealers  when  they  first 
took  up  hosiery,  but  these  were  soon  corrected.  Mis- 
takes were  unavoidable,  and  it  is  surprising  that  in 
the  earlier  days  of  the  addition  of  hosiery  in  shoe 
stores  that 'errors  in  judgment  were  not  more  frequent. 
Locality  is  one  of  the  most  important  questions  to 
be  considered  by  the  merchant  in  selecting  his  stock, 
and  perhaps  here  the  most  trouble  lias  been  experi- 
enced, yet  the  fact  remains  that  any  locality  suitable 
for  a  retail  shoe  store  is  suitable  for  the  marketing  of 
some  kind  of  hosiery.  In  certain  localities  a  retailer 
cannot  carry  a  large  stock  of  women's  hose,  and  in  a 
general  way  we  might  state  that  in  the  majority  of 
shoe  stores  women's  hosiery  has  sold  less  freely 
than  any  other  kind.  Men's  silk  stockings,  saleable 
in  some  stores  move  slowly  elsewhere,  although  edu- 
cational work  is  possible  to  increase  the  demand. 
Children's  hosiery  sells  almost  anywhere,  and  popular 
priced  hosiery  is  a  good  proposition  for  ninety  per 
cent,  of  our  retail  shoe  stores. 

Hosiery  is  an  article  of  footwear  just  as  surely  as 


slippers  or  boots  and  in  ratio  of  profit  to  investment 
ranks  second  to  none.  Dry  goods  stores,  particularly 
in  small  towns,  depend  upon  hosiery  for  a  substantial 
part  of  their  regular  income. 

In  opening  a  hosiery  department  one  must  con- 
sider first  of  all  the  class  of  patrons.  Dealers  doing 
a  business  in  medium  priced  shoes  can  stock  a  good 
department  on  an  investment  of  $300  or  even  less. 
Dealers  catering  to  college  trade  find  their  demand 
largely  for  higher  priced  and  less  substantial  hosiery. 
The  amount  of  capital  in  the  latter  case  is  consider- 
ably greater,  but  the  resulting  profit  is  commensurate. 
Shoe  retailers  will  perhaps  find  that  it  is  advisable  to 
buy  in  small  quantities  until  they  can  gauge  the  de- 
mand. Some  shoemen  buy  only  men's  half  hose  in 
black  or  tan  which  retail  at  two  pairs  for  25c,  or  in 
higher  grades  50c  a  pair.  Some  dealers  begin  by  pur- 
chasing one  dozen  of  each  color  in  each  of  five  sizes. 

Two  for  25c  hose  job  for  $1.10,  25c  styles  cost 
about  $2.10  or  $2.15  and  the  good  50c  half  hose  (silk) 
cost  about  $4.00  to  $4.25.  On  this  basis  twenty  dozen 
of  each  kind  would  cost  respectively  $22,  $43  and  $83, 
making  the  initial  investment  $148.  The  average  job- 
ber sells  on  terms  of  2-10,  60  net,  and  some  of  the 
smaller  dry  goods  stores  prefer  to  take  the  full  seventy 
days.  By  doing  so  they  sell  the  greater  part  of  their 
goods  before  payment  becomes  due.  After  the  hos- 
iery department  is  established  a  dealer  can  readily 
determine  what  sizes  and  styles  will  be  most  in  de- 
mand and  will  buy  accordingly. 


Telling  the  Customer 

Women's  hosiery  is  a  little  more  difficult  to  gauge. 
The  principal  colors  in  demand  are  black,  light  and 
dark  tan  and  white.  Jobbing  prices  are  about  the 
same  as  for  men's  hose,  but  there  is  not  so  large  a 
demand  for  the  cheaper  grades.  There  is  demand  for 
a  greater  variety  in  women's  hosiery,  however. 
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In  children's  goods  it  is  necessary  to  carry  good 
strong  stockings  for  boys  and  something  a  little  finer 
(or  girls  in  the  cheaper  grades,  black,  tan  and  white. 
Being  made  of  coarser  yarn,  hosiery  for  children  does 
not  need  to  be  carried  in  so  great  a  variety  as  women's. 

The  best  time  of  the  year  to  push  hosiery  sales 
and  the  best  season  for  starting  this  department  in 
a  shore  store  is  in  the  summer  season.  Hosiery  is  in 
greater  demand  in  summer  time  when  low  shoes  are 
worn,  which  display  hosiery  to  a  much  greater  extent 
than  do  the  higher  shoes  which  are  mostly  worn  dur- 
ing the  fall  and  winter.  The  holiday  season  is  on  now 
and  lots  of  your  customers  are  leaving  for  a  vacation 
in  the  country  and  it  is  a  very  easy  matter,  with  a 
little  tact  and  persuasion,  to  induce  them  to  lav  in  a 
good  supply  of  hosiery  for  the  holidays. 

Of  course,  like  any  other  merchandising  proposi- 
tion, hosiery  will  not  sell  itself,  not  even  after  the 


trade  is  established,  much  less  when  it  is  a  new  de- 
parture. The  retailer,  therefore,  who  introduces  this 
line  into  his  business  should  give  it  the  best  show  pos- 
sible, to  prove  whether  in  his  case  it  will  pay  to  con- 
tinue it  as  a  permanent  feature.  Prominent  displays 
should  be  made,  preferably  in  cases  in  front  of  the 
store,  frequently,  and  attractive  window  displays 
should  be  made,  circulars  or  advertising  matter  should 
be  sent  to  those  on  the  regular  mailing  list  (some- 
thing every  wide-awake  dealer  should  have  and  use) 
while  some  space,  no  matter  if  small  compared  to  the 
full  size  of  the  advertisement,  should  be  repeatedly 
given  to  remind  the  public  that  hosiery  is  carried. 

Dealers  who  have  stocked  hosiery  have  found 
in  nearly  every  case  that  it  pays,  that  it  brings  in 
a  greater  profit  than  shoes,  that  it  takes  up  little 
space,  and  is  not  hard  to  sell.  These  facts  are  well 
known  to  the  majority  of  the  shoe  trade  and  hosiery 
in  retail  shoe  stores  is  here  to  stav. 


Spring  Styles  of  Worcester  Slipper  Company 


Womens'  Ribbon  Trimmed  Juliette  with  Pompom  ornament,  Leather 

Heel  is  one  of  several  latest  styles. 
Grosvenor's "Twilight"  Firfelts  made  from  specially  printed  "Firfelt" 

Filt  in  5  combinations  of  colors— Keil  and  Black,  Red  and  Green, 

Gray  and  Wine,  Gray  and  Black,  Champagne  and  Black. 
This  complete  line  of  Plaid  Effects  in  imitation  of  English  Cloth  will 

certainly  be  trade  winners. 


Represents  (iroK\eiinr°s  Little  Gents  Red  Bootee,  figured  ornamen- 
tal ion. 

Also  made  in  Men's  and  Boy's  sizes  in  any  shade  felt  desired. 

The  Men's  Bootee  is  made  in  Class  or  College  colors  with  a  cuff 
around  the  top,  and  an  insert  of  any  desired  shade  of  felt,  or 
Lodge  or  (  lass  Emblem  reproduced  in  colors  on  the  cuff  of 
Bootee. 


The  New  Peak-a-Boo  Stocking 

Hail  the  peek-a-boo  stocking!  Ten  billion  mos- 
quitoes jubilantly  acclaim  it  from  Paris.  Of  all  de- 
vices that  have  proved  a  boon  to  the  insects  the  peek- 
a-boo  hosiery  is  the  greatest.  The  stocking  is  on 
view  at  the  style  exhibition  of  the  "Dry  Goods  Econ- 
omist." It  is  made  of  fisherman's  net,  so  called,  and 
if  Lady  Godiva  had  worn  a  union  suit  of  it  she  would 
have  been  Lady  Godiva  just  the  same. 

It  is  really  no  stocking  at  all — this  peek-a-boo 
affair.  The  peek-a-boo  waist  is  a  cloak  of  mail  beside 
it.  She  who  wears  it  may  feel  the  psychic  sense  of 
modesty  and  know  in  her  heart  that  she  pulled  on  her 
stockings,  but  others  will  know  nothing  about  it,  and 
perhaps  turn  to  their  neighbors  and  say:  "Let's  take 
up  a  collection  and  buy  the  poor  girl  a  pair  of  hose." 

The  interstices  of  the  peek-a-boos  are  about  an  inch 
square  and  will  stretch  even  farther.  And  there  is 
certainly  one  fine  thing  about  them — they  need  no 
darning.  Why,  you  couldn't  darn  the  darn  things  if 
you  tried  your  darndest,  for  there  isn't  a  darn  thing 
to  darn. — The  Shoe  Retailer. 


No  Goods  on  Approval 

Speaking  on  the  question  of  sending  out  goods  on 
approval  Johnston  &  Murray,  shoe  retailers  of  Lon- 
don, (  hit.,  say,  "After  considerable  experience  of  this 
annoyance  and  careful  thought,  we  have  decided  to 
send  out  no  goods  on  trial,  and  we  are  receiving  cash 
from  almost  every  customer.  We  did  not  have  much 
difficulty  in  making  the  change,  as  we  found  our  cus- 
tomers willing  to  listen  to  an  explanation  of  our 
change  of  position  in  the  matter.  We  expect  shortly 
that  all  the  retail  shoe  stores  in  London  will  adopl 
the  system  of  sending  out  no  goods  on  approval." 


Another  Part  of  a  Shoe 

"What  is  this  leathery  stuff?" 

"This  is  a  fillet  of  shoe,  sir,"  replied  the  waiter. 

''Well,  you  may  take  it  away,"  said  the  diner, 
"and  see  if  you  can't  get  me  a  nice,  tender  piece  of 
the  upper,  with  the  buttons  removed." — Judge. 


Study  business  methods.    It  pays! 
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The  Importance  of  a  Modern  Store  Front 

An  Attractive  Exterior  Draws  Trade  —  Show  Windows  Should 
be  Spacious  and  Well  Designed — How  to  Keep  Frost  off  Glass 


It  is  general  in  its 


"Follow  the  crowd,"  is 
an  old  adage,  but  one  that 
is  pretty  generally  ob- 
served even  in  this  hust- 
ling, bustling  age.  We 
twentieth  century  folk 
seem  to  be  imbued  with  a 
certain  spirit  of  curiosity 
that  impels  us  to  hasten 
to  any  particular  point  the 
instant  we  see  friend  or 
stranger  headed  that  way, 
and  this  curiosity  seems 
not  to  be  confined  along 
any  one  particular  line  of  action. 

nature  and  positive  in  its  commands.  "Let's  see  what's 
the  matter,"  or  "What  is  it?,"  is  often  heard  by  those 
departing  from  the  outer  circle  of  a  crowd,  coming 
from  the  lips  of  those  just  arriving  and  press- 
ing forward  to  view  for  themselves. 

What  is  it?  Curiosity,  just  plain  curiosity. 
It  is  the  element  of  nature  that  merchants  the 
country  over  are  playing  to  success.  It  is  this 
self-same  curiosity,  plus  an  amount  of  busi- 
ness acumen  on  the  part  of  shopkeepers  both 
large  and  small,  that  has  developed  the  win- 
dow and  entrance  front  to  a  most  important 
factor  in  the  successful  management  of  any  re- 
tail store,  regardless  of  the  nature  of  the  busi- 
ness. Walk  along  the  business  streets  of  any 
city  to-day.  The  shops  you  would  enter, — 
the  ones  that  you  know  instinctively  are  suc- 
cessful,— are  those  that  present  an  inviting,  at- 
tractive and  interesting  exterior  appearance. 
The  day  of  the  dilapidated  dirty  and  repelling 
store  front  is  past.  Merchants  who  do  not 
think  so  will  soon  find  themselves  so  far  be- 
hind the  modern  trend  that  a  "For  Rent"  sign 
will  decorate  their  place  of  business. 

The  larger  cities  led  in  store  front  remod- 
elling.   The   medium   sized   cities  followed. 
Progressive  merchants  saw  that  the  best  and 
easiest   way   to   get   prospective    customers  within 
their  stores,  was  to  make  that  store  attractive  from 
without.    Open,  light,  clean  and  compact  display  win- 
dows were  necessary,  easy  of  access  doors  would  help 
matters  too.  They  install- 
ed   such     windows  and 
doors.    They    saw — they 
knew  in  dollars  and  cents 
— that  they  paid.  Every 
storekeeper    saw ;  some 
acted  and  some  fell  by  the 
wayside.     From    city  to 
city  has  been  passed  the 
modern  need  for  a  pleas- 
ing store  exterior  and  the 
merchant  of  the  present 
day  who  has  not  realized 
this  fact  should  wake  up 
or  get  out  of  business  be- 
fore he  is  crowded  out  by 


Figure  1 


his  more  up-to-date  rivals. 

One  of  the  first  needs 
of  a  modern  store  is  a 
pleasing  exterior.    So  far 
has  the  store  front  been 
recognized  as  a  scientific 
and  necessary  adjunct  to 
the  retail  business,  that 
to-day  there  are  a  num- 
ber of  firms  specializing 
in    the    manufacture  of 
store  fronts.    Any  one  of 
these  companies  will  ren- 
der assistance  to  a  retail- 
er in  the  matter  of  forwarding  booklets  featuring  their 
different  designs  and  showing  from  their  illustrations 
just  what  has  been  done  for  merchants  in  various 
parts  of  the  country  in  the  way  of  modernizing  their 
show  windows  and  store  entrances. 

As  the  rebuilding  and  remodelling  season 
is  now  in  full  swing,  Footwear  in  Canada  of- 
fers the  following  suggestions  to  its  retail 
realers  who  are  alive  to  the  importance  of  a 
good  store  front.  We  frequently  receive  en- 
quiries during  the  winter  season  regarding 
methods  for  keeping  frost  from  show  windows. 
This  appears  to  be  the  shoe  merchant's  great- 
est enemy  during  the  cold  season,  and  is  one 
that  is  difficult  to  conquer  unless  the  show  win- 
dows are  constructed  in  the  proper  way.  Not 
only  the  frost  and  dust  should  be  considered, 
but  a  front  should  be  installed  that  would  be 
a  credit  to  your  store  as  well  as  give  proper 
services.  All  these  are  important  factors  to 
be  considered  and  the  merchant  who  intends 
to  remodel  or  rebuild  should  give  more  atten- 
tion to  the  front  than  to  any  other  part  of  the 
store,  although  by  this  we  do  not  mean  that 
the  remainder  should  be  slighted.  Jle  should 
see  that  he  gets  all  the  window  display  space 
possible  and  to  do  this  the  store  must  be 
equipped  with  the  proper  kind  of  front,  for 
is  the  eye  of  the  store.  The  advertising  value 
show  window  is  considered  to  be  50  per  cent, 
greater  than  that  of  any  other  single  form  of  adver- 
tising.    Every  day  the  glass  of  a  show  window  is 

covered  with  frost  means 
a  loss  of  money  to  the 
merchant.  Thousands  of 
stores  are  altered  each 
year  and  hundreds  of 
thousands  of  dollars  are 
spent  in  efforts  to  pre- 
vent the  glass  from  frost- 
ing. In  very  many  in- 
stances failure  is  the  re- 
sult for  many  seem  to 
think  that  the  only  thing 
to  do  to  prevent  the  ac- 
cumulation of  frost  on  the 

  glass   is   to   bore   a  few 

Figure  3  holes  at  the  top  and  bot- 


Figure  2 

this 
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torn  and  the  problem  is  solved.  Theoretically,  of 
course,  cold  air  circulating  in  a  show  window  will  re- 
duce the  humidity  and  prevent  the  moisture  from 
condensing  on  the  glass,  and  forming  frost.  This 
theory  is  true  in  general,  but  several  conditions  must 
be  observed  before  the  results  are  satisfactory. 

Conditions  to  Observe 

1.  The  windows  must  be  enclosed  from  the  store 
proper  and  this  enclosure  must  be  made  absolutely 
air  tight.  The  floor,  ceiling  and  partitions  should  be 
double  witli  paper  between.  If  glass  is  used  in  these 
partitions,  it  should  be  puttied,  and  the  door  should 
be  constructed  similar  to  an  ice  box,  having  two  rab- 
bets and  rubber  weather  strips  all  round. 

2.  The  air  from  outside  must  enter  the  window 
near  the  edges  and  at  the  surface  of  the  glass,  so  that 
the  circulation  is  greatest  at  the  glass  surface. 

3.  A  sufficient  amount  of  dry  air  must  be  admit- 
ted so  that  the  moisture  will  be  rapidly  absorbed  by 
the  air  entering  the  windows. 

Several  years  ago  a  patented  metal  sash  was  put 
on  the  market  which  has  completely  solved  the  frost 
problem.  It  embodies  several  factors  that  have 
brought  about  a  new  era  in  store  fronts.  Not  only 
is  it  a  sash  that  will  fully  ventilate  and  drain  the 
show  windows  but  one  that  will  hold  the  glass.  In 
Fig.  1  we  show  the  new  style  sash.  Note  the  outside 
vent  holes  which  are  %  U1  diameter  and  2  in. 
apart.  This  means  plenty  of  cool,  dry  air  entering 
the  show  windows  from  the  outside.  The  vent  holes 
in  the  face  piece  are  larger,  as  will  be  seen  in  the 
illustration,  but  not  so    many  in  number.     By  this 


system  of  ventilation  the  cool,  dry  air  is  distributed 
equally  over  the  inside  surface  of  the  glass  and  in 
the  winter  the  glass  is  kept  clear  as  crystal.  This 
most  practical  device  has  now  been  improved  by  the 
addition  of  an  adjustable  slide  to  close  or  open  these 
holes.  The  advantage  is  that  in  summer  time,  when 
the  ventilation  is  not  needed  in  the  window,  the  holes 
are  closed,  thus  keeping  out  all  dirt  and  dust  that  is 
likely  to  blow  in  from  the  outside.  Note  carefully 
the  V  shaped  slide  that  is  built  in  the  gutter.  This 
regulates  the  ventilation  and  drains  off  moisture  that 
may  be  on  the  inside  of  the  glass.  It  drains  it  through 
the  holes  and  it  does  not  accumulate  on  the  floor  of 
the  window.  This  style  of  front  is  constructed  entire- 
ly of  metal  and  of  graceful  architectural  lines,  clean 
cut  and  attractive.  The  corner  and  division  bars  that 
hold  the  glass  in  position  are  not  large  and  cumber- 
some and  do  not  obstruct  the  view  as  in  the  old  style 
front.  In  Fig.  2  we  show  the  corner  bar  which  holds 
the  glass  in  position.  Study  the  construction  of  this 
bar.  Note  how  the  glass  is  held  tightly  by  the  spring 
friction  grip,  the  tension  being  equally  distributed 
along  the  bar.  It  is  not  large  or  cumbersome  and  does 
not  obstruct  the  view. 

Fig.  3  is  a  good  illustration  of  a  metal  store  front 
in  place.  Attention  is  called  to  the  clean  cut  lines  in 
this  front  which  is  free  from  the  heavy  and  bulky 
divisions  and  corner  bars.  The  prism  glass  at  the  top 
is  also  a  valuable  feature  in  proper  show  front  con- 
struction and  provides  the  store  with  the  desired  light 
so  much  striven  for. 

We  are  indebted  to  the  Shoe  and  Leather  Gazette 
for  the  illustrations  published  herewith,  and  for  some 
of  the  ideas  contained  in  this  article. 


The  Window  Dresser  Angles  f©r  Angler* 


The  above  illustration  is  of  a  window  of  the  Fogarty  Shoe  Store,  Montreal.  It  will  appeal  to  all  sportsmen.  Of  course  it  is 
primarily  intended  to  interest  fishermen,  but  it  is  so  novel  that  people  with  sporting  instincts  will  naturally  be  attracted 
to  it.  Here  are  arranged  all  the  articles  that  go  to  make  up  a  fisherman's  outfit ;  a  miniature  boat,  fishing  rods,  and 
baskets,  all  arc  well  displayed,  but  very  properly  prominence  is  given  to  various  kinds  of  boots,  both  in  leather  and  rub- 
ber. The  window  dresser  has  not  lost  sight  of  the  fact  that  it  is  the  main  purpose  to  aevertise  the  boots,  and  has  sub- 
ordinated the  showing  of  the  other  goods  to  this  idea.  It  will  be  noticed  that  one  of  the  boots,  a  special  waterproof, 
comes  from  Great  Britain,  being  manufactured  by  Manfield  &  Son  ;  they  are  retailed  at  $13  a  pair.  A  wealth  of  leaves 
gives  quite  a  rural  appearance  to  the  window. 
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f    Caeadian  Footwear 


C.  S.  SUTHERLAND     BUSINESS  MAN 


Mr.  C.  S.  Sutherland,  the  capable  manager  of  the 
Amherst  Boot  &  Shoe  Company,  Limited,  of  Amherst, 
N.S.,  has  been  connected  with  the  shoe  business  for 
over  twenty-two  years,  and  the  popularity  of  the 
brands  of  footwear  manufactured  by  that  company  is 
largely  due  to  the  painstaking  labor,  common  sense, 
judgment  and  energy  that  he  has  put  into  the  business. 
Mr.  Sutherland  entered  the  employment  of  the  Am- 
herst Boot  &  Shoe  Company,  Limited,  in  November, 
1889,  in  the  humble  posi- 
tion of  junior  office  clerk 
and  worked  up  through 
the  different  departments 
until  1907,  when  his  abili- 
ties were  rewarded  by  his 
being  appointed  to  the 
general  management  of 
the  company,  in  succes- 
sion to  the  late  Mr.  M.  D. 
Pride,  who  retired  from 
the  business  at  that  time. 
The  rapid  and  steady  pro- 
gress of  the  company 
since  1907  is  the  only  tes- 
timonial required  as  to 
the  wisdom  of  the  direc- 
torate in  choosing  Mr. 
Sutherland  as  manager. 

Previous  to  entering 
the  employment  of  the 
Amherst  Boot  &  Shoe 
Company,  Mr.  Sutherland 
was  a  telegraph  operator 
on  the  Intercolonial  Rail- 
way for  about  five  years. 
It  was  here  that  the  Scot- 
tish shrewdness  and  horse 
sense  manifested  itself. 
When  the  position  of  jun- 
ior office  clerk  of  the  Am- 
herst Boot  &  Shoe  Com- 
pany was  offered  him  the 
salary  the  position  carried 
was  much  smaller  than 
that  which  he  was  earn- 
ing as  a  telegraph  oper- 
ator, but  he  recognized 
the  possibilities  for  ad- 
vancement with  a  grow- 
ing firm  were  much  more 

than  with  a  somnolent  state-owned  railway,  and  the 
position  which  Mr.  Sutherland  occupies  in  the  Canadi- 
an shoe  trade  at  the  present  day  is  a  proof  of  the  wis- 
dom of  his  choice. 

Although  he  has  applied  himself  industriously  to 
his  business,  Mr.  Sutherland  believes  that  a  man  has 
a  duty  to  fulfill  to  the  community  at  large,  as  well 
as  to  himself  and  his  business  associates.  He  has 
always  taken  an  active  part  in  all  movements  which 
have  for  their  object  the  betterment  of  the  town,  and 
the  people  of  Amherst  have  shown  their  trust  and 
confidence  in  him  by  electing  him  a  town  councillor. 
He  has  also  served  on  the  school  and  hospital  boards 
and  for  the  past  year  and  a  half  has  been  president 


Mr.  C.  S.  Sutherland 


of  the  local  board  of  trade  and  has  boomed  the  town. 

Unlike  the  majority  of  Nova  Scotians,  Mr.  Suther- 
land is  a  conservative  in  politics,  although  he  is  in- 
dependent of  party  prejudice  and  is  man  enough  to 
vote  and  work  for  a  man  who  is  not  a  Conservative 
if  he  considers  that  man's  election  will  be  for  the 
benefit  of  the  community  at  large.  Like  the  majority 
of  the  inhabitants  of  "New  Scotland"  who  have  Scot- 
tish blood  in  their  veins,  Mr.  Sutherland  is  a  Presby- 
terian in  religion,  and  of 
course,  winter  time  finds 
him,  broom  in  hand,  play- 
ing the  "roarin'  game." 
His  abilities  as  a  curler  are 
well  known  in  a  province 
where  they  produce  "some 
curlers."  In  summer  time 
"the  stane"  and  broom 
are  laid  aside  for  the  golf 
club.  In  this  way  Mr. 
Sutherland  finds  health- 
ful  recreation  which  keeps 
him  young,  freshens  his 
mind,  and  enables  him  to 
throw  himself  into  his 
business  with  renewed 
energy.  He  is  a  promin- 
ent Free  Mason,  being 
Past  Master  of  Alex- 
andra Lodge  A.  F.  and  A. 
M. 

Mr.  Sutherland  believes 
that  there  is  a  great  field 
opening  up  for  the  Can- 
adian shoe  manufacturer 
in  the  western  part  of  the 
Dominion.  During  the 
latter  part  of  last  year  he 
visited  Western  Canada 
and  established  a  distri- 
buting warehouse  at  Cal- 
gary and  the  large  in- 
crease in  business  result- 
ing therefrom  has  justi- 
fied his  action.  Mr.  Suth- 
erland says,  "I  can  fore- 
see a  very  large  market 
for  the  products  of  our 
Eastern  factories  in  the 
Western  country  if  we 
have  enterprise  enough  to  develop  it,  and  I  returned 
from  my  trip  with  a  stronger  intention  than  ever,  of 
working  it  to  the  limit.  This  does  not  mean  that  we 
shall  neglect  our  old  friends  in  the  provinces.  We 
shall  be  just  as  keen  after  them  as  ever,  but  with  our 
present  facilities  for  production  we  are  able  to  handle 
a  larger  trade,  and  if  the  West  can  supply  it,  we 
should  be  lacking  in  enterprise  if  we  failed  to  make 
the  best  use  of  our  chances  to  get  it."  This  state- 
ment shows  the  key  to  Mr.  Sutherland's  success  in 
the  business  line.  He  always  is  on  the  look  out  for 
new  business — he  recognizes  it  when  he  sees  it, — goes 
after  it,  and  gets  it!  A  man  of  this  type  cannot  be 
kept  down. 
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Views  of  Factory  of  Dufresne  &  Locke, 

Limited,  Montreal 


Exterior  view  of  factory.    Note  the  many  large  windows  which  make  the  building 
ideal  in  tne  way  of  light  and  ventilation 


A  view  of  one  side  of  the  large 
Fitting  Room 


A  section  of  the  Goodyear  Welt 
Finishing  Room 
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A  Modern  and  Progressive  Shoe  Factory 

Manufacture  for  Jobbers  Only — Business  has  Progressed  Rapidly 
— Plant  Four  Times  Original  Size — Make  Goodyears  and  McKays 


The  firm  of  Dufresne  &  Locke,  Ltd.,  of  Maison- 
neuve,  is  one  of  the  largest  manufacturers  of  boots 
and  shoes  in  Canada  for  sale  to  jobbers  only.  Al- 
though they  are  not,  from  the  nature  of  things,  so 
prominent  in  the  public  eye  as  many  makers  of  brand- 
ed lines,  their  products  are  sold  from  Halifax  to  Van- 
couver.   They  started  in  a  very  small  way  in  1890, 


The  McKay  Room  in  Factory  of  Dufresne  &  Locke 

under  the  style  of  Pellerin  &  Dufresne,  in  a  factory 
on  Craig  street,  Montreal,  the  business  then  being 
confined  to  slipper  making.  This  continued  for  about 
three  years,  when  Mr.  Pellerin  retired,  and  Mr.  R. 
Locke  joined  the  firm.  A  move  was  then  made  to 
Vitre  street,  and  the  partners  began  to  make  McKays 
and  turns.  During  the  next  five  years  the  trade  grad- 
ually increased,  and  it  was  found  advisable  to  obtain 
larger  accommodation. 

At  that  time  the  district  of  Maisonneuve  was  little 
known  to  manufacturers,  but  its  position  appealed  to 
Messrs.  Dufresne  &  Locke,  and  they  decided  to  build 
a  factory  there.  That  their  judgment  was  sound  is 
evidenced  by  the  large  number  of  firms,  particularly 
in  the  shoe  business,  which  have  since  erected  factor- 
ies. When  Messrs.  Dufresne  &  Locke  built,  Maison- 
neuve was  practically  all  fields,  the  car  service  was 
poor,  and  the  inhabitants  comparatively  few — now 
there  is  a  thriving  town,  with  factories  on  every  hand. 
Messrs.  Dufresne  &  Locke  were  the  second  shoe  firm 
to  locate  in  the  district.  When  they  put  up  their  fac- 
tory they  believed  that  it  would  be  sufficient  to  last 
for  their  time,  and  partner  was  even  fearful  lest  they 
had  built  beyond  their  capacity ;  this  perhaps  was  only 
natural  when  it  is  borne  in  mind  that  the  new  fac- 
tory was  about  five  times  the  size  of  the  old  one.  So 
far  from  being  too  large,  the  premises  have  since  been 
added  to  from  time  to  time  and  they  are  now  about 
four  times  their  original  size. 

About  two  years  ago,  the  manufacture  of  Good- 
years  was  commenced,  and  the  factory  is  now  divided 
into  .two  parts — Goodyears  and  turns  and  McKays  and 


turns.  The  building,  consisting  of  a  basement  and 
three  storeys,  is  very  well  ecpiipped  and  is  lighted  on 
all  sides  and  from  a  skylight.  The  basement  is  de- 
voted to  sole  leather,  the  middle  floors  to  the  general 
process  of  manufacture  and  shipping,  and  the  top 
floor  to  cutting  and  fitting.  The  offices  are  on  the 
third  floor  in  the  front.  About  400  work  people  are 
employed. 

Power  to  drive  the  machinery  is  derived  from  a 
vertical  high  speed  steam  engine  and  a  Crossley  gas 
engine,  both  being  situated  in  the  basement.  The  gas 
engine  has  been  found  to  be  the  cheaper  form  of  ob- 
taining power. 

Mr.  T.  Dufresne  is  the  practical  partner,  and,  with 
the  superintendent,  looks  after  the  manufacturing  side 
of  the  business.  Air.  R.  Locke  is  what  may  be  called 
the  business  manager — he  attends  to  the  counting 
house,  the  finances,  &c.  Mr.  Locke  was  in  his  earlier 
years  connected  with  the  well  known  leather  firm  of 
Black  &  Locke. 


Black  and  White  Footwear  the  Smart  Spring 

Fad 

Some  of  the  smartest  of  the  new  kid  low  cut  shoes 
have  white  uppers,  but  shiny  black  heels  and  a  mere 
line  of  black  kid  about  the  top. 

An  ultra  smart  model  has  the  vamp  of  soft  finish 
black  and  the  uppers — side  and  back — of  white. 

The  black  heel  will  be  seen  on  some  of  the  white 
canvas  and  buckskin  shoes  in  place  of  the  tan  or  white 
covered  heel. 


In  Four  Chapters 

Here  is  an  amusing  little  story  told  in  four  pic- 
torial chapters.  It  originated,  however,  in  the  shoe 
business,  as  readers  of  the  Recorder  will  remember. 

The  story  ran  thus  :  There  were  three  shoe  stores, 
side  by  side,  in  a  Pennsylvania  town.    Business  was 


dull,  as  in  Chapter  1,  illustrated  herewith.  The  right 
hand  man  put  up  a  sign:  "Everything  Below  Cost," 
as  in  Chapter  2 ;  then  the  left  hand  man  put  up  a  big 
staring  sign :  "Closing  Out  Sale,"  as  in  Chapter  3. 

■  Then  the  man  in  the  middle  grabbed  the  whole 
thing  by  putting  over  the  door  simply  the  words : 
"Main  Entrance." — Boot  and  Shoe  Recorder. 
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Value  of  Show  Cards  to  Shoe  Merchant 


A  Potential  Factor  in  Business — Importance  of  Price 
Cards    Description  of  Treatment    A  Great  Attraction 


There  is  usually  some  little  potential  factor,  some 
exclusive  agency,  some  overlooked  medium  in  the  life 
of  a  merchant,  that  if  recognized,  would  extend  his 
business  and  add  to  thai  financial  prosperity  so  much 
desired  hv  every  business  man.  W  hile  one  merchant 
may  fail  to  recognize  one  feature,  and  another  fail  to 
see  some  other,  apparently  insignificant,  though  im- 
portant factor,  it  would  be  impossible  for  us  to  cover 
the  entire  field  of  the  remissness  of  every  merchant. 

There  is,  however,  one  powerful  selling  agency 
which  is  greatly  overlooked  or  underrated  by  a  vast 
number  of  retail  merchants.  An  observant  visitor  to 
the  smaller  towns  will  be  impressed  with  the  absence 
of  attractiveness  and  convincing  show  cards,  window 
cards  and  price  tickets  in  the  majority  of  retail  shoe 
stores.  We  are  emphatic  in  our  belief  that  the  man 
who  fails  to  recognize  the  strong,  powerful  influence 
of  these  agencies  is  just  a  lap  or  two  behind  in  the 
race  for  success  in  the  selling  of  shoes.  There  is  a 
finishing  touch  about  a  show  card  that  seems  to  be 
the  completing  or  crowning  piece  in  a  well-dressed 


window.  And  when  the  card  has  served  its  purpose 
in  the  window  its  usefulness  may  be  extended  to  the 
store.  It  is  one  of  those  silent,  continual  talkers  that 
impresses  and  carries  conviction  every  time  it  is  read. 
Consider,  too,  how  difficult  it  would  be  to  stand,  or 
have  some  one  stand  for  you,  and  tell  every  customer 


who  entered  your  store  that  you  were  selling  a  man's 
$5.00  shoe  that  day  for  $3.50  specially  reduced  to  clear 
one  hundred  pairs.  Consider  how  difficult  it  would  be 
tn  place  a  man — a  "barker"  at  your  door. to  tell  this 


message  to  the  passers  by.  Yet  a  card  in  your  win- 
dow and  one  in  your  store  will  make  this  announce- 
ment in  a  dignified,  convincing  and  effective  manner 
that  will  bear  rich  results  in  the  way  of  making  sales. 

Now  let  us  come  to  price  tickets.  We  have  dealt 
before  mi  the  objections  to  pricing  window  goods. 
That  is,  upon  the  objections  the  small  town  merchant 
has  to  it.  The  biggest  one  is,  that  his  competitor 
could  see  the  price  and  "cut"  on  him.  But  there  is 
so  very  much  in  favor  of  pricing  that  it  overrules  the 
objection.  After  all,  is  not  this  objection  largely  an 
imaginary  one?  And  is  not  price  cutting  a  suicidal, 
spasmodic  effort  that  no  opposition  can  keep  up  very 
long  and  survive?  If  you  buy  right,  and  sell  right, 
and  treat  your  customers  right  you  should  have  no 
fear  of  pricing  your  goods  in  the  widest  possible  man- 
ner. 
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The  Importance  of  Price  Cards 

People  who  buy  goods  are  of  three  classes :  Those 
who  are  out  to  buy  and  know  just  what  they  want ; 
those  who  are  out  to  buy  and  don't  know  just  what 
they  want  until  they  see  the  prices ;  and  those  who 
are  out  to  buy  and  pretty  apt  to  do  so  if  something: 
that  appeals  to  them  is  placed  just  where  they  can 
see  it. 

Price  cards  will  help  the  first  class,  help  and  catch 
many  of  the  second  class — who  otherwise  might  give 
up  the  intention  of  buying, — and  awaken  many  of  the 
third  class  to  the  fact  that  here  is  something  they 
should  have.  The  man  who  is  most  persistent  in 
going  after  the  third  class  is  the  one  who  will  sell 
the  most  goods.  The  most  effective  way  of  getting  at 
the  people  in  this  class  is  by  neat,  tasteful  display 
of  goods,  accompanied  by  prices. 

Treatment  of  Cards 

The  cards  reproduced  this  month  are  of  a  more 
varied  character  than  any  we  have  shown  before. 
Every  one  can  be  adapted  to  the  use  of  any  shoe 

dealer  whether  he  has  a 
large  business  or  a  small 
one,  or  whether  he  is  situat- 
ed in  a  large  city  or  a  small 
town.  The  Vici  card  is  a 
plain  treatment  in  white  on 
a  dark  card.  A  dark  card  is 
very  striking,  especially 
when  lettered  with  a  good 
white  color. 

The  "Royal"  card  is  on 
white  board.  The  word 
Royal  is  done  in  a  good  red 
and  outlined  with  black.  The 
other  lettering  and  the  price 
are  done  in  black  with  the 
shading  in  a  soft  tone  the 
same  as  the  ornamentation 
at  the  sides. 

The  "Little  Misses"  card  is  also  on  black  card  in 
white  lettering — or  rather,  on  a  very  dark  card.  The 
little  figure  is  bound  to  attract  the  attention  of  a 
mother  who  has  a  little  one  to  buy  shoes  for.  The 
picture  may  be  done  in  almost  any  coloring  but  the 
card  here  reproduced  is  in  white  and  black.  Pictures 
of  this  kind  may  be  cut  from  magazines,  fashion  plates, 
etc.,  and  stuck  onto  the  card  and  prove  equally  as 
effective  as  if  drawn  right  onto  the  card. 

The  "In  the  Swim"  card  is  one  of  those  season- 
able ones  that  will  prove  a  strong  attraction.  The 
figure  is  done  in  red  and  black  striped  dress  and  yel- 
low collar.  The  water  pale  blue.  Outlining  in  black. 
The  letters  are  all  in  black.  The  figures  or  price  may 
be  done  in  red. 

The  $4.00  card  is  a  white  card  pasted  onto  a  dark 
brown  or  slate  colored  card.  The  woman  is  a  flashy 
colored  creature  with  her  "Offering"  of  $4.00  on  a 
tray.  The  spots  on  the  dark  card  may  be  done  in  any 
light  color.    The  lettering  and  price  are  in  black. 

The  price  cards  are  arranged  on  a  black  or  dark 
card  merely  for  reproduction.  They  are  suggestive 
for  your  use  and  may  be  embellished  or  improved  at 
the  will  of  the  writer. 


Mass  Meeting  of  Shoe  Retailers  at  Boston 
Shoe  and  Leather  Fair 

Acting  upon  the  suggestions  of  President  A.  C. 
McGowan,  and  Secretary  J.  W.  Twaddell,  of  the  Na- 


tional Shoe  Retailers'  Association  and  upon  further 
suggestions  and  co-operation  from  President  A.  H. 
Meadors  and  Secretary  T.  W.  Sherron,  of  the  South- 
ern Shoe  Retailers'  Association  and  assisted  by  all  the 
State  Associations  of  the  United  States  of  America, 
it  seemed  most  wise  and  timely  to  hold  a  mass  meet- 
ing of  the  shoe  retailers  of  the  United  States  and  Can- 
ada during  the  "get  together"  week  of  the  shoe  re- 
tailers, which  is  to  be  held  in  Boston  during  the 
week  of  July  10-17.  The  programme  for  the  week 
commences  with  the  general  reception  of  shoe  buy- 
ers at  the  booths  of  The  National  Shoe  Retailers' 
Association  on  Wednesday,  July  10th.  On  Thursday, 
July  11th,  at  12.30  o'clock  an  ocean  outing  will  be 
held  under  the  auspices  of  the  New  England  Shoe  and 
Retail  Leather  Association  assisted  by  twenty  other 
of  the  leading  shoe  and  leather  organizations.  This 
( mting  will  be  complimentary  to  visiting  shoe  and 
leather  buyers.  The  special  committee,  which  has 
been  chosen  jointly  from  the  two  national  associa- 
tions to  take  charge  of  this  mass  meeting-,  has  invited 
some  of  the  best  known  retail  shoe  men  in  the  LTnited 
States  to  give  short  informal  talks  upon  some  of  the 
interesting  trade  phases,  and  the  first  of  these  meet- 
ings will  be  held  in  the  Mechanics  Building,  on  Friday, 
July  12th.  An  overflow  meeting  will  be  held  Satur- 
day morning"  in  the  same  building  at  10.30  o'clock. 
Hundreds  of  shoe  retailers  will  be  present  at  these 
meetings  and  the  discussions  should  be  very  interest- 
ing as  the  topics  are  all  vital  matters  to  the  trade. 
A  few  of  the  topics  selected  for  early  discussion  are: — 

Abuses  calling  for  national  legeslation,  such  as 
stamping  manufacturers'  names  on  shoes,  the  elimin- 
ation of  fake  sample  stores,  misrepresentation  in  shoe 
advertising,  etc. 

How  to  move  dead  stock.  This  is  a  problem  w  hich 
should  interest  every  retailer  as  the  proper  solution  of 
it  very  often  determines  the  success  of  the  business. 

The  cost  of  selling.  How  can  we  get  best  results? 
An  interesting  discussion  on  store  management,  sales 
force,  window  trimming,  advertising  and  other  over- 
head costs. 

Are  we  making  enough  profit?  The  average  retail- 
er sells  his  merchandise  at  too  close  a  profit.  This 
discussion  is  calculated  to  bring  out  some  interesting 
points  of  comparison,  and  experiences  will  be  related 
wherein  some  successful  merchants  have  made  these 
problems  more  easy  of  solution. 

Are  you  co-operating  with  your  competitor?  If 
not,  why  not?  Much  business  is  lost  through  petty 
jealousy  between  rival  dealers.  Co-operation  is  a  bet- 
ter method  and  instances  will  be  shown  where  it  has 
resulted  beneficially  to  both  parties. 

How  to  properly  advertise  a  retail  shoe  store.  A 
fifteen  minute  talk  by  a  man  who  has  "done  things" 
for  retail  merchant's  in  boosting  business.  Definite 
suggestions  and  plans  which  may  be  carried  home  and 
put  in  operation. 

Some  of  the  most  prominent  and  successful  retail 
shoe  men  in  the  United  States  will  address  the  meet- 
ings and  give  their  opinions,  which  are  based  on  years 
of  experience,  on  these  subjects.  These  meetings  alone 
will  be  worth  a  trip  to  Boston  on  the  part  of  any 
live  Canadian  retailer,  and  besides  this,  there  is  much 
to  be  seen  and  to  participate  in  during  that  week. 
Railroad  and  steamship  lines  offer  reduced  round  trip 
rates  to  Boston  during  the  month  of  July  and  many  of 
these  include  stop  over  privileges  and  side  trips  at 
very  low  rates. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity  Examples  of  Good 
Display   Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


Illustrations  arc  a  powerful  help  to  an  otherwise 
effective  advertisement ;  and  now  and  then  one  comes 
across  an  illustration  so  absolutely  true  to  nature 
and  in  itself  so  eloquent  thai  il  Iclls  its  story  surely 
and  at  a  glance,  irrespective,  or  almost  entirely  irre- 
spective, of  the  type-told  "copy"  that  accompanies  it. 
Such  "descriptive  draughtsmanship"  makes  of  the  il- 
lustration an  effective  "silent  salesman." 

There  are  many  illustrations  used  everyday  and 
in  advertising  of  all  kinds,  however,  that  instead  o 
telling  their  own  story,  and  therefore  strengthening 
the  appeal  of  the  advertisement  as  a  whole,  are  al- 
most entirely  irrelevant.  They  may  be  well  drawn, 
they  may  be  pretty,  but  still  they  arc  irrelevant — they 
add  nothing  to  the  real  pulling  power  of  the  advertis- 
ing. Others  again,  although  their  execution  is  be- 
yond reproach,  are  so  hopelessly  unnatural  as  often 
 positively  to  distract  at- 


<  nil- 


line    oi  shoes. 


Economy  as  well  as  style 

and  wear  are  the   main  points 

ill  i-iii  line  of  «lUK«     We  specialize  in  family  or- 


Bar|aina  for  th*  Inmily 


tention  from  the  argu- 
ment <  >r  description  t  hal 
accompanies  them. 

1  .ast  month  we  illus- 
trated a  dodger  used  by 
Farmer  Bros.,  of  Arn- 
prior,  and  took  excep- 
tion to  the  amount  of 
space  devoted  to  a  some- 
what characterless  illus- 
1  ra1 11  in.  This  linn  has  a 
local  printer  strike  off 
several  hundred  copies 
of  their  newspaper  ad- 
vertisements which  they 
distribute  through  the 
parcels  sent  out  in  dod- 
ger form  on  good  paper, 
and  it  was  one  of  these 
that  we  criticized  last 
month.  As  our  first  il- 
lustration this  month  we 
reproduce  a  newspaper 
advertisement  by  the  same  firm  which  bears  a  good 
resemblance  to  the  dodger  already  referred  to.  The 
illustration  in  the  first  was  irrelevant, — in  the  full 
size  of  the  dodger  this  was,  perhaps,  more  noticeable 
than  in  the  much  reduced  form  in  which  we  were  able 
to  reproduce  it — while  that  used  in  the  newspaper  ad- 
vertisement is  altogether  unnatural.  Look  into  it 
carefully.  Think  of  it,  if  you  like.  Then,  if  you  wish 
to  go  a  little  further,  try  to  picture  such  a  scene  tak- 
ing place  in  your  own  home,  in  the  local  shoe  store  or 
anywhere  else  than  in  an  illustration  that  is  well 
enough  executed,  but  not  well  thought  out.  As  for 
the  advertisement  itself,  the  opening  sentence  is  awk- 
wardly worded  and  ungrammatical.  It  would  be  much 
improved  and  also  strengthened  by  cutting  out  the 
words  "as  well  as"  altogether,  by  substituting  "wear- 
ing qualities"  for  the  uncertain  idea  of  "wear,"  and 
by  substituting  the  word  "strong"  for  the  word 
"main."  The  sentence  woidd  then  read:  "Economy, 
style  and  wearing  qualities  are  the  strong  points  in 


The  setting  does  not 
require  the  heavy  di- 
viding rules  separating 
the  descriptive  items, 
but  is  otherwise  satis- 
factory, while  more 
careful  proof  reading 
would  have  corrected 
i  the  spelling  of  the  word 
"buttoned"  in  two  in- 
stances out  of  four. 

Get  Down  to  Shoes ! 

The  advertisement 
ol     the     Host  on  Shoe 

Store,  Montreal,  makes  use  of  a  very  striking  border 
design.  It  is  simple  yet  outstanding.  The  name-plate 
is  also  introduced,  though  in  this  case  it  is  not  quite 
so  pleasing  as  in  the  Farmer  Bros,  announcements, 
the  argument  throughout  the  whole  advertise- 


It  Costs  You  Nothing 

To  inspect  our  stock  of  Up  lo-Date  Boot-  • 
and  Shoo.     Try  ihem  on.     We  fit  the 
feet  to  nuke  the  feel  feel  fit  .... 

The  Palace  Shoe  Store 


Bui 

ment  is  weak.  The  opening  statement  is  the  kind  oi 
statement  that  anybody  can  make,  but  that  very  few 
people  are  inclined  to  take  seriously.  Even  if  it  were 
a  fact  that  thousands  of  Montreal's  best  dressed  women 
had  purchased  Boston  Nu-Bucks,  a  new  pair  of  shoes 
— even  a  pair  of  Boston  Nu-Bucks — surely  is  not 
enough  to  put  any  and  every  purchaser  among  the 
class  of  Montreal's  best  dressed  women.  Yet  this  is 
the  plain  inference  to  be  drawn  from  the  statement. 
The  statement  lower  down  is  open  to  objection  of 
much  the  same  kind,  and 
stated  in  the  way  in 
which  it  is,  it  means 
little  or  nothing  to  the 
shoe  buyer.  We  are 
tempted  to  say,  "For 
goodness'  sake  get  down 
to  shoes,"  describe  the 
shoes,  tell  us  something 
about  the  good  and  bad 
points  of  leathers,  about 
the  care  taken  in  select- 
ing Boston  shoe  stock, if 
you  like,  but  talk  shoes 
and  get  away  from  gen- 
eralities and  sweeping 
assertions  that  read  far 
too  much  like  fiction — 
and  uninteresting  fiction 
at  that.  The  design  of 
this  advertisement  is 
commendable  —  it  is 

worthy  of  better  "copy."  

Detail  Good 

The  W.  J.  Honey  ford  announcement  comes  to  us 
from  Collingwood,  Ont.,  and  is  on  the  whole  a  very 
satisfactory  detailed  advertisement.  The  cuts  are 
good,  prices  are  well  displayed, — and  there  is  some- 
thing in  the  list  to  suit  almost  everybody.  The  effect 
of  the  two  prominent  display  lines  and  heavy  rule 


^^^^ 


The  Unrm  Stock  —  — — 

,  o(  School  Shoe*         cL.-  5<M 
la  Town  _       ,  -    - 1    n  c_  .qq 
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cut-off  at  the  top,  is  to  make  the  advertisement  look 
a  little  too  top-heavy.  It  would  have  looked  better 
balanced  if  the  second  display  line  had  been  run  in 
a  smaller  type  and  in  connection  with  the  name  at 
the  foot. 

A  somewhat  lighter,  or  shorter,  rule  might  have 
been  used  at  both  top  and  bottom,  and  the  name  W. 
J.  Honeyford  should  have  been  set  in  more  nearly  the 
same  style  of  type  as  the  principal  display  line. 


An  Experienced  Shoeman 

The  subject  of  our  illustration,  Mr.  P.  E.  Rivett,  is 
the  general  manager  of  Toronto's  latest  shoe  manu- 
facturing concern — The  Reliance  Shoe  Company,  Lim- 
ited.— makers  of  boys'  fine  McKays.  Mr.  Rivett  is  a 
thoroughly  experienced  shoeman,  having  learned  the 
business  with  his  father  and  brothers  who  are  shoe 
manufacturers  in  Northamptonshire,  England,  the 
centre  of  that  country's  industry.  He  came  to  Canada 
in  1902  and  started  to  work  for  the  Walker,  Parker 
Co.,  of  Toronto,  with  which  firm  he  remained  for  five 
years,  leaving  at  the  end  of  that  period  to  engage  in 
the  retail  shoe  business  on  his  own  account.  He  is 
still  actively  connected  with  the  retail  shoe  trade,  op- 
erating three  stores  in  the  city  of  Toronto. 


Mr.  P.  E.  Rivett 

In  January  1912  Mr.  Rivett  organized  the  Reliance 
Shoe  Company,  Limited,  and  was  appointed  general 
manager.  The  object  of  the  company  was  the  manu- 
facture of  boys'  and  youths'  high  grade  McKays.  He 
felt  that  there  was  an  opening  for  good  solid  hard 
wearing  boys'  boots  and  judging  from  the  hold  their 
goods  have  on  the  market  and  the  increasing  demand 
for  their  output,  it  looks  as  if  their  venture  was  des- 
tined to  be  a  large  success. 

Mr.  Rivett  is  a  firm  believer  in  specializing,  and 
it  is  his  ambition  to  see  The  Reliance  Shoe  Company 
grow  into  the  largest  concern  on  the  American  con- 
tinent which  manufacture  boys'  boots  exclusively,  and 
we  believe  that  the  ability,  experience  and  hard  work 
that  he  is  investing  in  his  firm  will  not  be  without 
results. 


A  New  Shoe  Company 

The  Plyde  Shoe  Company,  Montreal,  has  been  pur- 
chased by  the  Thompson  Shoe  Company,  Limited, 
which  has  just  been  formed  with  a  capital  of  $100,000. 


Mr.  H.  E.  Thompson 

The  following  are  the  board  of  directors:  Mr.  H.  E. 
Thompson,  president  and  general  manager ;  Mr.  W.  S. 
Pettes,  vice-chairman  and  sales  manager;  Messrs.  C. 
H.  Cahan,  K.C.,  H.  A.  Lovett,  K.C.,  and  Alfred  Woods, 
vice-chairman  of  Semi-ready,  Ltd.  The  offices  are  at 
36  St.  Genevieve  street,  Montreal.  It  is  intended 
to  extend  the  business,  and  to  make  a  feature  of  the 
sale  of  specialties.    Mr.  James  Paterman,  formerly  of 


The  man  who  works  hard  enough  boosting  his  own 
business  will  have  no  time  left  to  knock  his  com- 
petitor. 


Mr.  W.  S.  Pettes 

the  Slater  Shoe  Company,  will  represent  the  Thomp- 
son Shoe  Company  from  Fort  William  West,  and  Mr. 
T.  Whittles  will  represent  the  company  in  Montreal. 

Mr.  H.  E.  Thompson,  the  head  of  the  new  con- 
cern, was  for  16  years  with  the  Slater  Shoe  Company, 
being  sales  manager  for  the  last  seven  years.  He 
represented  the  Slater  Company  from  Winnipeg  east 
as  far  as  Newfoundland,  and  right  through  the  Brit- 
ish West  Indies.    Before  joining  Slater's  he  was  with 
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the  London  Shoe  Company  for  seven  years.  Mr. 
Thompson  organized  the  retail  business  of  Casselman 
<v  Thompson,  Ltd.,  440  St.  Catherine  street  west, 
Montreal,  and  was  a  partner  in  the  firm  of  McCrud- 
den  &  Thompson,  113  Notre  Dame  St.  West,  Montreal. 
He  now  intends  to  devote  his  entire  attention  to  the 
new  undertaking.    Mr.  W.  S.  J'ettes  was  connected 


with  the  I'lyde  Shoe  Company  as  manager  since  its 
inception  live  years  ago,  and  prior  to  that  held  a  posi- 
tion with  the  Slater  Shoe  Company  as  representative 
of  special  lines.  Mr.  Pettes,  who  also  travelled  with 
findings  and  polish  in  (  Jntario,  intends  to  call  upon 
those  customers  with  whom  he  has  done  business  in 
the  past. 


A  Leading  Eastern  Township  Shoe  Store 

Everything  in  Footwear  Carried — Attractive  Show  Cases — Men's, 
Women's  and  Children's  Sections — The  Findings  Department  Pays 


The  shoe  store  of  Mr.  M.  J.  Choquette,  at  Sher- 
brooke,  Que,  an  interior  view  of  which  we  illustrate, 
is  one  of  the  most  modern  and  progressive  establish- 
ments of  the  kind  in  the  Eastern  Townships.  Mr. 
Choquette  bought  the  business  from  Mr.  N.  A.  Mor- 
ency  four  years  ago,  and  since  then  has  introduced 
many  improvements.  Everything  in  the  way  of  boots 
and  shoes  is  carried,  in  high  and  medium  grades  of 
hand  and  machine  made  footwear,  also  slippers  and 
rubbers.  Since  Mr.  Choquette  took  over  the  store,  the 
patronage  has  grown  until  to-day  this  establishment 
can  justly  declare  itself  a  leader  in  its  particular  line 
in  the  Eastern  Townships. 

The  shelving  of  the  store  is  of  the  one  carton  sys- 
tem, bicycle  ladders  being  used  to  reach  the  to]) 
shelves.  Footwear  is  displayed  inside  the  store  by 
means  of  spacious  and  attractive  show  cases,  while 
goods  are  wrapped  up  for  sending  out  on  a  counter 
that  runs  down  one  side  of  the  store.  The  cash  regis- 
ter is  placed  just  in  the  rear  of  the  centre  of  this 
counter.  The  interior  is  well  lighted  up  by  electricity 
at  night,  while  the  large  show  windows,  as  well  as 
those  in  the  rear  of  the  store  admit  abundant  light  in 
the  dav  time. 

On  the  top  shelves  spare  stock  is  arranged  in  car- 


tons piled  in  the  form  of  pyramids,  which  gives  rather 
a  neat  appearance  to  the  store.  Scats  are  provided  in 
the  rear  of  the  store  for  the  fitting  of  shoes,  while- 
stools  are  placed  along  the  counter  for  the  convenience 
of  purchasers. 

The  store  is  divided  into  three  departments,  men's, 
women's  and  children's,  with  the  stock  arranged  ac- 
cordingly so  that  the  class  of  footwear  wanted  is  near 
the  clerk  who  is  waiting  on  the  customer. 

Owing  to  the  fact  that  his  goods  are  as  he  repre- 
sents them  to  be,  and  his  prices  reasonable,  Mr.  Cho- 
quette has  won  his  present  position  in  the  retail  shoe 
trade  of  that  community.  The  usual  stock  of  find- 
ings and  accessories  are  carried  which  Mr.  Choquette 
finds  ready  sellers,  the  sale  of  which  is  steadily  in- 
creasing through  his  policy  of  drawing  the  attention 
of  his  customers  to  them. 


Keep  rubber  heels  before  your  customers.  You 
know  that  every  time  you  sell  a  pair  you  make  an  ex- 
tra profit — that  is  what  you  are  in  business  for.  Do 
not  be  afraid  to  talk  findings,  but  be  sure  you  do  not 
bore  anyone.  Selling  by  suggestion  often  gains  for 
you  the  thanks  of  the  customer. 


Interior  View  of  Store 
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Big  Sellers  for  Holiday  Season 


The  trunk  illustrated  to  the  right 
is  of  heavy  vulcanized  fibre  veneered, 
extra  heavy  fibre  angles  and  bands, 
ribbed  steel  lengthway  bands,  heavy 
nickel  dome  corners,  clamps,  valance 
clamps,  dowels  and  knees,  heavy 
nickle  lock  and  strong  bolts  and 
hinges,  full  cloth  lined  with  dress 
trav,  heavy  strong  rollers. 

Made  by  the  L.  McBrine  Co.,  Lim" 
ited,  Berlin,  Ont. 


The  club  bag  illustrated  to  the  left  is  of  black  genuine 
bull  sea  lion,  selected  natural  grain,  three  piece  style, 
heavy  English  sewed  in  frame,  best  brass  inside  lock 
and  lift  catches,  full  leather  lined  with  inside  pockets, 
comfortable  straight  handles. 

Made  by  the  L.  McBrine  Co.,  Limited,  Berlin,  Ont. 


The  trunk  illustrated  to  the 
right  is  of  heavy  canvas,  vulcan- 
ized fibre  binding  on  all  edges, 
two  heavy  leather  straps,  extra 
heavy  brassed  steel  dome  corners, 
clamps,  bolts  and  dowels,  cast 
Excelsior  lock,  valance  clampr, 
full  cloth  lined,  deep  tray  with 
full  cover,  extra  dress  tray. 

Made  by  the  L.  McBrine  Co., 
Limited,  Berlin,  Ont. 
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New  Styles  for  Spring  of  1913 


Low  Toe  gun  metal  four  button 
strap  oxford  pattern 


Low  Roman  sandal  effect  in  women's  turn 
slipper  with  2  inch  Louis  heel 


>hoe  Trad< 


"Anglo  Canadian"  Gives  His  Opinions  on  Canadian  Trade  Condi- 
tions in  "The  Shoe  and  Leather  Record" — "As  Ithers  See  Us" 


Mack  again  in  Old  England,  after  an  absence  in 
Canada  of  a  few  months,  "No  place  like  home," 
springs  to  one's  lips  as  we  reach  the  Liverpool  landing 
stage.  No  more  icebergs  for  me,  no  more  endless 
prairie,  and  no  more  dollars.  Don't  mention  them. 
The  man  who  says  dollars  to  me  for  the  next  twelve- 
month takes  great  chances.  Dear  Old  England,  with 
all  its  faults,  is  good  enough  for  me.  I  suppose  it's 
really  a  matter  of  temperament.  I  was  met  with 
many  a  laugh  and  smack  on  the  back  as  I  took  my  first 
turn  down  Vancouver  streets.  "Hallo,  old  chap,  I 
thought  we  hadn't  seen  the  last  of  you  !  Didn't  T  tell 
you?"  "What,  back  so  soon!"  cried  another.  "Thought 
you  wouldn't  be  able  to  stick  it."  1  tried  to  explain 
that  I  hadn't  really  come  out  to  stay,  but  it  was  no 
use.  The  fact  of  the  matter  is  that  ninety  men  in  a 
hundred  in  the  West  cannot  conceive  how  it  is  pos- 
sible for  the  man  who  has  once  tasted  life  there  ever 
to  return — other  than  on  a  visit — to  the  land  of  his 
nativity.    But  to  my  story. 

From  the  Atlantic  to  the  Pacific 

Since  I  last  put  before  the  readers  of  the  Record 
my  views  on  things  appertaining  to  our  trade  in  Can- 
ada, I  have  had  an  opportunity  of  re-visiting  the  land 
where  I  sojourned  for  seven  long  years,  1  have  been 
enabled  to  visit  centres  of  which  I  had  formerly  but 
a  hearsay  knowledge,  and  I  have  centainly  heard  and 
seen  things  which,  while  they  have  not  affected  my 
former  conclusions,  have  been  a  source  of  the  very 
greatest  interest.  J  travelled  from  the  Atlantic  to  the 
Pacific  and  back  again,  visiting  every  town  or  city 
of  any  importance.  I  saw  most  of  the  leading  shoe 
men  in  Canada,  and  listened  to  their  views.  I  seem 
to  have  heard  everything  that  can  possibly  be  said 
concerning  the  British  shoe  manufacturer  and  the 
Canadian  buyer.  I  have  looked  very  carefully  into  the 
possibilities  of  the  retail  trade,  and  the  conclusion  I 
have  come  to  is,  that  every  British  manufacturer  who 


desires  a  footing  in  the  Canadian  market  must  act 
without  reference  to  anybody's  advice  or  any  other 
person's  experience.  The  same  law  applies  out  there 
as  it  does  here,  and  what  one  manufacturer  who  takes 
his  samples  across  the  Atlantic  finds  may  have  no  re- 
lation whatsoever  to  the  experience  of  another.  Good 
value  and  good  talkers  are  as  essential  there  as  here, 
and  buyers  are  ready  to  buy  either  British  shoes  or 
any  others  if  they  suit,  while  the  fellows  who  would 
not  buy  if  the  shoes  were  double  their  value  can  also 
be  found. 

Style,  Not  Quality,  Sells 

To  say  that  the  British  shoe  will  not  sell  in  Can- 
ada is  ridiculous,  but  to  say  that  there  is  a  ready  mar- 
ket for  it  would  be  quite  as  absurd.  1  visited  towns 
where  every  shoe  buyer  was  pleased  to  see  English 
shoes,  and  other  towns  where  one  would  have  thought 
I  had  committed  some  grievous  offence  in  offering  to 
show  them.  There  is  one  serious  drawback,  in  my 
opinion,  to  the  shoe  trade  in  general  in  Canada,  and 
Canadian  shoe  men  will  readily  admit  it.  It  is  the 
number  of  young  men  without  practical  knowledge 
holding  positions  as  buyers  in  departmental  stores.  It 
is  very  hard  to  convince  those  young  men,  as  a  rule, 
that  the  shoe  which  perchance  they  bring  forward  for 
the  purpose  of  comparison  to  the  sample  you  may  be 
offering  does  not  at  all  compare  in  quality.  A  butt  or 
a  red  side  sole  is  all  the  same  to  them.  "These  wear 
well  enough,"  they  say.  "We  never  have  any  com- 
plaints." It's  style  that  sells  a  shoe  in  Canada,  and 
I  have  to  confess  that  the  question  of  quality  is  not 
an  important  one  in  certain  centres.  I  heard  the  fol- 
lowing remark  too  often  to  doubt  the  fact,  in  small 
towns  in  Central  Canada.  "Young  fellows  here  do 
not  want  shoes  to  last  a  twelvemonth,  and  certainly 
we're  not  over  anxious  in  the  matter."  This  struck  me 
as  very  curious,  because  it  is  altogether  different  in, 
for  instance,  British  Columbia,  where  in  the  smaller 
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towns  no  manufacturer  could  continue  to  do  business 
who  disregarded  the  question  of  quality.  I  took  the 
opportunity  of  discussing  this  matter  with  practical 
shoe  men  in  the  position  to  form  an  opinion,  and  my 
suggestion  to  them  was  that  it  could  only  arise 
through  the  fact  that  many  wearers  had  more  money 
than  was  good  for  their  health — a  complaint  which 
time  would  remedy. 

Freaks  and  High  Heels 
"Easy  come,  easy  go,"  is  an  adage  which  certainly 
applies  in  the  smaller  towns  of  Central  Canada.  Here 
is  the  happy  hunting  ground  for  freaks  and  high  heels. 
Men's  all  tan  button  boots,  women's  drab  cashmere, 
patent  goloshed  Louis  heel,  buttoned  boots,  and  the 
like.  It  is  not  a  question  of  price.  If  you  have  any- 
thing very  extraordinary  take  it  along  to  this  farming 
country.  My  good,  honest,  hard-wearin°'  box  calf  sam- 
ples looked  quite  flat,  and  they  were  certainly  turned 
down  flat.  Many  of  the  men's  shoes  I  saw  would  make 
an  old  country  shoe  man  weep.  Conceive  then  this 
class  of  shoes  in  tlie  hands  of  men  who  do  not  under- 
stand the  rudiments  of  the  trade,  and  you  can  form 
a  fair  idea  of  75  per  cent,  of  the  shoe  trade  in  Central 
Canada  at  present.  But  it  is  a  condition  of  things 
not  without  hope.  It  was  the  opinion  of  a  number  of 
shoe  men  that  the  days  of  freaks  were  numbered,  and 
I  came  to  this  conclusion  myself.  This  distortion  of 
shoes,  which  most  certainly  emanated  from  the  States, 
has  had  its  day.  Now,  I  find  in  the  high-class  stores 
of  Montreal  and  Toronto  a  distinct  movement  to- 
wards a  more  rational  form  of  footgear.  "This  is  the 
last  of  the  future,"  said  a  high-class  shoeman,  of  To- 
ronto, putting  a  very  nice  American  made  patent 
leather  shoe  in  my  hand.  It  was  a  straight  form, 
with  very  little  joint,  a  smart  medium  toe — what  for 
a  better  name  I  would  term  a  "fall-away"  toe — with 
not  the  slightest  suggestion  of  a  high  box.  "Why,  I 
said,  "we  have  had  this  last  for  years.  It  is  common 
to  our  high-class  trade,  particularly  our  bespoke  hand- 
sewn  trade."  "Quite  right,"  he  said;  "all  first-class 
American  manufacturers  are  copying  West  End  of 
London  shapes,  and  in  a  very  short  time  the  British 
style  of  last  will  be  the  correct  thing  here."  To  one 
like  myself  Avho  for  years  have  been  considering  the 
subject  of  lasts  in  Canada,  the  information  was  cheer- 
ing. I  can  readily  conceive  how  the  departure  of  freak 
styles  must  materially  assist  the  importation  of  Brit- 
ish shoes  into  Canada. 

Light  Footgear  and  Rubbers 

There  is  another  matter  of  almost  equal  importance 
as  affecting  the  shoe  trade  of  Central  Canada.  I  have 
in  my  former  articles  referred  to  the  very  large  quan- 
tity of  felt  walking  shoes  used  in  the  North-Wesf. 
And  I  was  very  much  interested  to  learn  that  this  is 
a  dying  trade,  and  that  leather  shoes  are  now  almost 
universally  worn  by  the  city  man  as  well  as  by  the 
farmer.  One  large  retailer  of  shoes  pointed  out  about 
a  gross  of  cartons  in  his  store  which  lie  said  con- 
stituted his  whole  stock  of  felts  for  the  coming  fall, 
and  yet  there  was  a  day  not  long  since  when  it  would 
have  constituted  his  whole  stock  of  leather  goods. 
Curious  to  say,  he  informed  me  that  wearers  did  not 
now  want  a  heavier  shoe  in  winter  than  in  summer. 
If  it  snows  or  rains  a  pair  of  rubbers  are  all  that  is 
asked  for  now.  Personally,  I  had  reason  to  regret 
this  latter  fact,  as  my  samples  were  mostly  of  a 
heavy  grade,  just  the  customary  winter  shoe  for  the 
home  trade.  Now  this,  I  should  point  out,  does  not 
apply  to  British  Columbia,  where  strong  heavy  shoes 


are  worn  in  fair  quantity  during  the  winter  months. 
But  Eastern  and  Central  Canada  have  no  use  whatever 
for  a  stout  grain  boot  at  any  time  of  the  year. 

No  Evidence  of  Price  Cutting 

I  do  not  wish  to  be  understood  as  saying  that,  with 
the  removal  of  freaks-  and  felt  shoes,  the  Canadian 
market  is  an  easy  one  for  the  British  manufacturer. 
What  I  desire  to  emphasize  is  that  this  market  will  be 
much  easier  in  future  than  it  has  hitherto  been.  There 
is  the  question  of  finance,  and,  of  course,  there  is 
always  the  question  of  duty  to  consider.  The  latter,  in 
my  opinion,  is  not  a  very  serious  drawback.  British 
shoes,  other  things  being  equal,  are  cheaper  than  either 
American  or  Canadian  goods,  and  after  the  duty  has 
been  paid  it  would  be  very  hard  to  say  where  the 
Canadian  shoe  possesses  any  advantages  over  the  Brit- 
ish article.  It  must  be  remembered  that  there  is  no 
disposition  to  sell  below  one's  neighbors  in  Canada. 
Competition,  in  the  sense  understood  at  home,  does  not 
exist.  An  extra  Is.  or  2s.  on  a  pair  of  shoes  makes 
very  little  difference.  I  saw  no  evidence  whatever  of 
price-cutting  in  any  town  or  city,  from  coast  to  coast. 
Only  very  occasionally  did  the  question  of  price  affect 
the  ordinary  course  of  selling.  It  was  matters  relative 
to  style  and  weight,  or  of  finance,  which  influenced  one 
way  or  another  the  sale  of  the  British  shoe.  But  even 
the  question  of  terms  is  not  such  a  burning  question 
as  formerly.    That  too,  I  hope  is  dying  out. 

There  is,  I  am  glad  to  say,  speaking  generally,  a 
growing  demand  in  Canada  for  "Old  Country"  shoes. 
I  found  firms  who  years  ago  in  Eastern  Canada  gave 
me  a  very  chilly  reception,  advertising  to-day  special 
lines  of  British  shoes,  and  I  found  them  really  quite 
nice  to  me,  which  shows  how  steadily,  if  not  rapidly, 
the  British  manufacturer  is  forging  ahead. 


"Politeness  pays,  raymember  this," 
Said  courteous  Mike  O'Grady, 

"And  be  a  gintleman — unless 
It  happens  you're  a  lady." 


The  "Bughouse"  Shoe 


Sketched  by  our  artist  from  an  exhibit  in  the  window 
of  The  Elite  Shoe  Store,  Spadina  Ave.,  Toronto 
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Aimes=]HIoldl©n=McCreadly  Annual  Meeting 

Last  Year's  Output  Not  Sufficient  to  Fill  Orders — Sales  for 
May  show  Big  Increase  Over  Previous  Year — Officers  Elected 


Shareholders  of  the  Ames-Holden-McCready,  Ltd., 
held  their  annual  meeting  on  Thursday,  June  27th,  at 
Montreal,  when  the  report  was  presented.  This  shows 
a  successful  year,  taking  into  consideration  the  de- 
lays incidental  to  the  re-organization.  The  net  pro- 
fits, after  providing  for  administration,  selling  and 
other  expenses,  totalled  $281,348  for  the  first  year's 
operations  of  the  amalgamated  companies.  After  de- 
ducting the  bond  interest  and  preferred  stock  divi- 
dends,'amounting  to  $240,000,  there  remained  $41,348 
to  be  carried  to  the  credit  of  profit  and  loss.  The 
sum  of  $122,963  was  written  off  for  depreciation  and 
expenses  incurred  in  the  re-organ- 
ization. 

Mr.  D.  Lome  McGibbon,  the 
president  of  the  company,  who  pre- 
sided, stated:  "In  submitting  the 
first  annual  statement  and  balance 
sheet,  1  desire  to  say  that  the  ener- 
gies of  your  hoard  of  directors  have 
been  largely  devoted  during  the  past 
year  to  a  thorough  re-organization 
of  the  factories  and  plants  former- 
ly operated  by  Ames-Holden,  Lim- 
ited, and  the  James  McCready  Com- 
pany, Limited,  with  a  view  to  ef- 
fecting economies  in  operation,  pro- 
duction and  distribution,  and  at  the 
same  time  improving  the  quality 
and  style  of  the  goods,  thereby  ob- 
taining the  full  benefit  of  the  amal- 
gamation of  these  two  important 
companies,  and  placing  your  com- 
pany in  a  position  to  meet  the  grow- 
ing requirements  of  the  trade.  This 
necessitated  the  closing  down  of  the 
Montreal  factories  for  a  period  of 


Mr.  D.  Lome  McGibbon,  President 


nearly  two  months,  with  the  result  that  the  output 
for  the  past  year  was  not  sufficient  to  meet  actual 
orders  received.  As  a  matter  of  fact,  it  was  necessary 
to  cancel  orders  for  over  $500,000  of  goods. 

"The  sales  of  hoots,  shoes,  rubber  and  felt  goods 
for  the  month  of  May  of  this  year  amount  to  the 
sum  of  $337,937,  showing  an  increase  of  $144,949  over 
the  corresponding  month  of  last  year.  The  factories 
are  now  turning  out  8,500  pairs  (if  shoes  per  day. 

Mr.  McGibbon  also  pointed  out  that  the  real  es- 
tate of  the  company  in  Montreal  (exclusive  of 
buildings  thereon  I  which  was  valued  about  a  year 
ago  at  $143,740,  had,  on  a  re-valua- 
tion, risen  to  $326,433,  a  gain  of 
$182,695,  owing  to  changed  condi- 
tions. 

The  directors  were  re-elected, 
with  Mr.  VV.  S.  Louson  added  to 
the  board.  At  the  subsequent  meet- 
ing of  the  directors,  the  old  officers 
were  re-elected,  with  the  exception 
that  Mr.  II.  B.  Ames,  M.P.,  takes 
the  place  of  Mr.  A.  Congdon  as  a 
vice-president.  The  directors  and 
officers  of  the  company  as  elected 
are:  Mr.  1).  Lome  McGibbon,  presi- 
dent ;  Messrs.  Clarence  F.  Smith,  R. 
C  Holden,  H.  B.  Ames,  and  A.  L. 
Johnson,  vice-presidents;  Victor  E. 
"Mitchell,  Fleetwood  II.  Ward.  J.  II. 
McKechnie,  J.  W.  McConnell,  J.  C. 
Holden,  A.  Congdon,  Shirley  Ogil- 
vie,  Fayette  Brown,  W.  R.  Allan, 
and  \Y.  S.  Louson,  directors;  Clar- 
ence F.  Smith,  general  manager;  VV. 
A.  Mat  ley,  comptroller  and  secre- 
tary; |ohn  Hammill,  treasurer. 


Mr.  Rufus  Holden  Mr.  A.  Congdon  Mr.  W.  S.  Louson 

MEMBERS  OF  THE  DIRECTORATE  OF  AMES-HOLDEN-McCREADY,  LIMITED 
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How  to  Handle  Unjust  Complaints — The  Masses  Do  Not  Dress 
Properly  —  Manufacturers    Should  Co-operate  with  Retailers 

By  W.  H.  Plummer. 


No  doubt  the  shoe  retailer  is  called  upon  to  re- 
place more  goods  than  any  other  kind  of  merchant 
selling  direct  to  the  consumer.  I  think  it  is  safe  to 
say  that  on  an  average,  we  have  "kicks"  coming  in 
at  least  twice  a  week,  sometimes  just  complaints,  but 
more  often  most  unreasonable  ones.  Although  patent 
and  all  enamel  finished  leathers  are  generally  known 
to  be  "not  guaranteed,"  many  people  will  buy  such 
shoes  for  everyday  use,  wear  them  in  all  kinds  of 
weather  and  because  the  poor  abused  things  crack  in 
a  few  weeks  of  such  unfair  treatment,  bring  them 
back  and  demand  a  new  pair,  or  at  least  an  allowance 
of  half  price. 

Now,  while  a  pleased  customer  is,  no  doubt,  the 
best  advertisement,  conceding  to  the  demands  that 
some  people  make  is  a  mighty  expensive  way  of  get- 
ting publicity.  It  is  one  thing  to  please  a  customer 
and  another  thing  to  keep  him  pleased.  The  problem 
is — how  to  be  just  to  the  customer,  your  firm  and 
the  manufacturer.  We  hear  the  cry  "Please  the  cus- 
tomer at  any  cost,"  which  was  probably  invented  by 
some  rich  young  fellow  who  went  into  the  shoe  busi- 
ness to  kill  time,  but  when  he  gets  down  to  solid 
earth  again,  and  reflects  on  the  cost  of  "pleasing" 
some  customers  who  thought  they  had  a  grievance, 
his  conscience  will  be  clear  to  the  extent  that  he  did  not 
"lay  up  treasure"  at  their  expense  and  he  might  justly 
consider  himself  a  philanthropist  of  no  mean  propor- 
tion. A  number  of  American  manufacturers  protect 
the  retailer,  also  themselves,  by  pasting  a  notice  in- 
side the  cover  of  every  carton  containing  patent 
shoes.  This  notice  gives  the  customer  a  few  pointers 
in  regard  to  the  care  of  these  shoes  and  adds  that  al- 
though the  material  used  is  the  best  quality,  they 
cannot  guarantee  it,  and  that  the  purchaser  buys  the 
shoes  at  his  own  risk.  If  more  manufacturers  adopted 
this  idea  it  should  help  to  decrease  the  number  of 
complaints. 

What  the  masses  in  this  part  of  the  world  need 
is  an  education  of  "British  correctness"  in  regard  to 
dress.  We  notice  that  some  of  the  biggest  kickers 
will  buy  patent  colt  shoes  to  knock  about  every  day, 
and  appear  out  to  church  Sunday  morning  wearing  a 
"swell"  pair  of  light  tans  of  the  rhinocerous  toe 
species;  truly  the  taste  of  some  people  never  gets 
above  their  mouths. 

Of  course  the  customer  is  not  always  at  fault 
when  a  complaint  is  made  and  any  retailer  should  pre- 
fer hearing  of  it  and  treating  every  case  as  justly  as 
possible,  rather  than  having  it  the  subject  of  street  cor- 
ner conversation,  Avhich  might  be  the  worst  kind  of 


advertisement  he  could  get.  If  "an  ounce  of  preven- 
tion is  worth  a  pound  of  cure,"  a  patent  finished  shoe 
should  never  be  stretched  to  make  it  fit,  as  it  nearly 
always  strains  the  stock  so  that  it  cracks  with  very 
little  wear.  One  that  fits  so  loose  that  it  wrinkles  is 
just  as  liable  to  crack,  and  this  fact  should  be  im- 
pressed upon  the  mind  of  the  customer  who  wants 
"lots  of  room"  and  does  not  know  that  a  proper  fit 
is  necessary  to  good  wear. 

While  patent  shoes  come  in  for  a  large  number 
of  complaints  turned  soles  and  box  toes  very  often 
bring  a  customer  back  with  a  complaint.  A  woman 
may  bring  a  pair  of  turned  sole  slippers  or  oxfords 
that  have  been  broken  away  at  the  soles,  under 
severe  strain.  If  the  customer  was  fitted  in  the  store 
and  the  complaint  is  made  in  a  reasonable  length  of 
time,  we  have  the  shoes  repaired,  but  if  they  were 
sent  or  taken  home  and  the  customer  took  a  size  4 
when  her  foot  recjuired  Ay2)  we  tell  her  frankly  that 
they  were  improperly  fitted  and  under  too  severe  a 
strain  to  give  satisfaction,  also  that  we  do  not  guar- 
antee a  turned  sole  shoe  unless  fitted  properly  in  the 
store.  This  rule  also  applies  to  rubbers,  as  we  found 
that  people  would  buy  a  pair  of  rubbers  with  or- 
dinary heels  and  wear  them  over  high  Cuban  heeled 
shoes  with  the  result  that  the  heel  would  force  it- 
self through  in  a  very  short  time.  This  kind  of  cus- 
tomer is  generally  in  a  hurry  and  forgets  to  wear  the 
pair  of  shoes  which  she  wanted  the  rubbers  for.  When 
such  customers  get  a  few  flat  refusals  for  new  rub- 
bers and  are  shown  to  their  own  satisfaction,  how 
unreasonable  their  claims  are,  they  are  not  so  anxious 
to  have  goods  sent  home  on  approbation,  and  begin  to 
think  that  there  are  a  few  things  in  regard  to  fit  that 
are  worth  knowing. 

When  an  article  is  faulty  without  any  question,  we 
return  it  to  the  manufacturer,  who  can  sometimes  re- 
pair it  better  than  a  cobbler  and  an  allowance  is  made, 
while  we  in  turn  make  the  allowance  to  the  customer. 
Regarding  box  toes  I  have  seen  several  pairs  of  so- 
called  "solid  box  toes"  fall  down  in  two  or  three 
weeks  of  ordinary  wear,  making  a  $5  shoe  look  like 
one  half  the  price.  It  looks  as  if  the  manufacturers, 
in  the  race  to  get  something  "different"  are  sacrific- 
ing quality  for  style  and  are  paying  out  a  lot  of  money 
for  new  lasts,  fillers,  patterns,  etc.,  that  should  be  in- 
vested in  better  material  before  a  $5  shoe  will  be 
worth  $2  more  than  a  $3  shoe. 

No  one  seems  to  feel  sorry  that  the  extreme  freak 
shapes  are  on  the  wane,  unless  it  might  be  the  re- 
tailer who  has  stocked  too  heavily  on  them.  Some- 
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times  a  pair  of  shoes  will  turn  out  so  badly  thai  an 
allowance  is  out  of  the  question,  and  they  are  replaced 
at  once  with  ;i  new  pair.  It  is  to  be  hoped  that  the 
manufacturers  will  co-operate  with  the  retailers  in 


every  way  possible  to  avoid  the  nuisance  of  return- 
ed goods.  As  "a  burned  child  dreads  the  fire,"  a 
grown  man  will  keep  away  from  that  brand  of  goods 
that  has  been  proved  unsatisfactory. 


Does  the  Shoe  Lace  Graft  Trouble  You? 


Should  You  Give  Away  Your  Accessories  ?  Educate  Customers  Not 
to   Expect   Something   for   Nothing — A   Question   for  Associations 


By  G.  D.  Grain,  Jr.,  in  "The  Shot-man" 


A  problem  over  which  shoe  retailers  are  frequent- 
ly pondering  is  that  of  giving  away  shoe  laces  to  cus- 
tomers. When  a  man  buys  a  pair  of  shoes  it  has  often 
been  customary  to  give  them  several  pairs  of  laces. 
(  >n  the  other  hand,  in  other  lines  of  business  the 
sale  of  accessories  has  been  a  most  profitable  feature. 
Imagine  an  automobile  concern  supplying  a  customer 
with  tires,  gasoline,  etc.,  after  a  sale  has  been  made. 
The  idea  is  preposterous  on  the  face  of  it.  Yet  the 
shoe  dealer  continues  to  present  his  customers  with 
laces  long  after  the  purchase  has  been  made. 

With  few  exceptions,  shoe  men  feel  that  this  is  a 
clear  loss,  and  many  suggestions  as  to  a  method  of 
converting  this  loss  into  a  profit  have  been  offered.  A 
dealer,  alone,  is  unwilling  to  institute  the  practice  <>\ 
selling  laces.  Such  a  step  would,  he  thinks,  endanger 
his  popularity.  With  this  condition  existing,  an  asso- 
ciation of  shoe  men  is  believed  to  be  the  only  prac- 
tical solution  of  the  problem.  Associations  which  have 
already  been  formed  could  take  the  question  up,  and, 
by  concerted  action  among  its  members,  educate  the 
public  to  a  point  where  customers  would  not  object 
to  paying  for  their  laces. 

In  a  big  southern  city  the  necessity  of  such  a 
movement  has  long  been  felt,  and  the  discussion  of 
the  proposition  to  sell  laces  rather  than  make  the  cus- 
tomer a  present  of  them  has  emphasized  this  need. 
A  retailer  in  this  city,  who  believes  that  laces  should 
be  sold,  explained  the  hardship  of  such  a  course  when 
undertaken  alone. 

"It's  this  way,"  he  said.  "If  we  attempt  to  dodge 
the  shoe  lace  graft — and  I  know  of  many  cases  where 
a  patron  has  gotten  half  a  dozen  pairs  of  laces  from 
me  on  the  strength  of  having  purchased  a  single  pair 
of  shoes — Ave  will  immediately  inn  into  the  criticism 
of  being  'cheap,'  and  you  know  what  that  does  to  "our 
trade.  If  the  people  who  have  been  in  the  habit  of 
buying  from  you  get  the  idea  that  you  are  'close,' 
'stingy,'  and  'cheap,'  the  chances  are  that  they  will  go 
somewhere  else  to  buy.  They  never  stop  to  reason 
out  the  question,  but  simply  jump  at  the  first  impres- 
sion, 'That  man  is  too  mean  to  give  away  a  pair  of 
shoe  laces.' 

"Of  course,  the  situation  being  as  it  is,  we  natur- 
ally buy  the  cheapest  kind  of  shoe  laces,  so  that  the 
expense  is  reduced  to  a  minimum.  And  on  the  other 
hand,  I  am  inclined  to  believe  that  if  the  plan  could 
be  put  into  execution  practically,  purchasers  of  shoes 
would  really  prefer  to  pay  for  laces,  and  get  good 
ones,  than  to  have  the  cheaper  grade  given  to  them 
for  nothing.  If  there  were  no  'free  doings'  in  the 
shoe  lace  line,  we  would  be  able  to  buy  the  best 
manufactured,  and  to  sell  them  at  a  reasonable  profit, 
so  that  in  the  aggregate  quite  a  handsome  business 
could  be  done  on  them. 

"But,  as  I  have  said,  it  is  a  hard  proposition  for 
any  one  dealer  to  make  the  change  alone.    The  only 


way,  as  far  as  I  know  after  thinking  it  over,  is  to  form 
an  association  of  shoemen,  and  initiate  the  change  on 
a  certain  day,  to  be  determined  by  the  organization. 
All  the  dealers  would  put  the  idea  into  execution  at 
the  same  time,  and  customers  would  have  no  grudge 
against  any  particular  firm.  After  the  idea  had  gained 
ground,  and  the  public  had  become  accustomed  to  pay- 
ing for  laces,  1  firmly  believe  that  it  would  appreciate 
the  difference  in  the  class  of  laces,  and  approve  of 
the  new  method." 

Although  many  dealers  believe  that  laces  should 
be  sold,  some  members  of  the  trade  assert  that  the 
giving  away  of  the  laces  constitutes  an  excellent  mode 
of  advertising.  Where  this  is  the  case,  it  is  a  notice- 
able fact  that  the  dealer  is  quite  satisfied  with  the 
present  condition.  If  a  shoe  man  can,  by  giving  the 
strings  away,  bring  his  store  to  the  attention  of  the 
public,  well  and  good;  but,  in  most  cases,  the  cus- 
tomer is  so  used  to  receiving  them  without  any  charge, 
that  he  docs  not  appreciate  that  he  is  getting  anything 
more  than  he  is  entitled  to.  If  the  stores  combined 
on  this  proposition  and  made  the  sale  of  laces  a  profit- 
able side-line,  those  who  gave  the  accessories  away 
would  secure  even  more  benefit  from  the  advertising 
than  they  do  at  present. 

One  firm  in  a  southern  city  recently  sent  to  its 
customers  through  the  mail  1,000  pairs  of  laces.  With 
them  were  sent  circulars,  reminding  the  recipient  that 
the  store  was  still  in  business,  and  that  the  patron  was 
always  welcome  there.  A  description  of  the  latest 
things  in  footwear,  and  a  picture  of  the  store,  was  also 
attached. 

Another  manager  of  a  shoe  store  makes  a  practice 
of  giving  laces  to  his  trade,  regarding  it  as  one  of  the 
best  methods  of  securing  their  return.  His  version  of 
the  practice  is  interesting. 

"I  flatter  myself  that  people  in  this  city  regard  me 
as  one  of  the  leading  shoe  dealers,  and  believe  that  1 
am  to  be  depended  on  in  the  matter  of  footgear.  I 
give  everyone  an  extra  pair  of  laces  when  they  buy 
shoes  here,  and  1  don't  wait  for  them  to  ask,  either. 
I  impress  upon  them  that  they  are  to  come  back  and 
gel  another  pair  when  the  original  ones  break.  This 
is  a  courtesy  which,  in  my  opinion,  is  an  advertise- 
ment worth  more  to  our  house  than  the  cost  of  all 
the  laces  we  ever  gave  away.  I  look  for  big  results 
from  the  expenditure,  and  in  fact  we  are  getting  them 
every  day." 

An  exceptional  view  of  the  '  situation,  and  one 
which  accentuates  the  need  of  an  association,  is  the 
story  of  a  man  w  ho  has  tried  to  combat  the  practice 
of  giving  away  laces,  singlehanded.  He  threw  up  his 
hands  when  the  matter  was  broached. 

"I  am  the  goat,"  he  admitted.  "I  tried  it  out.  I 
even  went  to  the  length  of  purchasing  a  handsome 
nickeled  automatic  stand  where,  by  depositing  a  coin, 
one  could  receive  a  pair  of  shoe  laces.   I  had  that  case 
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in  the  store  exactly  three  days.  One  of  my  best  cus- 
tomers came  in  on  the  first  day  and  asked  me  for  a 
pair  of  laces.  I  thought  I  had  better  play  no  favor- 
ites, and  so  I  indicated  the  automatic  device.  He 
looked  at  it,  and  then  at  me.  He  dropped  in  his  nickel 
and  got  his  laces,  but  he  went  out  without  a  word. 

"I  heard  from  a  competitor  of  mine  not  long  after 
that  my  old-time  customer  had  been  in  to  buy  a  pair 
of  shoes,  and  that  he  had  told  of  my  selling  him  a  pair 
of  laces,  declaring  that  if  I  was  so  cheap  he  did  not 
want  to  do  business  with  me. 

"The  vending  machine  is  in  my  basement  now,  and 
I'll  sell  it  to  you  for  old  iron." 

This  is  merely  an  example  of  the  difficulty  that  in- 
dividual dealers  would  experience  in  attempting  to 
establish  the  practice  of  selling  laces.  It  emphasizes 
the  necessity  of  forming  associations  of  shoe  men  in 
towns  where  they  are  doing  things  in  a  haphazard  way. 
It  also  suggests  that  existing  organizations  of  dealers 


they  were  not  to  be  sold  in  this  particular  city,  or  in 
any  town  where  a  shoe  retailer  had  an  agency  for  the 
firm's  goods.  This  department  store  does  a  large 
mail  order  business  and  could  easily  have  disposed  of 
their  goods  in  the  country  and  towns  where  this  firm 
was  not  represented  by  agencies.  The  manufacturers 
expressed  their  regret  to  the  retailer  and  assurd  him 
that  he  would  never  be  troubled  in  a  similar  manner 
again.  It  is  to  be  hoped  this  will  be  the  case,  for 
if  the  manufacturer  persists  in  disposing  of  job  lots 
in  such  a  way  as  to  interfere  with  the  retailer  who 
buys  his  better  and  higher  priced  goods,  he  is  cutting 
his  own  throat. 


Do  not  permit  half  emptied  boxes  to  stand  around 
on  shelves  with  the  missing  shoes  in  evidence.  A  lit- 
tle care  exercised  in  putting  shoes  and  boxes  in  their 
proper  places  even  while  waiting  on  your  trade  will 
give  the  store  a  more  inviting  appearance. 


Some  of  the  Popular  Styles  of  Rice  &  Hutchins,  Boston 


Russia  Calf  Blucher    Hobble  Russia  Calf  Bal.  Cecil 

Russia  Calf  Top,  Cap  Toe,  Goodyear  Welt,  Single  Misses'  Tan  High  Cut  Russia  Calf  Top,  Cap  Toe,  Goodyear  Welt. 

Sole,  9  Eyelets,  Perforated  Quarter,  Blucher  Educator  y,  d.  S.,  Fine  White  Stitch,  Invis- 

5  Inches  High,  Heavy  Rope  Tan  Top,  Cap  Toe,  Goodyear  Welt,  Heavy  ible  Eyelets.     Large  Flat 

Stitch,  15/8  Heel.  Sole,  Low  Heel,  Bellows  Tongue,  Broad  Heel. 

Outside  Leather  Pull-Strap. 


could  profitably  devote  their  time  to  discussion  of  the 
question,  and,  by  instituting  the  practice  simultaneous- 
ly, avoid  the  discrediting  of  any  one  firm. 


The  Sale  of  Job  Lots  by  Manufacturers 

A  prominent  shoe  merchant  complained  to  us  the 
other  day  that  a  department  store  in  his  city  was 
selling  a  certain  slipper,  for  which  he  had  the  sole 
local  rights,  at  a  price  less  than  he  paid  the  manufac- 
turer for  his  goods.  He  saw  the  announcement  in  a 
local  newspaper  to  the  effect  that  this  department 
store  was  offering  this  line  at  the  exceptionally  low 
rate  mentioned  and  sent  around  to  make  enquiries  and 
found  that  it  was  true. 

Upon  the  shoe  retailer  making  enquiries  from  the 
manufacturers  he  learned  that  they  had  been  clearing 
out  stock  and  had  sold  all  their  returned  and  dam- 
aged goods  to  this  department  store  on  condition  that 


The  burly  farmer  strode  anxiously  into  the  post 
office. 

"Have  you  got  any  letter  for  Mike  Howe?"  he 
asked. 

The  new  postmaster  looked  him  up  and  down. 

"For  who?"  he  snapped. 

"Mike  Howe!"  replied  the  farmer. 

The  postmaster  turned  aside. 

"You  don't  understand!"  roared  the  applicant. 
"Can't  you  understand  plain  English  ?  I  asked  you 
if  you've  got  any  letter  for  Mike  Howe!" 

"Well,  I  haven't,"  snorted  the  postmaster.  "Nei- 
ther have  I  a  letter  for  anybody  else's  cow !   Get  out." 


There  is  nothing  that  makes  a  real  man  feel  so 
cheap  as  having  to  say  "I  can't." 


If  you  are  tempted  to  take  a  day  off — remember 
that  you  cannot  put  it  back. 
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Introduction  of  Machinery  Changed  Methods  Special  Machines 
for  Goodyear  Welt,  McKay  Sewn  and  Standard  Screw  Shoes 


How  things  have  changed  in  the  past  few  years  in 
the  way  of  repairing  our  shoes!  There  was  in  years 
past  the  village,  or  neighbor,  shoemaker  who  <li<l  all 
the  repairing  of  the  footwear,  cutting  his  soles  and 
half  soles  and  heel  pieces  from  whole  sides  of  leathei 
w  ith  a  common  shoe  knife. 

Then  there  came  the  tap  cutter  who  cut  half  solgg 
from  the  whole  side  and  made  selections  of  different 
qualities  and  thickness  of  the  sole  leather  so  the  re- 
pair man  could  buy  a  dozen  pairs  of  the  light,  thin, 
poor  stuck.  As  the  tap  cutter  assorted  them  and  put 
them  up,  a  dozen  pairs  in  a  package,  doing  the  same 
with  the  lifts  which  are  used  to  fix  up  the  heels  of 
the  shoes  when  worn  off  on  one  side,  the  leather  culler 
began  to  cut  strips  of  sole  leather  and  assort  them. 
They  then  also  cut  what  is  called  square  pieces  of  sole 
leather  from  which  a  pair  of  half  soles  were  made  and 
assorted  according  to  weight  and  grade.  They  then 
cut  jumbo  square  pieces  from  which  could  be  cut  two 
pairs  of  half  soles.  These  were  also  selected  as  to 
grade,  quality  and  thickness,  and  sold  by  the  dozen 
blocks  in  packages,  and  different  thicknesses  went  by 
the  weight,  as  9-pound  blocks,  10-potmd  blocks,  and 
up  to  13  pounds  to  the  dry  blocks,  or  24  pairs  of  half 
soles,  and  were  sold  at  so  much  per  pound  for  the 
heavy  clear  grades  and  so  much  for  the  branded,  slight- 
ly branded,  scratched  and  so  on,  prices  being  made  per 
pound,  according  to  the  value  of  the  stock.  Tap  cut- 
ters make  fifty-two  grades,  weights  and  kinds  of 
pieces  from  one  side  of  sole  leather,  for  repairing 
shoes,  so  a  repair  man  can  buy  a  half  sole  at  almost 
any  price  he  wants  to  pay  for  it.  Some  buy  half  soles 
that  cost  $3.50  per  dozen  pair,  wholesale,  to  the  jobber, 
and  jumbo  oak  blocks  cost  as  high  as  $7.50  per  dozen. 
Then,  again,  half  soles  can  be  bought  by  the  dozen  as 
low  as  60  cents  for  poor,  soft,  thin  stock,  which  are 
used  to  fix  up  second-hand  shoes. 

Neatly  and  with  Dispatch 

The  story  of  second-hand  shoes  I  will  tell  you 
later.  It  will  surprise  you.  Now  we  have  the  new, 
up-to-date  repair  shop  all  fitted  up  with  all  kinds  of 
machines  to  fix  the  different  parts  of  the  shoes,  also 
the  various  makes.  If  the  shoe  be  a  Goodyear  welt 
the  half  sole  is  sewed  on;  if  a  McKay  sewed  shoe, 
the  sole  is  put  on  by  McKay  sewing  machines,  or  if 
a  nailed  or  Standard  screw  made  shoe,  the  sole  is  nail- 
ed on  and  then  the  edges  are  trimmed  smooth  and  the 
heel  sandpapered,  and  both  are  then  polished  and 
bottom  finished  so  as  to  make  the  shoe  look  almost 
new,  all  done  while  you  wait,  and  not  like  the  old- 
time  shoe  repair  man  who  kept  your  shoes  for  a  couple 


of  days  to  fix  and  when  yon  called  could  not  find 
them  until  he  had  hunted  the  shop  or  some  dark, 
dingy,  little  room.  Now,  we  have  shops  on  the  main 
business  streets,  with  big  store  rooms,  plenty  of  light, 
easy  chairs,  and  papers  to  read  while  several  workmen 
arc  busy  fixing  your  shoes. 

The  cost  to-day  to  fix  up  a  first-class,  up-to-date 
repair  shoe  shop  is  more  than  it  cost  to  fix  up  a  fac- 
tory to  make  shoes  forty  years  ago.  Since  we  have 
the  new  repair  shops  a  set  price  is  made  on  half  soles 
for  men's,  women's  and  boy's  shoes;  also  certain  prices 
for  nailed  or  sewed  work.  Some  places  will  put  on  a 
half  sole  on  a  man's  shoe,  nailed,  for  35  cents,  which 
is  very  cheap,  considering  the  material  arid  time,  be- 
side general  expenses,  and  it  is  those  repair  men  with 
a  close  price  that  create  the  demand  for  the  -9-pound 
block  and  want  it  instead  of  the  regular  cut  hatf  soles, 
because  by  close  cutting  they  can  save  a  piece! in  the 
centre  after  cutting  two  pairs  of  half  soles  that  will 
make  a  small  to])  lift,  so  it  is  economy  to  cut  the  jum- 
bo blocks  and  not  use  the  cut  taps. which  accounts  for 
the  demand  for  blocks  becoming  greater  all  the  while 
and  the  demand  for  the  cut  tap  soles  getting  less. 
Men  Who  Repair  Their  Own  Shoes 

Then  we  have  another  source  of  repair,  which  is 
the  mechanic  who  docs  his  own  repair  work  and  that 
of  the  family,  lie  is  not  a  person  who  is  posted  on 
the  quality  of  sole  leather,  so  he  buys  strips  and  jum- 
bos and  medium  class  of  stock.  This  class  of  trade  is 
not  reached  through  the  regular  shoe  and  leather  job- 
ber, but  all  the  big  wholesale  hardware  companies  and 
wholesale  grocery  houses  sell  a  large  amount  of  strips 
and  jumbos  to  the  country  stores  to  be  sold  to  the 
farmers  and  mechanics  of  the  small  towns  where  there 
are  no  regular  repair  men,  and  the  people  fix  their  own 
shoes  and  prefer  strips  and  jumbos  to  the  regular  cut 
tap  sole.  So  he  gets  a  strip  and  cuts  big  soles  and  lit- 
tle ones  from  it.  This  works  against  the  stock  of  cut 
taps.  There  are  tanners  of  fine  grades  of  sole  leather 
who  cut  the  whole  product  of  the  tannery  into  jumbo 
blocks  and  when  people  go  into  an  up-to-date  repair 
shop  they  are  shown  a  square  piece  of  leather  from 
which  the  repair  man  cuts  his  half  soles,  so,  when  the 
man  wants  to  fix  bis  own  shoes  he  procures  a  block 
of  sole  leather  like  the  one  be  saw  in  the  repair  shop, 
or  a  strip  from  which  to  cut  all  sizes  of  half  soles. — 
Hide  &  Leather. 


It  is,  of  course,  well  to  keep  down  expenses,  but 
it  is  not  well  to  forget  that  expenses  are  what  keep 
the  business  running.  The  store  with  no  expenses 
will  "be  the  store  with  no  receipts. 
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With  the  Genial  Kaights  of  the  Grip 

What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


A  Well-Known  Traveller 

For  twenty-two  years  out  of  the  twenty-nine  years 
he  has  been  on  the  -road,  Mr.  R.  C.  Murray  has  repre- 
sented the  well-known  jobbing  house  of  James  Rob- 
inson, Montreal.  Mr.  Murray  has  been  with  the  firm 
since  it  started,  and  was  the  first  man  to  take  out  a 


Mr.  R.  C.  Murray 

complete  set  of  samples  for  Mr.  Robinson.  In  the 
course  of  the  twenty-two  years  the  staff  of  travellers 
has  grown  from  three  to  twenty.  Mr.  Murray's 
ground  is  part  of  Eastern  Ontario  and  the  Ottawa 
Valley — and  he  does  a  good  business  in  those  dis- 
tricts. 

It  is  hardly  necessary  to  say  that  there  have  been 
great  changes  in  conditions  since  Mr.  Murray  first 
went  on  the  road.  Hotel  accommodation  has  won- 
derfully improved,  but  he  still  thinks  that  something 
might  be  done  in  the  way  of  better  sample  rooms. 
Then,  too,  there  is  a  great  change  for  the  better  in 
the  methods  of  doing  business;  generally  speaking, 
there  has  been  an  enormous  decrease  in  the  drinking 
habit,  and  customers  do  not  look  for  treating  in  the 
way  they  used  to.  Men  want  to  get  down  to  busi- 
ness— they  have  not  time  to  spend  in  drinking. 


Trade  Maxims  for  Travellers 

Big  talk  does  not  make  big  sales.  The  biff  sales  go 
to  the  credit  of  the  quiet,  persistent,  thinking  chap 
who  sticks  to  facts. 


The  money  that  we  don't  get  in  salary  someone 
else  gets  for  doing  the  work  better  than  we  do,  or 
for  knowing  how  to  get  it  done. 

Two  parties  are  at  fault  when  the  salesman  does 
not  know  all  about  the  goods  he  is  trying  to  sell ;  the 
boss  for  not  teaching  him  and  he  himself  for  not  learn- 
ing. 

The  man  who  is  always  waiting  for  a  chance  to 
make  good,  will  see  many  men  go  by  who  have  hunted 
up  their  own  chances. 

Don't  stop  with  studying  business  building  meth- 
ods. Go  ahead  and  put  them  into  execution  or  they 
will  never  bring  you  any  money. 


Has  Made  Good 

Mr.  Bert  R.  Grosskurth  is  one  of  the  younger  gen- 
eration of  travellers  who  has  made  good.  He  has  been 
on  the  road  in  Western  Ontario  for  about  seven  years, 
and  now  represents  Kirvan-Doig,  Limited,  of  Mon- 


Mr.  Bert  R.  Grosskurth 


treal,  with  whom  he  has  been  for  two  years.  Prior  to 
that  he  was  with  F.  J.  Weston  &  Sons,  Toronto,  and 
the  MacFarlane  Shoe  Company,  Montreal.  He  natur- 
ally knows  his  territory  very  thoroughly  and  is  doing 
an  excellent  trade  for  his  firm.  Mr.  Grosskurth  lives 
at  Orangeville,  Ont. 
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White  stitching  on  tan  and  gun  metal  boots  for 
women  has  become  quite  the  fad. 

The  two-inch  heels  formerly  so  popular  on  wo- 
men's shoes  in  popular  grades  are  no  more.  The  best 
selling  height  to-day  is  the  l'^-inch  height,  although 
many  heels  an  eighth  of  an  inch  higher  are  selling 
well. 

Button  shoes  arc  selling  far  in  excess  of  lace  boots 
for  next  fall.  And  this  in  spite  of  the  desire  of  both 
manufacturers  and  retailers  to  popularize  lace  shoes 
as  being  more  profitable,  less  expensive  both  to  make 
and  sell,  and  easier  to  fit.  The  public  has  its  way 
some  times. 

Just  how  long  white  boots  will  sell  is  a  question 
that  is  bothering  the  makers  who  have  them  in  stock. 
"I'll  bet  $10  that  they  will  sell  right  through  the  fall," 
said  a  superintendent  of  a  women's  factory  to  the 
principal  owner  of  the  business  one  day  last  week. 
The  manufacturer  said  that  the  "stock  game"  is 
enough  of  a  gamble  in  itself  without  putting  up  any 
money  on  it. 

The  city  trade  is  reported  to  be  good  and  the  coun- 
try trade  slow.  City  merchants,  as  a  rule,  are  better 
business  men  and  know  how  to  make  slow  sellers 
move.  They  use  the  great  motive  power  of  business- 
advertising. 

Tan  calf  is  the  most  popular  leather  to-day.  And 
the  tan  button  boot  is  to-day  the  best  seller  for  men 
and  women,  also  for  boys  and  children.  llow  long 
will  this  popularity  last?    Don't  all  answer  at  once. 

Present  indications  point  to  a  big  fall  business 
on  storm  boots,  skating  boots  and  other  footwear  of 
this  variety  for  women.  There  has  just  been  put  upon 
the  market  a  new  liquid  storm  proofing  in  bottle  or 
bulk  form  for  the  waterproofing  of  leather  and  shoes. 

All  the  talk  about  recede  toes  has  not  been  able 
to  kill  the  demand  for  medium  high  round  toes.  The 
latter  are  just  as  popular  in  the  W  est  and  South, 
also  the  smaller  towns  of  the  East,  as  ever.  Recede 
toes  have  sold  only  in  spots- — stores  for  the  "exclusive" 
trade  in  large  cities  principally. 

No  matter  how  poor  the  quality  of  the  other  fel- 
low's goods,  it  doesn't  pay  to  call  attention  to  them 
1>\  remarking  upon  it. 

The  salesman  who  cannot  learn  to  like  to  sell 
goods,  to  whom  salesmanship  is  distasteful,  might  bet- 
ter find  some  other  way  of  earning  a  living. 

The  sales  that  you  almost  make  will  not  put  any 
money  in  the  bank. 

It  is  all  very  well  to  be  dignified  when  it  does  not 
interfere  with  your  hustling,  but  dignity  will  not  de- 
velop trade,  and  hustle  will. 

Instead  of  wasting  your  energy  in  worrying  over 
troubles  that  you  fear  may  come,  use  it  meeting  those 
that  do  come. 

There  is  no  real  success  in  merely  keeping  a  busi- 
ness from  dropping  back.  Success  is  synonymous 
with  advancement,  with  growth. 

The  best  way  to  get  along  with  contrary  or  re- 
fractory customers  is  to  agree  with  them  or  to  say 
nothing.  An  argument  never  sends  anyone  away 
feeling  good. 

Hard  luck  seldom  overtakes  the  man  who  never 
looks  around  to  see  if  it's  coming. 


Find  it  Valuable 

Farmer  Bros.,  the  well-known  shoe  retailers, 
of  Arnprior,  write  us  as  follows:  "We  appreciate 
very  much  your  paper,  and  welcome  it  to  our 
store,  as  we  find  a  great  many  pointers  in  it  that 
are  valuable  to  us." 


The  piece  of  work  you  dread  most  is  the  one  to 
attack  first  and  get  off  your  mind.  The  longer  you 
put  off  doing  it  the  bigger  it  seems. 

[nflated  values  create  distrust. 

By  keeping  a  close  watch  on  the  stock  one  is  able 
to  tell  exactly  where  the  credit  lies  for  drawing  trade, 
and  also  where  the  stock  is  weak. 

It  i>  not  only  in  the  saying,  but  in  the  doing  that 
makes  advertising  pay.  Fakes  may  catch  the  eye 
and  bring  people  to  your  store,  but  it  requires  facts  as 
well  as  claims  to  make  steady  customers. 

The  successful  man  seldom  is  the  man  wdio  keeps 
his  own  nose  to  the  grindstone,  for  the  very  simple 
reason  that  the  grindstone  offers  no  opportunity  for 
the  imbibing  of  new  ideas  from  without  or  the  evolv- 
ing of  new  ideas  from  within. 

Walking  skirts  are  being  made  a  little  longer  than 
heretofore. 

Now  is  the  time  to  lay  the  plans  for  a  Summer  va- 
cation. 

Eisten  to  kicks.  If  a  customer  kicks  don't  argue, 
lie  feels  better  for  it  and  it  does  not  hurt  you.  And 
it  lie  should  happen  to  be  in  the  right,  think  what  a 
big  favor  he  is  doing  you. 

You'll  find  in  most  instances  that  the  man  who  can 
boast  of  turning  his  shoe  stock  three,  four  or  live  times 
a  year,  makes  Uncle  Sam  work  for  him. 

Every  week  or  so  he  takes  his  sizing-up  sheet  and 
writes  up  a  mail  order  for  the  styles  and  sizes  he  needs. 
Unquestionably  this  is  one  of  the  keynotes  of  success- 
ful shoe  retailing. 

Above  all  things,  do  not  encourage  false  hopes. 
Never  let  your  employee  feel  that  he  may  some  day 
get  an  interest  in  your  business  if  you  have  no  inten- 
tion of  ever  elevating  him  to  such  a  station.  There 
are  a  hundred  and  one  ways  of  spurring  a  man  on 
to  his  very  best  efforts  without  conveying  a  false 
promise  to  him.  When  he  calls  your  bluff  vou  will  be 
sorry,  and  among  other  things,  you  will  have  lost  his 
respect  forever.  Encourage  ambition,  but  be  on  the 
square. 


Current  Leather  Prices 

The  price  of  some  standard  lines  of  leather 

follows : — 

No.  1  Spanish  sole,  for  jobbing,  per  lb.    .32  to 

No.  1  slaughter  sole,  heavy  36  to 

Harness,  No.  1  R  38  to 

do  No.  2  R  37  to 

Heavy  upper  57  to 

French  kip                                        .  1.15  to 

French  calf,  first  /  1.38  to 

Canada  calf  75  to 

Saddlers,  russets,  doz  11.00  to 


are  as 

.33 
.38 
.39 
.38 
.60 
1.25 
1.62 
.85 
13.00 
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Pointers  for  and  Froim  the  Shoe  Tract* 


When  business  papers,  such  as  requisitions  are 
typewritten  in  duplicate  the  carbon  used  is  usually 
attached  to  the  papers  when  they  go  to  the  man- 
ager for  approval,  in  order  that  the  O.  K.  may  be 
attached  to  the  duplicate  as  well  as  the  original.  One 
man  uses  a  punch  for  initials.  This  makes  a  perman- 
ent mark  on  the  duplicate  as  well  as  the  original. 

A  shoe  manufacturing  plant  which  uses  an  expen- 
sive filing  system  for  its  correspondence,  etc.,  has 
found  it  possible  to  keep  index  tabs  clean  and  make 
them  last  longer  by  a  simple  device.  As  soon  as  the 
index  name  has  been  written,  printed  or  lettered  on 
the  tab,  then  a  thin  coat  of  shellac  is  brushed  over  it. 
This  stiffens  up  the  tab  and  protects  the  lettering 
from  blurring  and  the  tab  from  wear  and  tear  in  hand- 
ling. 

A  certain  dealer  whose  customers  are  particularly 
responsive  to  "bargains"  puts  a  three  foot  show  case 
near  the  front  door.  Each  day  he  changes  the  con- 
tents. Each  customer  who  buys  the  item  there  fea- 
tured is  given  a  rebate  of  25  per  cent,  on  that  pur- 
chase. Thus  the  dealer  features  about  300  different 
items  a  year.  He  chooses  his  daily  "shoe  case  spe- 
cials" from  widely  varied  lines,  not  only  in  footwear 
but  also  in  findings  and  accessories.  This  impresses 
on  the  minds  of  his  customers  the  great  range  of  mer- 
chandise carried  in  the  store. 

In  a  certain  small  Ontario  town,  where  many  of 
the  store-keepers  are  giving  coupons,  one  shoe  dealer 
features  a  sign  in  his  window  and  on  all  his  advertis- 


ing matter  that  reads  "Which  are  you  saving — cou- 
pons or  money?"  Thi,s  has  excited  considerable  com- 
ment and  a  big  increase  in  trade  is  traced  to  this  sign 
which  is  backed  up  by  amazingly  low  prices  on  some 
leaders. 

When  a  typewriter  is  not  equipped  with  two-col- 
ored ribbons  a  stenographer  can  make  use  of  colored 
carbon  paper  for  making  marginal  or  other  notes 
where  color  is  desired. 

A  credit  man  who  finds  newspaper  clippings  of 
value  in  determining  credits  finds  it  useful  to  enclose 
clippings  and  small  notes  of  credit  risks  in  a  trans- 
parent clipping  envelope.  By  attaching  this  envelope 
to  the  card  in  the  file  by  means  of  a  paper  clip  he 
insures  that  it  will  not  get  lost  or  misplaced.  For- 
merly these  notes  were  kept  in  a  separate  file.  Now 
by  using  a  small  envelope  it  is  possible  to  attach  them 
to  the  rating  card  so  that  it  is  always  immediately 
available. 


Most  of  the  people  who  wouldn't  want  to  be 
bothered  with  a  million  dollars — are  lying. 


Never  burn  your  old  shoes  in  the  furnace.  They 
fill  the  air  with  an  unpleasant  odor.  Keep  them  to 
throw  at  the  neighbors'  cats. 


No  man  is  indispensable  but  some  men  come  close 
enough  to  it  for  all  practical  purposes. 


Factory  of  E.  P.  Reed  &  Company,  Rochester,  N.  Y. 

The  daily  capacity  of  this  plant  is  4,000  pairs  of  welts  and  turns.    This  is  one  of  the  most  up-to-date 
and  completely  equipped  shoe  factories  in  the  country. 


THE    HOUSE    WITH    THE  FACILITIES 

Factory,   Rochester,    N.  Y. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


O.  Cloutier  &  Cie  have  registered  to  carry  on  a  shoe 
business  in  Quebec. 

Wilding  iSt  Company,  of  Wainvvright,  Alta.,  dealers  in 
hoots  and  shoes  and  dry  goods,  have  been  succeeded  by 
H.  C.  King. 

j.  Gobei!  &  Frere  have  been  registered  as  shoe  manu- 
facturers at  Montreal. 

Simpson  &  Vair,  dealers  in  men's  furnishings,  boots 
and  shoes,  have  opened  a  branch  in  New  Michel,  B.C. 

Mr.  Frank  Rousseaux,  the  traveller  of  the  Relindo  Shoe 
Company,  who  lost  both  legs  in  jumping  from  a  train  some 
months  ago,  has  been  fitted  out  with  cork  limbs  and  is 
now  able  to  walk  without  either  crutches  or  cane.  After  a 
few  weeks  more  practice  in  walking  he  expects  to  resume 
his  position  on  the  road. 

Jos.  H.  Bates  has  resigned  the  management  of  the  Regal 
Shoe  Store,  Yonge  Street,  Toronto,  and  severed  his  connec- 
tion with  the  firm  on  July  1st.  He  has  not  been  in  good 
health  for  some  time  and  felt  the  confinement  of  store  life 
very  much.  He  has  left  for  Western  Canada  and  will  look 
about  a  bit  before  deciding  upon  what  line  he  will  devote 
his  energies  in  the  future. 

Jo.  Patterson  &  Company,  retail  shoe  dealers,  of  St. 
Mary's,  Ont.,  are  succeeded  by  Patterson  &  Watt. 

The  Goodyear  Welt  Shoe  Repairing  Company,  of  Mont- 
real, has  dissolved. 

The  general  stores  of  Milton  Carr  &  Sons  and  Leonard 
Coyne  at  Cobalt,  both  of  which  carried  heavy  stocks  of 
shoes,  were  burned  out  last  month. 

Louis  Gunn  has  registered  a  partnership  at  Winnipeg 
under  the  name  of  the  Elgin  Shoe  Company. 

Victor  Coulombe  has  been  registered  to  carry  on  a 
retail  shoe  business  at  St.  Laurent  (Isle  Orleans),  Que. 

Owing  to  increasing  business,  the  Miner  Rubber  Com- 
pany, Limited,  have  decided  to  make  an  alteration  in  their 
Montreal  arrangements.  Hitherto  Messrs.  Jackson  & 
Savage,  their  selling  agents  for  the  district,  have  stocked 
the  various  brands  at  their  warehouse  on  St.  Peter  Street. 
Under  the  new  plan  Messrs.  Jackson  &  Savage  will  con- 
tinue to  act  as  the  company's  agents,  but  the  stock  will  be 
stored  in  a  warehouse  adjoining  at  72  St.  Peter  street.  A 
much  larger  stock  will  be  kept,  and  Messrs.  Jackson  & 
Savage  will  make  structural  alterations  so  as  to  admit  of 
easy  access  between  the  two  warehouses.  Mr.  Cain,  the 
sales  manager  of  the  Miner  Rubber  Company,  will  have 
the  management  of  the  Montreal  office.  The  company  have 
had  a  branch  under  their  own  control  since  March  last  in 
Quebec  City.  Messrs.  Jackson  &  Savage,  who  manufacture 
the  Scout  shoe,  will  thus  have  more  accommodation  for 
their  own  goods,  the  necessity  for  which  they  have  felt  for 
a  long  time.  Their  entire  premises  will  be  devoted  to  the 
boot  and  shoe  business. 

The  Columbus  Rubber  Company,  Limited,  Montreal, 
expect  to  occupy  the  extension  to  their  factory,  Iberville 
street,  early  in  August.  The  company  report  that  sufficient 
orders  have  been  received  to  run  their  factory  to  its  limit, 
and  that  business  has  had  to  be  refused. 

Daoust,  Lalonde  &  Company,  Montreal,  are  now  manu- 
facturing Goodyear  welts,  in  addition  to  McKays.  In  No.  1 
factory  pegged  goods  and  standard  screws  are  made,  and  in 
No.  2  Goodyear  welts  and  McKays. 

Sam  Haick  has  opened  the  "Automatic  Quick  Shoe 
Repair  Shop"  at  177  Bay  Street,  Toronto.  He  has  installed 
a  complete  United  Shoe  Machinery  Company  shoe  repair- 
ing plant. 

The  Amherst  Central  Shoe  Company,  Limited,  has  reg- 
istered in  the  Province  of  Saskatchewan. 

Main  Limited  has  been  organized  in  the  Province  of 
New  Brunswick  to  carry  on  a  wholesale  and  retail  boot  and 
shoe  business.    The  headquarters  will  be  at  Moncton. 

The  Edmonds  Shoe  Stores  Limited,  have  been  incor- 
porated in  British  Columbia  with  a  capital  of  $10,000.  The 
head  office  will  be  at  Edmonds. 


Messrs.  Anderson  &  Company,  Brandon,  Man.,  clothing 
and  boot  and  shoe  dealers,  have  removed  their  store  to 
Edmonton,  Alta. 

W.  F.  Colville  is  now  sole  owner  of  the  clothing,  boot 
and  shoe  business  at  Petrolea,  Ont.,  that  formerly  went  un- 
der the  name  of  Colville  &  Company. 

Dufresne  &  Galipeau  have  registered  in  Montreal  to 
carry  on  business  as  shoe  manufacturers. 

The  Standard  Shoe  Company  of  Montreal  has  registered 
to  carry  on  a  shoe  manufacturing  business. 

G.  W.  Schierholtz,  shoe  retailer,  of  Elmira,  Ont.,  is 
discontinuing  business. 

W.  S.  Mitchell,  of  Paisley,  Ont.,  has  bought  the  stock 
of  boots,  shoes  and  groceries  of  Mr.  W.  C.  McClure  of 
that  place. 

Trahan  &  Menard,  boot  and  shoe  dealers  at  Blind  River, 
Out.,  had  their  store  damaged  by  fire  recently. 

Huot  &  Bedard  have  registered  to  carry  on  a  boot  and 
shoe  business  at  Ancienne  Lorette. 

In  an  official  announcement,  it  is  stated  that  the  Can- 
adian Consolidated  Rubber  Company  have  decided  to  erect, 
at  a  cost  of  about  $1,000,000,  an  additional  factory  for  the 
exclusive  manufacture  of  automobile  tires.  The  exact  loca- 
tion has  not  yet  been  decided  upon. 

Kirvan-Doig,  Limited,  of  Montreal,  are  now  very  busy 
on  spring  samples,  in  which  they  will  have  very  attractive 
lines.  Travellers  will  be  out  early  with  the  samples.  The 
firm  are  now  shipping  their  fall  orders,  which  were  as 
heavy  as  those  for  last  spring. 

Mr.  Hodges,  of  Geo.  A.  Slater  &  Company,  Limited, 
Maisonneuve,  has  just  returned  from  a  business  visit  to 
New   York  and  Boston. 

Mr.  Lavoie,  of  the  La  Parisienne  Shoe  Company,  Lim- 
ited, Maisonneuve,  has  been  on  a  visit  to  New  York  and 
Boston  for  the  purpose  of  picking  up  ideas  in  styles. 

The  Consolidated  Rubber  Company,  Limited,  of  Mont- 
teal,  report  that  the  orders  received  by  the  felt  department 
are  the  largest  in  the  history  of  the  company,  and  that  the 
outlook  is  extremely  optimistic, 

Messrs.  Jackson  &  Savage,  Montreal,  makers  of  the 
Scout  Shoe,  intend  to  add  to  their  factory  accommodation, 
by  renting  an  additional  floor  at  344  Delorimier  ave.  This 
will  give  them  double  the  space  at  present  occupied. 

McClanders  Bros.  &  Cathcart,  dealers  in  boots  and 
shoes,  of  Victoria,  B.C.,  have  been  succeeded  by  R.  E.  White. 

A.  J.  Stephens,  of  A.  J.  Stephens  &  Son,  boot  and  shoe 
merchants,  of  Ottawa,  is  dead. 

Chas.  F.  Hayes,  superintendent  of  the  Aylmer  Shoe 
Company,  Aylmer,  Ont.,  has  resigned  his  position. 

Harry  D.  McKellar,  of  the  Berlin  Felt  Boot  Company, 
was  in  the  west  on  a  business  trip. 

Jack  McCrudden,  late  of  the  Tetrault  Shoe  Manufac- 
turing Company,  Montreal,  has  accepted  a  position  as  sup- 
erintendent of  the  Wayland  Shoe  Company  of  that  place. 

Morris  Fauteux  has  started  to  manufacture  women's 
high  grade  turn  and  welt  shoes  at  Montreal,  lit-  was  form- 
erly manager  of  the  fitting  department  of  J.  &  T.  Beli, 
Limited. 

Hard  rubber  in  strips  or  rods,  but  not  further  manu- 
factured, can  be  admitted  into  this  country  free  when  for 
use  in  Canadian  manufactures. 

E.  P.  Lunun  has  opened  a  retail  shoe  store  at  Hamil- 
ton, Ont. 

Jas.  Wade,  shoe  retailer,  of  Sarnia,  Ont.,  has  recently 
installed  a  Champion  stitching  machine. 

The  organization  meeting  of  the  Palmer-McLellan  Shoe- 
pack  Company,  Limited,  of  Fredericton,  N.B.,  was  held  re- 
cently and  the  following  officers  were  elected:  President, 
R.  W.  McLellan;  vice-president,  W.  F.  McManus;  secretary- 
treasurer,  W.  A.  B.  McLellan;  managing  director,  John 
Palmer.    The  officers  and  Mr.  J.  Fred  Ryan  compose  the 
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board  of  directors  of  the  company.  Good  progress  is  be- 
ing made  by  the  contractors  with  the  company's  new  factory 
on  York  street  and  it  is  hoped  to  have  it  in  operation  early 
this  fall. 

W.  E.  Woelfle  has  resigned  the  position  of  sales  man- 
ager to  the  Kaufman  Rubber  Company,  Berlin.  He  will 
still  remain  in  the  footwear  business  and  will  represent  sev- 
eral  important   Berlin  concerns. 

Chas.  C.  Cummings,  proprietor  of  the  Slater  Shoe 
Stores,  Toronto,  has  gone  on  a  two  months'  trip  to  Europe. 

D.  D.  McDonald,  of  Antigonishe,  N.S.,  recently  pur- 
chased the  shoe  and  clothing  business  of  G.  A.  Eraser. 

A  concern  under  the  name  of  the  Union  Boot  Manu- 
facturing Company  of  South  Africa  Limited,  with  a  capital 
of  $73,000,  has  been  formed  to  establish  a  factory  in  Pieter- 
maritzburg,  Natal.  They  will  manufacture  all  classes  of 
footwear  and  expect  a  dividend  in  three  or  four  years.  The 
delay  will  be  due  to  the  necessity  of  procuring  suitable  build 
ings  and  then  importing  machinery  from  Europe  and 
America.  Manufacturers  of  shoe-making  machinery  in  this 
country  might  find  it  advantageous  to  get  in  touch  with  this 
company.  The  total  value  of  boots  and  shoes  imported  into 
British  South  Africa  during  1911  was  nearly  $6,000,000. 

The  Slater  Shoe  Company,  Limited,  Montreal,  is  to  be 
re-organized,  having  passed  into  the  control  of  Corporation 
Agencies,  Limited,  which  have  acquired  75  per  cent,  of  the 
$300,000  preference  and  $500,000  common  stock,  now  issued. 
The  offer  made  by  the  Corporation  Agencies  was  accepted 
by  the  principal  shareholders.  It  is  intended  to  re-organize 
under  the  existing  charter,  but  it  is  possible  that  at  a  later 
period  a  new  charter  may  be  applied  for.  The  new  board 
of  directors  comprise  the  following  gentlemen:  Messrs.  H. 
A.  Lovett,  K.C.j  C.  H.  Cahan,  K.C.;  Herbert  A.  Beatty;  L.  P. 
Deslongchamp;  R.  Brutinel,  and  G.  F.  Gyles. 

Mr.  Charles  E.  Slater,  the  former  president,  is  now 
manager  of  the  factory  and  practical  side  of  the  business, 
while  Mr.  H.  A.  Beatty  is  the  new  sales  manager.  Mr. 
Beatty  is  a  very  successful  business  organizer,  and  has  ex- 
pressed great  belief  in  the  possibilities  of  the  company.  He 
states  that  a  profitable  trade  is  being  done,  and  the  the 
travellers  have  turned  in  an  increased  number  of  orders. 

The  annual  meeting  of  the  Hartt  Boot  &  Shoe  Company, 
Limited,  of  Fredericton,  N.B.,  took  place  on  the  19th  of 
June,  and  the  stockholders  were  quite  satisfied  with  last 
year's  business,  particularly  from  the  point  of  volume.  Their 
sales  were  increased  during  the  past  year  about  thirty-five 
per  cent.,  or  in  round  figures,  $150,000.    The  usual  dividend 


was  declared.  The  following  directors  were  re-elected: 
John  D.  Palmer,  John  A.  Reid,  J.  W.  McCready,  John  Kil- 
burn,  and  Edward  Moore.  At  a  directors'  meeting  held  on 
June  27th  the  following  officers  were  re-elected  for  the  en- 
suing year:  John  D.  Palmer,  president,  John  A.  Reid,  vice- 
president,  and  J.  W.  McCready,  secretary. 

Mr.  L.  H.  Packard,  of  L.  H.  Packard  &  Company,  has 
been  elected  a  member  of  the  executive  committee  of  the 
Montreal  branch  of  the  Canadian  Manufacturers'  Associa- 
tion. 

An  up-to-date  shoe  repairing  outfit  has  been  installed  by 
the  Goodyear  System  Shoe  Repairing  Company  at  272  Har- 
grave  street,  Winnipeg.  This  plant  will  handle  business  at 
a  great  speed.  There  is  room  for  companies  of  this  nature 
in  all  our  larger  cities. 

The  John  Palmer  Company,  of  Fredericton,  N.B.,  have 
commenced  operations  for  the  construction  of  their  new 
plant  near  the  Hartt  Boot  &  Shoe  Company,  of  that  place. 

Mr.  Fred  Mann,  the  head  of  the  works  of  Mann  Bros., 
Denmark  Works,  Norwich,  England,  will  be  in  Canada 
during  the  latter  part  of  August  and  will  remain  for  some 
weeks.  He  is  combining  business  with  pleasure  and  will 
visit  all  of  his  customers  in  Eastern  Canada.  "Mrs.  Mann 
accompanies  him. 

J.  Birchenough  will  build  a  $1,500,000  department  store 
on  the  corner  of  St.  Catherine  and  Bleury  streets,  Montreal. 

J.  B.  Letendre  has  started  the  erection  of  a  $50,000  de- 
partment store  on  the  corner  of  Montcalm  and  St.  Catherine 
Streets,  Montreal. 

Mr.  Harris,  superintendent  of  the  Reliance  Shoe  Com- 
pany, of  Toronto,  was  taken  ill  with  appendicitis  early  last 
month.  He  was  confined  to  his  house  for  some  time,  under 
the  doctor's  care.  We  are  pleased  to  state,  however,  that 
he  is  well  again,  and  back  on  the  job. 

In  a  fire  that  did  over  $100,000  worth  of  damage  at 
Canning,  N.S.,  recently,  the  Cornwallis  Trading  Company 
and  S.  Hathaway,  shoemaker,  were  burned  out.  A  number 
of  cases  of  shoes  were  removed  from  the  shops  and  left 
on  the  sidewalk  for  safety,  but  caught  fire  from  the  burn- 
ing buildings  and  were  all  destroyed. 

Lord  &  Taylor,  the  well-known  manufacturers  of 
"Onyx"  Hosiery,  moved  into  their  new  building  at  147-161 
East  24th  street,  New  York,  recently.  The  building  is 
seven  storeys  high  and  has  200,000  feet  of  floor  space,  which 
is  the  largest  space  ever  devoted  exclusively  to  hosiery. 
The  reserve  stock  of  the  company  is  $4,000,000. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

Scott  &  Company  have  started  a  general  store  at  Dyen. 
C.  E.  Attler  has  started  a  general  store  at  Lousana. 
W.  A.  Goodrich  has  commenced  a  general  business  at 
Edmonton. 

J.  Naylor  has  started  a  general  store  at  Bellevue. 
Grant  &  Davies  has  opened  a  general  store  at  Magrath. 
Dillon  &  Shaw  have  started  a  general  store  at  Athabasca 
Landing. 

S.  B.  Brumpton,  general  storekeeper,  of  Trenville,  has 
been  succeeded  by  J.  &  S.  Brogan. 

Fraser  &  Gaetz  have  open  a  general  store  at  Prairie 
Grange. 

W.  W.  Hodson  has  started  a  general  store  at  Minburn. 

Francis  Bernuy,  general  storekeeper  at  Hutton,  has 
sold  out  to  Mr.  Whicher. 

Charles  Toupin,  general  storekeeper,  of  St.  Albert,  has 
been  succeeded  by  J.  D.  Joyal. 

Barrett  &  Co.,  general  storekeepers,  of  Edmonton,  have 
been  succeeded  by  Mrs.  W.  A.  Elliott. 

V.  E.  Voss  has  started  a  general  store  at  Dorenlee. 
Sestrap  Bros,  have  started  a  general  store  at  Gilby. 


A.  T.  Flynn  has  started  a  general  store  at  Hamilton 
Lake. 

Manitoba 

F.  A.  Bean  &  Company  have  started  a  general  store  at 
Springstein. 

P.  Warowry,  general  storekeeper,  of  Winnipeg,  has  been 
succeeded  by  B.  Wattman. 

N.  J.  Lawrence,  general  storekeeper,  at  Waskada.  has 
been  succeeded  by  Lawrence  Bros. 

R.  R.  Askew  is  opening  up  a  general  store  at  Harte. 

F.  Campbell  has  opened  a  general  store  at  Ericksen. 

F.  W.  Showier  has  started  a  general  store  at  Inwood. 

C.  W.  Bartwell  of  Treherne,  has  sold  his  general  store 
to  R.  A.  Sanderson. 

John  Harvie  &  Company,  of  Treherne,  have  added  a 
line  of  general  goods. 

Anderson  &  Company,  dealers  in  dry  goods,  boots  and 
shoes,  of  Brandon,  have  removed  to  Edmonton. 

Arthur  Lobb,  of  Winnipeg,  has  purchased  the  general 
store  business  of  W.  &  H.  Charles  at  Warren  House. 

Mrs.  Wm.  Klingbeil,  general  storekeeper,  of  Beausejour, 
has  moved  to  Transcona. 

W.  B.  Carter,  general  storekeeper,  of  Arnaud,  has  sold 
his  stock  to  W.  Hollingsworth. 
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Black  &  Francis,  general  .storekeepers,  at  Hcadingly. 
have  been  succeeded  by  A.  1'.  Penner. 

Penner  Bros.,  general  storekeepers  at  Nivervillc,  have 
been  succeeded  by  A.  P,  Penner. 

Jas.  W.  McDonald,  general  storekeeper  at  Oberon.  has 
been  succeeded  by  G.  J.  Brown. 

J.  I).  Douglas  has  started  a  general  store  at  Argyle. 

T,  G.  Jerrard,  general  storekeeper,  of  Shellmouth,  has 
been  succeeded  by  Jerrard  &  Garnett. 

Saskatchewan 

J.  Jr.  Howell  lias  started  a  general  store  at  Arelec. 

N.  J.  Hawkinson  has  started  a  general  store  at  Bienfait. 

The  Lewvan  Mercantile  Company,  general  storekeepers, 
of  Lewvan,  have  been  succeeded  by  J.  T.  Gordon. 

Arthur  D.  Wright,  general  storekeeper,  of  Grand  Coulee, 
has  sold  out  his  business  to  Thomas  James. 

Peturson  &  Veum,  general  storekeepers  at  Foam  Lake, 
have  been  succeeded  by  Peturson  &  Thorne. 

M.  F.  Brown  has  started  a  general  store  at  Weyburn. 

The  We"st  Side  Trading  Company,  general  storekeepers, 
of  Saskatoon,  have  sold  out  their  business  to  Pays  Bros. 

Webster  &  Lemon,  general  storekeepers,  at  Rose  Plain, 
have  been  succeeded  by  H.  Patten. 

Jacoby  Bros.,  general  storekeepers  at  Dundurn,  have 
been  succeeded  by  Summerfeld  Bros. 

Mariott  &  Masson  have  opened  a  general  store  at 
Howell. 

L.  Franks  &  Company,  general  storekeepers  at  Mel- 
ville, have  been  succeeded  by  R.  Bay  &  Company. 

C.  11.  Carroll  has  succeeded  to  the  general  store  busi- 
ness of  N.  J.  Nicholson,  at  Marquis. 

W.  J.  Reid  has  purchased  the  general  store  of  E.  T. 
Jones  at  Canora. 

J.  A.  Stewart,  general  store  merchant,  of  Stronglield. 
has  removed  to  Vanguard. 

Shragge  Bros.,  of  Kipling,  have  removed  their  general 
store  to  Odessa. 

Secter  Bros,  have  started  a  general  store  at  Scott. 

S.  A.  Kredva  is  starting  a  general  store  at  Sutherland. 

I).  \V.  MacMillan  has  started  a  general  store  at  Perdue. 

Mader  &  Clark  have  started  a  general  store  at  Van- 
guard. 

A.  Holmes  &  Company,  general  storekeepers,  of  Prince 
Albert,  has  been  succeeded  by  J.  Holmes. 

II.  M.  Durkee  has  sold  his  general  business  at  Semans 
to  A.  P.  Shetler  and  S.  Geiger.  of  Rosthern. 

T.  R.  I'reston,  Glen  Ewen.  has  sold  his  general  business 
to  Chappell  &  Galloway,  of  Oxbow.  Mr.  Preston  will  re- 
move to  Vancouver. 

S.  A.  Kredva.  general  storekeeper  at  Esterhazt,  has  been 
succeeded  by  A.  J.  Hendren. 

J.  W.  Smith  has  started  a  general  store  at  Hume. 

I'.  A.  Stewart  has  started  a  general  store  at  Glenside. 

P.  J.  Kehler  &  Company  have  started  a  general  store 
at  Neville. 

Arnold  Wesley  has  started  a  general  store  at  Vanguard. 

The  (  aider  Trading  Company  has  started  a  general 
store  at  Calder. 

Mullins  &  Johnson  have  started  a  general  store  at  Pen- 
nant. 

The  Farmers  Store  (general  store)  has  opened  at  Moose 

Jaw. 

J.  J.  Schwartz,  of  Altona.  is  reported  to  be  opening  a 
general  store  at  Waldeck. 

The  Saskatchewan  Purchasing  Company  have  opened  a 
general  store  at  Red  Jacket. 

Mr.  Thibaudeau  will  open  a  department  store  at  St.  Paul 
de  Metis. 

A.  F.  Weller,  general  storekeeper  at  Biggar,  has  been 
succeeded  by  Ridout  &  Wattson. 

Henry  Patten  has  started  a  general  store  at  Mair. 

M.  Krushen  has  opened  a  general  store  at  Yorkton. 
*J.  F.  Diemert,  general  dealer,  of  Amulet,  has  sold  out 
to  Martin  Bros. 

The  Saskatchewan  Purchasing  Company.  Limited,  gen- 


eral storekeepers,  of  Broadview,  have  sold  their  Yibank 
branch  to  Weisgerber  &  Driscoll. 

J.  P.  Klassen,  general  storekeeper,  of  Swift  Current, 
has  been  succeeded  by  J.  Theisen. 

John  MacFarlane,  general  storekeeper  at  Delmas,  has 
been  succeeded  by  J.  A.  Roy. 

A.  R.  Reynolds  has  purchased  the  general  store  business 
of  the  Madsen  Hancock  Company,  Limited,  at  Scott. 

Morin  &  Longthom  have  opened  a  general  store  at 
Keeler. 

W.  D.  Gunson  &  Company,  general  storekeepers  at 
Yeomans,  have  been  succeeded  by  E.  J.  Butterworth. 

The  Mohr  Company,  general  storekeepers  at  Melville, 
have  been  succeeded  by  the  Mohr,  Ott  Company. 

II.  S.  Lechtzier  &  Company  have  sold  their  general 
store  at  Saltcoats  to  F.  Halter. 


Doped  Sole  Leather 

Of  late  there  has  been  no  end  of  agitation  and  much 
has  been  written  about  the  doping  of  sole  leather,  but  so 
far  very  little  progress  has  been  made  toward  stopping  it. 

As  a  matter  of  fact,  the  price  doesn't  seem  to  have 
much  to  do  with  the  practice,  for  there  is  as  much  rilling 
in  high  quality  leather  as  in  the  poor  qualities,  for  all  are 
weighted  as  much  as  the  stock  will  stand. 

I  n  the  buying  of  leather,  the  grain  and  finish  is  taken 
into  consideration  more  than  weight.  A  short  time  ago 
I  made  two  tests  of  sole  leather.  The  first  was  of  leather 
from  one  of  the  largest  tanneries  in  the  country.  The  stock 
was  best  hemlock.  Twelve  pairs  of  soles  were  cut, — six 
pairs  of  sevens  and  six  pairs  of  eights,— nine  iron  in  heft. 
The  twelve  pairs  weighed  eight  pounds  and  four  ounces. 
The  leather  had  good  grain  and  were  well  finished. 

The  second  lot  was  cut  from  oak  leather,  made  by  a 
small  tanner.  The  sizes  and  weight  were  the  same. 
The  twelve  pairs  weighed  seven  pounds  and  one 
ounce.  This  leather  had  good  wearing  qualities  and 
dined  to  be  cloudy. 

Oak  leather  is  generally  regarded  as  heavier  than  hem- 
lock, but  here  was  a  difference  of  one  pound  and  three 
ounces,  in  favor  of  the  hemlock,  which  was  also  the  highest 
priced  stock,  for  it  cost  thirty-seven  cents  per  pound.  The 
oak  was  four  cents  less.  They  were  both  used  in  high- 
grade  welts.  It  is  evident  by  these  tests  that  the  high- 
priced  leather  was  doped  more  than  the  other. 

Time  doesn't  seem  to  have  stopped  the  practice  but  to- 
day it  is  more  difficult  to  detect  them  than  formerly,  owing 
to  tanners  becoming  more  expert  in  the  treatment  of  leather. 
Handlers  of  leather  to-day  will  tell  you  leather  will  not 
stand  the  working  it  would  years  ago. 

Foremen  of  finishing  rooms  in  shoe  factories  keep  com- 
plaining that  it  is  almost  impossible  to  get  an  even  finish. 
This  was  not  the  case  before  they  commenced  doping  the 
leather;  then  all  that  was  required  was  to  buff  the  soles, 
apply  a  coat  of  gum  tragacanth  and  brush.  Now,  most  of 
the  leather  has  to  be  bleached  before  linishing,  so  as  to  get 
an  even  finish.  There  is.  no  doubt,  but  that  so  much  stuff- 
ing of  leather  does  not  improve  its  ability. — American  Shoe- 
making. 


You  never  knew  laziness  to  help  a  man  to  get  rich,  or 
to  make  good  in  any  way.  It's  the  fellow  who  keeps  busy 
that  gets  to  the  top  in  the  end. 

If  there  seems  to  be  a  good  reason  for  overstepping  at 
any  time  the  rule  of  "First  come,  first  served,"  in  waiting 
on  customers,  be  sure  that  the  reason  seems  good  to  all 
parties  concerned. 

There's  a  better  way  of  doing  almost  everything  in  the 
store.  Always  be  on  the  watch  for  a  chance  to  find  out 
what  it  is. 

How  is  a  store  to  gain  the  reputation  of  being  generous 
if  the  individuals  connected  with  it  allow  themselves  to  act 
in  a  niggardly  manner  toward  customers? 

Mr.  Merchant,  help  your  clerks  to  develop  proficiency 
in  those  directions  in  which  they  seem  to  have  natural 
talent. 

The  man  who  does  not  read  his  trade  paper  will  lose 
money  on  every  issue  of  it  that  comes  out. 

While  economy  may  be  wealth  as  has  been  said,  yet 
stinginess,  particularly  in  store  methods  and  policy,  is  cer- 
tain to  prove  to  be  poverty. 
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Wanted  and  For  Sale  Department 


Publishers  Notice: — ■  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  chai-ge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


WANTED— SALESMAN  TO  CARRY 
on  the  side,  six  samples  old  ladies' 
turn  comfort  shoes,  carried  in  stock 
by  manufacturer,  three  widths.  Ex- 
cellent proposition.  Shoes  made  right 
and  will  repeat.  Address  and  give  all 
facts  concerning  yourself  to  Box  532 
Footwear  in  Canada,  Toronto,  Ont. 

SHOE  SALESMAN,  EXPERIENCED 
only,  Slater  Shoe  Co.,  117  Yonge  St., 
Toronto,  Ont. 

SHOE  SALESMAN— THOROUGHLY 
experienced;  Canadian,  with  Ontario 
town  experience  preferred.  Danford 
Roche  Co.,  Newmarket. 

WANTED— YOUNG  MAN  TO  TAKE 
charge  of  sales  department  in  a  retail 
shoe  store,  town  5,000,  some  experi- 
ence as  buyer.  Only  those  meaning 
business  need  apply.  Al  reference. 
Address  Box  572,  Footwear  in  Canada, 
Toronto,  Ont. 

A  MASSACHUSETTS  WOMAN'S 
shoe  manufacturer  needs  a  bright,  am- 
bitious, energetic,  resourceful,  young 
man,  who  can  see,  think  and  act  quick- 
ly. Must  be  able  and  willing,  when 
necessary,  to  keep  books,  sweep  the 
floor,  pack  shoes  or  go  out  and  sell 
them.  Must  be  able  to  write  a  letter 
and  handle  a  small  office  in  detail  <>r 
entire.  Must  be  alive,  versatile,  cap- 
able and  not  afraid  to  forego  some- 
thing now  for  a  chance  to  get  "in 
right"  with  an  old  established  firm  of- 
fering an  exceptional  opportunity 
that's  limited  solely  by  the  applicant's 
grasp  and  adaptability.  The  young 
man  who  comes  nearest  to  these  re- 
quirements and  is  willing  to  prove  it 
by  starting  for  boys'  wages,  will  learn 
something  to  his  advantage  b-  address- 
ing Box  533,  Footwear  in  Canada,  To- 
ronto, Ont. 


WANTED— SHOESALESMAN  —  AT 
once;  references,  experience  and  salary. 
Dillon  and  Moore,  St.  Catharines, 
Ont. 

SHOE  FACTORY  HELP — CUTTERS, 
sole-cutters  and  lasting  machine  oper- 
ators; immediately.  Underbill's,  Lim- 
ited, Aurora. 


WANTED— SALESMAN  FOR  SHOE 
department;  must  be  experienced,  well 
recommended  and  temperate;  state 
age,  wages  required  and  how  soon  can 
come;  store  in  Fort  William.  A.  Mc- 
Gillis,  Fort  William,  Ont. 


Positions  Wanted 

TRAVELLING  SALESMAN— LARGE 
and  favorable  acquaintance  New  Eng- 
land shoe  manufacturers,  at  leisure  af- 
ter July  1,  wants  position  selling  shoe 
manufacturers'  supplies;  20  years'  ex- 
perience. Address  Box  528,  Footwear 
in  Canada,  Toronto,  Ont. 


SHOE  BUYER  OR  MANAGER;  RE-. 
sponsible  business  man  thoroughly 
qualified  in  all  branches,  desires  to 
secure  position  with  well  established 
linn.  Al  references  furnished;  corres- 
pondence solicited.  Box  527  "Foot- 
wear in  Canada,"  Toronto,  Ont. 


SITUATION  WANTED— BY  YOUNG 
man  with  four  years'  experience  in  a 
modern  shoe  store  in  the  East.  Best 
references.  Reply  Box  421),  Footwear 
in  Canada,  Toronto,  Ont. 


A  THOROUGH  SHOE  MAN  DE- 
sires  to  make  change;  15  years  as 
manager  and  buyer.  Best  of  refer- 
ences. If  you  are  looking  for  a  live 
wire,  address  Box  573,  Footwear  in 
Canada,  Toronto,  Ont. 


For  Sale 


'OR  SALE  OR  LEASE— SHOE  FAC- 
tory,  capacity  300  pairs  men's  and 
boys'  shoes  per  day.  Bargain;  easy 
terms.  Address  Box  530,  Footwear  in 
Canada,  Toronto,  Ont. 


FOR  SALE— APPROXIMATELY  1000 
pairs  of  medium  priced  salesmen's 
samples,  misses',  children's  and  in- 
fants' Goodyear  turns;  also  a  few 
Goodyear  welts;  about  one-third  low 
shoes  and  balance  boots.  Ask  for 
price;  immediate  shipment.  Address 
Box  531,  Footwear  in  Canada,  Toron- 
to, Ont. 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T    I    THWART      119  Summer  Street 
I.  J.  EiU  TT  nuUO,  BOSTON,  Mass.,  U.S.A. 


44 Yamaska  Brand" 

and  Big  Profits. 


"Yamaska  Brand"  are  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  back- 
bone of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 
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The  "Live  Line  for 
Lively  Youngsters" 

are  made  in  either  Turn,  Welt  or 
Maekay  and  can  be  obtained  in  all 
the  prevailing-  leathers  and  fabrics. 

Write  for  information  and  prices 

Jorolemon-Oliver  Co. 

ROCHESTER,  N.  Y. 


A.  H.  McGreal,  W.  G.  Gilbert,  Proprietors 

Hotel  Eg'gleston 

159  EAST  MAIN  STREET 

ROCHESTER,  N.Y. 

Canadian  Shoe  Buyers  are  invited  to  make  their 
home  at  the  Eggleston  when  in  Rochester. 

European  Plan,  $1.00  to  $1.50 


McBRINE'S 

"Around  the-World  Baggage" 

•J  The  McBrine  line  of  Trunks,  Suit  Cases  and 
Traveling  Bags  is  making  a  hit  with  the  trade  in 
every  part  of  Canada. 

<I  The  superiority  of  our  goods  has  given  them  a 
national  reputation.  Unsolicited  repeat  orders 
from  pleased  customers  is  the  best  evidence  of 
complete  satisfaction. 

<J  Our  large  New  Factory  occupying  about  three 
acres  under  roof  is  equipped  with  the  proper  kind 
of  machinery  to  turn  out  Trade  Winning  Goods. 
<I  Send  for  our  New  No.  8  Catalogue,  the  most 
complete  of  its  kind  ever  issued  in  Canada. 

MAIL  ORDERS  A  SPECIALTY 

THE   L.   McBRINE   Co.,  Limited 

Head  Office  and  Factory  ;   BERLIN,  CANADA 
Branches : 

Toronto    Winnipeg   Regina    Calgary  Vancouver 


The  Meaning  of 
Comfort  in  Shoes 

HOW  important  is  comfort  in  shoes  and 
how  very  few  lines  of  shoes  have  it. 
It  is  essential  to  have  shoes  fit  easy  for 
when  they  do  sales  are  made  the  quicker. 

•J  Williams  Shoes  are  made  for  comfort — 
every  style  made  to  give  a  natural  fit.  They 
have  an  added  value  on  this  account  and 
their  neat  appearance  and  solid  make  will 
commend  them  to  every  man  and  woman  who  desires  a  shoe  that  will  look 
good — feel  fine — and  wear  well. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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Do  You  Need  Any  Help? 

Are  You  Having  Any  Trouble  With  Your  Cement  ? 

Try  our  celebrated  brands  of 

Chrome  Folding  Channel 
and  Sole  Laying  Cement 

They  will  do  the  work. 

Is  Your  Tan  Stock  Running  a  Uniform  Color  ? 

If  not,  try  our  Tan  Renovator  made  to  match  any  stock,  and  see  your  shoes  come 
through  the  same  shade  throughout. 

Our  Tan  Clarified  Wax  Friction  Dressing  will  give  a  beautiful  gloss  without  leaving 
any  smut  or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factory. 

Canadian  Blacking  &  Cement  Company 

Hamilton  -  -  Canada 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 


rrri 
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Monarch 

Brandon  and 

Dr.  Brandon 

Shoes 


WHERE 
QUALITY 
COUNTS 
WE  WIN 

In  all  the  history  of  this  company,  the  present 
season  stands  out  as  showing  the  complete  rounding 
out  of  the  Brandon  progress  policy.  Our  new  Fall 
and  Winter  line  is  a  triumph  in  design,  creation  and 
opportunity  for  the  shoe  dealer.  We  are  proud 
that  the  development  of  it  is  certain  to  bring  added 
prestige  to  the  House  of  Brandon  and  to  Brandon 
and  Monarch  dealers. 

Monarch  and  Dr.  Brandon  Cushion  Sole  Shoe, 
our  specialties. 

The  Brandon  Shoe  Company,  Ltd. 

Brantford,  Ontario. 


Instal 
Bicycle  Step 
Ladders 

and  double  your  shelf 
space. 

We  make  them  to  run  on 
shelf  or  floor  as  desired — 
and  finished  to  suit  color 
of  woodwork. 

Write  for  our  191 2  Sup- 
plement showing  new 
lines  in  square  design 
shoe  stands — if  interested 
in  running  ladders  ask 
for  large  catalogue  No.  8. 

Our  Brushed  Brass  shoe 
stands  are  unexcelled. 

Clatworthy  &  Son,  Limited 

v  Makers  High  Grade  Store  Equipment 
161  King  Street  West,  TORONTO,  ONT. 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Mocassins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Outs  and  Unlined  Shoes,  Tanned 
so  as    to  Wear   Well   and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents:  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  OLOVERSVILLE.  N.Y.  ST.  LOUIS,  MO. 
128  Summer  St  11  Cayadutta  St.  f>19  E.  Eighth  St. 


A  few  places  in   a  Shoe  where  the  Big 
Factories  stick  our  soft  as  silk 

Standard  No.  500 
Acme  Backing  Cloth 

"THE    BACKING    THAT   ALWAYS    STICKS " 


TIPS— Patent,  No  Crack- 
ing —  Colored,  No 
Staining. 

UPPERS  —  Plumps, 
Strengthens,  Stands  Up. 
Scams  St  ra  i^lit.  Hal  ton 
Fly-Button  Holes  do  not 
tear  out.  Top  Stay  on 
Cloth-  Prevents  Bagg- 
ing or  Stretching. 

V  \  M  PS  Prei  ruts  Falling 
in.  Insures  Shape. 
Holds  Stitching. 

HEELS  —  Straight  Heel 
Seam. 

THROATS  On  Bluchers. 
No  Tearing. 

ALL  WEAK  SPOTS  Pre- 
venting ( 'ripples. 


Peters  Manufacturing  Co. 


Home  Office  and  Factory  : 

43-53  Lincoln  St., 
Boston,  Mass. 


New  York  Office  and  Factory: 

304-310  E.  22nd  St. 
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DIES 


Being  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE  CO.,  INC. 

Main  Office:  BROCKTON,  MASS. 


Brockton,  Mass. 


FACTORIES  : 
Haverhill,  Mass. 


Chicago,  111. 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting  Dies 

of   Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave,,  Montreal 


j4®K/  FOR/ 

So  Gosy 

TRADE  MARK 

SHOES 


THE  Stork  is  right.  He 
A  leaves  the  selection  of 
clothes  and  shoes  to  moth- 
er :  but  the  Stork  has  as- 
sured us  should  he  ever 
adopt  the  policy  of  furn- 
ishing babies  ready  cloth- 
ed, he  will  lay  in  a  goodly 
supply  of  So-Co«y  shoes. 
They  are  best  for  baby. 
The  Stork  knows. 


HURLBUT  C°i,» 

PRESTON  CANADA 


THE    BARK  SUPPLY 

All  tanners  realize  that  the  supply  of  bark  in  this  country  is  growing  less  every  year.  The  natural  tendency  is 
toward  imported  tanning  materials,  and  the  wise  tanner  will  use  some  of  these  materials  before  his  bark  6upply  is 
entirely  exhausted.    We  are  importing  an  absolutely  pure  Bark  Extract  that  pleases  many  tanners.    This  is  our 

GOLDEN  CUTCH 

in  solid  form,  55-60%  tannin.    There  are  good  reasons,  aside  from  the  bark  shortage,  why  tanners  should  use  this 
material.    (1)  It  makes  a  strong  leather.    (2)  Produces  a  beutiful  color.    (3)  It  will  increase  weight. 
It  is  to  your  interest  to  investigate  this  material.    We  will  be  glad  to  tell  you  all  about  it. 

Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

Cresent   Brands  Exeel 

New  YorkOftlce,  82  WatlSt'eet       Branch  Store,  Chlcazo,  1030  North  Braaoh  Street       201-225  Purchase  Street,  75  High  Street,  Boston,  U.S.A. 
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The  Union  Label 
Plus  Influence! 

*TMIL  Union  Label  means  something  more  than  protection 
to  the  shoe  worker.  It  means  protection  to  every  wearer 
of  shoes,  because  it  signifies  good  workmanship,  good  condi- 
tions, honest  goods,  honest  prices,  all  of  which  mean  influence, 
and  influence  to  you  means  more  customers,  more  sales,  more 
prestige,  more  profits. 

€J  Our  campaign  of  advertising — educational  in  its  nature- 
is  teaching  the  public  the  importance  of  the  Union  Label, 
and  the  demand  for  Union  Stamped  shoes  is  enormous,  and 
is  rapidly  increasing.     You  cannot  afford  to  do  without  this 
large  and  profitable  trade. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street,  Boston,  Mass. 


John  F.  Tobin,  President 


Charles  L.  Baine,  Sec.-Treas. 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


Manufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  13  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather — a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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The  Solid  Shoe 

For  a  Sure  Sale 


BUYERS  who  select  Ahrens  Solid 
Leather  Shoes  for  their  fall  trade 
are  certain  of  doing  their  full  propor- 
tion of  the  solid  shoe  business  in  the 
fall. 

Our  shoes  will  never  fail  you  or  let  you 
down  to  your  customer.  Kvery  pair 
is  strongly  and  honestly  made  of  solid 
leather  that  gives  long  life  to  a  shoe. 
Make  certain  of  your  Fall  Trade  by 
stocking  Ahrens  Solid  Shoes. 


and  (ompap 

BERLIN,  ONT. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 


183  Essex  St.,  Boston,  Mass.,  U.  S.  A. 


Inc. 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 


Over  50  years  experience  in  producing  "  WOOD 
RIGHT"  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  else. 

"  WOODB  IOHT  "  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  ottered  by  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  hug  chance  if  it  isn't  a  "WOODRIGHT.'' 

Play  safe,  specify  "  WOODRIGHT "  lasts  to  your 
manufacturer. 

"WOODRIGHT"  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
207  Essex  Street,  and  look  over  some  new  models 
"  WOODRIGHT." 

Woodard  &  Wright  Last  Co. 

Brockton,  ( Campeiio  )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


K4»WUKIY  r  I  MANUAL.  CDMHliUJAl  SL 
QZJfULAL  TRADE  tiLWWlt^y  C**  OAXAJ  WUTj 

Over  29  years  in  its  field. 

"  CA  NA  DA '  .S"    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  every    aturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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— usw— 

We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

—  If  there  is  anything  — 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Que. 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized    strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Memo,  from 


MANN  Bros.,  NORWICH 


SPECIALISTS 
in 

CHILDREN'S 


BOOTS  &  SHOES 

We  manufacture  the  world-famous  Crown  and 
Castle  Brand,  and  every  production  so  branded 
is  fully  guaranteed  All  Sound  Leather. 

Many  of  our  clients  have 
been  on  our  books  for  30 
years  up.     The  reason  is 
obvious  ! 

MR.   DEALER,  GET  WISE! 

We  are  shortly  establishing  offices  in  Toronto  and 
Vancouver  and  our  Representatives  will  gladlv  look 
you  up.    Write  us  c/o  "FOOTWEAR  in  Canada  " 


220  King  Street,  West 

Toronto 
F.  G.  Mann,  Eastern  Rep. 


Hutchison  Block, 
Vancouver 
J.  E.  Carpenter,  Rep. 


Head  Offices  and  Works : 


Denmark  Works,  Norwich,  England 


D 


o: 


Q 


TRADE   MARK    REG,    U.    S.    AND  CANADA 


A  Real  Line  for  Boys  and  Girls 

17  STYLES  IN  STOCK 

and  Strong  on  the  New  TANS 

This  Strap  Pump  in  Stock  '  D' Width.   1463.  Tan;  1461  Dull;  1460, 
Patent.    Other  leathers  and  widths  to  order. 

Other  Styles  in  Stock  "D" 
Width  Only 

1400  Patent  Pla- Mate  Lace 
lllll  Dull  (  all'  I  Ma-Mate 
[jaee 

1403  Tan  Russia  Pla-Mate 

UftTcflazed  Kid  Pla-Mate 
Lace 

lllii  Patent  Pla-Mate  Hut- 
ton 

1441  Dull  Calf  Pla-Mate 
Button 
HI  140  Patent  Hi  Pla-Mate 
Button 

H1441  Dull  Calf  Hi  Pla-Mate 

Button 
H1443  Tan  Russia  Hi  Pla- 
Mate  Button 
1443  Tan  Russia  Pla-Mate 
Button 
1444  Glazed  Kid  Pla-Mate 
Button 

Send  for  Illustrated  Folder  and  Prices 

WILLIAMS,    HOYT  &  CO. 

Makers  of  infants',  children's,  misses'  and 
growing  girls'  turns  and  welts 

No.  6  Commercial  St.        -        Rochester,  N.Y. 


.  ROCHESTER/ 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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No.  1077 

$1.00  Women's  Plaid  no  heel  slipper.  Pompom 
Ornament.  Red  and  Black,  R«-d  and  Green,  Gray 
and  Wine,  Champagne  and  Black,  Grey  and  Black. 


NOTICE 

Four  of  our  latest 
nobby  and  attractive 
styles. 

They  will  be  Trade 
Winners. 


No.  1271 

$1.00  Women's  Silk  Bound  no  heel  Slipper.  Pompom 
Ornament.    All  colors. 


No.  1064 
Little  Gents  $1.00 
Red  Bootee,  Figured  Ornamentation. 


Visit  our  Booth  No.  65,  at  the 
Fair  in  Mechanics  Blclg.,  Bos- 
ton, Mass.,  July  10/17,  I9I  2- 

Our  full  line  will  be  on  exhibi- 
tion and  a  salesman  on  hand  to 
give  full  information  as  to  prices  * 
and  terms. 


No.  1206 

Misses'  80c.  Child's  75c.  Infant's  70c. 
Firfelt  Trimmed,  Juliette,  Red  and 
Black  Plaid. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 


SHOE  REPAIRERS     Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 

Advantages : — 

Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which  makes  a 
high-class  machine,  the  SUPREM- 
ACY of  the  "  Standard  "  machines 
is  unquestioned. 


PRICE  $140 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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A  Sandal  Specialty 

<H  The  "  Non-Rip  "  Sandals  mean  as  much  to  the 
child  as  the  best  made,  highest  class  shoes  mean 
to  a  man  or  woman.  As  much  thought  and  care  is 
taken  over  the  design  and  manufacture  of  this 
children's  line  as  in  the  finest  models  of  adults 
footwear.  Specially  designed  to  the  shape  of  the 
child's  foot  the  "Non-Rip"  Sandal  will  give  per- 
fect comfort  from  the  first  day  worn.  Made 
without  a  tack  or  nail,  with  flexible  oak  soles  and 
soft  chrome  tanned  upper  leathers.  They  are 
soft  and  pliable  and  they 

Will  Never  Rip 

This  is  a  specialty  children's  line  that  will  stimulate  your  children's  trade. 
See  the  "Non-Rip"  Sandal— Now  is  the  time.  If  your  jobber  does  not 
handle  them  send  his  name  and  address  direct  to 


Humberstone  Shoe  Co. 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  Phone  84 


Our  In-Stock 

Department 

is  the  Largest  maintained  by  any 
manufacturer  of  Fancy  Footwear  in 
the  States.  If  you  are  shy  on  white 
goods  or  any  other  styles  in  Turns, 
send  us  your  orders  to-day. 


We  Ship  the  Same  Day 
Order  is  Received 


No.  454.   A  to  D,  1-8  $2.00 

Double  Top  Lift  and  readily  convertible  to 
the  Colonial  by  using-  our  special  Tongue. 


White  Goods  are  Our  Specialty 

Carried  In-Stock  At-Once  Delivery 


No.  100.      Genuine  Sea  Island  White 

Duck  Pump,  A-D,  1-8.  $1.25 
No.  106.   Reg.  Canvas,  same  style  $1.00 
No.  f52.   Same  style  as  above  made  in 
White  Buck  (Lawrence's  Nu-Buck)  A-D, 
1-8  $2.00 


J.  A.  Cook  &  Bro. 

Lynn,  Mass.,  U.S.A. 


Canadian  Retailers  visiting 
the  National  Shoe  and  Leath- 
er Fair,  Boston,  July  10-17. 

We  cordially  invite  you  to  visit 
our  Booth  No.  79  where  you 
will  see  many  styles  in  women 
Turns  that  are  exclusive  with  us 

OUR  CATALOGUE  shows  many  styles  of 
Turn  footwear  that  we  carry  IN-STOCK  and 
it's  yours  for  the  asking. 


No.  470 


Convertible  Satin  Pump 

Made  in  eight  colors,  chiffon  rose  centre  pom- 
pom. Readily  changed  to  Colonial  pumps  by 
using  our  special  tongue.  In  black  A-A-D. 
In  colors  A-D,  1-8.  $2.00. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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In  Stock 


Every  Live  Dealer  Realizes  the  Importance 
of  Up-to-the-Second  Lasts,  Dependable 
Quality  and  Salesmaking  Advertising 


Ralston  Style 

So  many  of  the  new  lasts  have  been  first 
shown  in  the  Ralston  line  that  here  in  the 
States  our  factory  is  often  referred  to  as  'the 

place  the  new  styles  come  from." 
We  lay  a  great  deal  of  emphasis  on  the  point 
of  style;  for  nine  times  out  of  ten  it's  the 
style  that  sells  the  shoe. 

The  dealer  who  makes  it  an  invariable  rule 
to  show  the  new  styles  first — assuming  of 
course  that  he  maintains  a  high  quality  stand- 
ard—is  the  one  who  out-distances  competi- 
tion. To  such  a  dealer  RALSTONS  have  an 
irresistible  appeal. 

Ralston  Quality 

Every  pair  of  shoes  we  make  carries  with  it 
our  guarantee  of  satisfaction.  This  is  the 
strongest  sort  of  evidence  as  to  their  quality. 

Ralston  Advertising 

Strong,  sales  compelling  advertising  both 
nationally  and  locally  assures  the  Ralston 
dealer  of  quick  sales  and  profits. 

Ralston  Shoes  Carried  in  Stock 

Sizes,  5—11.  Widths,  B — E.  Your  order  is 
shipped  the  day  received,  saving  you  time 
and  money. 

Other  Brands 

Besides  our  line  of  Ralston  Shoes  which 
retail  in  the  States  at  $4.00  to  $6.00,  we  make 
several  other  brands  costing  from  $2.25  up. 


Send  for  Catalog  or  Samples 


Churchill  &  Alden  Co.  (  The  Ralston  Health  Shoemakers ) 

Campello  (Brockton),  Massachusetts 
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The  McDermott  Idea 

The  latest  revisions  of  the  ideas  in  all  the  new 
''McDermott"  lines  are  making  large  sales  for 
many  retailers  specializing  women's  footwear. 

We  understand  the  women's  trade  and  we  know- 
that  however  good  a  shoe  is  built  it  does  not 
make  sales  unless  it  contains  the  advance  idea  of 
fashions  decree.  Our  shoes  are  built  on  the  qua- 
lity plan  and  the  idea  they  show  through  all 
wear  will  act  as  a  perpetual  advertisement  for 
youi  store. 


Do  justice  to  your  own  business  instinct 
by  examining — do  justice  to  the  demands 
of  your  customers  by  using 

"The  McDermott  Idea." 


WELTS  TURNS  McKAYS 

The  McDermott  Shoe  Co. 

Women's  Shoe  Specialists 

Montreal  Canada 


Toronto,  August,  1912 


The  Mark  of 
Rubber  Reliability 

The  retailer  knows  it  for  the  trade  mark  on  the  rubbers  that  sold  quickest  and  gave 
absolute  satisfaction.  The  customer  remembers  it  on  the  rubbers  that  gave  the  greatest 
comfort  and  longest  wear.  All  who  have  worn  the  rubbers  bearing  this  trade  mark 
look  for  it  again  when  buying  the  next  pair.  Why  not  supply  your  customers  with 
the  goods  they  want? 

MINER  AND  SHEFFORD 

BRANDS  OF 

RUBBER  FOOTWEAR 

are  best  for  them  and  therefore  best  for  you 

The  Miner  Rubber  Co. 


Limited 


Head  Office  and 
Factory 

GRANBY,  QUE. 


MONTREAL 

72  St.  Peter  Street 


ONTARIO  BRANCH 

93  to  99  Spadina  Ave. 
Toronto 

QUEBEC:  21  Notre  Dame  Street 


(Also  see  page  6) 
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A  GREAT 
OPPORTUNITY 

Our  Samples  for  Spring,  1913,  will 
be  Ready  about  AUGUST  15th 

Every  Retailer  should  see  our  new  line — the 
most  complete  and  up-to-date  in  Fine,  Medium 
and  Coarse  Goods,  all  produced  in  our  three  highl) 
specialized  factories,  No.  l,  No.  2  and  No.  3,  and 
representing  Perfection  in  Quality,  Style  and 
Workmanship. 


Ames  Holden  McCready, 


Limited 


Montreal         Toronto         St.  John       i  Winnipeg 
Edmonton        Calgary  Vancouver 
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Fall  1912 


Scout-Master  Boy-Scout 


Carried 
in 

Stock 


Girl-Guide 

SHOES 


Ready 
to  Ship 
Service 


Jackson  &  Savage 


78  St.  Peter  St. 

MONTREAL 


0 


Sales  Agents  for  Miner  Rubber  Co.,  Ltd. 

Above  is  cover  design  of  our  New  36  Page  Style  Book.  It  contains 
something  that  may  help  your  particular  business — if  you  have  any 
Boys  and  Girls  in  your  district.  Have  You  ?  Then  send  for  our  book 
now.    Your  name  on  a  post  card  gets  it. 
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V^^fc.       GOLD  CROSS 
SHOE 

rANTI-SEPTlc~^>< 
V-  SHOeJVno^N 

,906  1909  ^gSP\fi^ 

Two 

Lines 
with  a 
Reputa- 
tion 


establish    a    reputation    for    the   sale   of  good 
shoes,  sell   the  shoes    with  an  established  repu- 
tation. 


The  Professors 
Special  Shoe 


and 


The  Doctors 
Waterproof  Shoe 


are  well  known  to  both  trade  and  public  and  possess  a  reputation  for 
reliability  which  would  be  the  greatest  assistance  in  establishing  the 
good  reputation  of  any  store.  In  demand  all  the  year  round — Get  to 
know  these  two  lines. 


Tebbutt  Shoe  &  Leather  Co. 

THREE  RIVERS,  QUEBEC  Limited 
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SPRING   OF  1913 

The  Basis 
of  Good 
Selling 


is    Buying  Shoes 
that  are  made 
right 


Exclusive  Models 


and  Designs. 
The  Latest 
New  York  and 
Boston  Creations. 


Style  and 
Quality  are 
Inseparable  in 
Cleo  Footwear 
for  Women 


We 
Guarantee 
every  Shoe  to  give 
Complete  Satisfaction 

The 

Cleo  Shoe  Company 

London         -  Canada 


Do  Not  Fail  to  See  and  Inspect  our  1913  Spring  Samples 
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The  Highest  Value  in 
Rubber  Footwear 


Your  stock  of  rubber  footwear  merits  as 
much  attention  as  any  regular  line  of  boots 
and  shoes — rubbers  are  one  of  the  features  of 
winter  trade.  Every  wide  awake  merchant 
will  give  as  much  care  to  his  selection  of 
Rubbers  as  to  any  regular  line.  Therefore 
why  be  satisfied  with  poor  style  and  inferior 
quality  ? 


Miner  &  Shefford 

Brands  of 

Rubber  Footwear 


will  give  you  the  latest  in  all  styles  and  the  very 
best  quality  obtainable  on  the  market.  We 
keep  well  abreast  of  the  season's  fashions.  The 
smartest  shapes  in  ladies'  rubbers  and  the 
neatest  in  all  men's  rubbers  are  found  in  these 
brands.  Take  advantage  of  our  efforts  to  pro- 
duce the  best  and  if  you  want  a  fine  looking, 
fine  wearing  and  fine  selling  line  of  rubbers 
give  us  your  order. 


M 


INER 
EANS 
ERIT 


The  Miner  Rubber  Co. 

LIMITED 

Head  Office  and  Factory,  GRANBY,  QUE. 

ONTARIO  BRANCH  MONTREAL 
93-99  Spadina  Ave.,  TORONTO  72  St.  Peter  Street 

QUEBEC 
21  Notre  Dame  St. 
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All  Leathers  Bearing 
This  Mark  Are  Right 

in  Quality,  Appearance  and  Price 


THE  EMBLEM  OF  QUALITY  BEHIND  ALL  LAWRENCE  PRODUCTS 

Gun  Metal  Calf  Nubuck  Imperial  Nubuck 
Black  Diamond  Patent  Weilda  Calf 


Sheep  Leather  for  every  purpose,  Hub  Pigskin,  Sole 
Leather,  Reliable  Welting,  Cut  Soles  and  Counters. 

A.  C.  Lawrence  Leather  Co. 

95  South  Street  -  -  Boston 
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The  Value  of  the 


Rideau 


Fitting 


What  is  the  cause  of  most  of  your  lost 
sales?  Is  it  lack  of  style?  Is  it  because 
of  the  shape?  Is  it  on  account  of  an  im- 
perfect fitting?  Emphatically  yes  —  and 
every  retailer  knows  it— knows  that  if  he 
can  supply  the  exact  fitting  he  need  never 
miss  a  sale. 

Consider  the 

RIDEAU  FITTINGS 

Three  widths  to  each  size  — a  narrow,  med- 
ium, and  wide  toe  to  each  width. 

A  feature  that  will  make  many  a  sale. 

Sales  are  certain  with  a  boot  of  the  shape 
and  style  a  customer  wants  if  it  has  perfect 
comfort.  Put  a  foot  in  such  a  shoe  and 
the  sale  is  made.  That  is  what  the  Rideau 
fitting  means  to  you — a  sale  at  every  try-on- 

We  are  leaders. 

Dr.  A.  Reed  of  St.  Joseph,  Mo.,  U.  S.  A. 
has  granted  us  the  sole  Canadian  right  to 
manufacture  his  improved  "  Wonder " 
Cushion  Sole    made  for  men  and  women. 

Try  us.  We  are  ready  to  show  you  the 
Rideau  Fitting  and  "Wonder"  Cushion 
Sole  right  now.  It's  up  to  you  let  us 
hear  from  you. 

We  will  send  samples  or  a  salesman.    Write  early. 


Rideau  Shoe  Co. 

Limited 

Montreal 
Canada 
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The  New  Home  of  the  Brand  of  Merit 


Onyx" 


TRADE 


Hosi 


MARK 


ostery 


Floor  Area:  200,000  Square  Feet 
LARGEST  SPACE  EVER  DEVOTED  TO  HOSIERY 


153-161  East  24th  Street 

Through  to 

150-158  East  2  5  th  Street 


Address  all  mail  to 
Lord  &  Taylor,  Wholesale 


Lord  &  Taylor 


Lexington  Ave.,  cars  via 
Broadway,  pass  within  half 
block  of  building 


Philadelphia  Office: 
1033  Chestnut  Street 

Chicago  Office: 
State  and  Monroe  Sts. 


Wholesale 

New  York 

Entrance  for  Customers 
153  East  2tth  Street 


Boston  Office: 
78  Chauncy  Street 

San  Francisco  Office: 
49  Geary  St. 


IO 
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Foot-Comfort  That  Fits 


You've  heard  this  often  from  your 
customers  :  "  Give  me  something 
comfortable,  "  and  you  have  fol- 
lowed their  instructions,  but  have 
you  sold  them  a  comfortable  shoe 
that  really  fitted,  or  have  you  sold 
them  a  shoe  several  sizes  too  big? 
The  EDUCATOR  SHOE  is  made 
to  give  scientific  foot-comfort, — 
the  comfort  that  comes  from  a 
proper  fit  of  every  bone  and 
muscle  of  the  foot. 
The  EDUCATOR  SHOE  will  be 
sold  through  exclusive  agents  only. 
Do  you  want  the  agency  for  your 
town  ?  The  plant  of  Rice  & 
Hutchins,  in  the  United  States, 
embraces  eight  factories,  tanner- 
ies, and  nine  exclusive  distribut- 
ing houses  !  Your  query  will  re- 
ceive our  immediate  attention. 


Rice  &  Hutchins,  Inc. 

Boston        -        Massachusetts       -  U.S.A. 
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THE  SEAL  OF 
QUALITY 


We  have  increas- 
ed and  improved 
our  range  anticipat- 
ing big  business. 
We  are  building  a 
large  factory  to 
assure  prompt  de- 
livery. 


What  You  Should  Look  fc 
When  Placing  for  Spring— 


n 


The  knob  toe,  so  popular  last  season,  will  still  hold  its 
own. 

The  medium  knob  or  dome  toe  in  Misses  and  Womens 
will  be  sellers. 

The  recede  toe  last — not  extreme,  is  new  and  catching". 

Blutcher  pattern — will  still  hold  its  own  with  a  leaning  to 
the  bal. 

Buttons,  of  course,  will  have  first  place. 

Heels  will  not  be  as  high  as  formerly — although  a  high 
heel — will  still  be  in  demand. 

In  the  Infants — the  troublesome  spring  heel  (the  bane  ot 
the  repair  department)  is  replaced  by  the  one  lift 
flat  heel  easily  repairable. 

In  leathers — Gun  Metal  and  Tan  Calf  will  run  neck  and 
neck  with  patent  a  close  third — White  Buck  will 
also  be  prominent. 

Dongola  owing  to  the  high  price  of  calf  will,  like  a  game 
sport — "come  back". 

Metal  Slides — Silk  Bows — and  of  course  Colonial  Fronts 
will  be  popular. 

The  No-Ankle  Strap  Pump  will  still  be  the  shoe  for 
women — with  button  and  lace  oxfords  growing  in 
favor. 

Freaks  are  always  avoided  by  the  wise  buyer. 

For  a  Popular  Price  Shoe  to-day,  owing  to  the  extreme 
high  price  of  all  leathers — McKay  is  the  most  satis- 
factory and  profitable  shoe  to  carry — because  you 
can  give  quality,  style  and  finish  at  a  reasonable 
price. 

All  the  above  features  are  to  be  seen  in  the  Goodsense 
Ranee  which  this  season  in  addition  to  our  line  of 
Misses  and  Childrens  includes  a  full  range  of 

Womens  on  Four  of  the  Latest  Lasts. 


KIRVAN  -DOIG,  LIMITED 

Manufacturers  of  the 

Goodsense  Shoe  Montreal,  P.  Q. 
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THE  SOLUTION  Ol 


The  Selection  of  you 
Winter  Stock 


I  sell  what  is  good 
and  I  ask  you  to  buy 
from  my  lines  just 
because  they  are 
good  I  see  to  it 
that  the  price  suits 
your  trade  and  the 
profit  suits  your 
business. 


IV /TOST  dealers  in  selecting 
^▼J-  the  new  season's  stock, 
hesitate  before  buying  any  unus- 
ual lines  which  are  extreme,  yet 
they  wish  to  buy  an  attractive 
stock.  A  good  buyer  naturally 
likes  to  turn  somewhere  for  a 
little  help  or  suggestion  that 
might  assist  him.  He  does  not 
want  to  stock  something  unusual 
and  have  it  left  on  his  hands, 
neither  does  he  want  to  refuse  a 
line  that  may  make  a  hit.  This 
is  where  my  experience  can  assist 
you.  The  average  buyer  does 
not  come  in  contact  with  such  a 
variety  of  lines  and  styles,  he  is 
limited  to  a  certain  class  of  trade. 
I  have  the  opportunity  of  watch- 
ing the  progress  of  all  lines.  I 
have  to  predict  success  or  failure 
for  lines  of  every  degree  in  the 
entire  range.  That  I  am  able  to 
judge  correctly,  my  business  is  an 
evidence. 

JAMES 

MONT 
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BUYER'S  PROBLEMS 


^ly  work  means  profit 
to  any  store 

There  are  lines  far  different  from 
prevailing  lashions  and  it  is  diffi- 
cult to  understand  how  they  can 
be  accepted  for  winter  and  spring 
trade.  Some  of  these  will  be  sure 
(to  take  on)  and  prove  quite  the 
the  modes  of  the  season.  I  can 
assist  you  to  decide  a  profitable 
and  saleable  line  for  your  district. 
This  is  right  on  my  ground  and 
where  I  come  in  strong.  Let  me 
help  you  do  this.  I  want  your 
confidence  and  your  orders,  then 
I  will  prove  to  you  that  I  can  save 
you  endless  trouble  and  with  good 
profit  to  yourself. 
There  are  some  shoes  that  are  un- 
profitable for  you  to  handle.  I  can 
give  you  good  shoes  showing  you 
honest  profit.  My  letter  order  de- 
partment is  more  than  ever  at  your 
service.  For  special  orders  and 
immediate  requirements,  write  me 
just  what  you  want,  if  required 
before  my  salesman  calls. 

iBINSON 

,  QUE. 


It  isn't  price  alone 
that  sells  my  shoes 
for  shoes  can  be 
made  to  sell  at  any 
price.  It's  goodness, 
merit,  worth  and 
value  that  sells  them. 
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Fill  the  Popular  Demand 
with  Everyday  Shoes 


Everyday  Shoes  serve  the  dealer  as  well  as  they  serve  the  customer.  To 
the  customer  they  affoid  a  good  common  sense  reliable  shoe  that  will  stand 
all  kinds  of  hard  wear  and  will  always  feel  good  and  look  well.  To  the 
dealer  they  mean  a  staple  line  of  shoes  that  go  further  in  satisfying  a  gen- 
eral trade  than  any  special  design  on  the  market  -  a  line  that  will  please 
the  most,  sell  well  and  give  good  profit.  We  are  ready  to  supply  you  now 
with  our  latest  productions  on  the  Everyday  Shoe  plan — take  advantage  of 
our  line  and  our  service — you  will  get  good  results  from  both. 


T.  Sisman  Shoe  Company,  Limited 


Aurora 


Ontario 


Winnipeg  Representative:  Geo.  G.  Lennox 


No.  1077 

$1.00  Women's  Plaid  no  heel  slipper.  Pompom 
Ornament.  Red  and  Black,  Red  and  Green,  Gray 
and  Wine,  Champagne  and  Black,  Grey  and  Black. 


NOTICE 

Four  of  our  latest 
nobby  and  attractive 
styles. 

'  No.  1271 

_,.  ...      .  _        .  $1.00  Women's  Silk  Bound  no  heel  Slipper.  Pompom 

1  hey      Will      be       I  rade       Ornament.    AW  colors. 

Winners. 


Now  is  the  time  to  place  your 
order  for  Fall  delivery.  Send 
for  our  new  trade  catalogue,  just 
off  the  press,  fully  illustrating  our 
Line  for  191  2. 


No.  1064 
Little  Gents  $1.00 
Red  Bootee,  Figured  Ornamentation. 


No.  1206 

Misses'  80c.  Child's  75c.  Infant's  70c. 
Firfelt  Trimmed,  Juliette,  Red  and 
Black  Plaid. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 
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Two  Hartt  Winners 

For  Spring 

The  Smartest,  Snappiest  Styles 
in  Shoes  for  Men 


Profit  comes  before  pleasure  but  there  is  a  vast  amount 
of  pleasure  in  watching  your  profits  grow  from  cus- 
tomers secured  and  held  with  the  "Hartt"  Shoe. 

The  Hartt  Boot  &  Shoe  Co. 

Limited 

Fredericton,  N.B. 

CANADA'S         BEST  SHOEMAKERS 
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Protects 
the  Whole  Shoe 


Metallic    Heels    and  Counters 

(Made  of  Steel) 

Afford  the  best  kind  of  protection  for  all  shoes  which  are  subjected 
to  the  roughest  kind  of  wear.  There  can  be  no  running  down  at  the 
heel  or  broken-down  counters  where  they  are  used.  They  do  not 
add  to  weight,  but  increase  the  wear  and  satisfaction  many  fold. 

We  shall  be  very  glad  to  send  full  and  complete  information,  upon  request. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Nonique  Streets,  Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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The  Mawhinney 

"NOMINEE" 


This  candidate  for  popular  favor  is  a 
sure  winner. 

It  is  a  square  deal  for  manufacturer, 
retailer  and  the  consumer — a  medium 
high  toe  model  —  so  designed  that 
lasting  is  easy. 

There  is  a  fairly  generous  side  swing 
to  make  it  attractive  to  the  young 
men,  and  perfect  fitting. 


Shoes  made  over  this  last  will  sell 
readily.  It  is  a  style  the  consumer 
wants. 

We  shall  be  glad  to  show  it  to  you. 
May  we  have  that  pleasure  ? 
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Timely  Tips  on 


Turned  Footwear 


The  Guptill  Turned  footwear  contains  features  that  give  comfort 
to  the  wearer  and  hold  the  shoes  true  in  shape,  making  them  as 
durable  and  as  shape-holding  in  the  upper  part  as  they  are  in 
the  soles.  For  this  reason  they  are  superior  to  a  light  welt 
which  must  have  a  light  sole  to  obtain  the  required  light  edge. 


(To  be  continued  next  month) 


HERVEY  E.  GUPITLL 

HAVERHILL,  MASS. 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 


Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.  S.  A.  CAPACITY  17,000  PAIR  A  DAY 
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Creative  Designs 

that 

Create  Desire 

Samples  for  Spring  1913  are  r± 

Now  Ready  LlCfOt/ 

The  many  original    lasts    and  & 
designs   shown   are  in  keeping  fljj/k 
with  the  demands  of  the  most                               *  '\ 
particular  wearers  of  <4  Quality  " 

Shoes  Made  by  Murray  ^g^«gr 

embody  only  the  best  of  sel-            Quality  Shoes  for  Men 

ected  materials. 

Built   up  to  quality,    not  down 
to  price. 

A  letter  will  insure  our  represen- 
tative calling  at  your  convenience 

The  Murray  Shoe  Company 

LIMITED 

Loudon    -  Canada 

FOOTWEAR    IN  CANADA 


2  [ 


REED'S  CREED? 

The  shoes  you  need — Delivered   when  you  need  them. 


VACATION  TIME 


^  Here  are  the  Ones  they 
will  take  with  them! 

CJ  Are  YOU  sized  up?  If 
not,  order  from  us — NOW! 


R551— COLORED  CALF  pump, 
ribbed  silk  bow,  1£  in.  heel, 
Welt— $2.50. 


IN  STOCK 

Sizes  1%  to  7    Widths  A,B,C,D 


R598— BLACK  SUEDE,  Flat 
Ribbed  Silk  Bow,  2  in.  heel, 
Welt  $2.25. 


R554—  PAT.  COLT  pump,  heavy 
silk  ribbed  bow,  15  in.  heel, 
Welt-$2.25. 


R595— GUN  METAL,  Flat  Silk 
Bow,  IS  in.  heel,  Welt— $2.25. 


R5 19— COLORED  CALF,  1  fox 
1|  in.  heel,  16  buttons. 
Welt— $2.25. 


R557  —  WHITE  CANVAS  pump,  flat 
white  ribbed  bow,  lg  in.  heel,  Welt— $1.85. 


STOCK 
DEPARTMENTS 


R552— WHITE  NUBUCK  pump  Flat  Nu- 
buck  Bow,  11  in.  heel,  Welt— $2.25. 


E.  P.  REED  &  CO.,  Rochester,  N.  Y.  and  Chicago,  111. 
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BOX  TOES 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
— any  kind. 


HEELS 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co,, 


102  Christophe  Colomb  Street, 
MONTREAL 


Pumps 


  OF   

Proven  Worth 

These  two  pumps 
are  the  kind  to  pull 
trade  for  the  "qual- 
ity dealer  "  —  the 
sure  hits  for  high-class  trade. 
The  kind  that  look  well  and  wear 
well  and  whose  goodness  is  re- 
flected in  their  appearance.  The 
better  you  know  these  superfine 
lines  the  more  you 
appreciate  their 
sterling  character 
and  real  selling 
merits. 

We  are  ready  to  serve  you. 
Write  for  our  new  stock  booklet. 

G.  P.  Ford  &  Co. 

Rochester,  N.Y. 


TRADE  MARK   REG.  U.   S.   AND  CANADA 


Pla-Mate  Shoes  are  made  for  boys,  girls  and  infants.  They  are 
genuine  Goodyear  Welts  and  follow  the  natural  lines  of  the  foot.  We 
assume  the  great  expense  and  responsibily  for  yon  by  carrying 


17  STYLES 

Sizes,  4-8  8H-12 


.  Lace 
.  Lace 
.  Lace 
.  Lace 
Button 
Button 
Button 
Button 


1400  Patent  Pla-Mate  . 

I  lol  Hull  (  Pin-Mate 
1403  Tan  Russ.  Pla-Mate 
1104  Glazed  Kid  Pla-Mate 
1440  Patent  Pla-Mate  . 
nil  Dull  calf  Pla-Mate  . 
1143  Tan  Russ.  Pla-Mate 
1111  Glazed  Kid  Pla-Mate  . 
H40  Patent  Pla-Mate  Hi-Cut  Button 
1111  Dull  Calf  Pla-Mate  Hi-Cut 
Button 

H43  Tan  Kuss.  Pla-Mate  Hi-Cut 
Button 

1460  Patent  Pla- 
Mate    .   .  Pump 

1401  Dull  Calf  Pla- 
Mate    .   .  Pump 

l  ii;:s  T.in  Ku-s.  Pla- 
Mate    .   .  Pump 

1140  Patent  Babj 
Pla-Mate  Button 

U13  Tan  Russ. 
Pla-Mate  Button 

1114  Glazed  Kid 
Pla-Mate  Button 


Send  for  illustrated 
folder  and  Samples. 


1-8,  $1.30 
8!  j-12,  $1.50 


No. 


WILLIAMS, 

6  Commercial  St. 


HOYT  &  CO. 

ROCHESTER,  N.  Y. 


A  Glazed  Kid  With  All  the  Good  Points 

Fine  Smooth  Grain,  Soft  Mellow  Feel,  Bright  Lustre, 
Uniformly  Assorted,  Sized  and  Weighted. 

You  owe  it  to  yourself  as  a  Good 
Shoemaker  to  examine    this  line. 


Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory  :  PHILADELPHIA,  PA.     Address  all  correspondence  to  Bl  >ST<  IN  <  IFFH  '  E. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Agoos  Co.,  L.  . .  . .   25 

Ahrens  Co.,  Chas.  A   65 

Ames  Holden  McCready   2 

Ault  &  Co..  A.  W   65 

Boot  and  Shoe   Workers'  Union    ..  70 

Boston  Last  Co   79 

Brandon  Shoe  Company  . .    68 

Brockton  Die  Company   69 

Brockton  Heel  Company   63 

Burroughs  Adding  Machine  Co.   . .  77 

Chicago  Tanning  Company   68 

Canadian  Blacking  &  Cement  Co.  ..  67 

Cleo  Shoe  Company  .  „   5 

Clarke  &  Co.,  A.  R   80 

Clatworthy  &  Son     68 

Cote,  J.  A.  &  M   64 

Dominion  Die  Company   69 

Douglas  Co.,  W.  L   19 

Edwards,  T.  J   63 

Excelsior  Shoe  Co   24 

Fischer  Mfg.  Co   66 

Fiske  Company,  Limited   75 

Fortuna  Machine  Company   74 

Ford  &  Co.,  G.  P   24 

Fraserville  Shoe  Company   64 


Getty  &  Scott  26-27 

Guptill,  Hervey  E   18 

Hartt  Boot  &  Shoe  Co   15 

Hitchings  &  Coulthurst   22 

Hotel  Eggleston   64 

Hotel  Essex  . .  ,   65 

Humberstone  Shoe  Co   24 

Hurlbut  Company   69 

Independent  Box  Toe  Company   ..  22 

Jackson  &  Savage    3 

Jorolemon  Oliver  Company   64 

Kirvan-Doig   11 

Klipstein  &  Co.,  A   74 

Lord  &  Taylor   9 

Lawrence  Leather  Co.,  A.  C   7 

Lynn  Last  Company   64 

Mann  Bros  "  ..   . .  74 

Marden,  Orth  &  Hastings   69 

Mawhinney  Last  Co   17 

McDermott  Shoe  Co   32 

McBrine  Co   66 

McLaren  &  Dallas   31 

Miner  Rubber  Company   1-6 

Moore  Shafer  Shoe  Mfg.  Co   28 

Murray  Shoe  Co   20 


Nugget  Polish  Co   18 

Oscar  Onken  Company   29 

Peters   Manufacturing   Company    .  .  68 

Reed  &  Co.,  E.  P   21 

Reliance  Shoe  Co   75 

Rice  &  Hutchins   10 

Rideau  Shoe  Company   8 

Rigg  &  Company   71 

Robinson,  James  12-13 

Shoeman    72 

Sisman  Shoe  Co.,  T   14 

Tebbutt  Shoe  &  Leather  Co   4 

Thompson  Shoe  Co   30 

Toronto  Brass  Company   74 

United  Shoe  Machinery  Co.  16-73-76-78 

Walpole  Rubber  Company   67 

Williams  Shoe  Company   66 

Williams,  Hoyt  &  Co   22 

Woodard  &  Wright   72 

Worcester  Slipper  Co.   . .    14 

Wright  &  Co.,  E.  T   23 

Weight  &  Wright   65 


NOTICE  TO  JUST  WRIGHT  DEALERS 


^~^UR  Goinsum  last  in 
Tan  and  Black  Gun 
Metal  Button  has  recently 
been  put  in  Stock  for 
immediate  delivery. 


E.  T.  WRIGHT  &  CO.  (Inc.)  Rockland,  Mass. 
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Style  21 

Sizes  Price 

9— 13*  1.40 
1—6  1.75 
6—11  2.15 


None  Genuine  Without 
Medal  Attached 


The  Original 

EXCELSIOR 

"Boy  Scouts "  Shoes 


Suitable  for  all  Outdoor  Purposes 

Cool  and  Comfortable 

Uppers  cut  from  Chrome  Tanned  Elk  Leather  with 
two  (2)  full  Elk  Soles  to  heel. 

No  Nails  in  Soles  New  McKay  Welt  Process 

All  mail  orders  on  stock  shoes  shipped  same  day 
received. 

Carried  in  Stock  Colors    Tan — Smoked — Black 
Manufactured  by 


The  Excelsior  Shoe  Co.,  Portsmouth,  Ohio,  U.S.A. 

W.  H.  Ware,  Representative  for  the  Northwest 


The  Advantage  of 
Sandal  Comfort 

One  of  the  reasons  of  the  great  popularity  of 
"Non-Rip"  Sandals  is  the  comfort  they  give— so 
essential  to  all  children.  A  child's  shoe  may  ap- 
pear to  fit  alright  in  the  store  but  often  after  a  little 
wear  it  will  sag  and  then  cause  endless  discomfort. 

Non    Rip  Sandals 

will  give  perfect  comfort  as  long  as  they  last.  Made 
without  a  tack  or  nail  with  flexible  oak  soles  and 
soft  chrome  tanned  upper  leathers.  They  are 
soft  and  pliable  and 

Will   Never  Rip 

They  are  the  children's  favorite  footwear  and  will  always  command  a  ready  sale  try 
them  on  your  next  order  of  children's  footwear.  If  your  jobber  does  not  handle  them 
send  his  name  and  address  direct  to 


Humberstone  Shoe  Co. 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  Phone  84 
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Who  chooseth  me  shall  gain  what 
many  men  desire. — Shakespeare. 


Every  kid  leather  buyer  desires  a  bright,  silky-finished  leather 
with  a  mellow,  kiddy  feel. 

For  years,  he  has  sought  a  glazed  kid  uniformly  good  in  these 
points  of  merit.  Could 

Kosmo  Glazed 
Kid 

speak  in  the  language  of  Shakespeare,  this  leather  would  speak 
truthfully,  for  our  system  of  double  passing  and  inspection  insures 
exceptional  uniformity. 

KOSMO  GLAZED  KID  is  offered  in  sample  dozen  lots  to  prove 
our  claims  of  exceptional  uniformity  and  higher  quality  than  you 
would  naturally  expect  in  medium  priced  leather. 


Manufactured  by 


L.  AGOOS  &  COMPANY 

WILMINGTON,  DELAWARE 

Main  Office,  Salesroom  and  Export  Department': — 

68-72  South  Street  -  BOSTON,  MASS,  U.S.A. 

Branches :  Rochester  Philadelphia  Cincinnati         San  Francisco 
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Classu 

Make  the  Women'* 
ren's  Trad 

It  takes  a  fineness  of  style  to  make 
sales  with  Misses  and  Children — the 
very  latest  in  the  days  fashion  alone 
will  satisfy  the  young  critics  of  correct- 
ness. 

Some  dealers  think  it  is  not  worth 
while  to  cater  specially  for  Misses  and 
Children  in  addition  to  their  regular 
trade.  They  consider  the  extra  time 
and  space  this  trade  necessitates  is  not 
paid  for  by  the  direct  return. 

But  the  profit  on  this  class  of  trade  is 
considerable  provided  you  cater  for  it 
with  the  best  on  the  market.  Misses 
and  Children  want  the  right  goods, 
good  value  and  a  good  selection. 

The  quality  goes  in  befo 

Getty  & 

CLASSI 

GAL1 
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Shoes 

liases*  and  Child- 
Vorth  While 

We  have  every  season  more  reports 
that  "  Classic  Shoes  "  are  forcing"  their 
way  into  the  family  trade  and  we  have 
evidence  of  their  popularity  in  the  re- 
peat orders. 

Dealers  who  have  decided  to  specialize 
in  the  sale  of  Misses'  and  Children's 
shoes  are  relying  entirely  on  the  firm 
that  specializes  in  their  manufacture. 
"  Classic  Shoes  "  are  the  product  of  a 
specialist  factory  that  turns  out  noth- 
ing but  Ladies',  Misses'  and  Children's 
shoes. 

You  can  rely  on  "  Classic  Shoes  "  to 
carry  your  Misses'  and  Children's  trade 
along  with  a  swing  from  season  to 
season — "  Classic  Shoes  "  will  always 
give  perfect  satisfaction  and  will  build 
up  your  trade  on  a  "  future  business  " 
basis. 

ie  name  "  Classic  "  goes  on 

SCOtt,  Limited 

HOES 

)NT. 
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Style,  Fit  and  Quality 


in  our 


New  Lines  for  Spring 


STYLE  produces  the  quick- 
est profit. 

FIT   produces   the  surest 
profit. 

QUALITY  ensures  future 
profit. 

Moore-Shafer 
Shoes 

are 

Creative  in  Style 
Faultless  in  Fit 

and 

you  take  our  word  for 
the  QUALITY  we 
will  not  let  you  down. 


Style  No.  702 

Sizes  2H  to  7.  Widths  A  A  to  1).  Made  over 
our  Ae  ro  Last. 


Tan  Russia- 
Sizes  2H  to  7.  Width: 


Style  No.  931 


AA  to  D.  Made  over 
our  Famous  (  uli  Last  No.  79,  13  Button,  White 
Kope  Stitch. 


Gun  Metal    Style  No.  930 

Sizes  2J£  to  7.  W  idths  AA  to  I).  Made  over 
our  Famous  Cub  Last  No.  7!t.  l'J  Button,  White 
Rope  Stitch. 


We  have  added  many 
new  lasts  and  patents  to  our 
next  season's  line  and  will 
he  able  to  show  the  trade 
by  far  the  strongest  line  of 
samples  ever  produced  from 
this  factory. 

Our  Canadian  General 
Sales  Agent,  Julius  O. 
Kuechler,  will  shortly  call 
on  his  Canadian  Customers 
—see  him  and  see  our 
Spring  Lines. 

The  cuts  show  four 
styles  of  shoes  we  carry  in 
stock  ready  to  ship  the  same 
hour  we  receive  the  order. 
We  have  also  Pumps  and 
Oxfords  in  stock  for  im- 
mediate shipment. 

Leaflet  showing  any  of 
our  stock  lines  with  price 
and  description  sent  on 
request. 


Style  No.  936 

Mat  Calf  Upper,  Patent  Vamp,  13  Button,  (hib 
Last.  White  Kope  Stitch,  High  Heel,  Heavy 
Welt. 


Moore-Shafer  Shoe 

Manufacturing  Company 

Brockport,  N.  Y.,  U.  S.  A. 
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You  Can  Buy  A  Complete  Set  of  Shoe  Window  Fixtures 


READ  THIS 


SEAFRIKD  BROS. 
Shoes 

2X11  Girard  Ave.,  Philadelphia 

The  Oscar  Onken  Co.,       March  2"),  1012. 

Gentlemen :  We  are  pleased  with  your 
YOUNIT  Window  Fixtures  and  would  say 
they  are  all  that  you  claim  for  them.  The 
simple  fact  that  you  can  change  your  win- 
dow trims  to  suit  your  own  ideas  is  WORTH 
MORE  THAN  THE  PRICE  OF  THE 
COMPLETE  SET.     Respectfully  yours, 

SEAFRIED  PROS. 


We  Can  Do  The  Same  For  You 

You  Can  Display  36  Single  or  28  Pairs  of 
Shoes  at  One  Time 


The  two  end  shoes  on  stands  show  how  the  single 
shoes  stand  on  slab,  showing  the  graceful  lines  of 
the  shoe  to  the  best  advantage.  You  can  display 
36  single  or  28  pair  of  shoes  at  one  time. 


Above  shows  that  our  improved  shoe  slab  adjust- 
ment makes  it  possible  to  use  the  slabs  for  display- 
ing either  shoes  single  or  in  pairs,  and  the  improved 
adjustment  admits  of  the  change  in  position  of  slab 
without  removing  it  from  the  stand.  This  is  a  real 
advantage. 


ALSO  READ  THIS 


HARNEY  SEA  MO  N, 
DEALER  IN  REGAL  SHOES. 
14i;-14s  E.  State  Street,  Ithaca,  N.Y. 
The  Oscar  Onken  Co.,  April  16,  1012. 

Gentlemen:  Let  the  credit  go  to  whom 
credit  is  due.  The  credit  is  due  you  for 
producing  a  set  of  window  fixtures  which  are 
indispensable  for  displaying  shoes.  We  have 
nickel  fixtures  amounting  to  HUNDREDS 
OF  DOLLARS,  but  we  are  getting  more  use 
out  of  your  fixtures  than  all  of  the  others 
combined.     Respectfully  yours, 

BARNEY  SEA M<  )X. 


Full  Set  No.  18 

The  above  illustration  shows  the  en- 
tire Set  of  No.  18  YOUNITS  com- 
prising 72  VOL' NITS  to  the  set.  The 
entire  set  of  YOUNITS  is  made  of 
well  seasoned  oak  and  nicely  finished. 
The  shoe  display  slabs  are  fitted  with 
an  adjustable  metal  attachment  which 
enables  you  to  tilt  the  slab  to  any 
desired  angle,  also  to  turn  the  slab 
so  that  the  same  slab  can  be  used  for 
displaying  one  pair  of  shoes  on  a 
single  slab.  All  tlris  can  be  done  with- 
out removing  the  slab  from  the  up- 
right. The  metal  attachment  on  top 
of  slab  is  also  adjustable,  making  it 
possible  that  when  a  single  shoe  is  set 
on  a  slab  this  attachment  can  be  ad- 
justed to  fit  the  heel  allowing  the  toe 
of  the  shoe  to  center  the  slab  as  it 
should.  The  base  blocks  are  of  pro- 
per sizes  so  that  fixtures  are  not  top- 
heavy.  The  cross  arm  YOUNITS  are 
moveable,  therefore  can  be  used  when 
desired  or-  not  used  when  occasion 
suggests. 

The  Set  No.  18  contains  72  YOU- 
NITS, divided  as  follows: 
20    Square  Shoe  Slab  YOUNITS,  size 

3  in.  x  8  in 
12  Square  Base  Block  YOUNITS,  as- 
sorted sizes. 
20  Upright  Slab   YOUNITS,  assorted 
lengths. 

4   Cross    Arm    YOUNITS,  assorted 

lengths. 
16  Heel  Rest  YOUNITS. 
72  Total  YOUNITS. 

This  set  weighs  .'10  lbs.  and  is  put 
up  in  a  corrugated  carton. 

The  No.  18  Set  was  used  in  mak- 
ing the  window  trims  on  this  page. 
Some  of  the  trims  only  show  a  part  of 
the  set  irsed  in  making  the  trims. 

NOTE.— The  uprights  are  YA  x  Va 
square,  made  of  lighter  oak  stock  than 
our  regular  YOUNIT  Sets. 


We  Have  Done  This  For  Thousands 

The  Interchangeable  Slabs  Make  It  Possi- 
ble to  Display  Shoes  Single  or  in  Pairs 


All  the  trims  shown  were  made  irr  an  11  foot  win- 
dow ;  you  can  readily  see  how  you  can  accommodate 
these  fixtures  to  even  larger  or  smaller  size  windows. 


Our  YOUNIT  SYSTEM  is  simple,  the  windows 
look  more  elaborate,  while  the  time  of  trimming  is 
shortened  and  the  cost  lessened. 


Special  Sets  I  Make 
No.  1  Set  i^^S01'2^  $50.00  net 
No.  1  %  Set  SforlS  $28.00  net 


Absolutely  Rigid 
When   Set  Up. 

You  Never  Need  a  Tool 


JHE  QSCAR  QNKEN  £0. 


No.l 


[/  Q aI  55  YOUNITS  for  1  Small  dJ17  Cft  r»*»t 
oet  shoe  Window       Price  N> 1  «  nel 


No.  4  Set  WaiYffihe^  $28.00  net 

store  trade.  This  set  can  be  used  for  displaying  shoes,  hats, 
furnishings,  dry  goods,  clothing,  hardware  and  groceries.  A 
good  all  around  set. 

F.  O.  B.  Cincinnati  Factory  Shipments  Made  at  Once 

Every  Set  Guaranteed  Absolutely 


ONKEN 

INTERCHANGE  ABIC 
%  WOOD  WINDOW  FIXTURE 

YOUNITS 


697  Fourth  Ave. 

CINCINNATI, 


OHIO. 


3 
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Patented  1911,  in  United  States 
and  Foreign  Countries. 

Shipments  Made  at  Once 


CA 
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Mr  H.  E.  Thompsom  Mr  W.  S.  Pettes 


We  Make  Our 

 Bow  

Permit  us  to  introduce  ourselves  to  you    just  to  tell  you  who  we  are,  what  we  are,  and  why  we  are. 

Thompson  Shoe  Co.,  Limited  was  organized  for  the  purpose  of  specializing  in  shoes— to  handle  lines  by  high-class  makers 

who  have  earned  the  prestige  they  enjoy. 
Harry  E.  Thompson,  our  President  and  General  Manager,  for  many  years  Sales  Manager  of  the  Slater  Shoe  Company, 

Limited,  has  been  in  the  wholesale  shoe  trade  ever  since  his  school  days. 
W.  S.  Pettes,  Vice-President  and  Sales  Manager,  has  been  "on  the  road"  with  shoes  for  many  years. 
The  Company's  staff  of  salesmen  are  all  men  known  in  the  trade  for  their  reliability  and  expert  knowledge  of  the  shoe  business. 
They  include:  Geo.  E.  Boulter,  J.  M.  Petermann  and  T.  Whittles. 

Our  business  creed  will  be  to  produce  the  best  shoes  possible  at  the  price  without  sacrifice  of  quality.    We  will  specialize 

in  men's  and  women's  shoes  at  popular  prices. 
Special  features  will  always  be  found  in  our  stock  department    the  Best  Sellers  and  the  Ready  Sellers — with  staple  lines  in 

stock  ready  for  "immediate." 

Nor  will  any  orders  be  too  small  to  secure  careful  attention  ;  nor  yet  any  order  too  large  for  our  adequate  service.  We 
have  sturdy  ideas  on  good  service. 

MAIL  ORDER  SERVICE  TRIAL  ORDERS 

Your  name  and  address  on  a  postal  card  will  bring  All  sample  orders  will  be  shipped,  express  prepaid,  on  ap- 

by  return  mail  a  copy  of  our  Ready-to-Ship  catalogue.  proval — for  we  want  steadfast  customers — gained  on  merit. 

We  particularly  emphasize  our  famous  line  of  Plyde  Cushion  Sole  Turn  Shoes  for  women —  a  most  attractive  line  for 
high-class  trade. 

And  values  that  cannot  be  equalled  elsewhere  are  represented  in  our  American  styles  of  Goodyear  Welt  men's  shoes  at 

$2.75  to  $3.25. 
Bang-up  lines  to  retail  at  $4  and  $5. 


Thompson  Shoe  Company,  Limited 

36  St.  Genevieve  Street,  Montreal 
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Canadian  National  Exhibition 

AUGUST  24        ::        ::        ::        SEPTEMBER  9 

McLaren  cfc  Dallas 

WHOLESALE  DISTRIBUTERS 

BOOTS       -       SHOES       -  RUBBERS 

Reniernber  the  Address 
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FRONT  STREET  WEST 

One  place  to  visit  while  in  TORONTO 

We  will  have  something  special  to  offer  that  will  make 

it  worth  while. 

Our  travelling  staff  will  be  on  hand  to  meet 
their  friends  and  assist  them  in  picking  out 
the  good  things  on  our  "  Special  "  Exhibition 
Bill  of  Fare. 

The  "IMPERIAL  SHOE"     -     -    "BEAVER  BRAND"  SHOE 

"  MAPLE  LEAF  "    Solid  leather  heavy  shoes 
"  LITTLE  CANADIAN  "    Fine  shoes  for  misses  and  children 

<« 

 :  RUBBERS:  

DAINTY  MODE  "        "  KANT  KRACK  "        "  BULL-DOG  "        "  ROYAL 
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Our  Ambition 

is  not  to  see  how  many  pairs  oi  Women's 
Shoes  we  can  manufacture,  hut  to  please  our 
tiade,  and  in  turn  our  trade's  trade. 

The  increasing"  sales  of  McDermott  Shoes  for 
Women  reflect  the  pleasure  of  the  wearers. 

McDermott  oxford  pump  and  boot  styles  for 
spring  hear  all  the  earmarks  of  good  and  pains- 
taking shoemaking. 

The  McDermott  Shoe  Co. 

Women's  Shoe  Specialists 

Montreal       ::  Canada 


WELTS  TURNS  McKAYS 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good    ot  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 

HEAD  OFFICE  -  -  220   King  Street  West,  TORONTO 
Telephone  Main  2302 

MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  Bldg. 
VANCOUVER    -    Tel.  Seymour  2013    -    Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
BOSTON     ------     643  Old  South  Building 

CHICAGO  -      -  4059  Perry  Street 

LONDON,  ENG.     ------  3  Regent  St.,  S.W. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 
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Retail 
Co-operation 


Organization  is  the  key  note  of 
modern  business,  and  the  boot 
and  shoe  retailers  of  Canada  are 
waking  up  to  this  fact.  For  some  years  we  have  had 
organization  among  the  retail  shoe  merchants  in  vari- 
ous centres,  but  is  is  only  recently  that  steps  have 
been  taken  to  group  these  scattered  associations  in- 
to stronger  central  organizations  that  will  have  greater 
weight  politically,  as  well  as  in  the  way  of  treating 
with  manufacturer  and  jobber.  The  boot  and  shoe 
merchants  of  the  Province  of  Quebec  are  already  or- 
ganized and  those  of  Ontario  have  taken  the  initial 
step  with  this  end  in  view,  by  calling  a  provincial 
meeting  at  the  Toronto  office  of  the  Retail  Merchants' 
Association  of  Canada,  on  August  28th.  We  are  cer- 
tain that  the  retail  shoe  merchants  in  Quebec  and  On- 
tario are  in  no  way  behind  the  manufacturers  in  those 
provinces,  and  as  the  latter  have  co-operated  since 
forming  provincial  trade  organizations,  so  will  the 
former.  We  hope  and  believe  that  the  movement  will 
spread  until  we  have  a  Dominion  Retail  Boot  and 
Shoe  Dealers'  Association.  In  Ontario  and  Quebec 
the  merchants  consider  that  the  objects  can  be  better 
attained  by  making  the  local  retail  boot  and  shoe 
organizations  sections  of  the  Retail  Merchants'  Asso- 
ciation of  Canada.  They  can  thus  be  more  readily 
combined  into  provincial  and  Dominion  organizations, 
and  besides  would  have  the  support  of  the  larger  or- 
ganization, but  confederation  is  bound  to  come  as  or- 


How  to 
Advertise 


ganization  spreads,  whether  in  the  form  of  a  section 
of  the  Retail  Merchants'  Association  of  Canada  or  as 
an  independent  organization.  The  questions  framed 
for  the  Ontario  convention  are  those  which  affect  the 
trade  vitally,  and  many  are  abuses  which  have  been 
annoying  the  retailers  for  years,  and  which  will  be 
bound  to  disappear  with  organization,  although  the 
individual  protests  of  retail  merchants  and  local  asso- 
ciations have  been  unavailing. 

The  last  few  years  have  shown  a 
great  increase  in  the  number  of 
shoeman  who  advertise,  but  there 
are  still  many  who  think  that  advertising  is  a  waste 
of  money,  and  still  others  whose  advertising  amounts 
to  throwing  money  away.  Il  is  through  the  fault  of 
the  latter  that  more  shoemen  do  not  advertise.  In 
advertising,  some  dealers  give  no  thought  to  the  ques- 
tion as  to  whether  or  not  the  article  is  seasonable, 
then  again,  they  spend  verv  little  time  or  study  in 
preparing  copy,  their  only  idea  being  to  get  it  to  the 
printer,  after  which  they  are  likely  to  allow  it  to  be 
published  without  seeing  a  proof.  Often  they  allow 
an  advertisement  to  run  for  weeks,  or  even  months, 
without  changing  the  copy,  which  is  perhaps  the 
greatest  fault  of  all.  There  are  merchants  all  over  the 
country  who  are  guilty  of  this  offence.  If  every  mer- 
chant would  take  the  proper  amount  of  time  and  care 
when  preparing  his  advertising  copy  and  put  interest 
into  it,  greater  results  would  be  obtained  from  the 
money  expended.  Thousands  of  dollars  are  spent 
every  year,  from  which  no  real  returns  are  obtained, 
just  because  of  the  lack  of  interest  in  preparing  the 
copy.  The  shoe  retailer,  jobber  or  manufacturer  who 
expects  to  get  results  and  increased  sales  should  take 
advantage  of  every  opportunity  offered.  AVhile  copy 
should  be  changed  frequently,  much  thought  and  care 
should  be  expended 'on  this  matter,  if  your  advertise- 
ment is  to  fulfil  the  object  intended,  i.e.,  to  draw 
customers. 

There  is  a  somewhat  widely  prevailing  opinion 
that  facetious  or  witty  advertising  is  good,  whether 
it  has  other  merits  or  not.  In  some  way,  it  is  thought, 
that  a  smart  and  humorous  play  upon  words,  for  in- 
stance, will  not  only  attract  readers,  but  also  induce 
them  to  buy  the  merchandise  advertised.  That  such 
advertising  does  often  attract  a  considerable  amount 
of  attention  is  beyond  dispute,  but  unless  some  affirm- 
ation of  merit  or  suggestion  of  specific  use  or  value  is 
logically  coupled  with  it,  the  selling  value  or  impres- 
sion making  power  of  such  advertising  may  be  ques- 
tioned. In  most  cases  the  effect  is  likely  to  be  direct- 
ly opposite  to  the  one  intended  by  the  advertiser.  The 
very  "catchiness"  of  the  wording  will  have  the  effect 
of  distracting  the  reader's  attention  from  the  an- 
nouncement that  the  advertiser  wishes  to  draw  his 
attention  to,  and  the  advertising  will  not  only  arrest 
the  attention  of  the  reader's  mind,  but  at  the  same 
time  engage  it  in  such  a  manner  that  he  will  receive 
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no  valuable  impression  concerning  the  commodity  or 
tiling  advertised. 

While  it  may  not  be  true  to  state  that  all  adver- 
tising that  involved  a  facetious  or  witty  idea  has  little 
productive  value,  it  is  safe  to  assert  thai  it  is  a  very 
exceptional  instance  in  which  the  assertion  will  nol 
he  true.  The  reasons  why  this  is  so  are  obvious.  The 
principal  reason  is  that  the  purpose  of  most  advertis- 
ing is  to  sell  some  article  of  merchandise  either  direct, 
or  by  producing"  advantageous  impressions  of  its 
worth  or  Utility,  which  will  in  turn  create  a  desire  or 
demand  for  the  article  advertised.  In  every  case  the 
object  is  the  sale  of  goods  which  must  from  necessity 
be  a  serious  proposition.  For  that  reason  it  should 
be  treated  seriously.  To  intermix  sportive  or  witty 
suggestions  with  the  serious  matters  of  business  does 
not  comport  with  the  general  nature  of  business  trans- 
actions, or  with  the  dignity  of  the  dealer  who  employs 
such  ideas.  There  may  be  exceptions  to  the  strictures 
above  made,  but  such  exceptions  are  so  infrequent 
that  advertisers  who  are  tempted  to  inject  a  bit  of 
fun  into  their  advertising  should  be  very  slow  in 
yielding  to  it.  It  frequently  happens  that  the  person 
who  reads  an  advertisement  that  contains  a  witty 
suggestion  or  some  good  pun  will  remark  "That  is  a 
splendid  advertisement,"  when  in  reality  they  have 
received  no  valuable  impression  of  the  thing  adver- 
tised. They  arc  diverted  or  entertained  by  a  good 
joke  or  a  smart  pun,  and  because  such  advertising 
sometimes  excites  attention  or  favorable  comment, 
large  numbers  of  advertisers  have  concluded  that  it 
is  of  great  value.  The  wise  advertiser,  however,  will 
weigh  all  these  questions  carefully  before  adopting 
this  method  for  attracting  possible  customers. 

Composing  an  advertisement  is  not  a  matter  of 
genius  or  literary  ability,  but  of  common  sense  and 
experience.  It  should  be  composed  with  an  idea  to 
get  results  and  the  advertisement  that  is  most  likely 
to  attract  a  customer  is  one  in  which  some  of  the  ad- 
vantages you  have  to  ofter  are  shown  to  him  in  a  plain, 
straightforward,  simple  manner  that  he  cannot  fail  to 
understand,  and  that  is  arranged  in  such  a  prominent 
and  tasteful  manner  that  it  is  not  likely  to  escape  his 
eve. 


Bookkeeping 
Needed 


Failure  is  due  almost  entirely  to 
lack  of  information — not  lack  of 
ability.  Lack  of  information,  in 
the  retail  shoe  business,  can  hardly  be  due  to  any- 
thing but  poor  bookkeeping  or  stockkeeping  methods 
— accounts  that  do  not  account  for  either  money  or 
stock.  Shoe  dealers  are  not  incompetent  as  a  class. 
Most  of  them  are  shrewd,  sensible,  able  men.  The 
trouble  is  that  many  of  them  do  not  know  the  re- 
sults of  their  efforts.  They  waste  their  energy.  They 
work  in  a  circle  and  never  get  anywhere — except  in  a 
rut. 

Take  the  average  retailer  and  provide  him  with  a 
complete  statement,  every  morning,  of  the  previous 


day's  business  and  you  won't  know  his  store  in  a 
year.  lUit  if  he  doesn't  know  to-day  how  much  goods 
he  sold  yesterday,  and  how  much  he  has  on  hand,  he 
isn't  able  to  direct  his  energies. 

Unscrupulous  salesmen  from  unscrupulous  houses 
come  along,  and  by  the  aid  of  extra  discounts,  threat- 
ened increases  in  prices,  big  promises,  etc.,  load  him 
with  unsalable  goods.  Who  suffers?  The  dealer  and 
his  real  friends. 

If  manufacturers  and  wholesalers  would  give  their 
dealers  a  real  business  service,  they  would  get  more 
co-operation  from  the  dealer.  He  would  push  their 
goods  with  all  his  might— and  he  would  be  in  a  better 
position  to  push  them  intelligently.  Dealers  do  not 
need  tailor-made  window  displays,  and  hand-me-down 
selling  plans  half  as  much  as  they  need  bookkeeping 
co-operation  and  advice. 

Conditions  surrounding  the  retail  business  make 
the  bookkeeping  problem  easily  one  of  the  biggest 
problems  the  retailer  has  to  deal  with.  Xine-tenths 
of  them  have  proven  themselves  unable  to  solve  the 
problem.  They  need  help  on  that  end  of  their  busi- 
ness. 

Several  wholesale  and  manufacturing  firms  in  the 
United  States  are  now  aiding  their  customers  to  solve 
these  bookkeeping  problems  and  have  pointed  out  the 
path  to  many  shoe  retailers,  the  following  of  which 
has  lead  them  away  from  ruin  to  prosperity.  The 
example  of  these  United  States  wholesale  and  manu- 
facturing firms  might  be  followed  profitably  by  Can- 
adians, for  if  the  shoe  retailer  is  prosperous  and  his 
business  flourishing  it  benefits  the  jobber  and  manu- 
facturer as  well.  However,  in  the  meantime  it  is  up 
to  the  shoe  retailer  to  have  the  bookkeeping  system 
that  will  show  him  exactly  where  he  stands.  There 
can  be  no  efuess-work  in  modern  business. 


START  SOMETHING! 

There  can  be  no  continuance  without  a  begin- 
ning There  can  be  no  completion  without  a 
continuance. 

The  only  man  who  DOES  anything  is  the  man 
who  BEGINS  something. 

Don't  wait  for  some  one  else  to  give  you  a  push. 
Don't  be  an  echo  to  the  other  man's  hurrah. 
Don't  be  a  shadow  to  the  other  fellow's  work. 

Eay  the  corner  stone  of  your  own  initiative. 
Get  busy.  Begin.  Originate.  Commence. 
Just  START. 
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Convention  for  Ontario  Called — Subjects  for  Discussion — Will 
Confer  with  Manufacturers  and  Jobbers — New  Officers  Elected 


it 


A  special  meeting  of  the  boot  and  shoe  dealers  of 
the  city  of  Toronto  was  held  in  the  Board  Room  of 
"The  Retail  Merchants'  Association  of  Canada,"  on 
Thursday  afternoon,  July  25th,  1912,  at  three  o'clock. 
Mr.  G.  J.  St.  Ledger  presided  and  a  large  number 
were  present.  The  secretary  reported  that  sixteen 
new  members  had  been  added  to  the  membership  roll 
since  the  last  meeting. 

The  object  of  the  meeting  was  to  consider  the 
advisability  of  co-operating  with  the  Ontario  Pro- 
vincial Board  and  the  holding  of  a  convention  of  boot 
and  shoe  dealers  for  the  Province 
of  Ontario  to  be  held  in  Toronto  on 
Wednesday,  August  28th,  1912.  All 
present  felt  that  such  a  convention 
would  be  a  great  help  to  the  trade 
generally,  as  a  large  number  of 
questions  that  were  taken  up  by  the 
local  body  could  not  be  put  into  op- 
eration without  the  assistance  of  the 
boot  and  shoe  merchants  throughout 
Canada,  and  the  holding  of  a  Pro- 
vincial Convention  for  the  Province 
of  Ontario  would  be  the  first  step 
toward  a  larger  convention  later  on, 
as  the  boot  and  shoe  merchants  of 
the  Province  of  Quebec  are  already 
organized  and  awaiting  the  co-oper- 
ation of  their  confreres  in  Ontario. 

It  was  decided  that  among  a  num- 
ber of  the  questions  the  following 
would  be  considered  at  the  conven- 
tion : — ■ 

1.  Should  the  shoe  trade  handle 
rubbers  of  an  advertised  brand,  up- 
on which  there  is  no  profit? 


Mr.  A.  Chisholm,  Chairman, 
Toronto  Boot  and  Shoe  Section 


2.  Should  the  retail  trade  discontinue  sending  retail 
orders  by  customers  to  the  wholesalers  and  manu- 
facturers? 

3.  Should  we  ask  the  wholesale  trade  to  discontinue 
selling  goods  to  those  not  engaged  in  the  retail  shoe 
business? 

4.  Should  the  selling  prices  be  maintained  on  all 
lines  of  footwear  sundries,  including  polish? 

5.  Should  we  ask  manufacturers  to  have  uniformity 
in  the  sizes  of  shoe  cartons? 

6.  The  consideration  of  the  present  condition  of 

the  rubber  trade. 

These  suggestions  for  discussion 
were  all  adopted  and  handed  to  Mr. 
E.  M.  Trowern,  secretary  of  the  On- 
tario Provincial  Board  to  be  taken 
ii]>  at  the  convention. 

The  meeting  generally  agreed 
that  the  work  of  the  boot  and  shoe 
section  should  extend  as  rapidly  as 
possible  throughout  the  Province, 
and  that  the  retail  boot  and  shoe 
dealers  who  are  anxious  to  have 
their  trade  improved  should  become 
members.  The  following  resolution 
was  unanimously  passed : — 

"That  it  is  the  opinion  of  the 
boot  and  shoe  dealers  here  assem- 
bled, that  a  great  many  of  our  trade 
troubles  and  requirements  can  be 
more  easily  and  properly  adjusted 
through  the  organization  of  the  re- 
tail boot  and  shoe  trade,  than  by 
any  other  means,  and 

"Whereas,  there  are  a  great  many 
general  retail  trade  matters  in  addi- 


Mr.  T.  H  Bigwood,  1st  Vice. Chairman. 


Mr.  J.  W.  Jupp,  Secretary. 


Mr.  G.  J.  St.  Ledger,  Auditor. 
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tion  to  those  that  affect  our  trade  directly,  in  which 
all  retail  merchants  have  a  common  interest,  and  in 
which  we  as  retail  merchants  must  all  act  in  unison, 
and  with  one  accord,  and  toward  which  we  should  ail 
financially  contribute, 

"Therefore,  we  believe  thai  the  trade  interests  of 
every  retail  boot  and  shoe  dealer  will  be  better  taken 
care  of  by  and  through  the  'Boot  and  Shoe  Section'  of 
'The  Retail  Merchants'  Association  of  Canada'  than 
by  any  other  means,  and  especially  as  the  said  asso- 
ciation has  secured  a  special  Dominion  Charter  under 
which  we  can  improve  our  trade  conditions  in  a  man- 
ner which  it  could  not  be  done  in  the  past. 

"Be  it  therefore  resolved,  that  we  desire  and  urg- 
ently request  all  retail  boot  and  shoe  dealers  to  unite 
with  us  and  become  members  of  the  'Boot  and  Shoe 
Section'  of  '  The  Retail  Merchants'  Association  of 
Canada,'  which  is  incorporated  by  special  act  of  the 
I  )< >minii  m  I  'arliament." 

The  following  local  officers  were  elected: —  A. 
Chisholm,  Chairman;  'I".  II.  Bigwood,  1st  Vice-Chair- 
man ;  R.  Stephens,  2nd  Vice-Chairman  ;  \V.  T.  Fegan, 
Treasurer;  J.  \Y.  Jupp,  Secretary;  G.  J.  St.  Ledger, 
Auditi  >r. 

The  convention  will  open  on  Wednesday  morning 
at  eleven  o'clock  in  the  board  room  of  the  Re. ail  Mer- 
chants' Association  of  Canada,  21  Richmond  street 
west,  Toronto,  and  continue  through  the  afternoon, 
when  every  boot  and  shoe  dealer  in  Ontario  is  invit- 
ed to  be  present,  whether  he  is  a  member  or  not,  and 
express  himself  fully  on  the  trade  situation.  The  ob- 
ject of  the  convention  is  to  improve  the  conditions  oi 
the  trade,  and  the  convention  is  the  time  and  the 
place  to  accomplish  this.  The  recommendations  that 
will  be  decided  upon  at  the  convention  will  be  con- 
sidered at  an  evening  meeting  at  which  the  wholesale 
boot  and  shoe  dealers  and  manufacturers  will  be  pre- 
sent, so  that  they  will  be  able  to  consider  with  the 
retail  dealers  those  things  that  require  adjustment. 
This  will  be  the  first  meeting  in  the  history  of  the 
boot  and  shoe  business,  when  the  entire  trade  meet  in 
conference,  and  an  earnest  effort  will  be  made  to 
place  the  trade  upon  a  higher  level.  We  want  every 
retail  shoeman  to  keep  this  date  open,  as  it  will  be 
the  time  when  low  fares  can  be  secured  and  an  op- 
portunity given  to  see  Canada's  greatest  National  Ex- 
hibition. It  will  also  be  a  good  opportunity  for  visit- 
ing retailers  to  place  their  sorting  up  orders  with  the 
jobbing  trade. 


Leather  Prices  Advance 

The  price  of  all  leathers  is  to  be  advanced  at  least 
ten  per  cent.  This  was  the  decision  come  to  at  a 
meeting  of  Montreal  tanners  and  the  representatives 
of  Ontario  tanners,  held  in  the  offices  of  the  Montreal 
branch  of  the  Canadian  Manufacturers'  Association, 
Board  of  Trade,  on  August  5.  A  previous  meeting 
was  held  on  August  2,  but  no  decision  w  as  then  arrived 
at,  after  an  informal  discussion.  Mr.  Duclos,  of  Du- 
clos  &  Payan,  Montreal,  presided,  and  Mr.  Maclntyre, 
of  Fisk,  Limited,  acted  as  secretary. 

The  meeting  discussed  at  length  the  leather  situ- 
ation, and  came  to  a  unanimous  decision  to  advance 
prices  of  all  leathers  by  at  least  ten  per  cent.,  on 
account  of  the  high  price  of  hides,  skins,  tanning  ma- 
terials, and  wages,  which  have  continuously  been  ad- 
vancing for  the  last  two  or  three  years.  It  was  also 
decided  that  the  terms  should  be  as  follows:  Two  per 
cent,  ten  days  1st  of  following,  or  net  60  days,  to 
go  into  force  the  first  day  of  September.    The  ques- 
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lion  of  a  higher  tariff  on  leathers  was  then  discussed, 
many  tanners  being  of  opinion  that  the  tariff  of  15 
per  cent,  on  upper  leather  and  17j/<  per  cent,  on  sole 
leather  is  not  sufficiently  high  to  protect  them  against 
the  competition  from  the  United  States.  Some  tan- 
ners favor  an  advance  to  20  per  cent.,  while  others 
would  prefer  a  specific  duty  rather  than  an  ad  val- 
orem tariff.  The  meeting,  after  discussing  the  matter, 
decided  to  await  the  return  of  Ministers  from  Eng- 
land before  taking  definite  action. 

On  August  6  a  meeting  of  the  boot  and  shoe  manu- 
facturers considered  the  question  of  the  proposed  ad- 
vance in  leather  in  relation  to  the  prices  to  be  fixed 
for  next  spring's  goods. 


New  Styles  of  Kirvan-Doig,  Limited 

Kirvan-Doig,  Limited,  of  Montreal,  in  discussing 
the  spring  styles  in  women's"  shoes,  state  that  the 
recede  last  is  growing  in  popularity,  although  the 
knob  toe  of  last  year  will  still  be  a  strong  line.  Shoe 
manufacturers,  as  well  as  the  retailers,  will  no  doubt 
favor  these  two  lasts,  and  are  encouraging  as  much 
as  possible  the  sale  of  the  lace  shoe,  especially  in  the 
bal.  This  is  one  of  the  neatest  shoes,  always  giving 
good  fitting,  and  has  a  very  attractive  appearance. 
The  feature  of  the  button  shoe  this  year  will  be,  in 
women's  particularly,  the  number  of  small  buttons 
used,  giving  the  shoe  a  more  stylish  look.  The  ex- 
treme high  heels  of  the  past  season  will  not  be  so 
much  in  evidence,  and  although  with  a  certain  class 
of  trade  there  will  still  be  a  demand  for  the  high 
heel,  the  tendency  among  the  best  section  is  in  favor 
oi  a  lower  and  more  sensible  heel.  Pumps,  which, 
have  had  such  a  heavy  run,  are  certain  to  be  again 
popular,  as  they  always  appear  neat.  Oxfords  will 
continue  to  hold  their  own,  and  some  very  taking 
patterns  are  being  shown  in  buttons  and  lace.  Col- 
onial fronts  w  ill  have  a  place  in  this  season's  samples, 
but  it  is  questionable  whether  they  will  have  a  long 
life.   The  short  vamp  in  women's  shoes  is  here  to  stay. 

Owin.n'  to  the  big  advance  in  leather,  prices  of 
shoes  are  certain  to  lie  raised,  especially  in  all  calf 
lines.  The  leathers  for  which  there  is  likely  to  be 
the  greatest  demand  are  gun  metal,  tan,  and  patent; 
and  for  mid-summer  wear,  white  buck,  while  white 
canvas  will  have  a  prominent  position. 

This  firm  are  placing  six  new  lasts  on  the  market. 
One  is  a  dome  toe,  which  is  a  medium  knob  shoe, 
carrying  the  latest  heel;  the  Queen  Mary,  which  has 
a  knob  toe,  and  high  heel,  and  is  a  distinctive  last; 
the  Patricia,  which  has  a  medium  recede  effect,  and  is 
made  up  in  the  latest  patterns,  giving  it  a  place  as  a 
shoe  to  be  worn  on  dress  occasions;  and  the  Princess, 
a  college  girl's  last  with  a  low  or  medium  high  heel 
and  opera  toe.  The  firm  have  also  two  new  lasts  in 
misses'  and  children's.  . 


Keeping  Track  of  Your  Window  Shoes 

Do  not  take  goods  from  the  stock  of  the  store  to 
trim  your  windows,  (let  them,  if  possible,  from  the 
reserve  stock,  and  mark  each  carton  which  your  empty 
for  this  purpose  "window,"  and  put  the  box  back 
in  its  place  in  the  reserve  stock.  When  you  size  up 
your  stock  in  the  morning  and  find  thai  your  are  out 
of  that  particular  size,  with  the  exception  of  this 
single  pair  in  the  window,  place  the  empty  carton  on 
your  shelf  in  its  proper  place.  Then,  if  there  is  a  de- 
mand for  that  particular  pair  of  shoes,  the  carton  will 
show  you  that  you  have  a  pair  on  hand. 
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An  AttractiV' 


innap 


Store  Front  Invites  Customers  to  Enter — Interior  Arrangements  Excell- 
ent—  Beautiful  Ladies'  Department — Shoe-Shining  Parlor  Draws  Trade 


One  of  the  finest,  best  equipped  and  generally  up- 
to-date  retail  shoe  stores  in  Western  Canada  is  "The 
Regal,"  on  Portage  avenue,  Winnipeg.  It  is  situated 
on  the  north  side  of  the  avenue  between  Donald  and 
Smith  streets,  and  very  near  the  big  ten-storey  build- 
ing just  finished  by  the  Sterling  Bank.  A  representa- 
tive of  Footwear  in  Canada  was  recently  shown 
through  "The  Regal"  by  its  courteous  manager,  Mr. 
W.  D.  Balfour,  and  the  impression  the  visit  left  was 
that  very  little  has  been  left  undone  to  make  the 
store  appeal  to  the  people. 

The  store,  as  in  the  case  of  many  of  those  in  Win- 
nipeg, is  rectangular.  It  is  about  125  feet  long,  20 
feet  wide  and  the  height  of  the  ceiling  is  16  feet.  A 
short  while  ago  a  number  of  improvements  were  made, 
so  that  it  looks  somewhat  different  from  the  accom- 
panying illustration.  The  front  half  of  the  establish- 
ment is  devoted  to  men's  shoes,  and  the  rear  half  to 
women's,  the  two  being  divided  by  a  neat  archway.  A 
unique  feature  of  the  store  is  that  it  only  handles 
footwear     for    adults,    no     children's    lines  being 


carried.     This    specializing    pays    in    many  ways. 

In  the  men's  department  the  chairs  face  the  right 
wall,  and  behind  them  is  an  aisle  leading  through  to 
the  women's  department.  Immediately  upon  entering 
the  store,  the  first  thing  that  meets  the  customer  is 
a  smart  plate  glass  findings  case,  and  then  the  right 
and  left  rows  of  uniform  cartons  labelled  "Regal." 
The  individual  carton  shelving  has  become  quite  the 
custom  in  Winnipeg,  and  "The  Regal"  has  them,  too. 
The  shelves  are  seventeen  cartons  high,  and  reach 
about  two-thirds  the  height  of  the  ceiling.  The  top 
shelf,  on  each  side,  is  finished  with  suitable  moulding 
and  contains  palm  plant  decorations. 

The  office  is  in  the  rear  end  of  the  men's  depart- 
ment, enclosed  with  brass  railing.  Immediately  be- 
side this  office  space,  between  it  and  the  passage  to 
the  women's  department,  there  is  an  attractive  case 
displaying  slippers.  It  is  nicely  fitted  with  electric 
lights. 

Passing  through  the  archway,  one  finds  in  the 
ladies'  shoe  room  even  more  elaborate  fixtures  than 


Interior  view  of  The  Regal  Shoe  Store,  Winnipeg,  taken  previous  to  recent  improvements,  which  include  the  addition 
of  a  Ladies'  Slipper  and  Hosiery  Department  on  a  Mezzanine  Floor. 
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in  the  men's  room.  The  farther  end  wall  of  the  ladies' 
section  is  one  large  mirror,  which  when  one  enters  the 
front  of  the  store  gives  the  effect  or  impression  that 
it  is  twice  as  long  as  it  is.  There  are  also  several  mir- 
rors throughout  the  departments.  The  cosy  seats  for 
women  are  along  the  right  wall,  and  the  floor  is  cov- 
ered with  rich  green  carpet.  In  this  section  there  is 
a  crystal  springs  drinking  water  fountain  for  the  con- 
venience of  the  patrons.  Each  of  the  departments  has 
a  shoe  shine  stand,  to  attend  which  a  porter  is  per- 
manently employed. 

The  appointments  are  elegant  throughout,  but  un- 
doubtedly the  real  attraction  of  the  establishment  is 
the  ladies'  slipper  and  hosiery  department  on  a  mez- 
zanine floor  above  the  whole  of  the  ladies'  downstairs 
room.  This  innovation  is  finished  in  white  enamel, 
with  lovely  green  carpet,  and  the  long  white  settees 
have  green  cushions  to  match.  This  cosy  nook  is 
very  home-like,  with  its  canary  birds  singing,  and 
its  vases  of  different  flowers.  Its  large  electric  fans 
also  lend  comfort  to  the  customers.  At  each  end  are 
situated  slipper  and  hosiery  display  cases,  finished  in 
keeping  with  the  rest  of  the  fixtures. 

The  front  of  this  mezzanine  department  is  of  plate 
glass  case  design  from  wall  to  wall  and  three  or  four 
feet  deep,  the  interior  of  which  is  beautifully  finished 
with  rich  red  velvet.  It  makes  a  splendid  effect  in  the 
store,  especially  in  the  evenings  when  the  lights  are 
turned  on.  The  top  of  the  case  is  decorated  with 
bronze  vases  containing  different  kinds  of  flowers. 
The  whole  arrangement  has  quite  an  artistic  appear- 
ance. The  ceiling  is  metallic,  fancy  design,  in  white 
enamel. 

Store  Front  Appreciated 

The  value  of  the  front  of  the  premises  as  an  ad- 
vertising medium  is  appreciated,  and  it  is  well  looked 
after.  The  large  plate  glass  windows  are  of  the  con- 
verging kind,  the  entrance  being  V-shaped  and  about 
ten  feet  deep.  Ladies'  footwear  are  displayed  in  one 
window  and  men's  in  the  other.  Individual  brass  and 
oval  plate  glass  shoe  stands  are  used,  their  height 
graduating  upwards  towards  the  back  of  the  window, 
so  that  all  the  different  lines  are  easily  visible.  The 
store  is  lighted  throughout  with  electricity,  and  an 
electric  sign  is  used  at  the  front.  The  Regal  handles 
American  shoes  exclusively,  and  caters  to  the  high 
grade  trade  only.  There  is  a  permanent  staff  of  thir- 
teen, with  extra  held  on  Saturdays.  The  store  has 
seating  capacity  for  about  seventy-five,  and  in  very 
busy  times,  more  than  that  number  could  be  accom- 
modated. They  carry  the  celebrated  Phoenix  line  of 
ladies'  American  hosiery,  and  the  boots  and  shoes 
range  in  price  from  $4.00  to  $12.00  per  pair. 


A  Store  that  Gets  the  Trade 

John  Affleck,  proprietor  of  The  Yale  Shoe  Store, 
Winnipeg,  is  one  of  the  enterprising  retail  merchants 
who  took  the  situation  in  hand  at  a  glance  when  it 
became  apparent  that  I'ortage  was  destined  to  be  the 
retail  street  of  the  city.  He  established  himself  in 
that  block  of  stores  between  Hargrave  and  Donald 
streets,  on  the  busy  avenue,  where  thousands  of  peo- 
ple pass  up  and  down  every  day  of  the  year. 

The  Yale  Store,  by  the  attractiveness  of  its  front, 
invites  the  people  to  it.  Its  V-shaped  entrance  leads 
in  between  two  converging  plate  glass  windows.  The 
latter  enclose  a  display  space  on  each  side  14  feet  in 
depth.  On  one  side  are  shown  the  samples  of  ladies' 
shoes  and  on  the  other  the  lines  for  men.   The  arrange- 
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mcnt  of  these  spaces,  with  their  nickle  and  oval  plate 
glass  shoe  stands,  are  built  to  give  the  greatest  pos- 
sible effect  to  the  display.  In  the  centre  of  the  en- 
trance is  situated  a  neat  stationary  outside  showcase, 
where  the  firm  has  on  view  special  sale  or  cut  price 
goods.  The  latter  itself  draws  special  attention,  for 
the  idea  is  not  common  in  Winnipeg. 

As  one  enters  the  doorway  the  store  presents  the 
appearance  of  a  long  rectangular  room  with  a  con- 
tinuous line  of  neat  shelves  filled  with  cartons  along 
the  full  length,  and  a  double  line  of  chairs,  back  to 
back,  down  the  middle.  Immediately  inside  the  door, 
a  few  feet  from  the  threshold,  there  is  a  findings  case 
of  suitable  size,  and  it  seems  to  lend  improvement  to 
the  general  vista  which  greets  one  upon  entering. 
This  small  glass-enclosed  department  is  a  profitable 
adjunct  of  the  business. 

Tlie  size  of  the  store  is  125  by  22  feet,  with  a 
basement  of  similar  dimensions.  The  shelves  are  of 
individual  carton  kind,  being  fifteen  boxes  high  for 
men's  footwear  in  the  front  half,  and  17  feet  high  for 
ladies'  and  children's  lines  in  the  other  half,  making 
the  shelving  fixtures  a  uniform  height  all  round.  A 
large  cash  register  and  small  counter  are  located  in 
the  centre  of  the  store,  and  there  are  also  individual 
cash  boxes  at  suitable  intervals  for  the  different  sales- 
men. The  bookkeeper  has  an  office  to  one  side  in  the 
centre,  on  a  small  balcony  or  mezzanine  floor. 

Shoe  Shining  and  Repairing 

At  the  far  end  of  the  room  the  "Yale"  has  a  shoe 
shine  parlour,  which  is  patronized  practically  every 
minute  of  the  day.  With  every  pair  of  shoes  sold  they 
give  ten  shoe  shine  tickets,  and  the  manager  declares 
that  he  finds  this  to  be  one  of  the  best  advertising 
mediums  they  have.  Alongside  the  shoe  shine  par- 
lour is  stationed  a  small  repair  department,  where  one 
shoemaker  is  kept  at  work  all  the  time  doing  small  jobs 
and  putting  on  rubber  heels,  etc.,  while  the  customers 
wait. 

Mr.  Affleck's  private  office  is  situated  over  the  re- 
pair department  on  a  mezzanine  floor,  and  the  latter  is 
so  arranged  and  equipped  that  the  usual  refuse  around 
a  repair  shop  is  not  visible  to  the  customers.  The 
shelves  of  the  store,  with  their  uniform  cartons  label- 
led "Yale,"  are  decorated  on  top  with  green  palms, 
and  between  these  plants  at  regular  intervals  hang- 
fancy  cards  containing  catchy  phrases  of  advertising. 
The  building  is  lighted  with  gas  and  electric  lights. 

The  reserve  stock  is  kept  in  the  basement  in  exactly 
the  same  form  as  on  the  main  floor,  and  the  vacancies 
in  the  latter  are  filled  every  morning.  The  staff  have 
no  difficulty  in  finding  the  right  lines,  for  they  are 
in  the  same  position  downstairs  as  the  spaces  up- 
stairs that  require  replenishing".  The  firm  carries  an 
average  stock  of  about  $55,000,  and  the  turnover  is 
very  large.  The  volume  of  business  may  be  indicated 
by  the  fact  that  there  is  a  permanent  staff  of  twelve 
in  the  store,  and  from  fifteen  to  seventeen  on  Satur- 
days. The  extra  help  is  secured  from  the  wholesale 
houses.  The  store  has  seating  capacity  for  seventy- 
two  customers. 

Mr.  Affleck  has  just  returned  from  a  month's  trip 
among  the  leading  eastern  markets.  He  spent  one 
week  in  New  York  with  C.  D.  Smith,  of  Hanan  & 
Son.  He  also  attended  the  shoe  and  leather  conven- 
tion in  Boston. 


The  man  who  has  time  to  spare  will  soon  find  it  all 
occupied  if  he  begins  to  think  about  his  troubles. 
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A.  P.   CIMON  — PRACTICAL  SHOEMAKER 


"From  a  farmer's  boy  to  president  of  a  shoe  com- 
pany"— this  in  a  few  words  is  a  description  of  the 
commercial  career  of  Mr.  Andre  P.  Cimon,  head  of 
the  A.  P.  Cimon  Shoe  Manufacturing  Company,  Lim- 
ited, Papineau  avenue,  Montreal.  Mr.  Cimon  has  had 
to  make  his  own  way  in  the  world,  and  has  attained 
his  present  position  by  means  of  persistency  and  tak- 
ing advantage  of  opportunities  for  advancement  as 
they  presented  themselves.  He  is  a  practical  boot 
and  shoe  man,  who  knows 
the  business  in  all  its 
branches;  he  has  worked 
at  the  bench,  and  has 
gone  "through  the  mill." 

Born  in  July,  1860,  at 
Baie  St.  Paul,  Charle- 
voix County,  P.  0.,  Mr. 
Cimon  left  his  home  at 
the  age  of  17  and  went 
on  to  a  farm  in  his  native 
province.  He  was  en- 
gaged in  this  way  for 
some  three  or  four  years ; 
while  still  working  on  the 
land  he  married,  and  this 
apparently  was  an  in- 
centive to  progress  in 
material  matters.  He  de- 
cided to  go  into  the  shoe 
trade,  and  in  order  to 
learn  the  business  crossed 
to  the  United  States,  ac- 
quiring at  various  factor- 
ies in  Brockton,  Haver- 
hill and  Lynn,  a  practical 
knowledge  of  the  differ- 
ent processes  of  manu- 
facture. A  more  attrac- 
tive position  being  offer- 
ed, he  returned  to  Can- 
ada, and  became  superin- 
tendent of  a  large  factory 
in  Quebec,  turning  out  a 
line  of  hand  turned  goods. 

After  a  time,  Mr.  Ci- 
mon decided  to  start  on 
his  own  account,  and  in 
partnership  with  Mr.  Vig- 
nola  began  to  make  hand 
turned  and  hand  welted 
shoes.  Upon  the  cessation  of  the  partnership,  Mr. 
Cimon  went  to  Montreal  as  manager  of  one  of  the 
leading  shoe  manufactories.  This  was  about  the 
period  when  Goodyear  welts  came  into  vogue,  and 
Mr.  Cimon  was  engaged  to  especially  superintend  the 
making  of  these.  He  also  held  the  position  of  man- 
ager for  other  companies,  and  later  formed  a  partner- 
ship with  Mr.  Brunet  and  Mr.  Marchildon,  under  the 
name  of  the  Eagle  Shoe  Company,  Montreal.  His 
connection  with  the  company  lasted  for  five  years, 
and  in  August,  1909,  he  organized  the  A.  P.  Cimon 
Shoe  Manufacturing  Company,  of  which  he  is  presi- 
dent and  general  manager.  The  beginning  was  very 
modest,  for  the  capital  was  only  $20,000,  but  so  mark- 


ed has  been  the  progress  that  it  is  now  $100,000,  all 
of  which  is  paid  up.  The  company  has  outgrown  its 
present  accommodation,  and  a  new  factory  is  being 
constructed  at  the  corner  of  Defleuremont  and  De- 
normandville  streets,  St.  Denis  Ward,  and  it  is  hoped 
to  remove  there  in  August.  The  new  factory  will 
allow  double  the  present  output,  and  enough  land  is 
available  to  erect  another  building  which  will  allow 
four  times  the  present  production.    The  company  now 

manufactures  high  grade 
men's  and  women's  welts 
and  women's  McKays, 
and  when  the  new  build- 
ing is  occupied  it  is  in- 
tended to  put  turned 
goods  on  to  the  market. 

From  the  above  sketch 
it  will  be  seen  that  the 
success  which  has  been 
attained  by  Mr.  Cimon 
was  born  of  a  desire  to 
do  something  better  than 
to  remain  a  mere  farm 
hand — a  desire  to  strike 
out  in  a  line  which  prom- 
ised more  material  pro- 
gress, and  in  order  to  fit 
himself  for  this  advance- 
ment, Mr.  Cimon  wisely 
decided  to  obtain  a  thor- 
ough^ grasp  of  the  work- 
ing side  of  the  business  he 
had  decided  on.  From 
very  small  beginnings, 
and  with  a  comparatively 
meagre  capital,  he  has 
succeeded  within  a  very 
short  time,  in  building  up 
a  substantial  business. 


m 


Mr.  A.  P.  Cimon 


Possibly  it  would  sur- 
prise some  shoemen  to 
know  that  hosiery  ought 
to  be  fitted,  as  well  as 
shoes.  It  is  a  fact,  never- 
theless, and  the  one  car- 
dinal rule  which  applies 
in  shoe  fitting,  applies  al- 
so to  hosiery.  That  is  to 
say,  "fit  them  long." 
The  foot  of  the  stocking  should  be  of  ample  length, 
so  as  not  to  exert  the  slightest  constriction  upon  the 
toes.  In  many  cases,  aching  feet  and  corns  and  all 
the  other  ills  are  caused  as  much  by  tight  hosiery  as 
by  tight  shoes,  for  the  gentle  but  steady  and  constant 
pressure  of  a  stocking  that  is  too  short  can  do  a  sur- 
prising amount  of  damage. 

Another  point  is  with  regard  to  the  ankles.  There 
is  a  difference  in  weaves  in  this  particular,  and  there 
is  also  a  difference  in  communities,  as  to  the  propor- 
tions of  the  average  foot. 

It  pays  to  observe  carefully  the  fitting  quality  of 
a  line  of  hosiery.  It  will  inevitably  result  in  giving 
better  satisfaction  to  your  customers. 


4° 
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Cards  and  Summer  Clearamio 

A  Great  Help  in  Moving  Stock  Feature  Outing  or  Canvas 
Shoes   during   August       How  to    Increase  Your  Business 


August  is  the  month  for  clearing  out  stock.  It  is 
usually  considered  the  slow  month  of  the  year,  and 
about  now  the  average  merchant  feels  slow  himself. 
He  thinks  that  everybody  else  feels  slow  and  that 
business  is  slow,  and  so  he  Starts  to  think  of  summer 
holidays.  I!u1  if  business  is  slow,  that's  the  time  to 
hustle  it  up  a  little.  If  yon  think  that  people  are 
slow,  that's  the  time  to  hustle  them  up  a  little.  What 
will  do  it?    Special  values!    Extra  inducements! 

There  is  hardly  a  belter  month  in  the  year  to  offer 
extra  inducements  for  trading  than  the  month  of 
August.  It  affords  you  an  opportunity  to  clear  out 
the  odd  sizes  and  other  hanging  lines,  and  it  will 
pay  you  to  so  reduce  the  price  that  the  stock  is  bound 
to  be  reduced  also!  There  are  the  pumps,  both  men's 
and  women's.  There  will  be  the  patents  you  bought 
a  little  heavy  on,  and  the  backward  season  left  just 


a  few  more  of  them  on  your  hands  than  you  had  cal- 
culated. Next  will  be  the  large  and  small  sizes  in 
summer  lines;  also  children's  wear  for  summer— ■■san- 
dals,  canvas  shoes,  running  shoes,  slippers,  etc.  None 
nf  these  lines  should  be  carried  over.  Make  a  big 
Imh'  in  the  prices  ami  run  them  off  to  make  room  for 
new  fall  stocks.  It  might  be  well  t'i  increase  your 
newspaper  space  for  a  few  weeks  while  you  are  con- 
ducting this  clearing  out  sale.  If  you  are  using  a 
four-inch  space  daily,  increase  it  to  six  inches  for  a 
couple  of  weeks.  Fix  a  couple  of  days  for  a  clearing 
(if  men's  lines,  then  a  couple  of  days  for  women's. 
Next  misses'  and  children's;  then  boys'  and  youths'. 
By  this  time  it  will  cover  quite  a  bit  of  the  month, 
if  you  will  allow  a  couple  oi  days  between  each  line. 
Whatever  you  do,  make  the  prices  so  it  will  bring  peo- 
ple to  your  store!     It's  one  of  the  best  advertising 
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opportunities  you  can  have,  this  August  Clearing  Sale 
proposition.  It  gets  people  talking  about  you  and 
your  business  and  they  won't  let  up  for  weeks  and, 
after  all,  people  talking  about  you  is  the  best  kind  of 
advertising  you  can  have. 

Having  formulated  your  plans  for  this  clearing 
sale,  now  will  be  your  chance  to  utilize  your  windows 
and  show  cards  to  an  extra  advantage.  We  have  call- 
ed your  attention  in  previous  articles  to  the  value  of 
your  window  as  an  advertising  medium.  We  still 
want  to  emphasize  this.  There  may  be  some  who  have 
not  fully  awakened  to  this  fact.  So  we  feel  justified 
in  emphasizing  it  once  more. 

Dress  your  window  with  a  line  of  men's  oxfords. 
You  are  bound  to  have  some  of  these  hanging  on  in 
this  month.  Let  them  go.  Reduce  the  price  so  it 
will  astonish  people  when  they  see  it.  We  have  made 
one  card  which  you  can  use.  Take  your  lines  of  $2.50 
$3.00,  $3.50  and  even  $4.00  and  put  them  all  in  the 
window  at  one  uniform  price,  $1.85.  Notice  how  it 
will  bring  the  crowd.  Look  at  it  as  a  stock-cleaner. 
Look  at  it  from  the  standpoint  that  many  are  not  go- 
ing to  be  suited  with  them  and  will  buy  something 
else  at  regular  prices.  That's  a  good  feature  about 
it.  It  may  be  well  to  use  price  tickets  on  each  pair 
with  the  regular  price  shown  and  a  line  drawn  through 
it  and  the  new  sale  price  beneath,  $1.85.  Arrange 
these  various  sales  for  days  that  you  do  not  expect  to 
be  busy.  That  is  for  a  Monday  or  Tuesday,  but  not 
for  Saturday.  Make  them  crowd  bringers.  Do  not 
run  them  on  days  you  would  have  a  crowd  anyway. 
Monday  is  usually  slow.  Dress  the  windows  on  Fri- 
day night  and  advertise  the  sale  for  Monday  morn- 
ing at  a  certain  hour,  say  9  o'clock.  Do  not  sell  a 
pair  to  any  one  before  that  hour.  Have  a  loud  strik- 
ing clock  in  your  store  to  announce  the  hour,  or  have 
a  gong.  Then  when  all  is  ready  and  the  bell  has 
struck,  start  the  sale.  Do  not  run  more  than  one 
line  at  a  time.  You  can  run  two  sales  a  week  making 
your  second  one  on  Thursday  or  Friday.  Put  a  card 
in  your  window  announcing  the  sale  will  start  at  a 
certain  hour,  and  rigidly  adhere  to  it.  After  the  men's 
oxfords  arrange  a  sale  of  women's  pumps.  Run  this 
in  the  same  way.  Make  the  hour  8.30  to  start  it. 
Dress  the  window  so  the  shoes  can  remain  in  at  least 
one  day  before  the  sale  starts.  Have  a  card  announc- 
ing the  hour  of  starting  the  same  as  you  did  with  the 
men's  lines.    Conduct  all  the  various  lines  in  this  way. 

It  is  possible  that  as  the  month  of  August  is  one 
of  the  best  vacation  and  tourist  months,  you  might 
feature  outing  or  canvas  shoes  for  a  few  days.  Call 
attention  to  the  comfort  of  these  shoes  when  your 
customers  are  on  their  holiday  outing.  We  have  made 
a  very  suggestive  card  for  your  window  for  these 
goods.  If  "you  feature  these  you  can  take  men's  wo- 
men's, youths'  and  children's  lines.  If  the  prices  vary 
leave  the  price  off  the  large  card  and  use  price  tickets 
on  each  pair  or  each  lot.  But  if  you  wish  to  clear  the 
line  make  one  price  and  put  it  on  the  card.  We  feel 
quite  confident  that,  if  you  follow  these  suggestions, 
making  such  changes  as  your  business  and  local  con- 
ditions may  demand,  you  will  find  a  big  increase  in 
your  sales. 

Treatment  of  Cards 

The  cards  we  show  this  month  are  exceptionally 
effective.  The  Oxford,  Pumps  and  Dollar  cards  are 
done  on  dark  board  in  white  letters  shaded  with  a  sub- 
dued tone  of  green  or  black.  The  children's  card  is  on 
a  dark  card  mounted  on  white.  The  lettering  is  in 
white  and  the  shading  and  ornamentation  are  in  a 


subdued  tone  of  green.  The  Outing  card  is  a  white 
one  with  the  lettering  in  black  and  the  price  in  red 
shaded  with  blue  in  pale  tone  to  harmonize  with  the 
water,  which  is  in  blue.  The  boat  is  red  and  the  sail 
about  a  canvas  color  which  stands  out  well  against 
the  blue  water.  We  .regret  the  reproductions  do  not 
do  justice  to  the  colors  for  you  are  aware  that  in  pho- 
tography color  effects  are  lost.  However,  there  is 
enough  to  give  you  suggestions  for  your  cards  to  run 
the  various  sales  for  the  clearing  of  your  stock  during 
this  slow  month  of  August.  We  venture  to  say  that 
if  any  of  our  readers  will  try  this  plan  they  will  have 
at  least  fifty  per  cent,  of  an  increase  in  their  business 
this  August  over  this  month  of  last  year,  if  they  did  not 
run  a  similar  sale  at  that  time. 


Service  or  Economy  ? 

The  question  has  been  raised  as  to  whether  the 
large  modern  store  has  not  gone  too  far  in  giving 
service  to  the  customer  and  whether  the  present  ten- 
dency toward  an  effort  to  decrease  the  cost  of  living 
may  not  result  in  the  successful  inception  of  a  revo- 
lution in  methods  of  merchandising  which  will  mini- 
mize the  service  to  the  customer  and  thereby  cut  the 
cost  of  doing  business,  enabling  the  merchant  to  sell 
his  goods  at  lower  prices. 

It  is  largely  a  question  of  what  sort  of  trade  the 
store  wishes  to  cater  to  and  what  sort  of  a  character 
it  wishes  to  establish.  If  it  is  desired  to  cater  to  the 
class  of  people  who  are  looking  for  opportunities  to 
save  the  pennies,  then  there  are  plenty  of  them,  and 
if  the  store  gives  undoubted  bargains  and  attractive 
merchandise  it  will  be  well  patronized.  If,  on  the 
other  hand,  it  is  the  store's  policy  to  make  service  to 
the  customer  a  strong  feature  of  its  bid  for  popu- 
larity, there  will  be  many  who  will  appreciate  the  con- 
veniences offered  and  who  will  be  willing  to  pay  for 
them.  It  is  the  opinion  of  many  successful  and  intel- 
ligent merchants  that  it  is  well  nigh  impossible  to  give 
the  customer  too  much  or  too  good  service— always 
within  the  limits  of  common  sense.  It  is  a  significant 
fact  the  great  majority  of  the  most  successful  stores- 
cannot  do  too  much  for  the  comfort  and  convenience 
of  the  customer  and  that  they  have  found  this  a  suc- 
cessful policy. 


It  is  believed  by  some  good  judges  of  shoe  manu- 
facturing conditions  that  an  overestimate  has  been 
made  regarding  the  number  of  people  who  will  buy 
$4,  $4.50  and  $5  shoes.  Those  factories  which  produce 
principally  shoes  to  retail  at  $2,  $2.50,  $3,  and  $3.50, 
appear  to  be  relatively  more  active.  Whether  the 
public  will  grow  up  towards  the  former  quoted  price 
or  those  grades  will  permanently  retain  only  their 
usual  importance  in  volume  is  an  open  but  important 
question. 

Unquestionably,  it  pays  the  person  who  has  the 
money,  to  buy  good  shoes ;  and  the  quality  cannot  be 
generally  as  good  as  in  past  years  at  old  prices.  Still 
there  will  be  no  lack  of  shoes  of  some  quality  offered 
at  old  staple  prices. 


Cloth  top  shoes  should  be  fitted  snug.  Inform 
your  customers  that  cloth  will  stretch  more  than 
leather.  If  a  cloth  top  boot  is  fitted  loose,  and  it 
stretches,  it  is  apt  to  become  baggy.  If  it  is  fitted 
tightly  and  it  stretches,  it  is  not  likely  to  become 
baggy. 
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The  Canadian  Last  Makrag  Industry 

Description  of  Process  of  Manufacture  Lasts  a  Big  Item  in 
Shoe  Manufacturing-  Some  Last  Blocks  Imported  from  U.S. 


One  ni"  the  first  essentials  that  go  towards  the 
making  of  neat,  stylish  and  comfortable  shoes,  is  the 
securing  by  the  manufacturer  of  suitable  lasts.  These 
have  to  be  manufactured  by  men  who  thoroughly  un- 
derstand their  business,  and  the  successful  last  is  only 
produced  after  much  time  and  labor  has  been  expend- 
ed. The  drying  process  must  be  very  carefully  per- 
formed, as  the  wood  would  he  likely  to  shrink  or  split 


Mr.  F.  R.  Fogerty,  Supt.  Last  Making  Dept. 
of  Granby  Rubber  Company 

if  the  least  moisture  remained  in  it,  while  if  a  shoe 
were  built  on  an  improperly  dried  last  it  would  be 
bound  to  turn  out  unsatisfactorily.  The  turning  also 
must  be  done  by  expert  and  skilled  hands,  particularly 
for  the  higher  grade  and  more  stylishly  shaped  foot- 
wear. 

In  the  manufacture  of  boot  and  shoe  lasts  the  first 
thing  to  be  considered  is  the  wood  from  which  they 
are  to  be  made.  This  is  the  "rock"  or  sugar  maple 
which  grows  quite  plentifully  in  Canada.  It  is  a 
very  tough,  hard  wood  and  stands  the  rough  usage 
in  the  shoe  factory  better  than  any  other  kind. 


The  logs  arc  cut  in  the  winter,  sawn  into  proper 
lengths,  split  in  right  shapes  and  used  that  way 
or  "rough  trimmed"  by  a  special  machine  which  will 
run  out  from  six  to  eight  hundred  blocks  a  day.  They 
are  then  put  into  open  sheds  to  be  air-dried  for  periods 
of  from  six  to  eight  months  to  two  years,  when  they 
are  ready  to  go  into  the  dry  kilns  where  they  remain 
from  eight  to  ten  weeks  and  are  dried  to  about  130  de- 
grees of  heat,  which  makes  them  very  dry  and  not 
liable  to  shrink  in  usage. 

Nearly  all  last  factories  have  one  or  two  designers 
or  model  makers  who  originate  the  new  styles  and 
make  the  models  for  the  factory.  These  models  are 
got  out  and  shown  to  the  manufacturer,  who,  if  he 
thinks  the  shoe  will  sell,  will  order  samples  from  them. 

If  the  sample  sells  and  the  model  is  adopted,  the 
manufacturer  places  his  order  for  the  number  of  pairs 
and  sizes  wanted.  The  model  is  placed  in  the  lathe, 
a  specially  built  machine  made  in  the  United  States. 
All  the  sizes,  half  sizes  and  widths  can  be  turned 
from  this  one  model,  which  is  usually  a  medium  size. 

When  the  last  comes  from  the  lathe  it  has  a  small 
piece  on  each  end  which  is  called  the  "stub  short." 
The  last  goes  to  the  heel  and  toe  machine  which  cuts 
off  these  ends  and  shapes  the  heel  so  that  the  back 
curve  and  all  lasts  will  be  the  same  at  the  back. 

The  next  machines  are  the  trimmer  and  toe  saw 
which  trim  and  saw  the  toe  to  the  right  shape.  The 
lasts  then  go  to  the  shaving  machine  which  shaves  the 
toe  and  heel  to  the  proper  shape.  This  work  was 
formerly  done  by  hand,  but  took  much  longer  to  do. 
They  then  go  to  the  riveter  and  ironer  who  either 
puts  on  an  iron  heel  for  Goodyear  shoes,  or  an  iron 
bottom  for  McKay  sewed.  The  blocks  are  next  sawed 
with  a  band  saw,  pinned  up  and  are  then  ready  for 
the  scourer,  who  smooths  the  surface  on  a  wheel  made 
from  cloth  and  canvas  and  covered  with  fine  quartz. 
They  are  then  polished  on  a  leather  wheel,  marked, 
the  thimbles  and  fasteners  put  in,  when  they  are  ready 
to  ship  to  the  factories. 

If  the  shoe  sells  well,  the  manufacturer  usually 
orders  from  five  hundred  to  one  thousand  pair  of 
welt  or  iron  heel  or  two  to  three  hundred  pair  of 
McKay  lasts  on  each  style.  For  travellers'  samples 
a  last  is  made  from  basswood,  hollowed  out  on  the 
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inside,  which  makes  them  very  light  to  carry.  Fol- 
lowers or  second  lasts  are  also  used  extensively  in 
shoe  factories.  These  are  plain  lasts  without  any  iron 
works  on  them  and  are  put  in  the  shoes  after  being 
lasted  to  keep  them  in  shape,  where  they  remain  until 
the  shoe  is  finished. 

The  expense  of  lasts  in  a  large  shoe  factory  is  a 
big  item.  Some  of  the  Canadian  last  factories  import 
one-half  their  last  blocks  from  the  United  States,  in 
spite  of  the  fact  that  this  country  is  called  the  "Land 


Lathe  Room,  Dominion  Last  Works,  Quebec,  Que. 

of  the  Maple."  It  is  not  that  we  are  short  of  maple, 
however,  but  not  enough  people  in  Canada  are  making 
last  blocks.  More  men  should  engage  in  this  profit- 
able industry  as  last  factories  are  paying  100  per  cent, 
more  for  last  blocks  now  than  they  were  twelve  years 
ago. 

The  Dominion  Last  Company,  of  Quebec  City,  is 
a  very  good  example  of  a  progressive  Canadian  last 
works.  The  excellent  lasts  and  shoe  trees  turned  out 
by  this  concern,  under  the  direction  of  Mr.  C.  N. 
Llodgkins,  are  without  superior  in  this  country.  This 
company  has  been  in  operation  seven  years,  and  at 
no  period  of  that  time  has  their  business  been  as  brisk 
as  it  is  now. 

The  Lyn  Last  Works,  of  Lyn,  Out.,  are  under 
the  able  management  of  Mr.  A.  E.  dimming,  who 
has  had  charge  of  this  factory  for  over  twenty-six 
years.  These  last  works  have  been  in  continuous  ex- 
istence for  over  sixty-eight  years,  during  which  time 
great  changes  and  improvements  have  been  required 
and  made  to  keep  up  with  the  advance  in  up-to-date 
shoe  manufacturing. 

The  Granby  Rubber  Company,  Limited,  establish- 
ed a  last  factory  in  connection  with  their  works  in 
1883.  This  company  subsequently  was  purchased  by 
the  Canadian  Consolidated  Rubber  Company,  Limit- 
ed, of  Montreal.  In  the  illustration  the  six  buildings 
to  the  left  of  the  picture  are  those  occupied  by  the 
last  making  department.  Mr.  F.  R.  Fogerty,  the  sup- 
erintendent of  the  last  department,  was  formerly  in 
the  employ  of  the  Geo.  P.  Cox  Last  Company,  of  Mai- 
den, Mass.,  and  thoroughly  understands  the  business. 
During  the  few  years  of  present  ownership  and  man- 
agement, this  department  of  the  business  has  steadily 
increased  and  at  the  present  time  is  turning  out  prac- 
tically all  the  wooden  lasts  used  by  the  rubber  shoe 
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manufacturers  of  Canada.  The  company  purchased 
timber  limits  within  thirty  miles  of  the  factory,  cuts 
down  the  logs,  and  draws  them  to  the  factory  during 
the  winter  months,  where  they  are  sawn  into  blocks. 
Mr.  J.  H.  McKecknie,  Granby,  Que.,  is  president  of 
the  company,  with  Mr.  F.  A.  Todd  local  manager. 

The  Boston  Last  Company,  with  headquarters  at 
Boston,  Mass.,  established  their  rough  turning  last 
plant  in  Richmond,  Que.,  nine  years  ago,  and  the  fac- 
tory for  making  fine  lasts  seven  years  ago.  They 
have  facilities  for  the  manufacture  and  storage  capa- 
city for  rough  turned  last  blocks  of  1,000,000  per  year. 
Their  capacity  for  making  fine  lasts  is  seven  hundred 
pairs  per  day.  They  have  also  a  large  machine  shop 
for  turning  out  their  electric  outfits  and  other  mach- 
ines. They  are  one  of  the  few  companies  on  the 
American  continent  who  cut  their  own  lumber,  manu- 
facture their  rough  last  blocks,  and  turn  them  into 
the  finished  product.  (The  Boston  Last  Company  in 
Boston,  have  one  of  the  largest  factories  in  the  United 
States,  and  a  large  corps  of  model  makers,  making  not 
only  for  the  United  States,  but  also  for  export  trade. 
Duplicates  of  all  models  made  in  Boston  are  finished 
at  the  company's  plant  at  Richmond,  Que).  The 
Richmond  factory  also  has  four  model  makers  picked 
from  the  Boston  and  New  York  factories. 

Richmond  is  situated  in  the  Eastern  Townships 
and  the  maple  used  by  this  company  all  comes  from 
the  Megantic  region  which  has  the  reputation  the 
world  over  of  growing  the  hardest  and  finest  of  rock 
maple.  The  block  plant  is  equipped  with  the  latest 
style  and  speediest  roughing  lathes.  The  blocks  are 
all  originally  split,  which  allows  all  lasts  to  be  turned 
with  the  run  of  the  grain.  They  have  six  of  the  most 
modern  drying  houses  in  which  last  blocks  are  "cob- 
piled"  and  taken  care  of  perfectly  until  thoroughly 
air-dried.  Their  kilns  have  a  capacity  of  100,000 
blocks.  The  factory  is  equipped  with  the  very  latest 
and  finest  machines  procured  from  different  special 
last  machinery  makers  in  the  United  States,  and  many 
of  the  individual  machines  are  built  in  the  company's 
own  machine  shops  in  Boston  and  Richmond. 

The  Boston  Last  Company  are  the  only  licensees 
in  Canada  of  the  Krentler  Arnold  Hinge  Last  Com- 
pany, and  can  guarantee  to  make  exact  duplicates  of 
any  lasts  turned  out  in  the  United  States. 

The  Canada  Last  Company,  Limited,  of  Toronto, 
are  making  great  progress  under  the  able  management 
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of  Mr.  J.  C.  Iredale.  They  manufacture  more  shoe 
trees  than  lasts,  however,  for  which  they  find  a  ready 
market,  mainly  in  Western  Canada.  Their  output  of 
lasts  is  disposed  of  mostly  to  the  local  trade.  They 
make  their  well-known  shoe  trees  out  of  maple,  birch 
and  beech.    Basswood  is  used  for  making  fillers. 

The  other  concerns  making  lasts  in  Canada  are : 
Roblin  Bros.,  Montreal;  Wm.  H.  Lendon,  Toronto; 
Hopper  Bros.,  Truro,  N.S.,  and  George  Willard  & 
Son,  Eastman,  Que. 
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letail  Sho©  Dealer's  Profits  Are  To©  Low 

A  Favorable  Expense  Account,  a  Good  Turn-over  and 
the   Right   Profit   Rate  are  the  Secrets  of  Success 

By  A.  H.  Geuting 


I  suppose  we  arc  perhaps  more  interested  in  the 
profits  of  our  business  I  ban  in  anything  else  that 
could  be  talked  about.  We  have  been  dealing  in 
ethics  and  philanthropy  for  a  good  many  years,  but 
we  have  not  received  very  much  profit.  The  question 
is  frequently  asked,  "Are  we  making  enough  profit?" 
I  would  like  to  ask  if  there  is  a  millionaire  retail  shoe 
man  in  America,    i  don't  think  there  is  any. 

I  have  compiled  a  statement  here  that  I  gathered 
from  a  little  careful  work.  1  took  a  dozen  lines  of 
business  to  try  to  show  the  turnover  that  the  average 
businesses  make,  because  when  people  come  around 
and  tell  us  about  profit  they  usually  tell  us  how  to 
make  it  without  making  it. 

They  will  tell  you  that  "your  expenses  are  too 
high."  They  w  ill  perhaps  tell  you  that  "you  are  pay- 
ing too  much  rent,"  and  that  perhaps  you  "are  not 
buying  your  styles  right,"  and  that  you  ''ought  to 
have  a  better  turnover."  J  hold  that  it  takes  three 
things  to  make  a  profit.  You  want  a  favorable  ex- 
pense account  (that  does  not  always  mean  a  cheap 
expense  account)  and  you  want  a  good  turn  over,  but 
above  all  you  need  a  right  profit  rate. 

A  short  time  ago  I  was  told  that  a  man  was  mak- 
ing money  hand  over  fist ;  he  was  turning  his  stock 
eight  times;  and  he  was  making  a  wonderful  lot  of 
money.  I  took  pains  to  investigate  this  particular 
case.  I  think  it  was  a  manufacturing  shoe  store,  and 
that  the  man  had  the  advantage  of  drawing  his  stock 
every  day  from  the  factory.  When  I  got  at  the  facts, 
however,  I  found  that  in  spite  of  that  he  only  made 
about  five  and  a  half  turn-overs. 

It  was  given  out  that  he  was  turning  his  stock 
eight  and  ten  times  a  year,  and  that  he  was  making 
about  27  per  cent.  1  found  that  when  his  expenses 
were  all  figured  up  he  was  just  about  breaking  even, 
making  about  $1,000  a  year  in  this  store! 

It  shows  that  the  turn-over  does  not  do  it,  because 
he  had  a  good  turn-over.  Five  and  a  half  is  a  big 
turn-over  in  the  shoe  business,  and  I  believe  there  are 
plenty  of  men  that  will  say  that  when  they  make  a 
three  and  a  half  turn-over  they  are  doing  very  well. 
That  is  the  nature  of  the  business.  I  am  opposed  to 
these  men  that  will  pick  up  some  other  lines  of  trade 
and  will  quote  the  turn-over  for  some  cheap  business, 
some  job  lot  business,  and  apply  it  to  a  regular  stand- 
ard shoe  business. 

On  the  turn-over  question,  in  a  dozen  different 
lines  that  1  have  picked  out  I  find  that  candy  stands 
at  the  top.  They  turn  the  candy  stock  from  15  to  25 
times  a  year;  groceries  are  turned  from  12  to  16  times 
a  year;  cloaks  are  turned  from  10  to  12  times  a  year; 
millinery  turns  from  six  to  eight  times  a  year;  hats 
turn  from  five  to  eight  times  a  year;  clothing  four  to 
six;  furnishings  four  to  five;  carpents  four;  hosiery 
four;  crockery  three;  shoes  two  and  a  half,  and  fur- 
niture two  and  a  half.  So  you  see  we  are  at  the  bot- 
tom of  the  list  in  turn-over. 

Here  is  a  peculiar  thing:  With  the  least  stock  turn- 
over you  find  in  a  general  way  that  the  table  shows 
that  they  show  the  least  profit.     If  your  turn  your 


money  less,  you  ought  to  get  a  bigger  profit,  but, 
as  a  matter  of  fact,  it  just  seems  to  be  reversed.  It 
seems  to  hold  out  the  Biblical  saying  that  "To  him 
who  hath  shall  be  given." 

On  candy  they  make  a  fifty  per  cent,  profit;  on 
groceries  they  make  a  small  profit;  on  cloaks,  35  per 
cent.;  millinery,  55  per  cent.;  hats,  35  per  cent.;  cloth- 
ing, 35  per  cent.;  furnishings,  25  to  30  per  cent.;  car- 
pets, 27j/>  per  cent. ;  hosiery,  25  to  30  per  cent.  Shoes 
are  25  to  30  per  cent,  and  furniture  35  to  40  per  cent. 
So  you  see  we  are  at  the  bottom  of  the  list  in  regard 
to  profits,  25  to  30  per  cent.,  and  we  are  also  at  the 
botti  mi  i  if  the  list  in  turn-i  iver. 
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12  to  25 

50 
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Groceries 
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20 
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Cloaks 
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55 
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Hats 
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Clothing 
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30 
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Carpets 

4 
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Hosiery 

4 
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35 
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Crockery 

3 

30 

(I 

Shoes 

2% 

25  to 

30 

(I 

Table  of  turn-over  and  profits.  Compiled  by 
A.  H.  Geuting. 


You  might  say,  "Well,  why  don't  we  change  it?" 
That  reminds  me  a  great  deal  of  a  story.  They  say 
that  at  the  Zoo  in  Central  Park,  New  York,  they  had 
an  elephant  that  was  rather  unruly,  and  for  fear  he 
might  do  some  damage  they  chained  him  to  the  floor. 
He  stood  that  way  for  two  or  three  years,  when,  feel- 
ing that  he  had  overcome  his  viciousness,  they  loosen- 
ed his  chains  and  thought  he  would  be  glad  to  move 
round;  but  he  did  not.  He  stayed  right  there,  and 
they  had  to  force  him  before  he  began  to  use  his  feet! 
And  so  it  is  with  the  shoe  business.  Traditions  have 
been  handed  to  us  wrong  in  the  shoe  business.  The 
original  merchants  were  shoemakers — they  were  not 
merchants,  they  were  shoe  cobblers — and  they  seemed 
to  be  satisfied  to  make  $1.00  on  a  pair  of  shoes  rather 
than  go  through  the  trouble  of  installing  machinery. 
In  that  way  that  profit  standard  has  been  handed 
down  to  us,  and  we  are  afraid  to  move  out  of  it. 

The  Cost  of  Doing  Business 

A  lot  of  people  don't  know  how  much  it  costs  them 
to  do  business.  I  say  frankly  I  don't  think  there  are 
many  that  are  doing  business  at  less  than  25  per  cent, 
expense,  unless  they  are  doing  it  under  the  most  favor- 
able circumstances,  in  small  towns  or  with  low  leases. 
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If  those  expenses  are  25  per  cent,  on  the  sales,  you 
certainly  must  make  35  per  cent,  on  the  sales  as  fai 
as  profit  is  concerned ;  and  you  cannot  make  35  per 
cent,  by  marking  your  goods  35  per  cent,  on  cost ; 
you  will  have  to  mark  them  40  or  45  per  cent. ;  and 
if  you  mark  a  shoe  -10  or  45  per  cent.,  that  means  that 
when  you  sell  a  shoe  for  $5.00  that  shoe  can't  cost 
you  over  $3.00,  and  it  ought  to  cost  you  less  in  some 
cases,  and  so  all  the  way  up  the  scale.  If  that  prob- 
lem is  carefully  studied  and  carefully  figured,  you  will 
find  there  will  be  a  different  result  in  the  shoe  business. 

We  all  seem  to  go  ahead  blindly,  it  seems  to  me, 
and  mark  our  goods  at  what  the  other  fellow  does, 
and  that  reminds  me  of  another  story.  Perhaps  a 
man  does  get  it  in  his  head  that  he  is  going  to  mark 
his  shoes  up,  and  soon  a  man  or  woman  will  come  in 
and  say:  "I  can  get  a  better  shoe  from  a  neighbor  for 
less  money."  I  advise  you  not  to  pay  any  attention  to 
these  things. 

It  is  a  good  deal  like  the  woman  who  went  to  buy 
a  dozen  eggs  of  a  grocer.  She  said,  "How  much  are 
they?"  and  he  replied,  "Twenty-six  cents."  "Twenty- 
six!  Why,"  she  said,  "Mr.  Jones  across  the  street  is 
quoting  them  at  18."  "W ell,  I  don't  see  how  he  does 
it.  I  paid  24  cents  for  these  this  morning,  I  cannot 
blame  you  if  you  go  over  there  and  get  them."  "Well, 
she  said,  "he  hasn't  got  any."  "Some  day  maybe  I 
won't  have  any  and  then  my  price  will  be  only  12 
cents,"  replied  the  grocer. 

That  is  often  the  way  in  shoes.  A  woman  may 
come  from  some  store  where  she  has  seen  a  sample 


shoe  of  some  special  nature,  and  she  cannot  get  her 
size  and  width.  The  man  that  has  the  size  and  width, 
and  that  carries  the  stock  and  has  the  goods  on  the 
floor,  is  entitled  to  his  profit,  and  the  average  people 
are  ready  to  give  it  to  him. 

Now  the  question  .is,  how  much  more  ought  you 
to  make  above  your  present  profit?  Suppose  I  said 
five  per  cent.  I  think  that  would  make  us  all  happy. 
If  every  shoe  retailer  next  year  could  say  that  his  net 
gross  profit  was  five  per  cent,  better  than  it  was  be- 
fore, wh_y,  I  think  he  would  be  a  very  happy  man,  and 
I  think  it  would  cover  the  situation  pretty  well.  I 
am  not  looking  to  the  end  that  the  Steel  Trust  and 
some  of  the  big  industries  have  looked  forward,  to 
capitalize  the  stock  at  three  times  the  value,  but  I 
think  we  ought  to  have  a  living,  and  I  think  we  ought 
to  stand  well  in  our  communities,  and  I  think  we 
ought  to  be  able  to  take  our  part  and  hold  up  our 
heads  with  our  fellow  men  in  business.  I  believe  that 
if  that  five  per  cent,  was  added,  the  customers  general- 
ly would  be  glad  to  pay  it. 

The  question  is,  after  all,  are  we  saving  the  people 
any  money  by  this  close  retailing?  I  don't  think  so. 
I  believe  the  waste  in  the  shoe  business  to-day  is  wit- 
nessed in  the  closets  of  the  average  woman  through- 
out the  country,  who  has  ten  and  twelve  pairs  of 
shoes  lined  up  and  cannot  wear  half  of  them  because 
they  are  poorly  fitted  and  poorly  put  on.  What  we 
want  is  better  salesmanship.  What  we  need  is  a  high- 
er class  of  clerks,  and  we  want  to  pay  more  for  it.  We 
want  to  increase  our  expenses,  and  increase  our  pro- 
fits, and  we  will  have  a  better  business 


The  Problem  of  How 

By  D. 

Many  may  venture  the  assertion  that  there  really 
is  no  necessity  for  dead  stock,  claiming  that  careful 
buying,  logical  selling  and  constant  watching  should 
eliminate  any  tendencies  towards  dead  stock.  In  ans- 
wer to  this  claim  I  can  only  say  that  stocks  of  mer- 
chandise are  like  individuals:  Some  are  healthy,  otlieis 
quite  well,  and  still  others  exist  only  by  continuous 
medical'  treatment.  A'Vhatever  may  be  the  cause  for 
the  accumulation  of  dead  stock,  the  fact  that  u(  me 
of  us  is  without  it  makes  the  moving  problem  more 
urgent.  It  is  not  a  question  of  how  to  prevent  the 
accumulation  of  dead  stock,  for  the  conclusion  thereof 
is  as  certain  as  death  or  taxes;  neither  can  be  avoid- 
ed, but  each  must  be  met. 

All  of  us  may,  and  no  doubt  many  of  us  have  ways- 
of  attempting  to  dispose  of  such  accumulations.  I 
shall,  however,  briefly  state  my  own  story.  It  has 
never  appealed  to  me  to  announce  to  the  buying  pub- 
lic through  the  medium  of  newspapers  or  otherwise, 
that  "shoes  formerly  sold  at  $4.00  and  $5.00  have  been 
reduced  to  99  cents";  or  that  we  should  not  fit  them, 
or  not  make  exchanges,  or  refuse  to  refund  the  money 
if  the  shoes  are  not  satisfactory. 

No.  I  feel  that  every  cent  expended  by  my  pat- 
rons entitles  them  to  such  values,  goods  or  wares 
that  might  be  of  good  use  and  of  the  fullest  benefit 
to  them.  But  to  announce  in  such  a  fashion  as  "Here 
is  something  Ave  are  sacrificing  at  a  remarkably  low 
price,  but  you  have  to  take  it  as  you  see  it  and  make 
the  best  of  your  bargain,"  is  unbusinesslike,  unfair 
and,  above  all,  bad  policy. 

In  our  store,  we  usually  put  together  all  odds  and 


to  Move  Dead  Stock 

Rich 

ends  and  seemingly  dead  or  dying  stock,  and  state  the 
facts  as  they  really  exist.  For  example,  that  we  have 
such  and  such  footwear  at  a  greatly  reduced  price; 
that  we  want  our  patrons  to  try  them  on  and  be  fitted; 
in  fact,  we  insist  on  fitting  the  shoes,  and  in  this 
way  we  aid  our  patrons  in  selecting  such  sizes  and 
styles  that  might  eliminate  any  future  exchange. 

What  Is  Dead  Stock? 

To  define  what  really  constitutes  dead  stock  is 
nut  as  easy  as  many  make  it  appear  to  be.  Personal 
experience  has  taught  us  that  new  stock  is  dead  stock 
sometimes  upon  its  very  arrival.  I  never  bother  find- 
ing out  the  why  and  wherefore  that  some  shoes  should 
meet  with  such  an  awful  fate,  but  I  apply  the  moving 
spirit  thereto,  whether  it  is  early  in  the  season  or 
during  a  clearance  sale. 

We  have  small  but  neat  tables,  conspicuously 
stationed,  the  appearance  of  which  may  not  be  very 
attractive,  but  we  find  them  effective  to  display  dead 
or  dying  stock. 

We  have  sometimes  endeavored  to  dispose  of  dead 
stock  to  concerns  who  make  a  regular  business  of 
buying  stocks  of  this  nature,  but  the  remuneration 
was  so  meagre  that  it  scarcely  paid  for  the  laces  or 
buttons  on  the  shoes ;  while  by  our  method  of  dispos- 
ing of  the  stock,  we  get  more  effective  and  productive 
advertising"  than  from  newspaper  advertising,  for 
which  we  pay  50  and  60  cents  per  inch. 

So  you  see,  fellow  retailers,  that  my  way  of  mov- 
ing dead  stock  is  about  as  good  as  a  bad  thing  can 
be  expected  to  be. 
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Does  It  Pay  to  Give  Away  Shoe  Laces  ? 


The  question  as  to  whether  it  is  advisable  or  is 
good  business  to  give  away  shoe  laces  is  much  dis- 
cussed by  shoe  retailers  all  over  the  country.  It  is 
a  subject  of  great  importance  to  the  trade,  but  one  in 
which  there  is  room  for  differences  of  opinion.  We 
have  received  from  some  of  our  readers  the  follow- 
ing views  on  this  matter,  and  would  like  to  hear  from 
others  of  our  retail  friends. 

The  Sussex  Mercantile  Company,  Limited,  Sussex, 
N.  1!.,  in  expressing  their  views  on  this  subject,  said: 
"We  have  very  little  trouble  along  this  line,  as  we 
have  never  educated  our  customers  to  expect  free  laces, 
and  they  buy  and  pay  for  them,  as  they  would  buy  a 
spool  of  thread  or  any  other  small  article.  When  a 
customer  buys  a  pair  of  shoes,  and  asks  us  to  throw  in 
an  extra  pair  of  laces,  we  never  refuse,  as  that  cer- 
tainly would  be  mean  and  cheap.  We  do  not  think 
that  free  laces  would  be  much  of  a  success  as  an  ad- 
vertisement, but  we  do  give  away  button  hooks  and 
shoe  horns  upon  request.  These  bear  the  firm's  name, 
and  as  they  last  much  longer  than  a  pair  of  laces,  we 
consider  them  good  advertisements,  at  a  very  small 
expense.  We  always  charge  for  shoe  polish,  no  matter 
how  many  pairs  of  shoes  a  customer  may  buy  at  a 
time.  We  also  charge  for  insoles,  except  at  a  time 
when  we  are  out  of  a  certain  width  of  shoe,  and  a  pair 
of  gummed  soles  are  then  used  to  make  the  shoe  fit. 


If  we  charged  for  a  pair  in  a  case  like  this,  our  cus- 
tomer would  not  get  full  value." 

"Every  retailer  has  his  own  ideas  in  regard  to  these 
little  things,  and  very  much  depends  on  the  class  of 
trade.  Some  people  do  not  think  they  should  pay  for 
laces,  others  feel  that  they  would  be  under  obligation 
in  getting  them  for  nothing.  These  last  remarks  are 
made  from  observation  in  other  places,  and  do  not 
touch  our  business.  While  we  grant  an  extra  pair  of 
laces  with  shoes  when  requested,  we  draw  the  line 
right  there,  and  any  further  pairs  must  be  settled  for. 
It  is  not  often  that  we  are  asked  to  give  even  one  extra 
pair.  If  our  customers  demanded  five  or  six  pairs 
with  every  pair  of  shoes,  we  would  be  compelled  to 
figure  a  larger  margin  of  profit  on  our  goods." 

Mr.  L.  W.  Johnston,  shoe  retailer,  of  ('.alt,  Out., 
says: — "For  several  years  we  have  been  giving  away 
laces,  and  I  find  it  is  one  of  the  best  advertisements 
and  cheapest  means  of  drawing  attention  to  your  store. 
Tt  seems  a  good  way  to  create  a  feeling  among  your 
customers  and  those  you  would  like  for  customers, 
that  you  are  not  in  the  business  solely  to  get  their 
money,  but  that  you  take  pleasure  in  seeing  them  in 
your  store.  I  know  several  times  when  it  has  been 
the  direct  means  of  getting  us  regular  customers,  be- 
cause we  are  careful  to  give  them  the  laces  in  such 
a  manner  that  they  get  the  impression  we  are  glad 
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they  came  in,  and  that  the  laces  are  only  a  small  thing, 
and  hardly  worth  charging  for.  I  have  heard  dozens 
say,  'Well,  thank  you,  and  when  I  want  another  pair 
of  shoes,  I  will  come  in  and  see  you' — and  they  did, 
too!" 

"Here  is  a  case  that  happened  when  I  was  in  an- 
other town.  A  prominent  manufacturer  one  rainy 
evening  came  in  for  laces.  I  said,  'Oh,  that  is  only  a 
little  thing,  never  mind  them.'  He  was  a  good  cus- 
tomer of  a  competitor  of  mine.  One  day  he  bought 
from  this  man  two  pair  of  $5.00  shoes.  He  wanted 
an  extra  pair  of  laces,  and  they  charged  him  for  them. 
This  manufacturer,  in  speaking  of  it  to  a  friend  of 
mine,  said,  'I  have  always  bought  my  shoes  from  him, 
but  Johnston  wouldn't  take  anything  for  his  laces, 
and  I  never  bought  anything  in  his  store.'  I  got  this 
man't  trade,  and  the  trade  of  his  wife's  people,  as 
long  as  I  was  in  that  store." 

"I  know  laces  cost  money — any  kind  of  an  adver- 
tisement does — and  you  can  give  them  in  such  a  way 
that  you  will  get  very  little  out  of  it,  just  the  same 
as  you  can  spend  money  for  advertising  and  get 
but  mighty  little  results  for  it.  I  might  say  that  we 
do  not  give  laces  away  indiscriminately,  and  sell 
enough  to  transient  trade  to  pay  for  what  we  give 
away." 

Farmer  Bros.,  Arnprior,  Ont.,  said: — "Were  ours 
a  new  business,  just  in  its  infancy,  we  would  not  think 
of  giving  laces  gratis  with  every  pair  of  shoes  sold. 
We  would  draw  the  lines  at  a  certain  priced  shoe,  for 
instance,  every  pair  sold  at  $2  or  over  would  be  fur- 
nished with  a  pair  of  laces.  Under  that  price  I  think 
the  laces  should  be  paid  for.  This  is  a  very  old  busi- 
ness, however,  having  been  established  in  1868,  and 
we  are  only  carrying  out  the  founder's  idea  in  pre- 
senting laces  with  every  pair  of  shoes  we  sell." 


New  Welt  Shoe  Method 

William  A.  Turner  is  the  inventor  of  a  new  process 
bf  shoe-making  which  has  been  adopted  by  the  A.  H. 
Berry  Shoe  Company,  of  Portland,  Maine. 

The  features  of  the  shoes  when  completed  are  that 


Mr.  Wm.  A.  Turner 


they  possess  the  flexibility  of  a  turn  shoe.  The  con- 
struction is  such  that  the  insole  moves  with  the  foot, 
it  being  entirety  free  from  any  fastening  along  the  ball 
and  toe  part. 


This  method  allows  the  upper  to  adjust  itself  to 
the  shape  of  the  foot,  insuring  a  better  fit  and  leaving 
the  muscles  of  the  foot  free  to  act  in  a  natural  man- 
ner. The  method  of  manufacture,  which  is  patented, 
consists  of  a  new  construction  of  the  insole  which  is 
made  of  a  combination  of  leather  and  canvas. 

In  preparing  the  insole,  a  flexible  leather  piece  is 
selected  to  which  is  fastened  two  thicknesses  of  can- 
vas firmly  cemented  together  and  formed  in  the  shape 
of  a  lip.    This  lip  is  usually  reinforced  in  the  shank 


portion  by  channelling  the  leather  insole  at  this  point 
and  uniting  the  canvas  to  the  leather  lip  in  the  in- 
seaming  process. 

The  canvas  portion  of  the  insole  is  cemented  or 
otherwise  fastened  to  the  leather  insole  at  the  shank 
part  only,  thus  leaving  the  forepart  free  to  move  with 
the  foot. 

The  method  of  sewing  is,  of  course,  the  same  as 
with  the  welt  shoe.  It  is  claimed  that  the  process 
not  only  gives  greater  comfort  than  when  shoes  are 
made  by  the  ordinary  method,  but  also  that  the  shoe 
is  more  serviceable  and  at  the  same  time  more  econ- 
omical to  produce. 


Footwear  Fads 

Walking  shoes  of  colored  leather  with  stockings 
to  match  are  the  latest  fad  in  female  footwear  tc 
make  their  appearance  on  our  streets. 

Quite  the  newest  thing  in  dress  accessories  is  the 
slipper,  pump,  or  shoe  of  ratine,  that  popular  fabric 
which  resembles  Turkish  toweling  more  closely  than 
anything  else.  The  new  footwear  is  surely  novel  if 
nothing  more.  Built,  however,  on  smart  lasts,  the 
shoes  are  rather  good  looking.  One  may  have  but- 
toned shoes  in  white,  blue  or  gray,  and  the  latter 
offer  choice  of  either  white  or  black  buttons. 

The  little  ratine  pumps  have  the  approved  low-cut 
high  arch  and  straight  high  heels.  These,  too,  come 
in  plain  white  and  also  in  a  soft  pretty  blue,  an  at- 
tractive gray  and  a  dainty  pink.  They  have  a  little 
bow  of  the  ratine  at  the  instep.  They  will  make  an 
especial  appeal  to  the  summer  girl  in  search  of  novelty. 

We  recently  saw  shoes  made  of  patent  leather 
with  red  heels.  The  combination  was  striking,  but 
the  style  is  only  a  fad  and  bound  to  go  out  like  the 
yellow  stitches  seen  on  the  welt  of  men's  fine  shoes 
some  few  years  ago.  The  great  objection  with  the 
bright  yellow  stitches,  and  the  same  would  apply  to 
the  red  heel,  is  the  bad  effect  of  dirt  giving  the  shoes 
a  worse  appearance  than  the  regular  made  shoes. 
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Ironing  Uppers 

I  he  practice  of  ironing  uppers  after  lasting,  which 
has  become  quite  generally  established  in  recent 
years,  is  probably  due  more  to  the  popularity  of  the 
blucher  shoe  than  to  any  other  one  cause.  This  shoe, 
and  more  especially  the  uncrimped  blucher,  is  very 
apt  to  wrinkle  badly  between  the  ears  of  the  blucher 
and  the  tip  scam.  These  wrinkles,  being  due  to 
causes  beyond  the  control  of  the  laster,  are  often  im- 
possible for  him  to  pull  out,  and  the  hot  iron  is  used 
to  shrink  the  baggy  leather  to  the  last  and  leave  the 
shoe  comparatively  smooth  and  shapely.  From  this 
use  of  the  hot  iron  its  use  was  extended  to  ironing 
out  such  line  wrinkles  as  mighl  show  around,  the  toe 
or  heel  seat,  and  because  the  lasting  operator  knows 
the  hot  iron  will  be  so  used  he  is  apt  to  be  less  careful 
of  toes  and  heels  than  if  his  work  had  to  pass  muster 
without  the  aid  of  the  hot  iron.  Also  the  knowledge 
that  the  hot  iron  will  shrink  a  large  forepart  wrinkle 
to  the  last  causes  the  operator  to  be  less  careful  about 
the  forepart  wrinkles. 

This  excessive  use  of  the  hot  iron  at  the  lasting 
operation  is  very  detrimental  to  the  wearing  qualities 
of  the  shoe  because  thus  shrinking  the  upper  makes 
is  comparatively  hard  and  brittle.  A  vamp  so  ironed 
may  be  expected  to  break  very  early  in  wear.  It  is 
one  thing  to  smooth  out  small  wrinkles  with  a  hot 
iron,  thus  improving  the  appearance  of  the  shoe  with- 
out injury  to  the  upper,  hut  it  is  quite  another  thing 
to  shrink  a  large  baggy  wrinkle  to  the  last  by  a  very 
hot  iron. 

It  is  much  better  shoemaking  to  reduce  the  amount 
of  ironing  at  the  lasting  operation  by  crimping  the 
bluchers,  by  exercising  more  care  in  fitting  them  and 
in  the  attaching  of  the  vamp  "backers"  and  by  requir- 
ing smoother  work  from  the  lasters.  In  other  words, 
make  smooth  shoes  by  good  cutting,  stitching,  and 
smooth  lasting,  rather  than  by  making  shoes  that  are 
poorly  cut,  stitched  and  lasted,  smooth  with  a  hot  iron. 

When  all  these  operations  are  performed  at  their 
best,  there  is  still  an  opportunity  to  use  a  warm  iron 
to  advantage  after  lasting,  in  smoothing  out  small 
w  rinkles  and  "slicking  up"  the  shoes  generally.  These 
desirable  touches  can  be  given  to  the  shoes,  without 
damage  to  the  uppers,  by  the  use  of  irons  heated  in- 
dividually by  electricity  or  heated  on  an  electric  stove. 
As  the  maximum  degree  of  heat  in  either  case  is  con- 
trolled by  a  rheostat,  all  chances  of  burning  or  dam- 
aging the  uppers  by  too  much  heat  may  be  completely 
eliminated. 

Our    advice    on    ironing    after    lasting  would 


he,  first  to  reduce  the  amount  of  ironing  by  good  cut- 
ting, crimping,  stitching  and  lasting,  and  secondly  to 
do  what  ironing  remains  necessary  or  desirable  by  the 
safest  method,  viz.,  electric  heated  irons. 


The  Tipping  System 

A  well  known  traveller  writes  us  his  one  day's 
experience  of  tipping,  as  follows: 

"Arrived  at  Mansion  House  6.45  o'clock.  House 
full.  Drew  back  room  over  kitchen.  Only  one  chair 
and  one  window.  Bum  bed.  Bellhop  moved  chair 
twice,  opened,  then  closed  window  as  hint  for  tip. 
Next  asked  if  I  wanted  anything  else.  Felt  like  kick- 
ing him  out  of  the  window  hut  gave  him  a  dime.  He 
didn't  even  say  'thank  you.' 

"Washed  and  went  down  to  office.  'Nother  bellhop 
jumped  for  me  with  whisk  broom.  Chased  me  clear 
across  office.  Cave  up  a  nickel.  I  liked  for  hotel  cafe. 
Supper  slip,  95  cents.  Cot  two  halves  and  nickel  back 
for  $2  hill.  Left  half  and  cussed  myself  for  it.  Hat 
rack  boy  outside  brushed  hat.    Got  nickel. 

"Got  shaved  next.  Barber  glared  at  me;  tipped 
him  a  dime.  Brush  hoy  grabbed  by  hat.  Brushed  it 
some  more.  Nickel  again.  Wrote  orders  and  wifey. 
Got  chased  with  whisk  broom  hornet  again.  Stung 
lor  another  nick.  Played  pool  two  hours.  Pool  keeper 
kept  glaring  till  I  tipped  him.  'Nother  sting.  Pack 
to  the  office.  Fresh  whisk  broom  hornet  got  after  me. 
Cave  up  'nother  nick. 

"Went  to  bed.  (lot  woke  up  5  a.m.  by  rattle  of 
garbage  cans.  Rang  for  hot  water,  boy  who  brought 
it  asked  twice  if  that  was  all  I  wanted,  (lot  mad  and 
told  him  no.  I  wanted  to  see  him  get  kicked  down 
seven  flights  of  stairs,  then  up  again,  to  cure  his  tip- 
worker.  Preakfast  hill  just  75  cents.  Got  quarter 
back  only  from  dollar.    Left  it  for  tip.    Paid  bill  $2.50. 

"When  hack  for  depot  came  three  bellhops  grabbed 
my  things.  One  got  grip,  one  sample  case  and  third 
my  coat.  'Nother  chased  me  out  with  whisk  broom. 
Was  so  mad  by  now  didn't  tip  any  of  'em.  Ileard 
'em  mutter  'tightwad'  and  'darned  skin'  when  I  shut 
hack  door  myself.  Footed  up  amount  of  tips  for  that 
one  inning  on  way  to  depot,  just  $1.60!  Damn  this 
tip  game  anyhow !" 


Get  the  reputation  for  running  the  most  up-to-date 
store  of  your  kind  in  town  and  you  won't  have  to 
worry  about  how  to  increase  your  trade. 


It  is  hard  to  give  a  store  a  reputation  for  square 
dealing  if  the  man  behind  it  is  dishonest. 


SNAPPY 
SPRING 

STYLES 

Hartt  Boot  &  Shoe 
Company 

FREDERICTON,  N.  B. 
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>hoe  and  Leather  Fair 


Exceeded  All  Expectations — Many  Canadians  Present — Visitors  Enter- 
tained —  Shoe    Retailers    Hold    Meeting  —  Some    of   the  Exhibits 


The  Boston  Shoe  and  Leather  Fair,  from  July  10th 
to  17th,  was  the  most  successful  in  every  way  that 
has  ever  been  held  at  that  place.  Manufacturers, 
wholesalers  and  retailers  from  all  points  in  Canada 
and  the  United  States  flocked  to  the  "Hub"  city,  and 
expressions  of  opinion  were  pretty  general  that  the 
show  in  every  way  exceeded  expectations.  Even 
from  the  standpoint  of  order  taking,  we  learned  at  the 
booths  that  expectations  had  been  more  than  realized 
in  this  respect.  The  retailers'  meetings,  where  papers 
were  read  on  subjects  of  trade  interest  by  some  of 
the  most  up-to-date  and  competent  retailers  of  the 
United  States,  were  largely  attended,  not  only  by  re- 


Ont. ;  Alex.  Sinclair,  Barrie  Tanning  Co.,  Barrie,  Out. ; 
O.  Brunet,  Thomas  FI.  Robinson,  and  Frank  VV. 
Slater,  Eagle  Shoe  Co.,  Montreal;  C.  E.  Slater,  The 
Slater  Shoe  Co.,  Montreal;  Ralph  Locke,  Montreal; 
W.  F.  Martin  and  N.  F.  X.  Dufresne,  Kingsbury  Foot- 
wear Co.,  Montreal;  C.  E.  Lloyd,  Owen  Sound,  Out.; 
Rowland  Mill,  London,  Ont. ;  H.  I).  Broderick,  F.  E. 
Atteaux  &  Co.,  Montreal;  John  Darner,  Darner  Lums- 
den  Co.,  Vancouver,  B.C.;  F.  G.  Cobb,  Fisk  Limited, 
Montreal;  A.  O.  T.  Beardmore,  Beardniore  &  Co.,  To- 
ronto; Chas.  Fogelberg,  Getty  &  Scott,  Limited,  Gait, 
Ont.;  J.  I.  Chouinard,  Regina  Shoe  Co.,  Montreal; 
Geo.  Leclerc,  Montreal;  T.  A  .  Match,  Gale  Bros.,  Que- 


ll. C.  Jacobsen,  W.  D.  Bennett, 

President  Jacobsen  Publishing-  Co.  Vice-President  Jacobsen  Publishing  Co. 


bee;  Harry  Minister,  Toronto;  W.  E.  Porter,  Kent- 
ville,  N.S.;  R.  J.  Slater,  Le  Prix  Courant,  Montreal; 
H.  T.  Murray,  Calgary,  Alta. ;  Jno.  Affleck,  Yale  Shoe 
Store,  Winnipeg,  Man.;  F.  P.  Beemer,  (Canadian  trav- 
eller for  Hervey  E.  Guptill,  of  Haverhill,  Mass.),  To- 
ronto, Ont.;  V.  Champigny,  Montreal;  Ovide  LeBeau, 
Chouinard  Shoe  Co.,  Montreal ;  A.  L.  Dupont,  Dupont 
&  Frere,  Montreal;  J.  H.  Shurmer,  Amherst,  N.S. ;  AY. 
W.  Dernier,  W.  Best,  and  J.  McCleary,  Levis  Shoe 
Co.,  Levis,  Que.;  H.  W.  Belyea,  Quebec,  Que.;  W.  E. 
Wilson,  Murray  Shoe  Co.,  St.  Thomas,  Ont. ;  T.  C. 
Lemaire,  Montreal  Suspender  &  Umbrella  Mfg.  Co., 
Montreal;  L.  F.  Payan,  J.  R.  Payan,  and  E.  D.  Payan, 
Duclos  &  Payan,  St.  Flyacinthe,  Que. ;  G.  G.  Christ- 
ian, Harbor  Grace,  Newfoundland;  A.  Levy,  Toronto, 
Ont. ;  AV.  F.  Jar  vis,  C.  S.  Hyman  &  Co.,  London,  ( )nt, ; 
AY.  S.  Edwards,  Edwards  &  Edwards,  Toronto,  Ont. ; 
N.  Tetrault,  Tetrault  Shoe  Mfg.  Co.,  Montreal ;  E.  F. 
Leonard,  Montreal;  Paul  Galibert  and  \\r.  A.  Love, 
Paul  Galibert,  Montreal;  Richard  Weston,  Campbell- 
ford,  Ont. ;  C.  G.  P.  Smardon,  Smardon  Shoe  Co., 


tailers  from  that  country,  but  a  fair  sprinkling  of  Can- 
adians were  also  observed. 

Those  who  had  the  management  of  this  depart- 
ment however,  showed  a  failing  which  is  commonly  in 
evidence  in  affairs  of  this  nature,  viz.,  they  allowed  too 
much  time  to  be  taken  up  by  introductions,  generali- 
ties and  frills,  during  which  many  of  the  retailers 
manifested  considerable  impatience.  After  all  this 
flummery  was  got  through,  however,  they  really  did 
get  down  to  business,  and  the  papers  read  by  Messrs. 
Rich  and  dieting  were  well  worth  listening  to.  It 
is  time  that  modern  up-to-date  retailers  had 
sense  and  strength  of  mind  enough  to  dispense 
with  all  this  flummery  and  waste  of  time,  that 
is  usually  in  evidence  at  the  opening  of  affairs 
of  this  nature. 

Many  Canadians  visited  the  Fair,  among  whom 
were  the  following:  F.  M.  Cowan,  Brandon  Shoe  Co., 
Brantford,  Ont.;  J.  P.  Mitchell,  McKillop  &  Co.,  Cal- 
gary, Alta. ;  F.  R.  Foley,  Bowmanville,  Ont. ;  G. 
Stockton,    London,    Ont.;  R.  B.  Griffith,  Hamilton, 
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Booth  of  Lynn  Last  Co.    Note  '  Footwear"  Space  to  Left. 


Montreal-;  W.  F.  Knowton,  Canadian  manager  United 
Shoe  Machinery  Co.,  Montreal;  \\  .  II.  Miner,  Miner 
Rubber  Co.,  Ltd..  Granby  Que.;  John  Palmer  and 
fohn  A.  Reid,  Hartl  Boot  &  Shoe  Co.,  Fredericton, 
N.B. ;  Chester  15.  Hamilton  and  W.  A.  Hamilton,  \Y. 
B.  Hamilton  Shoe  Co.,  Toronto;  Fred  Underfill!,  Au- 
rora, ( >nt. ;  W.  V.  Mathews  and  Clarence  Smith,  Ames 
llolden  McCready,  Ltd.,  Montreal;  VV.  G.  Downing. 
Brandon,  Man.,  W  estern  Manager,  The  Williams  Shoe 
Co.,  Brampton,  Ont.;  Don  McKinnon,  /ink  Shoe  Co., 
Brandon,  Man.;  Mr.  Collis,  Collis  Leather  Co.,  Aurora, 
Ont.;  W.  D.  Laneak,  National  Leather  Co.,  Toronto; 
A.  J.  Davis  and  Elmer  Davis,  Davis  Leather  Co.,  New- 
market, Ont.;  Ed.  Foster,  Calgary,  Alta. ;  G.  S.  Kir- 
van,  Kirvan-Doig,  Ltd.,  Montreal;  All'.  Dupere,  Du- 
pere  &  Garant,  Quebec, 
Que.;  C.  F.  Parkham,  Cal- 
gary, Alta. ;  J.  A.  Scott,  Que- 
bec, Que. 

The  visitors  were  enter- 
tained by  a  harbor  excursion 
on  lulv  11th;  a  smoker  and 
vaudeville  on  July  12th, 
which  was  Canadian  I  )ay  at 
the  Fair  ;  and  i  in  J  illy  15th 
the  United  Shoe  Machinery 
Company  gave  an  automo* 
bile  trip  to  their  factories  at 
Beverley.  The  exhibits  were 
more  numerous  than  ever 
before,  some  of  the  principal 
of  which  are  the  following: 

The  Lynn  Last  Company 

had  an  exhibit  in  charge  of 
Mr.  Geo.  C.  Haywood.  They 
had  some  very  line  ladies' 
shoes  which  had  been  built 
over  their  lasts.  Their  new 
skeleton  pump  forms  in  pyr- 
alyn  and  satinette  finish  at- 
tracted considerable  atten- 
tion.    They  showed  colored 


forms  to  suit  any  shoe.  Some 
of  these  had  heels  to  give 
them  the  appearance  of  a 
shoe.  Many  manufacturers 
left  orders  for  lasts  for  their 
spring  styles  at  this  booth, 
and  the  attendants  were 
kept  pretty  busy.  The 
Lynn  Last  Company  gave 
away  small  lasts  and  canoes 
as  souvenirs. 
The  Worcester  Slipper  Co. 
showed  felt  slippers  in  all 
colors  and  materials.  Over 
the  top  of  the  booth  they 
had  a  large  image  in  plaster 
of  Paris  of  their  trade  mark, 
i.e.,  an  Esquimaux  seated  on 
an  iceberg  holding  a  spear  in 
his  hand,  with  a  dog  near 
by.  This  was  taken  from  a 
photo  taken  by  Peary  in  his 
last  Arctic  voyage.  Under- 
neath was  the  trade  name, 
"Firfelt."  The  Worcester 
Slipper  Company  are  mak- 
ing a  feature  of  Scotch  plaid 
goods  and  were  showing 
novelties  in  reproduction  work.  A  large  variety  of 
velvet  carriage  boots  were  shown  in  various  colors. 
Automobile  boots  in  men's  and  women's  which  sell  at 
moderate  prices  were  also  exhibited,  as  well  as  a  gen- 
eral variety  of  all  kinds  of  felt  Juliets  and  slippers 
with  leather  as  well  as  felt  soles.  They  gave  away  as 
souvenirs  leather  purses,  pin  cushions,  stamp  cases 
and  "Boston's  Story  and  Inscriptions."  Mr.  Gale,  the 
company's  New  England  salesman,  was  in  charge  of 
the  exhibit,  as  well  as  that  of  the  Outing  Shoe  Cdm- 
panv,  which  showed  white  goods  and  fancy  satin 
pumps. 

The  Boston  Die  Company's  Booth  was  the  scene 
of  considerable  attraction.  They  showed  lines  of 
lithograph  dies  as  well  as  those  for  cutting  canvas 
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Attractive  Exhibit  of  Rice  &  Hutchins  Inc. 
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gloves  and  rubber  shoes. 
Their  envelope  dies  are  cap- 
able of  cutting  500  envelopes 
at  once.  Label  dies  and  all 
kinds  of  shoe  dies  were  also 
shown.  They  have  safety 
devices  in  the  Walker  dies 
for  cutting  shoes  which  pre- 
vents the  loss  of  the  fingers 
by  the  operators,  which  was 
so  common  with  the  old 
fashioned  dies.  Mr.  H.  M. 
Erwin  was  in  charge  of  the 
exhibit. 

Benjamin  N.  Moore  &  Son 

Co.  exhibited  an  attractive 
line  of  fancy  leathers,  in  Nu- 
calf  Russia  No.  5,  dull  imi- 
tation calf,  also  Russia  No. 
64  and  bleached  goat.  Quite 
a  number  of  sample  orders 
were  taken  on  "Quality"  ca- 

bretta.  Mr.  Galligher,  their  traveller,  is  now  in  Can- 
ada showing  the  trade  these  new  leathers,  and  ex- 
pects to  do  a  large  volume  of  business. 

The  P.  J.  Harney  Shoe  Company  had  Mr.  W.  E. 
Gerrish,  their  Canadian  traveller,  in  charge  of  their 
exhibit.  Their  new  and  attractive  line  of  women's 
shoes  kept  the  fair  sex  hovering  round  the  ex- 
hibit. Mr.  Gerrish  will  be  in  Canada  with  the  at- 
tractive lines  of  this  company  early  in  September. 

Rice  &  Hutchins  had  as  one  of  their,  attractions 
an  exhibit  of  men's  and  women's  oxfords  made  from 
the  skins  of  Mexican  snakes  and  tanned  skins  of  these 
were  spread  along  the  table.  Sporting  boots  of  vari- 
ous kinds  were  shown,  including  a  hockey  boot 
which  should  find  a  ready  sale  in  Canada.  A  pair 
of  red  topped  boots  made  by  the  firm  thirty-seven 
years  ago  were  on  the  table.  Full  lines  of  shoes  for 
the  whole  family  at  all  times  and  seasons  were  shown, 
including  hunting,  sporting,  etc.  One  of  the  features 
of  this  exhibit  was  the  "Educator"  shoe  with  the  cop- 
per tip,  also  rawhide.  This  exhibit  won  favorable 
comment  from  the  visitors. 

The.  Brockton  Heel  Company  occupied  two  booths 
with  their  display  and  showed  samples  of  their  pro- 
ducts, with  machinery  for  cutting  heels  at  work, 
which  proved  a  great  attraction.  Their  working  ex- 
hibit demonstrated  their  new  methods  and  machines, 
the  former  being  generally  known  in  the  United 
States  as  the  heel  hog  method.  It  consists  of  a  build- 
ing machine  in  which  the  operator  places  the  lifts  or 
skins,  which  are  forced  through  a  tube  thirty  feet 
long.  The  heel  log  is  ejected  from  the  opposite  end 
and  cut  into  three-foot  lengths.  They  are  then  taken 
to  the  automatic  spacing  machine  which  cuts  the 
logs  into  heel  blanks  of  any  height.  They  are  then 
used  in  constructing  heels  the  same  as  any  other  ma- 
terial. Men's  and  women's  top  lifts,  counters  and 
rands  were  also  exhibited  here. 

Marden,  Orth  &  Hastings  exhibited  their  tanning 
extracts  and  materials,  oils,  greases,  chemicals,  in 
fact  everything  that  enters  into  the  manufacture  of 
leather.  They  were  demonstrating  a  new  sulphonated 
oil,  and  making  a  specialty  of  "Mohlene  A."  They 
also  showed  some  good  lines  of  Moellon  R.  N.  &  O. 
brands.  They  report  having  done  a  lot  of  business 
at  the  Fair.  The  booth  was  in  charge  of  C.  A. 
Reisig  and  Mr.  S.  Saxe,  the  Canadian  representative 
of  the  firm,  was  also  present. 


Space  of  Marden,  Orth  &  Hastings. 

The  Fortuna  Machine  Company  had  one  of  the 

best  exhibits  at  the  Fair.  Their  machine  has  been 
much  improved  in  the  last  year,  during  which  time 
their  sales  have  been  more  than  doubled.  This  year 
they  are  introducing  a  new  heel  building  machine. 
The  products  of  this  company  are  too  well  known  to 
the  trade  to  require  much  comment.  Mr.  G.  I  I.  I  laves 
was  in  charge  of  the  exhibit. 

Gordon  &  Berman,  the  big  leather  jobbers,  were 
represented.  They  do  not  manufacture,  but  are  the 
largest  wholesale  jobbers  in  the  United  States  in  sole 
leather,  cut  sole  heads,  shoulders,  bellies,  heel  stock, 
etc.  This  firm  has  been  in  business  eleven  years  and 
their  turn  over  is  about  $2,000,000  per  year. 

Hitchings  &  Coulthurst  Company  exhibited  glazed 
and  mat  kid,  as  well  as  shoes  made  from  their  pro- 
duct by  various  manufacturers. 

The  Dunbar  Pattern  Company,  Incorporated, 
showed  shoes  made  on  their  patterns  by  regular  cus- 
tomers. They  sell  a  style  service  in  the  latest  designs, 
lasts,  buckles,  buttons,  etc.  This  service  circulates 
in  Canada,  United  States,  Europe  and  South  America. 
The  firm  also  make  illustrations  for  salesmen  to  take 
out  in  place  of  shoes,  which  saves  much  on  excess 
baggage.  This  is  a  new  feature  and  is  called  the  sam- 
ple service,  and  is  distinct  from  the  style  service. 
Many  new  patterns  for  spring  styles  of  1913  were 
shown,  and  the  booth  proved  a  great  attraction  for 
the  manufacturers. 

A.  J.  Bates  &  Company  were  represented.  This 
firm  makes  men's  shoes  entirely,  which  retail  at  from 
$3.50  to  $5.00.  They  are  strong,  snappy,  up-to-date 
lines.  They  have  a  large  instock  department  at  Chic- 
ago, which  keeps  about  twenty  employees  busy.  This 
department  is  very  handy  for  the  Canadian  trade 
to  size  up  from.  They  carry  over  fifty  styles  in  stock 
and  pay  special  attention  to  attractive  shoes  for  young 
men's  trade.  This  firm  were  the  only  ones  showing 
pairs  at  the  Fair,  which  attracted  the  retailers,  as 
they  could  see  just  how  the  goods  would  look  in  the 
cartons  in  their  stores. 

J.  A.  Cook  &  Bros,  showed  a  fancy  line  of  slippers 
which  attracted  considerable  attention  and  the  booth 
was  well  patronized.  It  was  in  charge  of  Mr.  W.  A. 
Cook,  with  Messrs.  F.  W.  A.  Leppard  and  F.  B.  Milli- 
gan,  the  firm's  well-known  salesmen,  also  in  attend- 
ance.   Their  fibre    shoes    attracted  much  attention. 
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These  are  made  in  various  colors.  The  firm  are  es- 
tablishing another  factory  in  Sanbornville;  N.I  I., 
which  will  give  them  an  opportunity  to  extend  their 
lines  as  well  as  increase  their  capaciey.  In  the  com- 
ing spring  season  they  will  make  a  specialty  of  can- 
vas. They  carry  two  lines  of  satin  in  stock  in  eighf 
colors,  and  these  goods  are  kept  ready  for  shipment. 
Healers  who  do  not  care  to  buy  in  large  quantities 
will  make  no  mistake  in  Sending  for  catalogue.  The 
business  of  this  firm  has  increased  one  hundred  per 
cent  in  the  last  eighteen  months. 

Wright  &  Wright,  manufacturers  of  chrome  velvet 
splits  had  desk  space  at  the  Fair,  and  did  considerable 
business.  Mr.  J.  J.  .McCarthy,  their  Canadian  trav- 
eller, will  shortly  be-  in  this  country  calling  on  the 
trade. 

The  biggest,  and  in  many  respects  the  most  inter- 
esting exhibit  of  the  whole  fair  was  that  of  The 
United  Shoe  Machinery  Company,  which  filled  seven 
Spaces.  All  the  machinery  used  in  connection  with 
tin'  manufacture  of  shoes  was  here  exhibited,  while 
expert  machine  men  were  running  them  and  explain- 
ing their  points  to  enquirers. 

The  Arrowsmith  Manufacturing  Company,  of  Mor- 
ristown,  N.J.,  exhibited  a  line  line  of  arch  props,  and 
also  of  the  surgeon's  foot  brace.  Mr.  J.  T.  Weldon 
was  in  charge". 

The  Scholl  Manufacturing  Company,  of  Chicago, 
had  a  display  of  thirty-live  different  appliances  for 
foot  ailments.  Mr.  J.  K.  Vanderporten  was  in  charge. 
Me  was  assisted  by  Messrs.  II.  M.  Kazindorf  and  Geo. 
J.  Brown. 

The  Hub  Gore  Makers  showed  a  number  of  uses 
of  "Hub  Gore"  in  the  manufacture  of  footwear,  about 
lifty  styles  of  men's,  women's  and  children's  footwear 
being  displayed.  These  were  made  especially  for  the 
Fair  by  various  manufacturers  representing  some  of 
the  largest  and  best  known  shoe  manufacturers  in  the 
United  States.  A  new  specialty  was  shown  in  a  but- 
ton shoe  with  the  insertion  of  a  piece  of  goring  at  the 
top  of  the  front.  This  insertion  does  away  with  the 
setting  over  of  buttons  and  makes  the  shoe  perfectly 
adjustable  and  comfortable  in  case  of  swelling  of  the 
ankle. 

The  exhibit     of     the  T.  D.  Barry  Company,  of 

Brockton,  was  in  charge  of  Mr.  "Jim"  Estey.  Mr. 
Small,  the  advertising  manager,  was  also  present.  A 
pyramid  display  stand  containing  several  freak  shoes 
was  shown.  The  latter  included  a  three-decker  and 
some  patriotic  styles.  On  top  of  the  showcase  was 
a  large  reproduction  in  plaster  of  the  "Harry  Pup" 
styles.  This  was  the  only  Brockton  shoe  concern  that 
exhibited  at  the  Fair. 

The  exhibit  of  the  Emerson  Shoe  Company,  of 
Rockland,  was  in  charge  of  Messrs.  L.  T.  Hunt,  H.  D. 
Whitcomb,  Lewis  E.  Webster  and  J.  15.  McCune. 
This  was  a  very  representative  display  of  men's  fall 
styles. 


A  New  Appointment 

Mr.  R.  E.  Jamieson,  who  until  recently  occupied 
the  position  of  District  Manager  of  the  Ontario  Divi- 
sion of  the  Canadian  Consolidated  Rubber  Company, 
Limited,  lias  recently  been  promoted  to  the  position 
of  General  Sales  Manager  of  the  company,  with  head- 
quarters at  the  company's  main  offices  at  Montreal, 
One.  lie  has  gained  a  very  wide  experience  in  both 
divisions  of  the  rubber  business,  viz.,  rubber  boots 
and  shoes,  and  general  mechanical  goods.    Resides  the 
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rubber  industry,  Mr.  Jamieson  also  has  a  thorough 
knowledge  of  leather  boots  and  shoes,  his  entire  busi- 
ness experience  covering  a  period  of  approximately 
twenty-five  years. 

During  18(T-1895,  a  period  of  five  years,  Mr.  Jamie- 
son was  employed  by  Ames  Holden  &  Company,  To- 
ronto Branch,  as  their  special  city  representative.  In 
18')?  he,  in  company  w  ith  Mr.  J.  ( i.  l-'raser,  establish- 
ed a  retail  shoe  business  in  Toronto  at  the  corner  of 
Queen  and  Bathurst  streets.  This  partnership  busi- 
ness was  successfully  carried  on  under  the  name  of 
Fraser  &  Jamieson,  for  almost  seven  years,  from  \H'>? 
to  1901,  when  Mr.  Jamieson  withdrew.  In  March, 
1901  he  became  identified  with  the  Canadian  Rubber 
Company,  of  Montreal,  Limited,  as  their  shoe  repre- 
sentative for  the  entire  province  of  Ontario,  w  ith  head- 
quarters at  Toronto.  Me  continued  in  that  capacity 
for  three  years,  during  which  time  he  was  very  suc- 
cessful, and  more  than  tripled  the  rubber  shoe  busi- 
ness for  his  company. 

Not  content  to  be  successful  in  the  one  end  of 
the  business,  he  gradually  worked  his  way  into  the 
mechanical  division,  and  from  1904  to  August,  1905, 


Mr.  R.  E.  Jamieson,  General  Sales  Manager,  Canadian 
Consolidated  Rubber  Company. 

acted  as  special  representative  for  Western  Ontario, 
selling  with  much  success  the  company's  wide  range 
of  mechanical  rubber  goods.  His  company  did  not  fail 
to  appreciate  the  general  improvement  that  he  made  in 
the  volume  of  its  business,  and  on  August  1st,  1905, 
appointed  him  manager  of  their  Vancouver  branch. 
Although  their  business  in  British  Columbia  was  lim- 
ited they  could  see  a  big  future  ahead,  and  felt  that 
Mr.  Jamieson  was  "the  man  for  the  job."  Mr.  Jamie- 
son remained  in  that  capacity  until  May,  1911,  when 
he  took  over  the  management  of  the  Western  Ontario 
branches  of  The  Canadian  Consolidated  Rubber  Com- 
pany, Limited,  with  headquarters  at  Toronto.  The 
branches  which  came  under  his  jurisdiction  are  located 
at  London,  I '.rant  hud,  Hamilton,  Toronto  and  1  *>  clle- 
ville.  During  his  stay  in  Vancouver,  he  was  the  means 
of  increasing  the  company's  business  more  than  ten 
fold,  and  his  one  year's  stay  in  Toronto  evidenced  some 
valued  improvements  also. 

Mr.  Jamieson  possesses  a  most  pleasing  disposi- 
tion, is  broad-gauged  in  all  business  matters,  and  is 
highlv  thought  of  both  by  the  entire  staff  of  the  Con- 
solidated Company  and  the  outside  public.  Mis  past 
record  is  "clean  cut"  in  every  sense  and  shows  re- 
sults that  must  be  gratifying. 
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Has  Artificial  Rubber  Been  Discovered  at  Last? 

What  promises  to  be  one  of  the  most  important 
chemical  discoveries  of  the  age  is  the  process  of  mak- 
ing artificial  rubber,  by  Professor  Perkin,  of  Man- 
chester University.  We  are  always  hearing  of  new 
rubber  producing  plants  being  discovered,  or  some 
way  of  producing  artificial  rubber,  but  although  rub- 
ber has  been  produced  successfully  artificially,  so  far 
as  its  chemical  properties  and  qualities  are  concerned, 
yet  the  cost  of  its  manufacture  up  to  the  present  has 
been  prohibitive.  It  is  claimed  that  by  the  method 
of  Professor  Perkin  rubber  can  be  manufactured  at 
one-quarter  of  the  present  cost.  The  world  consumes 
some  $200,000,000  worth  of  rubber  a  year,  and  it  can 
be  readily  seen  that  if  Professor  Perkin's  method  is 
practicable  and  as  cheap  as  is  claimed,  the  saving  in 
cost  will  be  a  great  one.  It  will  be  felt  most  in  the 
automobile  industry,  where  the  tire  expense  remains 
the  most  serious  financial  problem  to  be  solved,  but 
the  rubber  footwear  industry  will  also  derive  much 
benefit  thereby,  in  fact,  the  only  persons  who  will  be 
his  hard  financially  by  this  new  discovery,  if  it  is 
practicable,  will  be  the  holders  of  shares  in  large  rub- 
ber plantations.  However,  with  the  exposures  of  the 
atrocities  perpetrated  upon  rubber  gatherers  in  the 
.  Congo,  Peru  and  other  parts  of  the  world,  it  is  doubt- 
ful if  the  public  at  large  will  look  upon  the  failure 
or  winding  up  of  these  companies  as  a  very  great  loss 
to  our  civilization. 

When  the  popularity  of  the  bicycle  doubled  the 
previous  demand  for  rubber,  the  attention  of  com- 
mercial scientists  was  directed  to  the  production  of 
artificial  rubber,  and  half  a  dozen  times  in  the  last 
fifteen  or  twenty  years  it  has  been  announced  that  a 
substitute  for  the  sap  of  the  rubber  tree  had  been 


found,  and  several  preparations  were  placed  upon  the 
market,  which  were  said  to  have  all  the  qualities  of 
rubber.  All  these  announcements  resulted  in  disap- 
pointment, however.  In  spite  of  the  fact  that  the  sub- 
stitute materials  put  forward'  were  always  found  to 
be  worthless,  after  a  short  trial,  and  that  manufctured 
rubber  proved  too  expensive  to  be  a  commercial  suc- 
cess, scientists  were  not  discouraged,  but  kept  on  ex- 
perimenting, and  at  last  a  German  professor,  Carl 
Harries,  was  rewarded  by  his  investigations  of  iso- 
prene,  an  illusive  substance  that  is  obtained  by  the 
decomposition  of  natural  rubber  under  extreme  heat. 
After  a  long  series  of  experiments  the  professor  was 
successful  in  obtaining  isoprene  from  oil  of  turpentine, 
and  shortly  afterwards  found  a  process  of  turning  this 
product  into  rubber.  To  this  German  must  be  given 
the  credit  for  manufacturing  the  first  artificial  rubber, 
although  the  discovery  had  little  commercial  value, 
owing  to  the  cost  of  production,  and  Professor  Har- 
ries  could  find  no  way  of  cheapening  any  of  his  pro- 
cesses. 

It  wras  at  this  time  that  a  group  of  English  chem- 
ists came  to  the  front.  They  did  not  concentrate  their 
efforts  upon  finding  a  cheap  method  of  turning  iso- 
prene into  rubber,  but  to  find  a  cheap  method  of  manu- 
facturing isoprene.  After  some  brilliant  research  they 
discovered  that  isoprene  could  be  manufactured  from 
fusel-oil,  a  heavy  and  crude  oil  that  occurs  in  the  latter 
stages  of  the  distillation  of  alcohol  spirits.  To  pro- 
duce cheap  rubber,  it  was  necessary  to  produce  cheap 
fusel-oil  and  cheap  alcohol.  This  the  professor  suc- 
ceeded in  doing,  and  about  six  months  ago  Professor 
Perkin  and  Professor  Fernbach  had  advanced  far 
enough  to  take  out  their  patents  for  the  manufacture 
of  cheap  rubber. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity  Examples  of  Good 
Display   Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


An  advertisement  of  W.  J.  I  ioneyford,  of  Colling- 
wood,  was  criticized  upon  this  page  last  month.  In 
the  form  in  which  it  appeared  at  that  time  it  was  a 
good  deal  better  than  the  average  announcement  of 
its  kind.  We  suggested  some  changes,  however,  and 
some  of  these  suggestions  are  embodied  in  the  setting 
which  now  comes  to  us  from  the  same  advertiser. 
The  use  of  a  lighter  rule  at  the  top,  and  the  change  of 
type  for  the  firm  signature,  are  great  improvements. 
The  altered  display  at  the  head  of  the  advertisement, 
though  retaining  a  good  deal  of  similarity,  is  now  more 

effective.       The  in- 

It  Costs  You  Nothing  to  Inspect  Our 
Up-to-Date  Stock  of  Boots  and  Shoes 


Try  them  on.  We  Fit  the  Feet  to  Make 
the  Feet  Feel  Fit.    Our  Prices  are  Right 

The  Palace  Shoe  Store 
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troduction  of  the 
prominent  central 
panel  featuring  some 
special  line  is  a  g<  ><  >d 
idea  very  well  work- 
ed out.  For  optical 
effect  this  might 
have  been  raised 
with  advantage,  how- 
ever, about  three 
panels  higher.  The 
advertisement  is  ( me 
that  certainly  should 
bring  business. 

A   Good   Shoe — and 
Poor  Advertising 

It  is  not  necessary 
to  have  large  space 
in  order  to  make  an 
effective  advertise- 
ment any  more  than 
it  is  necessary  to 
have  a  big  store  to 
make  an  effective 
window  d  i  s  p  1  a  y. 
Many  large  stores 
that  find  it  profitable  to  use  large  space  in  expensive 
mediums,  and  use  large  space  constantly,  are  finding 
it  worth  while  in  the  announcements  of  their  shoe 
departments  in  particular  to  use  small  space,  in  a  dif- 
ferent part  of  the  paper,  to  make  a  more  direct  and 
concentrated  appeal.  But  to  make  the  right  sort  of 
appeal — and  to  make  the  right  amount  of  appeal — 
the  small  space  advertisement  must  be  well  thought 
out  and  well  laid  out.  The  advertisement  of  the 
Royal  Shoe  Store  possesses  all  the  elements  but  one 
of  a  really  good  piece  of  advertising,  but  unfortunate- 
ly it  is  the  most  important  element  that  is  lacking. 
The  space  is  ample.  The  cut  is  first-rate.  The  type 
is  satisfactory  enough.  But  there  is  not  enough  sales- 
manship— enough  straight,  over-the-counter  business 
talk  in  the  "copy."  To  start  at  the  very  beginning, 
there  is  nothing  that  "grips"  about  the  heading.  The 
point  made  is  all  right,  but  it  needs  "sharpening." 
How  much  more  direct,  and  forceful  the  heading 
would  be  if  the  same  idea  was  expressed,  say,  in  the 
words:  "It  pays  to  buy  good  shoes"  or  "Buy  Good 
Shoes, — 'twill  pay  you."      And  then,  given  a  good 


.^S' W.  J.  Honeyford  HE 


Buying  Quality 
Is  True  Economy 
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The  Royal  Shoe  Store 
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heading,  it  must  be  followed  by 
good  argument  or  effective  descrip- 
tion. The  Royal  announcement  is 
weak  in  both  ;  it  is  strong  only  in 
assertion.  If  "Invictus"  shoes  do, 
indeed,  embody  all  the  points  essen- 
tial to  good  shoes,  there  should  be 
no  difficulty  in  pointing  them  out. 
fhe  salesman  would  point  them  out 
to  a  customer  in  the  store,  one  by 
one,  until  he  convinced  him  that  it 
would  really  pay  him  to  buy  "In- 
victus" shoes.  The  same  kind  of 
common-sense  business  talk  should 
be  used  in  printed  salesmanship. 
More  sales  would  then  be  likely  to 
result.  If  the  shoes  are  worth  the 
money,  also,  why  not  say  something 
about  price?  And  as  a  final  sugges- 
tion, by  all  means  say  where  the  Royal 
can  be  found. 

An  Excellent  Heading 

'fhe  third  advertisement  that  we  reproduce  thi- 
month  has  a  really  excellent  heading,  well  displayed, 
fhe  idea  behind  the  heading — the  idea  of  a  special 
week-end  offering — is  also  good  business.  The  intro- 
duction, following  the  display  lines,  might  have  been 
improved  by  a  little  more  "polishing,"  but  is  other- 
wise appropriate  and  suggestive.  As  it  appears,  the 
use  of  the  word  ■'many"  in  the  latter  part  of  the  open- 
ing sentence  is  ambiguous.  Many  "people,"  of  course, 
is  what  is  meant,  but  without  the  word  "people"  in- 
serted the  reader  is  carried  back  to  the  word  "pur- 
chases," with  which  it  is  associated  in  the  earlier  part 
of  tlie  sentence.  The  sentence  might  also  have  been 
cut  in  two  with  advantage. 
The  arrangement 

Specials  in  Summer  Foot- 
wear for  Saturday  Selling 

lel.iyni  m.riy  purchase*  in  Footwear  th«  VMSOn  UkI 


Backward  walhrr  his 
many  »r<>  not  prtPar-><l 
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of  the  cuts  is  unfor- 
tunate. Beneath  the 
upper  one  is  a  des- 
cription which  may 
be  intended  to  apply 
1 1 1  the  shoe  illustrat- 
ed, but  in  that  case  it 
wmild  have  been  bet- 
ter to  use  no  separ- 
ating rule.  Beneath 
the  second  cut  is  a 
similar  enclosed  des- 
cription, but  surely 
this  is  not  intended 
to  illustrate  "bare- 
foot sandals."  The 
arrangement  is  not  good.  The  sub-headings  "Men's" 
and  "Ladies'"  both  require  an  apostrophe;  and  why 
use  the  word  "Ladies'  "  at  all?  The  items  beneath  the 
heading  are  described  as  "Women's"  in  every  instance 
and  in  conjunction  with  "Men's"  "Women's."  is  cer- 
tainly preferable.  These  trifles  make  perfection  and 
perfection  is  no  trifle. 
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Changes  in  Firm  of  Getty  &  Scott,  Limited 

Mr.  E.  J.  Getty  has  retired  from  the  firm  of  Getty 
&  Scott,  Limited,  of  Gait,  of  which  he  has  been  presi- 
dent for  a  number  of  years.  The  firm  was  formerly 
composed  of  Messrs.  E.  J  .Getty  and  F.  S.  Scott.  The 
stock  formerly  held  by  Mr.  Getty  has  been  acquired 
by  Mr.  Scott  and  Mr.  William  Chamberlain,  and  these 
two  gentlemen  now  comprise  the  firm  of  Getty  & 
Scott.  Mr.  Chamberlain,  who  was  formerly  traveller 
for  this  firm,  is  looking-  after  the  production  of  sam- 
ples and  styles,  and  also  after  the  quality  of  the 
goods,  as  he  has  been  doing  in  the  past.  He  is  act- 
ing as  sales  manager  for  the  firm,  and  will  retain  part 
of  his  road  work  which  will  comprise  the  cities  of 
Toronto,  Ottawa  and  Montreal.  Mr.  F.  S.  Scott  will 
act  in  the  capacity  of  managing  director,  and  Mr. 
Chas.  Fogelberg  will  be  superintendent. 

The  company  have  their  spring  samples  fur  1913 
now  well  under  way,  and  these  show  a  great  advance 
over  anything  they  have  attained  in  the  past,  both  in 
staples  and  novelties.  The  line  will  comprise  about 
three  hundred  samples,  in  all  the  various  processes  of 


Mr.  Wm.  Chamberlain,  Sales  Manager 

production.  They  are  a  fine  lot  of  snappy  styles  with 
up-to-date  lasts  and  patterns,  and  are,  without  doubt, 
the  best  samples  the  firm  has  yet  shown  to  the  trade, 
which  is  saying  a  great  deal. 


The  Song  of  the  Shoemaker 

The  shoemaker  sang  as  he  hammered  away, 

"O,  who  is  as  happy  as  I  am  to-day? 

I  saved  twenty  soles  where  the  parson  saved  one, 

And  I  always  heel  where  the  doctor  heals  none. 

I  sit  on  my  bench  like  a  judge  and  I  boot. 

The  people  who  say  that  my  measure  don't  suit ; 

I  cut  all  my  uppers,  I  care  not  for  caste ; 

My  very  first  pleasure  each  day  is  my  last. 

I'm  always  mending  while  others  fall  ill, 

And  when  I'm  thirsty  with  cobblers  I  fill ; 

I'll  never  peg  out,  for  I  always  fill  in  ; 

For  how  can  I  lose  when  I  am  shoer  to  win? 

My  goods  are  all  soled  before  finished,  and  1 

Can  foot  my  bill  without  heaving  a  sigh  ; 

In  fact  I  am  envied  by  great  and  by  small 

For  of  this  world's  blessings  alone  I  have  awl." 


The  Palmer-McLellan  Shoepack  Company 

Mr.  John  Palmer,  managing  director  of  the  Palmer- 
McLellan  Shoepack  Co.  Ltd.,  was  the  first  man  to 
manufacture  shoepacks  at  Fredericton,  N.B.  Up  to 
a  few  months  ago,  when  he  disposed  of  his  interest, 


Mr.  John  Palmer,  Managing  Director 

he  was  president  of  the  John  Palmer  Co.  Ltd.,  also 
general  manager  for  over  thirty  years.  All  the  pro- 
cesses used  at  present  by  all  makers  of  oil  tanned 
leather  shoepacks  were  invented  by  Mr.  Palmer.  He 
was  also  vice-president  and  managing  director  of  the 
Hartt  Boot  &  Shoe  Co.  Ltd.,  Fredericton,  for  ten 
years,  a  company  which  is  one  of  the  foremost  of  its 
kind  in  Canada. 

Mr.  Palmer  has  associated  with  him  Mr.  W.  A. 
McLellan  who  was  secretary-treasurer  and  financial 
man  and  also  joint  manager  of  the  John  Palmer  Co. 
Ltd.,  for  several  years,  up  to  a  few  months  ago,  when 
he  withdrew  from  that  company  to  assist  Mr.  Palmer 


Mr.  W.  A.  McLellan 


in  organizing  the  Palmer-McLellan  Shoepack  Com- 
pany, Limited.  This  company  is  now  building  a  large 
plant  and  expects  to  have  the  genuine  "Palmer"  shoe- 
packs  on  the  market  within  a  few  months. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.    The  Opinions 
of  Experts  on  Bettering  Business  Conditions 


Retailing  Jobbers 

"It  is  time  that  we  retailers  got  toether  and  en- 
deavored to  put  a  stop  to  the  retailing  that  is  so  much 
practised  by  the  jobbers,"  said  a  Toronto  retailer. 
"Many,  in  fact,  I  think  1  can  sa_v  with  perfect  truth 
most  jobbers,  sell  a  great  amount  of  shoes  to  custo- 
mers who  should  make  their  purchases  at  the  retail 
stores.  The  fact  that  these  shoes  are  seldom  sold  at 
jobbing  prices  is  beside  the  question.  W  e  buy  our 
shoes  from  the  jobber,  and  he  has  to  depend  upon  u> 
for  making  his  living.  Me  in  turn,  should  consider 
us  and  not  try  to  take  the  bread  out  of  our  mouths 
by  selling  retail.  In  most  cases,  the  wholesalers  retail 
at  prices  all  the  way  from  5  to  20  per  cent,  less  than 
the  retail  cost  of  the  article." 

A  Clearing  House  for  Old  Stock 

One  of  C  anada's  leading  retail  shoemen  was  ap- 
proached by  us  and  asked  his  opinion  on  the  subject 
of  having  common  clearing  houses  in  the  various 
towns  and  cities  fur  the  disposal  of  all  old  stock.  "I 
consider  it  would  be  a  good  move,"  was  the  reply. 
"Twice  a  year  we  have  to  go  over  our  stock,  pick  out 
what  is  'dead,'  advertise  and  sell  it  at  an  enormous 
reduction.  This  takes  up  our  time,  brings  us  no  profit 
as  we  are  selling  the  shoes  at  a  loss,  and  it  has  been 
our  experience  that  these  sales  have  little  or  no  effect 
in  bringing  customers  into  the  store  wdio  would  pur- 
chase our  regular  lines.  One  of  the  greatest  difficul- 
ties that  I  can  see  in  the  way  of  establishing  such 
clearing  houses  would  be  the  questin  of  division  ot 
profits.  This  innovation  should  be  carefully  planned 
in  advance,  and  1  believe,  if  conducted  along  business- 
like lines,  could  be  made  to  pay,  and  be  a  benefit  to 
the  retail  shoe  trade  in  that  locality. 

"By  this  means  another  evil  that  affects  the  shoe 
trade  could  be  obviated,  i.e.,  the  sale  of  job  lots  in 
retail  stores.  As  you  know  ,  manufacturers  frequently 
have  consignments  of  shoes  returned  to  them  for 
some  reason  or  pretext  and  have  to  dispose  of  them  at 
a  mere  fraction  of  their  cost.  Some  retailer  will  look 
over  this  stock,  and  offer  to  buy  it  at,  say,  50  cents  or 
$1.00  a  pair,  and  the  manufacturer  is  only  too  glad 
to  clear  it  out  at  that  price.  The  purchaser  then 
places  the  shoes,  which  are  stamped  by  the  manufac- 
turer at,  say,  $4.50  a  pair,  in  his  window,  with  a  sign 
informing  the  public  that  they  are  marked  down  to 
$2.00.  The  retailer  can  easily  do  this  and  make  an 
enormous  profit  of  from  100  to  200  per  cent.,  but  it 
is  not  fair  to  the  other  retailers  who  have  been  pur- 
chasing the  regular  lines  of  the  manufacturer  in  ques- 
tion. Of  course,  we  cannot  expect  the  manufacturer 
to  throw  away  job  lots,  and  he  cannot  sell  them  at 
his  ordinary  prices,  so  I  would  not  accuse  him,  gen- 
erally  speaking,  of  treating  his  retail  customers  un- 
fairly in  this  respect,  but  if  we  had  a  common  clear- 
ing house  in  our  various  centres  for  the  disposal  of 
'dead'  stock,  these  job  lots  could  then  be  purchased 
by  the  management  of  the  clearing  house,  and  sold  for 
the  benefit  of  all  concerned.  In  this  way  the  manu- 
facturer would  be  disposing  of  his  job  lot  at  probably 


An  Appreciation 
Messrs.  Gibson  &  Ross,  boot  and  shoe  re- 
tailers, of  Woodstock,  N.B.,  say,  "Your  journal 
is  always  appreciated  by  us.  We  think  it  covers 
its  field  pretty  fairly,  and  contains  very  useful 
information." 


as  good  a  price  as  before,  w  hile  the  retailer  w  ho  carries 
his  regular  lines  would  not  suffer  the  indignity  of 
having  apparently  the  same  shoes  sold  by  his  rival 
at  half  price  or  less." 

Educate  the  Public 

Talking  about  the  advance  in  shoe  prices,  conse- 
quent upon  the  rise  in  leather  and  findings,  a  Mont- 
real manufacturer  referred  to  the  necessity  of  retailers 
educating  the  public  to  pay  bigger  prices.  Some  of 
them,  he  said,  are  afraid  to  put  up  their  goods  to  any 
extent  under  the  fear  that  competitors  will  not  do  the 
same.  Retailers  in  some  instances  would,  he  felt  cer- 
tain, sell  fall  goods  at  about  the  old  level,  although 
they  will  have  to  pay  more  to  the  manufacturers,  par- 
ticularly for  sorting  lines.  The  public  ought  to  be 
made  to  pay  the  higher  values,  for  to  sell  at  old  rates 
means  either  a  loss,  or  a  profit  which  allow  s  practical- 
ly no  margin. 

The  public  naturally  know  little  or  nothing  a"bout 
the  great  increase  in  the  values  of  leather,  and,  said 
the  gentleman  interviewed,  they  are  occasionally  mis- 
led by  the  daily  press.  One  of  the  Montreal  papers 
recently  had  an  article  in  which  it  was  stated  that  the 
public  were  being  squeezed  to  swell  shoe  manufac- 
turers' dividends.  This  statement  is  untrue,  as  the 
writer  could  have  easily  found  out  had  he  taken  the 
trouble  to  consult  the  price  lists  of  leather  merchants. 
As  a  matter  of  fact,  the  rise  in  leather  is  against  the 
interests  of  the  manufacturer,  who,  on  a  rising  mar- 
ket, is  very  much  in  the  dark  as  to  the  price  he  ought 
to  charge  the  retailer  or  jobber.  It  upsets  his  calcu- 
lations, as  he  cannot  figure  accurately  on  his  cost 
price.  Some  Montreal  manufacturers  who  sold  early 
for  fall  are  now  losing  money  on  certain  lines  owing 
to  the  big  advance  in  leather  quotations. 

*      *  * 

Standard  Size  Cartons  Wanted 

"It  is  time  we  retailers  got  together  and  demanded 
some  consideration  from  the  manufacturers,"  remark- 
ed a  New  Brunswick  shoe  dealer,  the  other  day.  "Take 
the  matter  of  shoe  cartons  alone,  bach  manufacturer 
has  his  own  size  which  is  neither 'governed  by  the 
size  of  the  shoe  nor  the  shelves  of  his  patrons.  It  is 
impossible  for  us  to  have  our  shelves  present  an  at- 
tractive appearance  when  they  are  Idled  with  cartons 
not  of  a  uniform  size.  Some  of  these  are  made  larger 
than  is  required  to  hold  the  shoes,  and  have  to  be 
jammed  into  the  shelves  or  placed  on  their  sides, 
which  produces  anything  but  an  attractive  effect.  The 
fixtures  in  rriy  store  are  about  the  average  size,  and 
w  e  know  that  manv  other  shoe  retailers  have  the  same 
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trouble  in  stocking  men's  goods.  The  women's  car- 
tons are  nearer  the  mark  in  size,  and  do  not  vary  as 
much  as  men's.  We  would  like  to  see  the  manufac- 
turers settle  on  a  standard  sized  men's  carton,  and 
would  suggest  the  following  size,  to  which  we  think 
most  retailers  would  agree:  length  \2l/2  in.,  width  6^ 
in.,  depth,  including  cover,  A]/2  in.,  size  of  cover  12% 
in.  by  6l/2  in.  A  trifle  larger  size  would  be  required 
for  sizes  11  and  12. 

"This  is  a  matter  which  will  probably  only  be  set- 
tled to  our  satisfaction  when  we  meet  together  in  asso- 
ciations and  put  our  complaint  before  the  manufac- 
turers and  demand  satisfaction." 

*      *  * 

Do  Not  Overload 

"Some  travellers  make  a  great  mistake  in  trying  to 
overload  a  customer  with  goods,"  said  a  representa- 


tive who  is  on  the  road  in  Ontario,  "It  is  to  my  in- 
terest to  sell  as  much  as  possible,  but  I  know  that  if 
I  push  my  goods  too  much  and  persuade  a  retailer  to 
overstock,  I  am  in  danger  of  afterwards  losing  a  cus- 
tomer. Hence  I  sometimes  advise  buyers  to  go  slow 
on  certain  lines,  as  I  am  certain  that  they  will  not 
prove  good  sellers  for  the  particular  class  of  trade 
to  which  the  customers  cater.  A  traveller  naturally 
desires  to  hold  his  friends,  and  the  right  way  to  do 
it  is  to  avoid  stocking  them  with  styles  and  quantities 
that  will  mean  a  loss  or  great  difficulty  in  selling-  the 
goods.  I  know  of  one  traveller  who  sold  a  buyer,  who 
happened  to  be  a  new  man,  a  very  large  amount — in 
fact,  much  above  the  ordinary  requirements.  It  was  a 
nice  fat  order,  but  the  buyer  soon  found  out  that  he 
had  over-bought,  owing  to  the  persuasion  of  the  trav- 
eller, and  the  result  was  that  the  latter  never  received 
another  dollar's  worth  of  business  from  that  firm." 


hicSn  Fellow  Are  You  ? 


By  Oscar  Onken 


Isn't  it  a  fact  that  obstacles  put  a  man  upon  his 
metal,  stimulate  his  energies,  increase  his  art  of  re- 
source and  his  determination?  If  you  are  in  doubt 
as  to  the  virtues  which  develop  through  adversity  and 
all  sorts  of  drawbacks,  just  recall  the  hard  thinking 
you  have  done,  and  the  nights  you  have  remained 
awake  trying  to  think  out  some  plan  by  which  this 
particular  obstacle  might  be  overcome.  Had  not  the 
obstacle  confronted  you,  you  would  have  gone  on  in 
the  old  easy  way  of  letting  things  take  care  of  them- 
selves and  you  would  not  have  been  the  man  you  are 
to-day.  Yes,  sir ;  be  glad  of  the  tangles  which  force 
you  to  use  your  resourcefulness  and  cause  you  to  be 
a  conqueror.  Sometimes  your  competitor  in  business 
becomes  your  obstacle.      Why?    You  find  he  sells 


A  Business  Pulling  Window 

(Patented  1911  in  United  States  and  Foreign  Countries  by  the  Oscar 
Onken  Co.,  Cincinnati,  Ohio  ) 

twice  the  amount  of  goods  you  sell,  and  you  are  wor- 
ried, not  because  he  is  successful,  but  because  you  are 
not.  You  search  around  for  the  cause.  You  are  not 
able  to  put  your  finger  on  it  straight  off,  but  he  has 
made  you  think,  and  you  grow  determined  to  find  the 
way  to  bigger  sales,  and  more  business. 

Now,  has  not  your  obstacle  served  you  well  in 
making  you  a  better  business  man  by  trying  to  find 
out  the  cause,  and  of  course  you  do  find  it.  Ve-ry 
often  the  secret  is  some  one  thing  which  you  have 
never  considered  important.  Take  for  instance,  your 
window  display  and  compare  it  with  your  competi- 


tor's. Don't  be  afraid  to  be  seen  looking  straight 
into  your  competitor's  window,  and  look  deliberately, 
too,  for  you  may  there  and  then  discover  the  real 
reason  for  his  success.  In  these  days  a  well-trim- 
med window  is  almost  too  big  an  asset  to  set  a  limit 
upon — you  cannot  calculate  the  big  results.  When 
you  see  a  whole  front  torn  out  of  a  comparatively 
new  building  just  to  put  in  a  newer  idea  of  a  window, 
you  must  make  up  your  mind  that  that  merchant  is  a 
smart  one,  and  has  discovered  the  value  of  a  good 
looking  window,  and  don't  care  what  he  spends  to 
build  and  dress  it. 

Make  your  windows  look  smart  at  any  cost,  make 
people  think  they  want  what  they  don't  need,  and  they 
do  want  when  they  see  attractive  looking  windows. 
Now,  if  you  have  well  digested  this  fact  and  put  it 
into  execution,  you  have  conquered  a  big  obstacle  to 
success,  and  you  have  been  put  on  your  metal,  too. 

The  most  up-to-date  and  improved  brand  of  inter- 
changeable wood  window  fixtures  is  manufactured  by 
the  Oscar  Onken  Company,  of  Cincinnati,  Ohio.  These 
are  the  famous  Onken  Interchangeable  Wood  Window 
Fixture  Younits,  that  are  being  advertised  to  the 
trade.  Their  free  booklet  describes  Onken  Inter- 
changeable Younits  fully  besides  giving  a  lot  of  inter- 
esting information  about  them. 

The  Oscar  Onken  Company  also  publishes  a  book 
of  designs  showing  very  original  and  attractive  win- 
dow-trims. This  book  is  sent  free  with  every  set.  See 
the  firm's  advertisement  on  page  o 


Current  Leather  Prices 

The  price  of  some  standard  lines  of  leather  in  To- 
ronto, are  as  follows  : — 

No.  1  Spanish  sole,  for  jobbing,  per  lb.       .32  to  .33 

No.  1  slaughter  sole,  heavy  36  to  .38 

Harness,  No.  1  R  38  to  .39 

Harness,  No.  2  R  37  to  .38 

Heavy  upper  57  to  .60 

French  kip                                              1.15  to  1.25 

Canada  calf  75  to  .85 

French  calf,  firsts                                     1.38  to  1.62 

Saddlers,  russets,  doz                             11.00  to  13.00 
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What  the  Shoe  Travellers  are  Doing  and  Saying  Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


Has  Added  Another  Line 

Mr.  Fred  I'.  Beemer,  the  Canadian  traveller  Eor 
Hervey  E.  Guptill,  of  Haverhill,  Mass.,  is  one  of  the 
most  popular  and  widely  known  travellers  in  Canada. 
He  lias  just  secured  the  Canadian  agency  for  the 
"Sorosis"  shoe,  manufactured  by  A.  E.  Little  &  Com- 
pany, of  Lynn,  Mass.  Mr.  Beemer  lias  been  travelling 
in  Canada  for  Heryey  E.  Guptill  for  live  years,  during 
which  time  the  linn's  excellent  products  have  made  a 
wonderful  advance  in  the  Canadian  trade,  last  year 
seeing  the  sales  practically  doubled.  Mr.  Beemer 
knows  the  shoe  trade  from  A  to  Z,  having  been  horn 
and  brought  up  in  it.  Mis  father  established  the  first 
wholesale  shoe  business  in  Ontario,  and  he  lias  a 
brother  also  in  the  trade.  Previous  to  joining  the  staff 
of  Hervey  E.  Guptill  he  was  travelling  for  the  J.  D. 
King  Company,  of   Toronto.    Mr.  Beemer  says  that 


now  at  the  head  of  the  list  in  the  local  league,  lie  L 
exceedingly  fond  of  the  water  and  holds  several  med- 
als for  long  distance  swimming,  having  crossed  the 
Grand  River  six  times  without  resting.  Another  form 
nf  sport  that  he  is  particularly  fond  of  is  bowling, 
and  he  can  usually  be  found  on  the  "green"  any  sum- 
mer afternoon.  Owing  to  recent  changes  in  the  firm, 
which  have  necessitated  Mr.  Chamberlain's  giving  up 
the  city  of  Hamilton,  he  has  turned  over  the  trade  in 
that  place  to  Mr.  Fallen,  who,  he  is  confident,  will 
make  a  capable  successor. 


Traveller  and  Retailer 

Mr.  Frank  Power  is  both  a  retailer  and  a  traveller 
— a  rather  uncommon  combination.  lie  represents,  in 
Toronto  and  Pastern  Ontario,  the  Rideau  Shoe  Com- 


Mr..  Fred  P.  Beemer 


Mr.  W.  G;  Fallen 


Mr.  F.  Power 


the  slipper  business  was  newer  so  good  before  as  it  is 
now,  and  with  the  addition  of  the  popular  "Sorosis" 
>f  shoes, 


line 


he  is  sure  to  do  a  roaring  business. 


Is  Fond  of  Athletics 

Mr.  VV.  G.  Fallen,  represents  the  firm  of  Getty  & 
Scott.  Limited,  in  W  estern  Ontario,  having  been  on 
the  road  for  them  fur  about  ten  years.  Having  had 
a  thorough  factory  training  with  this  firm  he  knows 
his  lines  thoroughly  and  shows  good  judgment  in  his 
salesmanship.  One  of  the  reasons  for  his  success  is 
that  he  is  a  man  of  genial  disposition  and  he  also  has 
the  faculty  of  knowing  and  sizing  up  his  customer. 
1 1  is  business  has  increased  rapidly  from  year  to  year, 
and  his  progress  on  the  road  is  unparalleled.  He  is 
held  in  the  highest  esteem  by  the  firm  he  represents 
and  is  considered  one  of  their  most  useful  employees. 

Mr.  Fallen  is  a  great  baseball  fan  and  a  strong  sup- 
porter of  the  Getty  &  Scott  baseball  team,  which  is 


pany  and  the  Macfarlane  Shoe  Company,  of  Mont- 
real, and  does  well  for  both.  For  the  former  he  will 
i  in  his  next  journey  show  the  Dr.  A.  Reed  improved 
"Wonder"  cushion  sole.  He  has  been  twenty-five 
years  in  the  shoe  business,  first  in  the  retail,  as  man- 
ager, then  for  two  years  on  the  road,  then  back  again 
in  the  retail  I  hut  this  time  as  ow  ner  of  a  store)  and 
now  as  both  retailer  and  traveller.  For  live  years  he 
has  represented  the  Rideau  Company.  His  practical 
knowledge  of  the  retail  side  has  naturally  proved  of 
material  assistance  on  the  road,  as  he  can,  from  actual 
experience,  appreciate  the  difficulties  of  the  business 
and  give  the  benefit  of  his  knowledge  to  his  customers. 
Mis  retail  store  is  in  Notre  Maine  street  west,  Mont- 
real. 


Mr. 

ence  of 


An  Efficient  Traveller 

|.  M.  Petermann  has  had  a  life-long  experi- 
the  shoe  trade.     Me  entered  the  business  as 
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a  boy,  has  been  engaged  in  both  the  wholesale  and 
retail  branches,  and  is  now  on  the  road.  His  first 
knowledge  of  boots  and  shoes  was  obtained  in  To- 
ronto, and  it  was  in  the  same  city  that,  for  some  years, 
he  managed  the  shoe  department  of  the  Simpson  Com- 
pany. Mr.  Petermann  also  opened  the  department  for 
Scroggie  &  Company,  Montreal,  remaining  with  that 
concern  for  five  years.  For  a  considerable  time  he 
was  in  the  retail  business  in  Montreal,  and  about  two 
years  ago  was  engaged  by  the  Slater  Shoe  Company, 


Mr.  J.  M.  Petermann 

Limited,  to  travel  in  the  West  on  special  work.  He  is 
now  with  the  recently-formed  Thompson  Shoe  Com- 
pany, Limited,  of  Montreal,  whom  he  will  represent 
from  Port  Arthur  to  the  Pacific  coast.  Mr.  Peter- 
mann belongs  to  the  quiet  type  of  traveller,  but  the 
absence  of  loquacity  has  proved  no  bar  to  success 
in  securing  orders.  His  home  is  in  Montreal,  while 
during  the  summer  he  resides  in  a  very  pleasant  cot- 
tage on  the  Lakeside  at  Dixie,  P.Q. 


Dealers'  Delinquencies 

Among  retail  merchants  there  are  some  who  do  not 
manifest  either  the  desire  or  the  will  to  do  anything 
that  will  better  their  present  or  future  condition  and 
who  do  not  have  sufficient  mercantile  knowledge  to 
enable  them  to  measure  their  disabilities.  Such  deal- 
ers are  either  blind  or  unconscious  and  unless  they  can 
be  speedily  aroused  and  made  to  see  their  danger 
there  is  little  hope  for  their  salvation. 

There  are  others  who  are  fully  conscious  of  their 
delinquencies  and  disadvantages  and  who  are  anxious 
to  place  themselves  in  better  business  relations  but 
who  do  not  know  how  to  do  it. 

Some  of  them  charge  all  of  their  troubles  to  the 
mail  order  houses  and  neglect  to  do  the  things  that 
are  essential  to  their  individual  welfare,  even  if  there 
were  no  mail  order  competitors.  Such  dealers  consti- 
tute a  large  part  of  those  who  are  most  violent  and 
illogical  in  their  abuse  of  outside  competitors.  They 
fail  to  realize  that  to  a  considerable  extent,  the  mail 
order  business  has  grown  out  of  the  conditions  they 
have  helped  to  make  and  that  to  circumvent  it  differ- 
ent conditions  must  be  made. 

There  are  other  dealers  who  are  strong,  self-reliant 
and  fully  capable  of  meeting  all  ordinary  emergencies, 
who  understand  and  espouse  the  ideas  and  principles 
of  modern  merchandising  and  who  feel  so  confident  of 
their  independence  and  their  ability  to  conduct  a  suc- 


cessful business  without  outside  assistance,  that  they 
fail  to  realize  the  magnitude  of  the  danger  that  threat- 
ens them  from  without  themselves. 

They  do  not  realize  that  the  delinquencies,  short- 
comings and  general  inefficiency  of  a  large  number  of 
their  fellow  merchants'  is  being  charged  to  the  retail 
trade  in  general  and  that  false  and  dangerous  impres- 
sions have  been  made  upon  the  public  mind  and  will 
continue  to  be  made  unless  they  put  forth  active  ef- 
forts to  prevent  it. 

The  value  of  a  circular  letter  lies  in  the  fact  that 
it  brings  the  merchant  and  his  customers  into  closer 
personal  relations  with  each  other.  A  regular  cus- 
tomer is  somewhat  flattered  on  receiving  a  personal 
letter  from  the  store  where  he  or  she — but  more  par- 
ticularly, she — is  accustomed  to  trade.  She  feels  that 
her  trade  is  appreciated,  and  missed  when  not  in  evi- 
dence. The  newcomer  in  town  is  made  to  feel  more 
welcome  when  she  visits  the  store.  The  older  resi- 
dent, who  has  been  trading  with  "the  other  fellow," 
is  reminded  to  stop  in  when  next  in  the  vicinity  of  the 
store,  if  only  to  look  around. 

It  is  of  the  utmost  importance  to  determine  in  ad- 
vance the  best  method  for  carrying  out  a  circulariz- 
ing campaign.  Assuming  that  the  store  is  to  hold  a 
special  sale  of  some  sort  a  month  or  six  weeks  hence, 
it  might  be  advisable  to  advertise  the  fact  by  a  series 
of  two,  three,  or  even  four,  well-written  letters,  dis- 
tributed to  a  selected  list  of  possible  customers.  The 
first  letter  need  not  even  mention  the  exact  date  of 
the  sale,  but  may  simply  state  that  preparations  are 
being  made  for  it.  The  second  letter  might  be  defer- 
red until  the  date  is  determined  upon.  Then  it  need 
only  explain  the  cause  of  the  sale  and  mention  might 
be  made  of  some  of  the  lines  to  be  offered.  The  third 
letter  should  reach  the  customer  not  earlier  than  one 
day  prior  to  the  sale  opening ;  even  the  opening  day 
of  the  sale  would  not  be  too  late. 


Mr.  W.  G.  Downing,  Brandon,  Man. 
Western  Manager,   The  Williams  Shoe  Co.,  Brampton,  Ont. 

The  campaign  here  outlined  is  given  as  a  casual  ex- 
ample, but  does  anyone  doubt  that  more  business 
would  result  from  such  vigorous  action — provided,  as 
before  stated,  the  proper  ammunition  is  used  and  the 
campaign  is  properly,  faithfully,  and  systematically 
executed? 


6o 
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The  Peruvian  Rubber  Scandals 

The  latest  rubber  atrocity  scandal  comes  from  the 
Putumayo  rubber  district  of  Peru,  and  even  surpasses 
in  horror  anything  charged  to  the  rubber  collectors 
of  the  Congo.  The  company  owning  the  concessions 
in  this  case  is  nominally  British,  though  a  majority 
of  the  stock  holders  are  of  other  nationalities.  The 
perpetrators  of  the  cruelties  were  in  many  cases  Brit- 
ish subjects — negroes  from  Ilarbadoes — who  acted  as 
overseers  under  the  direction  of  the  Peruvian  officials 
of  the  company.  The  natives  upon  whom  these  cruel- 
ties were  inflicted  are  a  peculiarly  inoffensive  lot,  who 
before  the  discovery  of  rubber  in  their  territory  had 
been  totally  cut  off  from  the  world. 

The  charges  against  the  overseers  and  Peruvian 
officials  of  the  company,  which  have  been  substanti- 
ated by  an  investigation  by  officials  of  the  company 
in  conjunction  with  an  agent  of  the  British  govern- 
ment, are  wholesale  robbery,  murder  and  torture.  The 
natives  were  forced  to  work  without  payment  and  if 
the  required  quantity  of  rubber  was  not  forthcoming 
at  the  end  of  the  day,  they  were  treated  to  fiendish 
tortures  and  even  put  to  death.  The  older  natives 
were  murdered  when  captured,  in  order  that  they 
might  not  influence  the  younger  generation  to  rebel 
against  their  cruel  masters.  The  story  reads  like 
fiction  to  those  of  us  who  have  never  been  beyond  the 
restraints  of  law  and  order,  and  seen  the  beast  or 
devil  that  lies  hidden  in  every  human  being,  come  to 
the  front.  Men,  women  and  children  were  killed  in 
many  instances,  through  sheer  "sport"  and  lust  of 
killing.  Ignorant  natives  were  asked  to  blow  down 
tubes  of  rifles  while  Spaniard  or  negro  jocularly 
touched  the  trigger  and  blew  off  the  head  of  the 
victim. 

Good  people  the  world  over,  on  reading  the  hor- 
rible details  of  the  cruelties  practised  upon  the  natives 
in  the  district  of  Peru,  hold  up  their  hands  in  horror 
that  such  things  can  possibly  happen,  but  it  is  not 
alone  in  the  Spaniard  or  negro  or  other  "foreigner" 
that  this  cruelty  and  blood  lust  is  found,  it  is  also 
present  to  a  greater  or  less  extent  in  the  mildest 
Anglo-Saxon,  and  sometimes  comes  out  unexpectedly, 
even  to  the  individual  himself,  when  he  is  "monarch 
of  all  he  surveys"  and  free  from  the  restraints  of  civ- 
ilization. We  have  known  cases  in  which  Britishers 
and  Americans  have  shot  down  "niggers"  "for  sport" 
when  they  knew  themselves  to  be  free  from  the  strong 
arm  of  the  law. 

That  such  things  as  the  Congo  rubber  and  Peruvi- 


an rubber  horrors  exist,  is  a  stain  upon  our  civiliza- 
tion, and  arc  directly  attributable  to  the  good  people 
who  are  opposed  to  all  imperialism  and  militarism.  It 
is  the  duty  of  civilized  nations  such  as  Great  Britain 
and  the  United  States  to  take  possession  of,  develop, 
civilize  and  Christianize  the  "dark  regions"  of  the 
world,  and  until  the  civilized  nations  cease  to  be  jeal- 
ous of  one  another  and  wake  up  to  the  fact  that  they 
owe  a  duty  to  civilization  and  humanity  in  general  to 
protect  and  educate  barbarous  races,  such  things  will 
occur  to  remind  us  that  the  world  is  not  civilized  after 
all. 

In  this  instance,  it  is  the  United  States  that  should 
take  action  in  Peru.  The  world  knows  that  the  Peruv- 
ian government,  like  that  of  many  other  Latin-Ameri- 
can states,  is  corrupt,  and  the  people  semi-savage. 
If  justice  is  to  be  done,  and  the  natives  treated  hu- 
manely, it  is  the  United  States  that  must  step  in  and 
carry  it  out.  By  her  Munro  Doctrine  she  takes  offense 
at  the  interference  of  European  nations  in  American 
affairs,  and  since  she  takes  that  stand,  she  should  see 
that  all  American  affairs  are  conducted  decently  and 
in  order.  It  is  very  much  to  be  feared,  however,  that 
nothing  will  be  done  by  the  government  of  the  United 
States  in  this  matter,  as  Peru  is  a  "friendly  country" 
and  the  almighty  dollar  rules  the  world. 

To  the  credit  of  the  "British"  company  that  has  been 
operating  this  region,  be  it  said,  that  when  they 
learned  the  truth  about  these  atrocities  they  surrend- 
ered their  charter  and  went  into  voluntary  liquidation. 
There  is  no  doubt  that  the  directors  and  shareholders 
of  the  company  were  ignorant  of  the  existing  state 
of  affairs  in  Putumayo,  but  it  should  be  the  duty  of  all 
companies  employing  natives  on  the  outskirts  of  civ- 
ilization to  see  that  they  are  properly  and  fairly  treat- 
ed and  in  this  way  the  rubber  company,  like  many 
another,  has  fallen  short.  Strong  protests  have  been 
made  by  the  British  government  to  the  government  of 
Peru  to  have  this  state  of  affairs  investigated,  reme- 
died, and  the  perpetrators  of  the  attrocities  punished. 
The  Peruvian  government,  however,  has  the  true 
Spanish-American  trait  of  putting  everything  off  until 
to-morrow,  and  the  investigation  has  been  dragging 
on  for  over  a  long  period,  during  which  time,  the 
principal  offenders  have  decamped  for  parts  unknown. 
It  is  understood  that  the  United  States  has  also  utter- 
ed a  protest  to  the  Peruvian  government  and  that 
they  have  been  assured  by  the  British  government 
of  any  backing  or  help,  morally  or  materially,  that 
may  be  necessary  to  improve  the  conditions  in  that 
part  of  the  world. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Mr.  F.  W.  Walker  has  resigned  his  position  as  foreman 
of  the  making  department  of  the  George  A.  Slater  Company 
and  will  again  accept  a  position  with  the  United  Shoe  Ma- 
chinery Company.  Mr.  Walker  is  well  known  in  the  shoe- 
making  circles  of  the  world,  having  established  shoe  fac- 
tories in  China,  Australia,  South  America,  Cuba  and  in  a 
great  many  large  cities  and  countries,  throughout  the 
world  for  the  United  Shoe  Machinery  Company. 

The  Lionne  Varnish  and  Leather  Company,  Montreal, 
has  been  incorporated;  Mr.  T.  Dufresne,  Mr.  Locke  (of 
Locke  &  Dufresne),  and  Mr.  O.  Dufresne  being  interested. 
It  is  intended  to  put  on  to  the  market  a  patent  leather  var- 
nish, manufactured  in  Montreal,  which  is  warranted  not  to 


Mr.  E.  J.  Getty,  who  has  left  the  firm  of 
Getty  &  Scott,  Limited,  Gait,  Ont. 

crack.  The  preparation  of  the  varnish  is  a  secret,  and  is 
the  result  of  a  series  of  experiments  by  a  French  chemist. 

Mr.  Charles  Weaver,  of  Trenton,  Ont.,  has  been  in 
Montreal   recently,  purchasing  stock. 

Mr.  McDermott,  of  the  McDermott  Shoe  Company, 
Maisonneuve,  has  been  on  a  visit  to  Toronto. 

For  a  long  time  the  Kingsbury  Footwear  Company, 
Limited,  Maisonneuve,  have  felt  the  need  for  increased  room, 
both  for  manufacturing  and  storage  purposes,  and  the  com- 
pany are  now  extending  their  premises  by  erecting  a  five- 
storey  concrete  addition,  adjoining  their  present  factory  and 
offices.  The  new  building  will  be  150  ft.  by  50  ft.,  and  will 
give  an  increased  floor  space  of  37,500  square  feet,  or  about 
fifty  per  cent,  of  the  existing  accommodation.  This  will  not 
only  enable  goods  to  be  turned  out  under  belter  conditions, 
but  will  give  room  for  expansion  of  business. 

Kirvan-Doig,  Limited,  Montreal,  expect  to  occupy  their 
new  factory,  Maisonneuve,  on  September  1st.  The  firm  will 
then  have  facilities  for  turning  out  between  1,200  and  1,500 
pairs  per  day,  having  decided  to  install  a  number  of  the 
latest  machines.  The  larger  accommodation  will  also  enable 
goods  to  be  shipped  promptly. 

The  Montreal  civic  controllers  have  decided  to  keep 
a  deposit  of  $200  made  by  a  trader  who  contracted  to  supply 
rubber  boots  for  the  fire  department.  The  controllers  were 
not  satisfied  with  the  goods,  and  purchased  them  elsewhere, 
keeping  the  deposit,  which  just  amounted  to  the  difference  in 
the  price  which  was  paid  for  the  goods  obtained  from  another 
firm. 

Mr.  Doig,  of  Kirvan-Doig,  Limited,  Montreal,  has  left 
for  a  long  visit  to  the  West.    He  is  accompanied  by  Mr. 


A.  M.  Jarvis,  the  firm's  representative,  the  object  being  to 
cultivate  more  closely  the  western  trade. 

The  Dominion  Leather  Goods  Company,  Limited,  has 
been  organized  with  a  share  capital  of  $40,000.  The  head 
office  of  the  company  will  be  in  Toronto.  The  charter  per- 
mits of  their  carrying  on  business  as  tanners,  and  manufac- 
turing leather  goods,  harness,  gloves,  footwear,  etc. 

Mr.  H.  A.  Beatty,  sales  manager  of  the  Slater  Shoe 
Company,  Limited,  Montreal,  has  been  on  a  business  visit 
to  the  United  States. 

The  report  circulated  in  certain  newspapers  to  the  effect 
that  the  branch  office  at  Regina  of  Thos.  Ryan  Company, 
wholesale  boots  and  shoes,  was  demolished  by  the  recent 
cyclone,  and  the  stock  ruined,  is,  we  are  pleased  to  say, 
utterly  untrue.  This  company  had  plans  out  for  a  sub- 
stantial warehouse  building,  before  the  storm,  and  the  re- 
cent disaster  has  not  altered  their  decision  to  build.  They 
have  a  site  on  the  corner  of  Smith  and  South  Railway  streets 
and  are  now  applying  for  tenders  for  a  mill-constructed 
building.  They  were  open  for  business  as  usual,  the  Tues- 
day morning  after  the  storm. 

Mr.  R.  E.  Jamieson,  general  sales  manager  of  the  Can- 
adian Consolidated  Rubber  Company,  Limited,  Montreal,  is 
on  a  visit  to  the  West. 

A  Quebec  and  Eastern  Ontario  branch  of  the  Canadian 
Credit  Men's  Association  has  been  established  with  head- 
quarters at  No.  1  Coristine  Building,  Montreal.  The  object 
is  to  collect  reliable  data  as  to  the  commercial  standing  of 
the  retail  traders  of  the  Dominion.  Mr.  Paul  Valentine,  of 
the  Canadian  Consolidated  Rubber  Company,  has  been  ap- 
pointed permanent  secretary.  The  following  gentlemen  in 
the  boot  and  shoe,  rubber  and  leather  trades,  are  on  the 
provisional  committee: — Mr.  John  Harmill,  Ames-Holden- 
McCready,  Limited;  Mr.  L.  D.  Shaw,  Canadian  Consolidated 
Rubber  Company;  Mr.  S.  D.  Joubert,  Lamontagne,  Limited; 
David  S.  Benvie,  Jas.  Robinson.  A  meeting  will  be  held  on 
August  15th  when  the  officers  will  be  selected. 


Mr.  Ernest  E.  Donovan,  who  has  severed  his  connection 
with  Cook  &  Fitzgerald,  Limited,  London,  Ont. 

Mr.  E.  Donovan  is  organizing  a  company  under  the 
name  of  E.  Donovan  &  Company,  which  will  manufacture 
boots  and  shoes.  Location  of  factory  is  not  definitely  set- 
tled, but  arrangements  have  been  made  so  that  samples  may 
be  ready  to  show  shoe  buyers  of  spring  footwear. 

Mr.  A.  K.  Ferguson,  credit  manager  of  Kilgour,  Rimer 
&  Company,  Limited,  wholesale  boot  and  shoe  merchants, 
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Winnipeg,  lias  been  appointed  secretary  of  the  Saskatche- 
wan branch  of  the  Canadian  Credit  Men's  Association,  head 
office  Regina,  where  excellent  quarters  have  been  secured 
in  the  Leader  Building.  Mr.  Ferguson  was  the  recipient  of 
handsome  presents  from  the  A  ssiniboine  Lodge.  A.  F.  &  A. 
M.,  Winnipeg;  the  Fori  Rouge  Lawn  Howling  Club  and  the 
Kilgour,  Rimer  Company,  on  the  eve  of  his  departure,  lie 
is  succeeded  in  the  latter  firm  by  Mr.  J.  McFerran,  late  of 
the  Canadian  Consolidated   Rubber  Company,  Limited. 

The  Edmonton  Shoe  &  Leather  Company  has  been 
formed  with  a  capitalization  of  $100, 000.  The  provisional 
directors  are  J.  M.  Douglas,  M.P.,  A.  C.  Todd,  W.  F.  Jewett, 
and  A.  L.  Marks,  of  Edmonton,  and  X.  L.  McDonald,  of 
Calgary.  Some  of  the  most  prominent  men  in  the  city  of 
Edmonton  are  connected  with  the  company.  It  is  purposed 
to  start  the  erection  immediately  of  a  $:i0,000  factory  on  a 
site  which  has  already  been  secured  and  which  has  un- 
equalled facilities,  being  directly  between  the  lines  of  the 
Canadian  Pacific  and  Canadian  Northern  Railways.  The  ob- 
ject of  the  new  company  is  to  conduct  a  large  and  thorough- 
ly modern  tannery  with  a  capacity  of  at  least  fifty  hides  daily 
at  the  outset,  and  to  manufacture  oil-tanned  shoepacks,  lar- 
rigans,  harness,  leather,  leather  sporting  goods  and  similar 
products.  Mr.  A.  C.  Todd,  the  well-known  tanner  and  shoe- 
pack  manufacturer,  late  of  Meaford,  Out.,  will  be  in  charge 
of  the  business.  Mr.  Todd  is  bringing  his  manufacturing 
machinery  to  Edmonton  as  well  as  a  list  of  signed  orders 
.sufficient  to  keep  the  new  factory  in  full  operation  for  a 
year.  M.  Jewett,  who  is  also  an  experienced  manufacturer, 
of  Ontario,  will  be  associated  with  Mr.  Todd  in  the  manage- 
ment, having  charge  of  the  shoepack  branch.  The  company 
expects  to  employ  about  seventy-five  men  at  the  beginning. 
Two  buildings  will  be  erected,  one  of  brick  for  the  tannery, 
and  another  of  frame  construction  for  the  shoepack  mach- 
inery. The  tannery  plant  of  Francois  Adam,  of  Camrose, 
has  been  purchased  and  will  be  installed  in  the  new  factory. 
The  company  will  in  all  probability  be  ready  for  business  by 
the  new  year. 

Mr.  D.  Lome  McCibbon,  President  of  the  Canadian 
Consolidated  Rubber  Company,  announces  that  his  concern 
lias  accepted  the  $2.">. (MX)  bonus  offered  by  the  Berlin  Town 
Council  to  erect  a  $1,000,000  auto  tire  plant  in  that  place. 
At  one  time  the  company  was  considering  erecting  the  plant 
in  Hamilton,  Out.,  and  had  even  gone  so  far  as  to  get  options 
on  property. 

The  firm  of  DraycoUrt  and  Quirt,  shoemakers,  of  Van- 
couver, B.C..  has  dissolved. 

Maher's  Safety  Rubber  Heel  Company,  Limited,  has 
been  organized  with  a  capital  of  $20,000.  The  chief  place 
of  business  will   be  at  Montreal. 

The  Thompson  -Shoe  Company.  Limited,  has  been  or- 
ganized with  a  capital  stock  of  $  I  ()(),()()().  Their  head  office 
will  be  at  Montreal.  The  company  will  carry  on  a  whole- 
sale shoe  business,  and  their  charter  permits  of  their  en- 
gaging in  shoe  manufacturing  and  tanning. 

Legris  &  Leduc,  leather  manufacturers,  of  Quebec,  have 
dissolved. 

Jos.  Durocher,  dry  goods  and  boots  and  shoe  merchant, 
at  Pointe  Aux  Trembles,  Que.,  was  burned  out  last  month. 
The  loss  was  covered  by  insurance. 

C.  C.  Cronk  &  Company  are  starting  a  boot  and  shoe 
store  at  Moose  Jaw. 

The  Ottawa  Shoe  Shining  Parlor  has  registered  in 
Montreal. 

II.  H.  Eastland  &  Company  are  starting  a  boot  and  shoe 
store  at  Calgary. 

C.  Switzer,  shoe  retailer,  of  Sunderland,  Ont,  has  sold 
out  to  R.  G.  Witt. 

Harry  Hyams,  Montreal,  has  sold  out  his  shoe  stock. 

Morris  Fauleux  and  Jean  Marie  Labelle  have  been  reg- 
istered to  carry  on  business  in  Montreal,  as  the  Independent 
Shoe  Company. 

Mr.  E.  J.  Getty,  of  the  firm  of  Getty  &  Scott.  Limited. 
Gait,  Out.,  has  retired  from  active  business  life  after  eighteen 
years  spent  in  the  shoe  manufacturing  business  in  that  place. 
Mr.  William  Chamberlain,  who  for  many  years  has  been 
one  of  the  most  popular  and  successful  of  the  company's 
travellers,  now  becomes  a  member  of  the  firm  and  takes 
the  position  of  ^alcs  and  advertising  manager. 

Mr.  W.  A.  Kinney,  a  traveller  for  the  Robert  Taylor 
Company,  of  Halifax,  was  seriously  injured  in  the  wreck  on 
the  Intercolonial     Railway    when    the    Maritime  Express 
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jumped  the  track  recently.  We  are  pleased  to  learn  that 
he  is  progressing  favorably  towards  recovery.  He  formerly 
travelled  for  the  Victoria  Shoe  Company  and  also  for  P.  E. 
Frank  &  Company. 

W.  E.  Smith,  the  popular  salesman  and  expert  window 
trimmer  of  the  Regal  Shoe  Store,  Toronto,  has  accepted  a 
remunerative  position  with  a  Chicago  store. 

It  is  stated  by  leather  men  that  the  large  packing 
houses  of  Canada  will  consolidate  and  build  tanneries  at 
West  Toronto,  where  the  Swift  Canadian  and  Harris  Abat- 
toir Packing  Companies  are  reported  to  have  decided  to 
build  the  largest  tannery  in  Canada,  for  the  purpose  of  treat- 
ing and  tanning  jointly  their  own  productions.  It  is  rum- 
ored that  another  large  packing  house  contemplates  building 
a  $.">(). ooo  plant  at  that  place.  Up  till  now  the  Toronto 
packers  have  always  shipped  their  cattle  hides  to  Chicago. 

A.  McKillop  &  Company  have  recently  moved  into 
their  new  warehouse  in  Calgary.  It  is  a  three-storey  build- 
ing with  basement.  120  ft.  by  50  ft.,  and  is  one  of  the  most 
up-to-date  buildings  of  the  kind  in  the  West. 

James  Twitchell  &  Son.  boot  and  shoe  retailers,  of 
Clinton,  Out.,  are  advertising  their  business  for  sale. 

W.  J.  Spratt,  shoe  retailer,  of  Ottawa,  is  offering  his 
business  for  sale. 

A.  Schliltz,  of  Edmonton  South,  Alta.,  has  bought  out 
the  shoemaking  business  of  Albert  Kales. 

The  Dolly  Varden  Shoe  Company  and  the  Footrite 
Shoe  Company,  both  of  Montreal,  are  reported  dissolved. 

Beriault  Freres,  have  started  a  boot  and  shoe  and  men's 
furnishings  business  in  Montreal. 

J.  A.  McLaren,  of  McLaren  &  Dallas,  Toronto,  went  on 
a  business  trip  to  Quebec.  Montreal  and  the  Xew  Eng- 
land shoe  centres  last  month. 

The  Brockton  Shoe  Company.  Limited.  L19  Yonge  St., 
Toronto,  has  been  taken  over  by  A.  Corbeil,  shoe  manufac- 
turer, of  Montreal. 

W.  A.  Hamilton,  of  the  \V.  B.  Hamilton  Shoe  Company. 
Toronto,  visited  Montreal  and  Quebec  last  week  and  looked 
over  spring  styles  for  1913,  of  various  factories. 

The  department  store  of  the  J.  F.  Cairns  Company,  of 
Saskatoon,  Sask.,  was  recently  destrowed  by  lire.  The  loss 
is  in  the  neighborhood  of  half  a  million  dollars. 

Frank  Downs,  who  has  been  travelling  Eastern  On- 
tario for  the  firm  of  McLaren  &  Dallas.  Toronto,  for  some 
years,  has  resigned  and  will  take  up  a  similar  position  with 
a  Montreal  house. 

Edwin  Bates,  who  has  been  manager  of  the  branch  of 
the  Regal  Shoe  Store  on  Danforth  avenue,  Toronto,  has 
purchased  the  stock,  and  will  conduct  the  business  under  the 
name  of  the  Bates  Shoe  Store. 

Mr.  P.  M.  Goff,  sales  manager  of  the  O.  B.  Shoe  Com- 
pany, of  Drummondville,  Que.,  is  at  present  on  a  short 
business  trip  to  the  West  Coast. 

Mr.  John  Smith,  of  D.  D.  Hawthorne  &  Company,  is  on 
his  way  to  the  West  Coast,  accompanied  by  Mrs.  Smith 
He  is  going  earlier  than  usual  this  season,  as  it  is  his  in- 
tention to  establish  there  permanently. 

It  is  reported  that  Mr.  Robinson,  of  Edmonton,  Alta.. 
who  sold  his  shoe  business  several  months  ago  to  Mr.  A. 
Rix,  is  going  to  open  a  much  larger  shoe  emporium  in  his 
old  town.  He  has  been  spending  the  early  summer  in 
Ontario  and  will  go  west  via  the  Lakes  the  latter  part  of 
August. 

Mr.  Stock,  representing  Walker  &  Parker,  of  Toronto, 
manufacturers  of  the  well-known  "Empress"  shoe,  leaves  on 
his  usual  trip  to  the  West  Coast  the  latter  part  of  August. 

Mr.  A.  C.  Carey,  of  the  Carey  Shoe  Company,  Toronto, 
Barrie  and  Chatham,  who  has  been  making  a  special  trip 
from  Winnipeg  to  Calgary  for  the  O.  B.  Shoe  Company, 
of  Drummondville.  Que.,  will  start  on  his  regular  trip  from 
Winnipeg  to  the  West  Coast  about  -August  6th. 

Joseph  Taillefer  has  been  registered  at  Montreal  to 
carry  on  business  as  dealer  in  hats,  furs  and  shoes. 

The  Brockton  Shoe  Company  has  been  registered  at 
Montreal. 

The  Rideau  Shoe  Company,  Limited.  Maisonneuve,  have 
secured  the  exclusive  Canadian  right  to  manufacture  the 
Dr.  A.  Reed  (of  St.  Joseph,  Mo.,  U.S.A.)  improved  "Won- 
der" cushion  sole,  for  men  and  women. 

Mr.  Reilley,  foreman  of  the  making  room  at  the  Ames- 
Holden-McCready  plant,  has  resigned  his  position  with  this 
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firm  and  will  take  a  position  in  the  same  capacity  with  the 
Smardon  Shoe  Company. 

Superintendent  Farley,  of  the  Relindo  Shoe.  Company, 
reports  business  good  with  him  and  a  scarcity  of  help. 

The  Boot  &  Shoe  Workers'  Union  Local  of  Toronto 
held  their  picnic  at  Queenston  Heights  on  Saturday.  July 
27th,  when  a  most  enjoyable  day  was  spent. 

Excavation  work  has  been  commenced  at  Berlin,  Ont., 
on  the  million-dollar  tire  plant  of  the  Canadian  Consolidated 
Rubber  Company,  Montreal.  Mr.  J.  T.  Frank  Anthes, 
formerly  assistant  manager  of  the  Merchants  Rubber  Com- 
pany, Limited,  has  been  appointed  to  take  complete  charge 
of  the  building  operations  of  this  new  factory,  and  is  suc- 
ceeded by  Mr.  A.  A.  Voelker  as  assistant  manager  of  the 
Merchants'  Rubber  Company. 

The  Miner  Rubber  Company  have  opened  their  office 
and  warehouse  at  72  St.  Peter  street,  Montreal,  and  have 
now  a  large  stock  of  their  various  brands  on  hand.  The 
premises,  which  are  very  extensive,  are  to  be  enlarged  by 
the  addition  of  another  storey,  and  some  other  structural 
alterations  have  been  made.  Mr.  Cain,  the  sales  manager  of 
the  company,  has  been  in  Montreal,  superintending  the  open- 
ing of  the  warehouse. 


General  Store  News 


Alberta 

C.  H.  Pratt  &  Company  have  started  a  grocery  and 
boot  and  shoe  store  at  Athabasca  Landing. 

Howard  W.  Wilson,  general  storekeeper,  of  Edmonton, 
has  sold  out  his  business  to  N.  S.  Wilson. 

W.  W.  Winespear  has  bought  out  the  general  store  of 
W.  J.  Hare,  Namaka. 

Wanted  and  For 


T.  S.  Gaudette,  general  storekeeper  at  Morinville,  has 
been  succeeded  by  A.  Forget. 

The  Lamont  Farmers'  Trading  Company,  Lamont,  have 
opened  a  general  store  at  Leduc. 

Manitoba 

H.  N.  Ray  &  Company,  of  Glenella,  have  taken  over  the 
general  store  of  H.  N.  Ray. 

J.  J.  Moore  has  started  a  general  store  business  at  Rapid 
City.    '  1      'j:  ' 

Ray  Bros.,  general  storekeepers,  of  Glencairn,  have  been 
succeeded  by  John  Arbuckle. 

A.  T.  Button  &  Company,  general  storekeepers,  of  Rob- 
lin,  have  been  succeeded  by  Button,  Gypsin  &  Company. 

Saskatchewan 

W.  Carson  has  started  a  general  store  at  Tilney. 

L.  Fisherman  is  starting  a  general  store  at  Watrous. 

The  Ruthenian  Trading  Company,  Limited,  general 
storekeepers,  Rosthern,  have  opened  a  branch  at  Chellwood. 

W.  P.  Ball,  general  storekeeper,  of  Omega,  has  opened 
a  branch  at  Viceroy. 

J.  W.  Hottby.  general  storekeeper,  of  Zealandia,  has 
opened  a  branch  at  Sovereign. 

C.  Park  has  purchased  the  general  store  business  of  A. 
A.  Kabatoff,  at  Kamsack. 

T.  J.  James  has  purchased  the  general  store  business  of 
A.  D.  Wright,  of  Grand  Coulee. 

Kelly  &  Son  have  started  a  general  store  at  Hardy. 
A.  J.  LaSalle  is  starting  a  general  store  at  Briercrest. 
Norman  Fetterly  has  opened  a  general  store  at  Ceylon. 

D.  Reedle  has  opened  a  general  store  at  Estevan. 
F.  H.  Forester  has  started  a  general  store  at  Dysart. 
Porter  Bros.  &  Company,  general  storekeepers,  Broad- 
view, have  opened  a  branch  of  their  business  at  Kipling. 

Sale  Department 


Publishers  Notice: —  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  nnmber  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


WANTED  —  SALESMAN,  GOOD 
connection,  to  handle  our  lines  in  On- 
tario. Apply  P.  E.  Frank  &  Co.,  20 
Front  street  east,  Toronto.  8 

SHOE  MANUFACTURERS  WHO 
can  capably  supply  for  Vienna,  want- 
ed by  well-established  representative. 
Would  buy  for  own  account  if  re- 
quired. Please  apply  to  "Import,  W. 
K.  296,"  care  of  Rudolf  Mosse,  Seiler- 
statte  2,  Vienna,  I.  8F 

SHOE  WORKERS  WANTED— HAND 
lasters  on  men's  and  boy's  tip  work, 
Welts  and  McKays;  also  buffer  and 
scourer,  who  can  do  other  work  in 
bottoming  room;  good  workmen  and 
steady  men  only  need  apply.  C.  B. 
Dayfoot  &  Company,  Georgetown, 
Ont.  8F 


WANTED— SHOE  TRAVELLER— TO 
carry  a  line  of  men's  and  boy's  welt 
shoes  on  commission,  to  canvass  the 
retail  shoe  stores  in  towns  east  of  To- 
ronto; these  'samples  are  thoroughly 
up-to-date  and  made  on  the  latest  Am- 
erican lasts,  and  at  popular  prices;  al- 
so want  traveller  to  canvass  towns 
west  of  Toronto,  same  as  above.  Ap- 
ply to  P.  O.  Box  1,448,  Montreal.  8F 


WANTED— SHOE  TRAVELLER— TO 
carry  lirst-class  line;  manufacturers 
between  Port  Arthur  and  the  Rockies; 
salary  and  commission.  Box  548, 
Footwear  in  Canada,  Toronto,  Ont.  8F 

WANTED— BY  WHOLESALE  SHOE 
House,  an  experienced  shoe  salesman, 
with  good  connection,  to  handle  a 
good  line  of  men's  and  women's  Am- 
erican and  European  novelties.  All 
communications  treated  strictly  conrL 
dential.  Apply  Box  546,  Footwear  in 
Canada,  Toronto.  Ont.  8 

Positions  Wanted 

A  LIVE  SHOE  MAN  DESIRING 
change  seeks  position  as  manager,  buy- 
er, or  on  the  road.  First-class  adver- 
tiser. A.l.  references  as  capable  man- 
ager. The  West  preferred.  Box  542, 
Footwear  in  Canada,  Toronto,  Ont.  8 

BOOT  AND  SHOE  TRAVELLER  DE- 
sires  position  in  same  line.  Best  of 
reasons  for  wanting  a  change;  well 
known  in  Quebec  province,  especially 
in  eastern  townships,  Beauce,  Megan- 
tic  and  Huntingdon  districts.  Perfect 
knowledge  of  -languages.  No  objec- 
tion to  any  other  territory.  Address 
Traveller,  Box  550,  Footwear  in  Can- 
ada, Toronto,  Ont.  8F 


WANTED  —  EXPERIENCED  SHOE 
salesman  to  manage  branch  store;  send 
references.  542  Queen  street  west,  To- 
ronto. 8F 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


TI  PnWAUnQ  119  Summer  Street 
.  J.  £UVYAI\UO,BOSXONjMa6S.iu.S 


A. 
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"Yamaska  Brand" 

and  Big  Profits. 


"Yamaska  Brand"  are  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  back- 
bone of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


If  You  Are  a  Shoe  Manu- 
facturer, READ  THIS! 


New  Pump  Form 


This  season  we  have  made  a  form  especially 
adapted  for  pumps  from  bass  wood.  Weighs 
I  ounce,  others  weigh  about  3  ounces.  All 
shoe  manufacturers  have  been  looking  for 
I  his  style  form.  ( 'an  be  used  to  display  pumps 
i  ir  low  cut  shoes. 

Pyralin  Finished  Form 

Our  new  Pyralin  Finished  Form  is  fast  re- 
placing our  Satin  Covering.    Looks  neater 
and  guarantees  a  great  saving. 
It  can  be  washed  with  soap  and  water.    No  <><  i</ 

or  grease  will  affect  it.  Made  in  any  shades  to 
mat '  h  any  colored  shoes  you  make.  We  are 
also  making  17  shades  on  our  satinette  polish- 
ed form. 

Send  us  a  right  foot  last  with  innersole  pattern  end  we 
will  give  you  prompt  attention. 

We  see  no  reason  why  we  cannot  be  favored  with 
a  part  of  your  business,  as  we  have  a  lathe  plant 
with  a  capacity  of  1200  pairs  per  day — latest  styles 
and  superior  workmanship. 

LYNN  LAST  COMPANY 

Manufacturers  of  Last  Patterns  and 
Hollow  Forim  of  Latest  Design 


LYNN,  Mass. 


The  "Live  Line  for 
Lively  Youngsters" 

are  made  in  either  Turn,  Welt  or 
Mackay  and  can  be  obtained  in  all 
the  prevailing  leathers  and  fabrics. 

/  /  'rite  for  information  and  prices 

Jorolemorv-Oliver  Co. 

ROCHESTER,  N.  Y. 


The  Fraserville  Shoe 
Co.,  Limited 

FRASERVILLE,  QUEBEC 

Manufacturers  and  Wholesalers 


We  cany  a  Large  Stock  of  every  line  of 
Men's,  Women's  and  Children's  Shoe. 


Our  Special  Brands  of  High-Grade 
Shoes  are 

"New  York  Style" 

For  Men 

"TheAlbani  Shoe" 

For  Women 


We  stand  behind  and  guarantee  every  pair  of 
these  shoes  produced.  Samples  will  be  express- 
ed free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.  Ask 
us  for  quotations  and  samples. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 


A.  H.  McGrRBAX,  W.  <i.  GILBERT,  Proprietors 

Hotel  Eggleston 

159  EAST  MAIN  STREET 

ROCHESTER,  N.Y. 

Canadian  Shoe  Buyers  are  invited  to  make  their 
home  at  the  Eggleston  when  in  Rochester. 

European  Plan,  $1.00  to  $1.50 
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The  Solid  Shoe 
that  Sells  Right 


ONE  of  the  essentials  of  winter  stocks 
is  your  line  of  solid  leather  shoes. 
See  that  these  are  bought  right 
and  they  will  sell  right.  There  is  never 
any  doubt  about  Ahrens  Solid  Leather 
Shoes.  They  have  an  established  repu- 
tation in  the  trade  for  solidity  and  honest 
quality  and  are  made  specially  to  supply 
the  solid  shoe  demand  in  any  good  class 
store.  These  are  the  shoes  that  sell 
right  because  they  are  made  right. 


and 

BERLIN,  ONT. 


The  Mid -Summer 
Want  Anticipated 

QUR  travellers  are  now  all  out 
with  our  new  lines.  Just  give 
them  your  attention  and  you  will 
see  how  well  they  cater  for  all  mid- 
summer wants.  Besides  the  latest 
of  smart  walking  shoes  and  pumps 
we  sell  "  Fleetfoot  "  lacrosse,  tennis 
and  other  athletic  footwear.  Our 
lines  of  special  attraction  include  a 
capital  brand  of  Goodyear  Welts  for 
men  and  Florodora  for  Women. 
Our  travellers  are  ready  to  book  or- 
ders for  quick  delivery — prompt  and 
complete  shipments  assured. 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa       ::  Ontario 


Wright  &  Wright 

Chrome 

Velvet 

Splits 


In  all  Colors  and  Weight 


FOR 

Shoes,  Slippers,  Quarter 
Linings,  Topping,  Button 
Fly,  etc.  Write  for  sam- 
ple. 

Tannery :  Office  and  Salesroom  : 

LYNN,  MASS.        109  Lincoln  Street,  BOSTON,  MASS. 


Also  General  Agents  for 

A.  B.  HOFFMANN  &  SON  Inc.,  Lynn,  Mass. 

COLORED  KID  and  MATT  TOPPING 


H 
O 
T 
E 
L 

E 

S 
S 
E 
X 


Our 
New 
Add- 
ition 
Gives 
us  100 
New 
Rooms 
Each 
with 
Bath. 


Situated  in  the  Heart  of  Boston's  Shoe 
and  Leather  District  located  directly  op- 
posite the  South  Terminal  Station.  This  is 
the  logical  place  for  you  to  stop  when  in 


B 
O 


BOSTON 


1  «iMMiMtai««  mi  m4 


jiivery 
Con- 
ven- 
ience 
for  the 
Bus- 
iness 
and 
Travel- 


ing- 
Man. 


Headquarters  for   the    Shoe    and    Leather  Trade 


WRITE  OR  WIRE  ROOM  RESERVATIONS 

Manager  Hotel  Essex,  Boston,  Mass. 
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The  Fischer 

Bunion  Protector 

The  Only  Relief  for  Bunions 


and  the  only  resource  for 
the  shoe  dealer  when 
compelled  to  fit  a  bunion 
deformed  foot  is  that 
wonderful  little  device — 
the  FISCHER  BUNION 
PROTECTOR.  With 
it  you  can  secure  a  per- 
fect fit  direct  from  the 
shelves.  Without  it  you 
have  a  hopeless,  profit- 
less task,  a  task  that 
stamps  your  methods  as 
antiquated;  the  modern 
shopper  soon  loses  track 
of  that  kind  of  a  dealer. 
The  lost  sale  doesn't 
pay. 


\V  RITE  Till1', 


FISCHER  MANUFACTURING  CO. 

MILWAUKEE,  WISCONSIN 
Sole  Owners,  Manufacturers  and  Patentees 


McBRINE'S 

"Around.the-World  Baggage" 

<J  The  McBrine  line  of  Trunks,  Suit  Cases  and 
Traveling  Bags  is  making  a  hit  with  the  trade  in 
every  part  of  Canada. 

<J  The  superiority  of  our  goods  has  given  them  a 
national  reputation.  Unsolicited  repeat  orders 
from  pleased  customers  is  the  best  evidence  of 
complete  satisfaction. 

<I  Our  large  New  Factory  occupying  about  three 
acres  under  roof  is  equipped  with  the  proper  kind 
of  machinery  to  turn  out  Trade  Winning  Goods. 
<I  Send  for  our  New  No.  8  Catalogue,  the  most 
complete  of  its  kind  ever  issued  in  Canada. 

MAIL  ORDERS  A  SPECIALTY 

THE   L.   McBRINE   Co.,  Limited 

Head  Office  and  Factory  ,    BERLIN,  CANADA 
Branches : 

Toronto    Winnipeg    Regina    Calgary  Vancouver 


The  Quality  that 
—  Sells  — 


The  new  "  Williams  Line"  of  men's  boots 
specially  merits  your  attention  when  select- 
ing- your  stock  for  winter  trade.  The  design 
of  the  entire  range  is  on  the  solid  shoe  plan 
and  makes  for  great  comfort  and  warmth. 
These  Shoes  are  Goodyear  welted  and  are 
guaranteed  water  and  weather  proof.  They 
will  stand  all  the  damp  and  wet  of  winter 
and  will  not  sag  or  crack  with  constant  soak- 
ing. They  are  made  for  hard  winter  wear  and 
are  smart  enough  in  styles  to  make  sales  anywhere.  The  whole  of  your  men's 
shoe  requirements  is  fully  met  by  this  new  "Williams  Line."  The  entire  range  is 
constructed  specially  for  the  business  man's  section  of  the  winter  trade  of  any  g-ood 
class  store.  We  will  be  glad  to  forward  prices  and  samples — send  us  your  name 
and  address. 


The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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Do  You  Need  Any  Help? 

Are  You  Having  Any  Trouble  With  Your  Cement  ? 

Try  our  celebrated  brands  of 

Chrome  Folding  Channel 
and  Sole  Laying  Cement 

They  will  do  the  work. 

Is  Your  Tan  Stock  Running  a  Uniform  Color  ? 

If  not,  try  our  Tan  Renovator  made  to  match  any  stock,  and  see  your  shoes  come 
through  the  same  shade  throughout. 

Our  Tan  Clarified  Wax  Friction  Dressing  will  give  a  beautiful  gloss  without  leaving 
any  smut  or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factory. 

Canadian  Blacking  &  Cement  Company 

Hamilton  -  -  Canada 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slig-htest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 


rrri 
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The 

Brandon 
Progress 
Policy 


where 

QUALITY 
COUNTS 
WE  WIN 


The  great  success  of  the  Brandon  progress  policy 
is  shown  most  convincingly  in  the  greatly  im- 
proved  results  of  the  season's  work. 

"  Monarch  "  and  "  Brandon  "  Shoes 

have  achieved  a  reputation  for  quality  and  style 
which  adds  prestige  to  the  House  of  Brandon  and 
to  Brandon  and  Monarch  dealers.  They  will  add 
prestige  to  your  store  and  help  new  business — 
try  them. 

The  Brandon  Shoe  Company,  Ltd. 

Brantford,  Ontario. 


Metal  Shoe  Fixtures 


will  always  be  pop- 
ular, they  have  so 
many  points  in 
their  favor.  There 
is  Strength,  Dur- 
ability, Multiplicity 
of  Adjustment  and 
Beauty  of  Finish 
all  combined. 

We  make  wood 
fixtures  for  those 
who  will  have  them, 
but  very  strongly 
recommend  the 
metal. 

Write  for  our  new 
supplement. 


Clatworthy  &  Son,  Limited 

161  King  Street  West,  TORONTO,  ONT. 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Mocassins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shoes,  'Fanned 
so  as    to   Wear   Well   and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents:  CHICAGO  TANI  NG  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  :it  Spruce  St. 

BOSTON,  .MASS.  GLOVEKSVILLE,  N.Y.  ST.  LOUIS.  MO. 
128  Summer  St  11  Cayadutta  St.  619  E.  Eighth  St. 


A  few  places  in   a  Shoe  where  the  Big 
Factories  stick  our  soft  as  silk 

Standard  No.  500 
Acme  Backing  Cloth 

"  THE    BACKING    THAT   ALWAYS    STICKS " 


TIPS— Patent,  No  Crack- 
ings—Colored, Nil 
Staining. 

UPPERS  —  Plumps, 
si  rengt  hens, Stands  I  "p. 
Serins  Straight.  Button 
\'\\  -Button  Holes  do  not 
tear  out.  Top  Stay  on 
Cloth—Prevents  Bagg- 
ing or  Stretching. 

VAMPS— Prevents  Falling 
in.  Insures  Shape. 
Holds  Stitching, 

HEELS  —  Straight  Heel 
Seam. 

THROATS  — On  Bluchers. 

NTo  Tearing. 
ALL  WEAK  SPOTS-Pre- 

venting  <  'ripples. 


I  6 


Peters  Manufacturing  Co. 


Home  Office  and  Factory  : 

43-53  Lincoln  St., 
Boston,  Mass. 


New  York  Of/ice  and  Factory: 

304-310  E.  22nd  St. 
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DIES 


Being"  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing'  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE  CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brockton,  Mass. 


FACTORIES  : 
Haverhill,  Mass. 


Chicago,  111. 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting'  Dies 

of  Every  Description 

For  Cutting- 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.,  Montreal 


jfsiO  FOR/ 

So  Qosy 

TRADE  MARK 

SHOES 


Women  will  stop 

and  then  they'll  en- 
ter your  store  to 
buy,  if  you  show  our 
exquisite  So;Qosy 
Soft  Soles  in  your 
window. 

<*«  HURLBUT  C°,™ 


THE    BARK  SUPPLY 

All  tanners  realize  that  the  supply  of  bark  in  this  country  is  growing  less  every  year.  The  natural  tendency  is 
toward  imported  tanning  materials,  and  the  wise  tanner  will  use  some  of  these  materials  before  his  bark  supply  is 
entirely  exhausted.    We  are  importing  an  absolutely  pure  Bark  Extract  that  pleases  many  tanners.    This  is  our 

GOLDEN  CUTCH 

in  solid  form,  55-60%  tannin.    There  are  good  reasons,  aside  from  the  bark  shortage,  why  tanners  should  use  this 
material.    (1)  It  makes  a  strong  leather.    (2)  Produces  a  beutiful  color.    (3)  It  will  inciease  weight. 
It  is  to  your  interest  to  investigate  this  material.    We  will  be  glad  to  tell  you  all  about  it. 

Marden,  Orih  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

Cresent   Brands  Excel 

New  York  Office,  82  Wall  Street       Branch  Store,  Chicago,  1030  North  Branch  Street       201-225  Purchase  Street,  75  flieh  Street,  Boston,  U.  S.A. 
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The  Union  Label 
Plus  Influence! 

PI  IK  Union  Label  means  something  more  than  protection 
A  to  the  shoe  worker.  It  means  protection  to  every  wearer 
of  shoes,  because  it  signifies  good  workmanship,  good  condi- 
tions, honest  goods,  honest  prices,  all  of  which  mean  influence, 
and  influence  to  you  means  more  customers,  more  sales,  more 
prestige,  more  profits. 

€]J  Our  campaign  of  advertising — educational  in  its  nature- 
is  teaching  the  public  the  importance  of  the  Union  Label, 
and  the  demand  for  Union  Stamped  shoes  is  enormous,  and 
is  rapidly  increasing.     You  cannot  afford  to  do  without  this 
large  and  profitable  trade. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street,  Boston,  Mass. 


John  F.  Tobin,  President 


Charles  L.  Baine,  Sec.-Treas. 
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Carr's  Polishes 

"BLACKIT"  and  "BROWNIT" 


lanufactured  by  CARR  &  SON,  London, 
Eng..  makers  of  the  most  complete  line 
of  Shoe  Polishes,  since  1837. 


MADE  IN  13  SIZES 


Waterproof,  Soften,  Nourish 
and  Preserve  the  leather 

Have  better  keeping  qualities  than 
any  similar  production. 

Defy  the  weather — a  rub  will  remove 
the  mud  from  any  boot  polished  with 
them,  and  the  brilliancy  remains  without 
the  use  of  further  paste. 

Give  absolute  satisfaction  to  the 
user,  and  pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these 
polishes  ? 


Revolite  Jumbo 
Rubber  Heels 

Made  of  the  very  best  materials  ob- 
tainable, they  will  stand  extraordinary 
wear  and  give  the  wearer  excellent 
service  in  every  way.  In  short,  they 
answer  fully  and  definitely  the  purpose 
for  which  rubber  heels  are  required. 

As  a  merchandising  proposition  this 
is  worth  looking  into. 


RIGG  &  COMPANY 

SHOE  FINDINGS 
32  CHURCH  STREET,  TORONTO,  CANADA 

Canadian  Agents  for  "CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 
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Are  You  Looking 
for  Help  ? 

The  surest  and  quickest  way  1o  secure 

SHOE  FACTORY  HELP 
TRAVELLING  SALESMEN 
RETAIL  SALESMEN 
OFFICE  ASSISTANTS 

is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWFAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 
Try  one  next  issue. 


Footwear  in  Canada 

220  King  St.  W.,  TORONTO 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
;i  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  rind  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 


Over  51)  years  experience  in  producing  ""WOOD- 
RIGHT"  lasts  absolutely  guarantees  Fit. 

Correc  t  fitting  must  prevail  over  all  else. 

"  WOODRIGHT  "  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  it'  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT." 

Play  safe,  specify  "WOODRIGHT"  lasts  to  your 
manufacturer. 

"WOODRIGHT"  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Host  on  office, 
'3)1  Kssex  Street,  and  look  over  some  new  models 
"  WOODRIGHT." 

Woodard  &  Wright  Last  Co. 

Brockton,  (  Campeiio  )      .  Massachusetts 
Last  Making  Leaders  Over  50  Years 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


QLKJUL  TRAM.  KIw^APU_y  £*«  CUAT  wtJI, 


Over  29  years  in  its  field. 


"CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  every  aturday  M3rning  at  WINN  IPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising1  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
OMMERCIAL." 


Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 

TRADE     ■     M^J^TO  MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
and  Method 
Lasting'  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging' 
Machines 


Heel  Protector,  Driving,  Heel  Compressing-,  Loading-  and  Attaching 
Machines,  Heel  Trimming-,  Breasting-,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging-  Machines  ;  Cementing-  Burr- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO.        MONTREAL,  QUE. 


492  St.  Valier  Street,  QUEBEC. 


74 


FOOTWEAR    IN  CANADA 


A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 


WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 


A.  Klipstein  &  Co.,  New  York 


Shoes  WellN 
Displayed 


in  your  windows,  means  big- 
ger business.  You  can  display 
your  different  lines  to  the  best 
possible  advantage  byshowing 
them  on  our 

ARTISTIC  FIXTURES 

Experienced  workmanship 
and  best  materials  used  in 
their  manufacture. 


Write   to-day  for  our  catalogue. 


17-21  TEMPERANCE  ST. 

TORONTO 


LEATHER 

and 
NOTHING 

but 
LEATHER 


is  employed  in  the  manufacture  of  the  World- 
Famous  CROWN  and  CASTLE  Brand 
of  Children's  Footwear.  CJ  It  is  a  line  you 
will  ultimately  carry.  <J  Footwear  that 
has  stood  the  test  of  time.  ^  It  will  satis- 
fy your  customers.  CJ  It  will  more  than 
please  you.  €fl  We  have  many  years  stand- 
ing in  S.  America,  Australia  and  South 
Africa,  etc.,  and  mean  to  capture  the  Child- 
ren's shoe  trade  of  Canada. 

Write  our  representatives,  as  below,  lot  sam- 
ples, quotations,  etc.  No  store  is  complete 
without  a  stork  of  Crown  and  Castle  Products, 


WRITE  NOW  Care  FOOTWEAR  IN  CANADA 
220  King  Street  West  Hutchison  Block, 

Toronto 
F.  G.  Mann,  Eastern  Rep. 


Vancouver 
J.  E.  Carpenter,  R.p. 


Head  Offices  and  Works  : 


Denmark  Works,   Norwich,  England 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

SiidKs,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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Bilt  for  Boys 

Made  Like  Men's 


Are  you  interested  in  the  Boys'  Problem  ? 

Are  you  making  a  feature  of  the  Boys' 
Business  of  your  locality  ? 

Are  you  looking  for  a  boys'  boot  that  has 
the  style,  fit  and  finish,  combined  with  all 
the  best  wearing  qualities. 

If  you  are  : — 

Let  us  show  you  our  samples,  we  have 
the  solution  of  your  difficulty. 

want  you  to  try  our  goods  and 
test  their  merits,  our  boys'  boots 
are    "  THE    BEST,"    and    the  sooner 
you  appreciate  that  fact  the  sooner  you 
will  confine  your  boys'  trade  to  us. 

We  want  your  inquiries — they  will  lead 
to  business. 


The  Reliance  Shoe  Co. 

122  Adelaide  St.  W.,  Toronto 
MANUFACTURERS    OF    BOYS'  BOOTS 


P 


riSSf 

LEATHER 


is  made  by 


FISK 


What  we  maintain  and  can  prove 
about  our  Patent  Leather  is  that 
shoes  made  of  it  have  a  beautiful  and 
distinctive  appearance  which  makes 
shoes  made  of  the  usual  run  of  Patent 
Leather  look  common  and  cheap 
when  they  are  seen  in  contrast. 

It  is  well  trimmed,  cuts  economical- 
ly and  works  as  easily  and  safely  as 
the  dull  finish  leather. 

No  delays  for  "repairing"  no  botch- 
ed unsightly  shoes  to  worry  about. 


Fisk  Limited 

Montreal 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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How  Many  Stock  Turnovers? 


If  you  will  answer  this  question  your  way, 
we  will  send  you  our  new  100-page  retail 
book,  "A  Better  Day's  Profits." 

Many  retailers  think  they  turn  their  stock  investment 
oftener  than  they  really  turn  it.  But  imaginary  turnovers 
earn  no  profit. 

This  book  tells  how  chain  stores,  with  cut  prices  but  fre- 
quent turnovers — many  small  profits — make  money  while 
driving  the  little  fellow  out  of  business. 

It  tells  how  to  keep  your  dollars  working — how  to  put  them 
into  your  business  and  take  them  out  with  a  profit  ever} 
week — how  some  retailers  turn  their  stock  every  day. 

Most  retailers  could  turn  their  stock  investment  many 
times  as  often  as  they  do.    Would  you  like  to  learn  how  ? 

Even  if  your  way  of  figuring  turnovers  is  the  right  way, 
the  book  may  give  you  some  ideas  on  turning  your  dollars 
oftener. 

We  want  to  know  how  many  retailers  figure  turnovers 
right  We'll  send  the  book,  free,  to  every  retailer  who 
tells  us  how  he  figures  this  problem. 

Give  us  the  answer  on  your  letterhead,  or  ask  how  to 
get  the  answer. 

Burroughs  Adding  Machine  Company 

20  Burroughs  Block  Detroit,  Michigan,  U.  S.  A. 

European  Headquarters:  76  Canon  Street,  London,  E.C.,  England 

Makers  of  adding  and  listing  machines,  listing  and  non-listing  calculating  machines:  low  keyboard 
visible  printing  adding  machines — 8b  different  models  in  492 combinations  of  features — $150  to  $950. 


225  Profits  a  Year 

A  fruit  and  vegetable  ped- 
ler  in  Detroit  turns  hisstock 
every  day — he  makes  225 
different  profits  a  year  and 
doesn't  work  in  bad  weather. 

He  buys  only  what  he  can 
sell  in  one  day.  He  carries 
no  dead  stock. 

He  undersells  the  grocer, 
yet  his  many  profits  are 
making  him  more  money 
with  only  a  wagon  load  of 
stock  than  lots  of  grocers 
make  with  a  car  load  of 
stock. 

It  is  not  the  amount  of 
each  profit  that  puts  money 
in  the  bank.  For  instance, 
52  profits  of  5%  each  will 
pay  more  dividends  on  an 
investment  than  12  profits 
at  20%  each. 

"Stretching  the  Capital" 
and  "Buying  for  Profit," 
two  chapters  of  the  new 
Burroughs  retail  book,  "A 
Better  Day's  Profits,"  ex- 
plain how. 


The  Burroughs  Visible-Printing  Model 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  ami  meets  every 
demand  of  modern  shoe  r  epairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  o7  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  St  it  cli  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  (pucker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Lasts  of  Style  and  Workmanship 

(  "  Made  in  Canada  "  ) 


With  a  capacity  of  700  pairs  per  day  and  with  four  of  the  best  model  makers  picked  from  Bos 
ton  and  New  York  factories,  we  are  in  a  position  to  give  you  the  latest 

Styles,  Service  and  Price 


(  Richmond,  P.Q.,  Plant  ) 


We  are  the  only  Last  Manufacturers  in  Canada  and  one  of  the  few  firms  on  the  continent  who 
cut  their  own  lumber,  manufacture  their  rough  last  blocks  and  turn  them  into  finished  product. 
The  Boston  Last  Company  in  Boston  has  one  of  the  largest  factories  in  the  United  States  and 
a  large  corps  of  model  makers  making  not  only  for  the  United  States  but  also  have  a  large 
export  trade.      Duplicate  of  all  models  made  in  Boston  are  finished   at  the  Richmond  Plant. 


We  are  the  licensees  in  Canada  of  the  Krentler  Arnold  Hinge  Last  Co. 
so  we  can  guarantee  to  make  exact  duplicates  of  any  last  turned  out  in 
the  States  and  give  a  positive  guarantee  as  to  quality  and  manufacture. 
We  also  handle  at  Richmond  all  the  electrical  heating  appliances  for 
shoe  factories,  of  which  the  Boston  Last  Co.  have  the  exclusive  control 
and  which  are  used  all  over  the  world. 


Boston  Last  Company 


MANUFACTURERS  OF 


Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 


Makers  of  Electric  Heating  and 
Ironing  Outfits  for  Shoe  Factories 

(Simplex  System) 


Factories 


i;BoSt„„,        Binford  st.  Canadian  Factory  :  RICHMOND,  QUE. 


Richmond,  Que.,  Phone  32 


Charles  Campbell,  Manager 
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From 
the 
Fields 


in 


Russia 


COLT 


MADE  ONLY  BY  . 
fvA  RC  LA  RKF_  &  Co  /V 

^>       -TQRONXO  CANA 


To 


the 

Canadian 
Shoe 

Factories 


The  increasing  cost  of  hides  has 
made  a  great  demand  for 

Clarke's  Patent  Colt 


We  are  the  only  man- 
ufacturers in  Canada. 


A.  R.  Clarke  &  Co.,  Limited 


Toronto 


Montreal 


ESTABLISHED  1851 
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M 


INER 
EANS 
ERIT 


sells  Rubbers  —  some  sell  good  Rubbers 
and  some  sell  Rubbers  of  indifferent  qual- 
ity and  design.    But  the  retailer  who  sells 


MINER  AND  SHEFFORD 

BRANDS  OF 

RUBBER  FOOTWEAR 

sells  the  best  Rubbers  on  the  market. 
How  about  you  ? 


M 


INER 
EANS 
ERIT 


The  Miner  Rubber  Company 


Head  Office  and 
Factory 

GRANBY,  QUE. 


Limited 

MONTREAL 

72  St.  Peter  Street 

QUEBEC:  21  Notre  Dame  Street 
(Also  see  page  18) 


ONTARIO  BRANCH 

93  to  99  Spadina  Ave. 
Toronto 
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The 

Shoe 

of 

Quality 


The 
Ames  Holden 
Shoe 


Our  Salesmen  are  now  on  the  road 
with  the  best  line-up  of  Shoes  ever 
turned  out. 

Don't  fail  to  look  them  over  as  they 
are  money  makers.  Order  early 
to  ensure  prompt  shipments. 

We  also  carry  a  full  line  of 

Kimmell  Felts  Granby  Rubbers 

Maple  Leaf  Rubbers       Oil  Tan  Packs 
Dominion  Rubbers  Anchor  Rubbers 

Heavy  stocks  for  sorting  carried  at 
all  our  Branches. 


Ames,  Holden,  McCready 

Montreal  Limited 

St.  John,  Winnipeg,  Edmonton,  Calgary  Vancouver  and 

Toronto 
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All  Leathers  Bearing 
This  Mark  Are  Right 

in  Quality,  Appearance  and  Price 


THE  EMBLEM  OF  QUALITY  BEHIND  ALL  LAWRENCE  PRODUCTS 

Gun  Metal  Calf     Nubuck  (White,  Imperial,  Grey  and  Brown) 

Black  Diamond  Patent      Weilda  Calf  (23  Shades) 


Sheep  Leather  for  every  purpose,  Hub  Pigskin  Sole 
Leather,  Reliable  Welting,  Cut  Soles  and  Counters. 

A.  C  Lawrence  Leather  Co. 

95  South  Street         -         -  Boston 


1 
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LIMITED 

FOR 

SPRING 

1913 

If  we  could  get  anything  in  the 
way  of  Styles,  Materials,  or 
Craftsmanship  to  make  our  pro- 
duct better  we  would  do  so. 
One  thousand  retailers  are  our 
patrons  to-day — their  apprecia- 
tion is  a  spur  to  our  progress. 
Don't  you  want  to  join  the  ranks 
of  the  progressives?  If  you  are 
alive  you  do  ! 


The 

Cook -Fitzgerald 
Co.,  Ltd. 

LONDON     ■     ■  ONT. 
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Quality,  Comfort,  Style,  Durability  are  the  four  cardinal 
features  of  the  shoes  we  manufacture. 


The  Professors  The  Doctors 

Special  Shoe  Waterproof  Shoe 

To-day  we  are  producing  the  best  shoes  in  the  history  of  our  business. 
They  meet  the  requirements  of  both  the  city  and  the  country  trade. 

The  steadily  increasing  demand  for  the  sale  of  our  shoes  comes  from  their 
selling  merit  —  the  result  of  efficiency  in  production. 


Tebbutt  Shoe  &  Leather  Co. 

THREE  RIVERS,  QUEBEC  Limited 
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[N   our  Spring  1 9 1 3  line 
you  will  find  every  new 
commendable    feature  in 


vomie 


for  tl 


le  coining  season, 


and  for  Beauty,  Style,  Snap 
and  Quality  they  greatly  ex- 
eel  all  our  past  efforts. 


WHERE 
COUNTS 


are  showing  five 
strictly  new  lasts  of 
very  latest  model  and  a  host 
of  new  patterns  ;  in  fact  the 
Brandon  and  Monarch  line 
is  brim  full  of  pleasing  im- 
provements that  are  sure  to 
appeal  to  you  as  the  strong- 
est kind  of  a  trade  winning 
proposition. 


The  Brandoi 

Brantfor 
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QUALITY 
WE  WIN 


\\T  E  wish  to  announce  to 
the  trade  that  apart 
from  our  regular  line  we  have 
added  a  nice  range  of  men's 

"High  Grade"  "Bench  Made" 

welts.  All  materials  used  in 
these  shoes  will  be  of  the 
Highest  Quality  obtainable, 
and  the  line  will  be  Strictly 
high  class  throughout.  This 
line  will  solve  your  buying 
troubles,  and  give  you  the 
right  percentage  of  profit. 


hoe  Co..  Limited 


WHERE  Quality 
YV     Counts  We  Win" 

is  our  "slogan"  and  there's  a 
reason  because  Brandon  and 
Monarch  Shoes  are  backed 
up  by  good  honest  materials 
and  Gilt   Edged  Shoemak- 


ntario 


Our  representatives  are  now 
out,  and  they  hope  you'll  all 
be  from  Missouri,  because 
thev  have  the  goods. 
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The  Progressior 


The  latest  styles  are  watched   so  closeh 
by   us  that  we  never  miss  a   chance  of 
improving  a  season's  line  with   what  is 
latest  and  most  attractive  in  quality  Foot- 
wear. 

Besides  that  "RIDEAU"  Styles  are  of 
the  creative  class — made  specially  by  us 
for  the  trade  of  high  class  Canadian  Shoe 
Stores. 

You  could  not  select  a  better  line  of  shoes 
with  which  to  cater  to  this  trade  of  the 
well  dressed  customer  who  buys  for  quality 
and  not  for  price.  Rideau  Shoes  are  made 
specially  for  that  trade,  and  therefore  se- 
cure it. 

WE  ARE  LEADERS 
Dr.  A.  Reed,  of  St.  Joseph,  Mo..  U.S.A., 
has  granted  us  the  sole  Canadian  right  to 
manufacture  his  improved  "  Wonder 
Cushion  Sole — made  for  men  and  women. 
Try  us.  We  are  ready  to  show  you  the 
Rideau  Fitting  and  "Wonder"  Cushion 
Sole  right  now.  It's  up  to  you — let  us 
hear  from  you. 

We  will  send  samples  or  a  salesman.    Write  early 


Rideau  Shot 

Montrea 
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of  Good  Style 


The  six  illustrations  show  some  of  our 
newest  styles  and  shapes.  These  are 
among"  our  new  spring*  models  and  form 
part  of  our  new  lines  for  spring". 

The  fancy  styles  and  heavy  makes  in 
men's  shoes  and  Oxfords  are  shown  in 
these  lines,  but  greater  prominence  is 
given  to  the  plain  design  and  neat 
shapes. 

The  low  receding  toe  with  the  square 
heel  is  attaining  more  popularity  in  men's 
shoes,  showing  the  progression  of  good 
style  which  we  are  leading.  We  are 
prepared  to  show  you  the  most  complete 
line  of  high  class,  g*ood  quality,  proper 
priced  live  sellers  for  Spring  trade  on 
the  market. 


Co.,  Limited 

Quebec 
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An  Exponent  of  Dignified  Style 

In  your  years  of  shoe-experience  have  you  ever  seen  a  shoe 
better  suited,  than  the  one  above,  to  make  instant  appeal  to 
gentlemen  ?  You  can  see  how  well  Style  and  Dignity  are 
combined  ;  and  when  you  note  the  ALL  AMERICA  trade- 
mark upon  the  shoe  you  can  be  absolutely  certain  about  the 
honest  quality  therein. 

ALL  AMERICA  SHOES  are  made  in  many  trade- 
bringing  styles  by  Rice  &  Hutchins,  the  New  England  Shoe- 
makers, who  in  a  forty-six-year  existence  have  built  up  an 
eight-factory  plant,  a  nine-house  distributing  system,  a  world- 
wide export  business,  and  an  army  of  over  18,000  satisfied 
and  prosperous  dealers. 

Only  one  dealer  in  each  town  will  be  sold  ALL 
AMERICAS.  If  you  are  interested  we  shall  be  very  glad 
to  correspond  with  you. 


Rice  &  Hutchins,  Inc. 

Boston       -       Massachusetts       -        U.  S.  A. 
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Selling  Points 

in  Goodsense 

Shoes  for 
Sprirvg  1913 

The  "  GOODSENSE "  range  for  Spring  1913 
includes  some  of  the  most  attractive  of  the 
of  the  season's  productions.  Some  lines  and 
styles  we  have  specialized  in  for  the  coming 
season  are  new  departures  from  the  usual  out- 
put of  the  GOODSENSE  factory,  and  contain 
points  of  attraction  which  merit  the  attention  of 
every  buyer  of  good  quality  shoes. 

The  medium  knob  or  dome  toe  in  Misses'  and 
Women's  High  Button  Walking  Shoes  will  be 
among  the  good  sellers. 

A  special  shoe  with  a  recede  toe  and  medium 
heel  is  the  newest  and  neatest  in  Ladies'  Ox- 
fords, and  should  be  stocked  for  a  quick  demand. 

We  are  showing  a  good  range  of  button  shoes  for 
ladies  and  a  splendid  selection  of  no-ankle  strap 
pumps  for  Misses 

Our  entire  line  includes  a  full  range  of  Women's 
Shoes  on  four  of  the  latest  lasts. 

KIRVAN  DOIG,  Ltd. 

Manufacturers  of 

THE  GOODSENSE  SHOES 

Montreal       -      -       P.  Q. 
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Future  Business  Depends 


-jCLASSIU 

q  shoes  > 


THE  present  sales  of 
your  womens', 
misses'  and  children's 
shoes  will  do  as  much 
to  influence  future  bus- 
iness as  any  of  your 
lines — if  you  sell  the 
right  kind  of  shoe. 


— /ClASSlu— 
q  5H0E5  p 


THIS  branch  of  your 
trade  is  therefore 
worth  catering-  for  in 
the  best  possible  way 
—and  the  best  possible 
way  to  ensure  satisfac- 
tion is  to  sell  only  the 
best  grades. 


Classic 

for 

Misses  am 


The  quality  goes  in  befor< 


Getty  & 

CLASSIC 

GALT 
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311  Your  Present  Sales 


Shoes 

Women 
Children 


- -I CLASSIC  1.- 


IN  this  line  you  have 
1  every  shape  and 
style  that  women,  mis- 
ses and  children  want 
in  designs  that  will 
never  fail  to  please  the 
feminine  taste  and  se- 
cure their  custom. 


tie  name  "  Classic  "  goes  on 

5COtt,  Limited 

•  HOES 

DNT. 


-  ^  CLASSIC  k-i 

^  SHOES  ?  1 


nr  H  ROUGHOUT 
A  the  manufacture 
of  'Classic  Shoes'  there 
is  an  undeniable  qual- 
ity that  gives  the  deal- 
er, when  offering  these 
shoes,  that  assurance 
of  wear  that  makes 
sales. 


'4 
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Be  Prepared  f 01 
RUBBERS 

The  season  is  now  close  at  hand 
when  the  demand  for  rubbers 
will  come  in  quick  and  strong. 

Are  you  prepared  with  a  good 
supply  of  sound  rubbers  ? 

There  is  no  time  to  lose — soon 
every  source  of  supply  will  be 
crowded  in  the  demand  for  im- 
mediate deliveries  -  -  and  some 
supplies  will  inevitably  be  late 
in  the  rush. 

In  order  to  insure  the  deliver}'  of 
your  stock  of  rubbers  when  you 
are  certain  to  be  needing"  them, 
Send  Me  Your  Order  Right  Now. 

Every  retailer  in  Canada  knows  of 

"  Royal  Brand,"  "  Dainty  Mode" 
and  "  Kant  Krack  "  Rubbers. 

These  are  the  tried  and  accepted 
top  lines  on  the  whole  market. 
In  these  lines  you  get  an  abso- 
lutely complete  stock  of  the  sort 
of  rubbers  that  sell  well  and  al- 
ways satisfy. 

JAMES  F 

MONTR 
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the  Big  Demand 
WINTER  SHOES 

I  have  at  present  still  in  stock  a 
full  line  of  winter  shoes  suitable 
for  late  winter  trade. 

These  are  all  new  and  of  late 
season  production- — solid  shoes 
in  neat  styles  and  plain  designs. 

If  you  have  any  stock  well  cut 
into  send  for  my  stock  book  of 
late  Winter  Shoes,  and  stock  up 
with  a  complete  and  immediate 
delivery  of  these  lines. 


MY    LETTER  ORDER 
DEPARTMENT 

If  you  only  want  a  few  pairs  or 
a  single  pair  of  any  line  of  boots, 
shoes,  oxfords,  pumps,  slippers, 
in  season  or  out  of  season,  write 
my  Letter  Order  Department. 
The  goods  will  be  shipped  with- 
in twenty-four  hours  of  the  re- 
ceipt of  your  order. 

)BINSON 

L,  QUE. 
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Bigger  Sales  with 
Boy  Scout  Shoes 


The  Comfort 
You  Feel 

The  Style 

You  See 

and  the  Quality 
we  guarantee 


In  Stock 
Three  Leathers 
Tan,  Patent  and 
Gun  Metal 

Boys'  Sizes  1-5 1 

Young  Men's 

Sizes  6-8 


This  is  the  shoe  to  draw  the  young  men's  trade.  The  shoe 
you  should  not  fail  to  stock — it  gives  the  boys  perfect  com- 
fort and  lasts  them  longer  than  any  others  they  could  get 
anywhere.  Stock  the  "  Boy  Scout  Shoe  '  for  your  Spring 
trade  and  you  will  have  more  young  men  customers  than 
you  ever  had  before. 


WRITE  FOR 
CATALOGUE 


Jackson 

Sales  Agen 

Montreal 
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The  Everlasting  Sole 
in  Boy  Scout  Shoes 


Made  in 
Box  Calf  and  in 
Heavy  Tan  and 
Black  Grain 
Leathers  with 
Plump  Metallic 
Sole 

Boys'  Sizes  1-5^ 

$2.25 
Young  Men's 
Sizes  6-8  $2.55 


We  have  the 
reputation  for 
making  good 
shoes  it's  up 
to  you  to  use  it 


There  is  no  need  to  buy  a  boot  with  a  thick  coarse  sole 
to  ensure  good  wear  in  a  boy's  boot. 

HYMAN'S  METALLIC  CHROME  SOLE  is  made 
up  in  '  Boy  Scout  Shoes "  and  lasts  three  times  as  long 
as  any  oak  tanned  sole. 

Stock  this  line  of  "  Boy  Scout  Shoes  " — they  will  give  satisfaction 
and  help  wonderfully  in  building  trade.     Write  for  samples. 

&  Savage 

Winer  Rubber  Co. 

Canada 
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Miner  and 
Shefford 
are  the 
Best 

Brands  of 

Rubber 

Footwear 


There  is  Little 
Difference 
in  the  Price 


If  you  sell  cheap  rubbers  that  wear 
out  quickly,  or  split,  will  your  cus- 
tomer thank  you  ? — but  that  is  what 
cheap  rubbers  do. 

If  you  sell  a  good  rubber  that  will 
wear  well,  look  well,  fit  well,  and 
always  be  comfortable,  then  won't  your 
customers  thank  you?  Then  won't 
they  recommend  you,  and  come  back  to 
your  store  for  the  very  next  thin^"  they 
want  ?  Isn't  it  better  to  sell  o-ood 
rubbers  ? 

There  is  Little 
Difference 
in  the  Price 


M 


INER 
EANS 
ERIT 


The  Miner  Rubber  Co, 


LIMITED 

Head  Office  and  Factory 
GRANBY,  QUE. 


ONTARIO  BRANCH 
93-99  Spadina  Ave., 
TORONTO 

QUEBEC 
21  Notre  Dame  St 


MONTREAL 
72  St.  Peter  Street 
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REED'S  CREED? 


The  shoes  you  need — Delivered   when   you  need  them. 

The  Right  Shoes  at  the  Right  Time. 


Keep  your  sizes  up  and 
see  how  easy  it  is  to  do 
business. 


No.  F519.    TAN  CALF. 
1  Foxed  Button,  16  Buttons, 
Welt,  Poodle  Last.l?  in.  Heel, 
24-7;  A-D- $2.75 


No.  F555.    WHITE  BUCK. 
|  Foxed  Button,  Welt,  16  Buttons, 
Poodle  Last,  1%  in.  Heel,  2|-7 ;  A-D 
—$2.75. 


STOCK 
DEPARTMENTS 


F549    GUN  METAL  BOOT. 
Welt,  i  Foxed  Button,  Mat  Top,  If  in. 
Heel,  21-7  ;  A-D— In  Stock  $2.25 


No.  F516.  PATENT. 
|  Foxed  Button,  16  Buttons, 
Welt,   Poodle   Last,  1£  in. 
Heel,  24-7;  A-D-S2.50. 


No.  F548.  GUN  METAL  BOOT. 
Welt,  |  Foxed  Button,  14  Buttons, 
Mat  Top,  2  in.  Heel,  24-7,  A-D. 
In  Stock,  $2.50. 


E.  P.  REED  &  CO.,  Rochester,  N.  Y.  and  Chicago,  111. 


( 
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Timely  Tips  on 


Turned  Footwear 


The  Guptill  Turned  Footwear  is  the  easiest  sold  by 
the  retailer  because  it  appeals  to  women,  on  appear- 
ance when  shown,  on  daintiness  when  on  the  feet, 
and  in  qualities  of  comfort  and  durability.  Write  for 
Catalogue  or  Samples. 

(To  be  continued  next  month) 

HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 


Are  YOU  Pushing 

"NUGGET"  OUTFITS 

Consisting  of  pure  bristle  brush, 
"Selvyt"  polishing  pad  and  tin  of 
polish. 

Put  up  in  handy  cardboard  or  metal 

box. 

Shows  you  a  Good  Margin  of  Profit 


waterproof  boot  Polishes  «§gg& 


The 


Nugget"  Polish  Co. 

Limited 

67  Adelaide  Street  East 
Toronto  -  Ont. 
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W.  L.  DOUGLAS 

The  World's  Greatest  Shoemaker 

Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.  S.  A.,  CAPACITY  17,000  PAIR  A  DAY 
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Protect  Your 
Staple  Shoe  Sales 


It  is  on  your  sales  of  staple  shoes  that  the  greater  part  of  your  trade 
depends  — and  on  the  results  of  these  sales  depends  the  success  of  your 
business. 

The  Everyday  Shoe  offers  the  greatest  protection  to  this  section  of 
trade  in  supplying  the  main  demand  for  a  good  looking  shoe  that  will  stand 
lots  of  hard  wear  and  will  sell  at  a  moderate  price. 

Where  a  good  staple  line  is  in  demand  the  Everyday  Shoe  will  get 

the  trade  and  hold  it. 


T.  Sisman  Shoe  Company,  Limited 


Aurora 


Ontario 


Winnipeg  Representative:  Geo.  G.  Lennox 


No.  1077 


$1.00   Women's  Plaid  no  heel  slipper.  Pompom 
Ornament.    Red  and  Black,  Red  and  Green,  Gray       117 * 
and  Wine,  Champagne  and  Black,  Grey  and  Black.       W  IflllCrS. 


NOTICE 

Four  of  our  latest 
nobby  and  attractive 
styles. 

...      |  —i        |  $1.00  Women's  Silk  Bound  no  heel  Slipper.  Pompom 

1  hey      Will      be       1  rade       Ornament.    AU  colors. 


No.  1064 
Little  Gents  $1.00 
Red  Bootee,  Figured  Ornamentation. 


Now  is  the  time  to  place  your 
order  for  Fall  delivery.  Send 
for  our  new  trade  catalogue,  just 
off  the  press,  fully  illustrating  our 
Line  for  i  9  1  2. 


No.  1206 

Misses'  80c.  Child's  75c.  Infant's  70c. 
Firfelt  Trimmed,  Juliette,  Red  and 
Black  Plaid. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 
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The  Acme  of  Perfection  in  Arch  Supports 

THE  EmZ  WALK 


(Trade  Mark) 


Arch  Supports  Are  Money  Getters 

Self-Adjusting  with  the  Full  Steel  Spring 
Light  —  Flexible  —  Durable  —  Beneficial 

They  are  Up-to-the-Minute  in  Shape,  are  Perfect  Fitting,  Popular  Priced  and 
will  help  to  Build  up  Your  Sales. 


THE  E -Z  WALK 


CUMhFUT  ARCH 


SELF-ADJUSTING 


Double  Steel  Spring 
Without  Side  Elevation 
Retails  $2.00 


THE  FEATHER 


Both  Sides  Leather  Covered 
Retails  $1.50 

VENTILATING 


Single  Spring- 
Retails  $1.00 


FOOT-RAISE 


Double  Spring  German 
Silver  Bottom  Plate 
Retails  $2.00 


THE  RES-TON 


Spring  Heel  Cushion 
Retails  35c. 

FLEXIBLE  CUSHIONETTE 


Full  Length  Spring 
Retails  $1.50 


HEEL  CUSHION  ARCH 


Lightest  Metal  Arch 
Retails  $1.00 


Non-Metallic  Arch  Cushion 
Retails  $1.50 


Combination  Arch  Support 
Sponge  Rubber  Heel  Cushion 
Retails  $2.00 


Every  style  we  make  is  a  seller.  Built  on  true  orthopedic  lines,  are  absolutely  guaranteed  against 
flattening  or  breaking  down. 

See  Our  Styles — Get  Our  Prices 

Now  handled  by  all  the  leading  jobbers  in  Canada.    Try  a  sample  order  from  your  jobber  and  get  some  of  the  E-Z  money. 

Manufactured  by 

THE  E-Z  WALK  MANUFACTURING  CO. 

133  West  14th  Street,  New  York,  N.  Y. 
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Philip  Jacobi 


Sole  Manufacturer  of 


"  Tailor^ Made "  Overgaiters  and  Leggings 


REGISTERED 

*>  -  w 

All  I 

TAILOR-MADE  I 

# 

#- 

Order  Early  and  / 

SM 

Insure  / 

Prompt  Delivery  / 

&- 

Women's,  Misses'  and 
Children's  in  Fine  Bea- 
ver and  Melton  Cloth 


J3ht 


They  Do  Not  Slip 
Nor  Lose  Their 
Shape.  Made 
of  "MUSTANG 
NEVER-SLIP" 
Soles. 


So-Qosy 
BOUDOIR  SLIPPER 


for 


Women  Who  Know 


First  For 


FIT 

FASHION 
and  QUALITY 


Children's  in  Tan 
Leather  and  all  colors 
of  Corduroy 


Made  in  all  Fash- 
ionable Colors. 
Glossy  Kid  or 
Suede  Leather 
with  Pom-Poms. 


Philip  Jacobi,  Headquarters  for  Shoe  Store  Suppl 

5  Wellington  Street  East      «  Toronto 


ies 


FOOTWEAR    IN  CANADA 


25 


Exclusive  Designs 

for  Spring 


VASSAR 


BERESFORD 


Minister  Myles  Shoe 

Company,  Limited 
Toronto  -  Canada 
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£  Corking  Good  Sellers  £ 

that  no  live  buyer  should  miss 


Here  are  five  smart 
QUICK-MOVING 
styles  that  reflect 
the  popular  vogue. 
They  measure  up 
fully  to  the  highest 


1 


F  W  127 
PATENT  COLT  BUTTON 

Mat  Top 
High  <  Jut  Well   Skihi  Last 

1  %  in.  I  led 
A  to  K  2H  to  7 

$2.60 


F  W  (156 
BLACK  SUEDE  CALF  BUTTON 

His-li  Cut  Welt    Rival  Las) 

1%  in.  Heel 
A  to  E  IV?  t<>  7 

$2.85 


F  w  m 
ROYAL  "G  M"  CALF  BUTTON 

High  Cut  Welt    Skihi  Last 

1  :i  in.  Heel 
A  to  E  2'A  to  7 

$2.60 


1 '  W  421 
TAN  RUSSIA  CALF  BUTTON 

(Schmidt's  Color  R) 
HiKh  ( 'ut  Welt    Skihi  l>a>t 

1 7    in.  Heel 
A  to  E  2%  to  7 

$2.75 

IN-STOCK  and  READY-TO- 
SHIP-NOW 

Each  item  is  in  great  demand  by 
keen  buyers  from  Newfoundland  to 
British  Columbia,  who  express  their 
appreciation  by  substantial  orders, 
re-orders  and  MORE  RE-ORDERS 


p  W  096 
WHITE  NU  BUCK  BUTTON 

High  Cut  Well    Rival  Last 

1%  in.  Heel 
A  to  E  2'  •  to  7 

$2.75 


Note  that  these  high  grade  boots  are  on  the  famous  SKIHI  and  RIVAL  Lasts. 

In  Stock  for  Instant  Shipment 

So  all  you  have  to  is  to  write,  wire  or  phone  us  "what  ones,"  "how  many  "  and 
"freight  or  express,"  and  they  will  be  on  the  way  the  very  same  day. 

Instantaneous  In-Stock  Department 

The  Menihan  Company,  Rof}"?ter 
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Rockbottom 
Pegged  and 
Standard  Screw 
Manufactured  in 
No.  1  Factory 


Paris  Brand  in 
Goodyear  Welts 
and  High-class 
McKays  Manufac- 
tured in  No.  2 
Factory 


The 
Pleasure  -  Profit 
Policy 


You  are  certain  of  the  pleasure  a  customer 
feels  on  purchasing"  a  pair  of  either  "Paris" 
or  "  Rockbottom  "  shoes.  Also  you  are  sure 
of  that  pleasure  lasting — you  know  these  shoes 
will  live  up  to  their  good  appearance  and 
will  justify  all  your  promises  of  their  quality 
and  assurances  of  their  comfort.  And  the 
Profit — you  only  have  to  see  the  shoes  and 
know  our  prices  to  be  convinced  of  the  cer- 
tainty of  making  large  sales  at  prices  which 
will  yield  you  handsome  profits.  Combine 
pleasure  and  profit  in  your  shoe  sales — the 
pleasure  of  your  customers  and  your  own 
profit — That  is  the   Pleasure-Profit  Policy  of 

Daoust  Lalonde  &  Co.,  Ltd. 

Shoe  &  Leather  Manufacturers 

Montreal  -  P.Q. 
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Live  Salesmen  Wanted  in  Every  Province 


C  227-$4.50 


C  107— $4.50 


C  55— $4.50 


C  51— $4.50 


Everybody's  Doing  It ! 

Doing  What? 

Writing  for  our  STOCK  CATALOGUE 
which  shows  our  leading  styles  ready  for 
shipment,  or  sending  orders  from  Cuts 
in  this  issue. 

Genesee  Soft-Sole  Shoes 

lead  all  others  in  STYLE,  QUALITY 
and  WORKMANSHIP.  A  Trial  Order 
will  prove  our  Statement. 

GENESEE  BABY-SHOE  COMPANY 

(MANUFACTURERS) 

Mill  &  Furnace  Streets 

ROCHESTER      «  «      New  York 

(When  in  Rochester  call  on  us) 


C  61 3- $4.50 


C  140— $4.50 


C  I  1 6— $4.50 


r 


C  899 -$4.50 


C  909— $6.00 


C  98— $4.50 
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Wide  toe,  fairly  high, 
just  as  it  looks  here. 


Whistle,  and  he'll 
come  a  runnin'. 


MOIMTELLO  STATION  BROCKTON,  MASS, 

BOSTON  SALESROOM:  56  LINCOLN  ST.  COR.  ESSEX 


3° 
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Another  Victory  for 


'VT'OUR  demand  for  Just  Wright  shoes 
*  has  forced  us  to  establish  a  Can- 
adian Factory  at  St.  Thomas,  Ont. 
We  will  reproduce  exactly  the  same 
line,  that  has  set  the  standard  for  Amer- 
ican Footwear  in  Canada  over  a  period 
of  thirty  years. 

Mr.  Ernest  E.  Donovan,  long  con- 
nected with  us,  and  for  the  past  seven 
years  with  the  Cook-Fitzgerald  Co., 
Limited,  will  be  our  Resident  Man- 
ager. 


E.  T.  Wright  &  Company 


FOOTWEAR    IN    CANADA  3I 


Canada  and  Canadians 


\X/E  are  prepared  to  accept  orders 
for   delivery   November  15th. 

Dealers 

Our  salesmen  are  on  their  Territories. 
You  cannot  afford  to  place  your 
Spring  business  until  you  have  seen  the 

Just  Wright  Line 

the  best  shoe  to  retail  at  $5.00  to 
$7.00  per  pair. 


[Incorporated)  ROCKLAND,  MASS 
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Men's 
High  Grade 
"Murray  Made" 
Shoes  for  Spring 

The  public  relies  on  the  repu- 
tation of  the  retailer — so  also 
must  the  retailer  rely  on  the 
reputation  of  the  manufacturer. 
There  is  some  reputation  to 
Murray  Shoes  which  is  fully 
sustained  by  our  new  lines  for 
Spring — believe  us. 

Built  up  to  quality,  not  down 
to  price. 

A  letter  will  ensure  our  repres- 
entative calling  at  your  con- 
venience. 

Murray  Shoe 
Co.  Limited 
London 
Ont. 


Derby 


Quality  Shoes  for  Men 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Agoos  Co.,  L.  .*   83 

Ahrens  Co.,  Chas.  A   81 

Ames  Holden  McCready   2 

Ault  &  Co.,  A.  W   81 

Boot  and  Shoe  Workers'  Union   ..  82 

Boston  Last  Company   3o 

Brandon  Shoe  Company   67 

Brockton  Die  Company   7!) 

Brockton  Heel  Company   7(1 

Canadian  Blacking  &  Cement  Co.  . .  78 

Canadian  Consolidated  Rubber  Co..  42 

Chicago  Tanning  Company   77 

Cleo  Shoe  Company   38 

Clarke  &  Co..  A.  R   92 

Clatworthy  &  Son  >   84 

Cook-Fitzgerald  Co   4 

Cote,  J.  A.  &  M   39 

Daoust  Lalonde  &  Co   27 

Dominion  Die  Company   79 

Douglas  Co.,  W.  L   21 

Eclipse  Tanning  Co   75 

Edwards,  T.  J   76 

Ezy  Walk  Mfg.  Co.  . .    ....  .   23 

Fischer  Mfg.  Co   76 

Fortuna  Machine  Company   86 

Fraserville  Shoe  Company   75 


Getty  &  Scott  12-13 

Guptill,  Hervey  E   20 

Harney,  P.  J  -   40 

Hitchings  &  Coulthurst  . .    77 

Home  Comfort  Shoe  Co   80 

Hotel  Eggleston   75 

Hotel  Essex   81 

Humberstone  Shoe  Co   89 

Hurlbut  Company   79 

Independent  Box  Toe  Company   . .  77 

Jackson  &  Savage  16-17 

Jacobi,  Philip   24 

Joroleman  Oliver  Company   75 

Kirvan-Doig   11 

Klipstein  &  Co.,  A   86 

Lawrence  Leather  Co.,  A.  C   3 

Lynn  Last  Company   75 

Mann  Bros   86 

Marden,  Orth  &  Hastings   79 

Mawhinney  Last  Co   29 

McDermott  Shoe  Co   41 

McLaren  &  Dallas   34 

Miner  Rubber  Company   1-18 

Menihan  Company   26 

Minister  Myles  Shoe  Co   25 

Moore  Shafer  Shoe  Mfg.  Co   36 

Murray  Shoe  Co   32 


Nugget  Polish  Co   20 

Oberholtzer  Co.,  C.  V   89 

Oscar  Onken  Company   37 

Peerless  Shoe  Co   28 

Peters  Manufacturing  Company  ...  87 

Reed  &  Co.,  E.  P   19 

Reliance  Shoe  Co   83 

Rice  &  Hutchins   10 

Rideau  Shoe  Company  ' . .  . .  8-9 

Robinson,  James   14-15 

Shoeman   84 

Sisman  Shoe  Co.,  T   22 

Tebbutt  Shoe  &  Leather  Co   5 

Thompson  Shoe  Co   35 

Toronto  Brass  Company   86 

United  Shoe  Machinery  Co.  85-88-90-91 

Walpole  Rubber  Company   78 

Whittemore  Bros   89 

Wickett  &  Craig   80 

Williams  Shoe  Company   87 

Williams,  Hoyt  &  Co   77 

Woodard  &  Wright   84 

Worcester  Slipper  Co   22 

Wright  &  Co.,  E.  T  30-31 

Wright  &  Wright   81 


"Kantbrake"  The  Perfect  Last 


New  Tube  Construction  eliminates  all  dropping  of  the  heel 
or  side  motion  on  the  Pulling-over  or  Leveling  Machine. 

We  are  the  only  Licensees  in  Canada 

Boston  Last  Company 


MANUFACTURERS  OF 


Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 

Makers  of  Electric  Heating  and  Ironing  Outfits  for  Shoe  Factories 

(Simplex  System) 

Canadian  Factory    ~     RICHMOND,  QUE. 

Charles  Campbell,  Manager 


Boston,  Mass.,  44  Binford  St. 


Factories:  Phone  Main  107 


Richmond,  Que.,  Phone  32 
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McLaren 

AND 

DALLAS 


SPRING 


McLaren 

AND 

DALLAS 


LINES  FOR 


NINETEEN  ~  THIRTEEN 


BIGGER,  BETTER 
And  a  little  more  of  it 

The  comprehensive  nature  of  our  Spring  range  is 
one  of  the  strongest  reasons  why  you  should  place 
your  order  with  us.  It  gives  you  the  opportunity 
to  take  care  of  every  sort  of  taste  and  every  size 
of  purse. 

And  behind  this  is  the  assurance  that  you  are 
selecting  from  a  line  of  Style,  Fit,  Finish  and  Wear- 
ing Qualities  which,  consistent  with  price  is  unsur- 
passed, even  unequalled. 

Every  style,  every  last,  was  chosen  with  a  particular 
purpose  in  view — the  purpose  of  giving  satisfaction 
everywhere  and  producing  lines  at  prices  which  will 
show  the  best  profits  for  the  retailer. 

Our  travellers  are  now  showing  the  range.  It  is 
worthy  of  more  than  ordinary  consideration.  We 
hope  for  a  thorough  inspection  when  our  representative 
calls  on  you. 


The  "  IMPERIAL  "  Shoe 
For  Men  &  Women 
Made  in  all  Fine  Leathers 

"MAPLE  LEAF "  Brand 
Solid  Leather  Heavy  Working  Shoes 
Every  Pair  Guaranteed 

RUBBERS .  "  Kant  Krack,"  "  Dainty  Mode,"  "  Bull  Dog  "  &  "  Royal  "  Brands 


The  «  LITTLE  CANADIAN  " 

Fine  Shoes 
For  Misses  and  Children 


30  McLaren  &  Dallas  ™^» 

Front  St-  WHOLESALE  DISTRIBUTERS 

WEST  BOOTS  -         SHOES         -         RUBBERS  CANADA 
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The  Thompson  Idea 
of  Shoe  Selling 

Your  Turn-over  is  your  Profit 

Not  your  Stock  on  hand. 

Lo  !  the  poor  Shoe  Dealer  selling  shoes  the  Old  way. 

Buying  in  great  Big  Lots  to  stack  up  on  his  shelves. 

Making  a  great  big  Bluff  as  a  Shoe  Merchant  to  suit  the 
Drummer's  Ideas. 

Putting  an  everlasting  Mortgage  on  his  Profits  by  reason 
of  too  much  Stock-on-hand. 

At  the  end  of  each  year  finding  out  to  his  sorrow  that  all 
his  anticipated  Profits  are  on  his  Shelves. 
Nice  Game,  eh  ? 

We  have  been  there.  We  know.  Fell  for  the  wily 
Drummer's  seductive  arguments  ourselves.  Ran  a  store 
for  the  Manufacturers'  benefit  instead  ot  our  own. 

Did  it  for  years  before  we  woke  up. 

That's  why  we  started  the  Thompson   Idea  of  Shoe 
Selling — the  New  idea  of  buying  Shoes. 

Quick  action — Small  orders — quick  turnover — quick  per- 
centage on  money  invested — quick  assets — quick  profits 
— every  week  or  month  instead  of  every  Year — now 

Get  wise  to  the  Thompson  Plan. 

Get  in  touch  now — to-day — with  the  new  instantaneous 
Thompson  Service  giving  you  quick  profits  and  quick 
sales  with  small  stock. 

A  new  and  profitable  idea   for  wide  awake  retailers. 
Find  out  about  it. 

Send    right   away  for  the  liberating  Thompson  Shoe 
Seller— HOT  STUFF. 

Find  out  how  to  get  your  shoes  sent  by  Express,  charges 
prepaid. 

The  Thompson  Shoe-Seller  is  an  innovation  and  re- 
deemer for  Western  Shoe  Dealers. 

A  great  big  revolution  in  ordering  Shoes.     Send  for  it. 
Do  it  now. 

Thompson  Shoe  Co.,  Ltd. 

38  St.  Genevieve  St.    -  MONTREAL 
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Style,  Fit  and  Quality 


in  our 


New  Lines  for  Spring 


STYLE  produces  the  quick- 
est profit. 

FIT   produces  the  surest 
profit. 

QUALITY  ensures  future 
profit. 

Moore-Shafer 


Sho 


es 


are 


Style  No.  702 

Sizes  to  7.  Widths  AA  to  D.  Made  over 
our  Ae  ro  Last . 


Creative  in  Style 
Faultless  in  Fit 

and 

you  take  our  word  for 
the  QUALITY  we 
will  not  let  you  down. 


Tan  Russia  -Style  No.  931 

Sizes  2%  to  7.  Widths  AA  to  D.  Made  over 
our  Famous  uh  Last  No.  79,  13  Button.  White 
Rope  Stitch. 


Gun  Metal-Style  No.  930 

Sizes  2^  to  7.  Widths  .\  A  to  D.  Made  over 
our  Famous  Cub  Last  No.  7!l.  I  t  Mutton.  White 
Hope  Stitch. 


We  have  added  many 
new  lasts  and  patents  to  our 
next  season's  line  and  will 
be  able  to  show  the  trade 
by  far  the  strongest  line  of 
samples  ever  produced  from 
this  factory. 

Our  Canadian  General 
Sales  Agent,  Julius  O. 
Kuechler,  will  shortly  call 
on  his  Canadian  Customers 
—see  him  and  see  our 
Spring  Lines. 

The  cuts  show  four 
styles  of  shoes  we  carry  in 
stock  ready  to  ship  the  same 
hour  we  receive  the  order. 
We  have  also  Pumps  and 
Oxfords  in  stock  for  im- 
mediate shipment. 

Leaflet  showing  any  of 
our  stock  lines  with  price 
and  description  sent  on 
request. 


Style  No.  936 

Mat  <  alt  Upper,  Patent  Vamp,  13  Mutton,  Cub 
Last,  White  Rope  Stitch,  High  Heel,  Heavy 
Well . 


Moore-Shafer  Shoe 

Manufacturing  Company 

Brockport,  N.  Y.,  U.  S.  A. 
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This  is  only  One  of  the  40  Window  Trims  shown  in 
our  Book  ok  Designs.  This  10-foot  Window  Trim 
took  116  YOUNITS  of  the  220  in  the  set,  leaving-  104 
YOUNITS  that  can  be  used  in  making  individual 
display  fixtures  for  inside  store  use. 


Your  show  windows  are  the  eyes  and  index  to 
your  business.  ONKEN  Interchangeable  Wood  Win- 
dow Fixtures  YOUNITS  can  make  this  index  a  lively 


Your  hands  are  all  that  is  needed  to  make  hundreds 
and  hundreds  of  beautiful  window  Fixtures,  especially 
those  you  are  always  wanting  and  have  not  got. 


Every  time  you  trim  your  windows,  and  use 
ONKEN  Interchangeable  YOUNITS,  you  give  them 
a  distinctly  different  look. 


ONKEN 

Yduffnrs 


(Patented  1911    in  United 
States    and    Foreign  Coun- 
tries). 

Made  for  Your 
Show  Windows 

— if  I  can  show  you  as 
a  Shoe  Man  how  I 
made  these  8  beautiful 
window  trims,  and  each 
one  made  with  ONLY 
A  PART  of  my  set  of 
YOUNIT  FIXTURES 
for  Shoe  windows — 
— if  I  can  show  you, 
Mr.  Shoe  Man,  in  my 
beautiful  book  of  de- 
signs how  I  made  40 
beautiful  window  trims 
with  ONLY  A  PART 
of  my  set  of  YOUNIT 
FIXTURES  for  Shoe 
windows — 

—  If  I  can  show  you,  Mr. 
Shoe  Man,  how  YOU  can 
make  over  500  BEAUTIFUL 
WINDOW  TRIMS  and 
HUNDREDS  AND  HUN- 
DREDS of  odd  and  standard 
window  fixtures  with  my  set 
of  YOUNIT  FIXTURES— 
— If  I  can  show  you,  Mr. 
Shoe  Man,  how,  by  spend- 
ing $50.00  for  this  set  of 
ONKEN  Wood  Window 
Fixture  YOUNITS,  you  can 
make  your  WINDOWS 
PAY  YOUR  RENT  BILL — 
— if  I  can  show  you  this  and 
also  CONVINCE  YOU  that 
thousands  of  wide  -  awake 
merchants  are  using  my 
YOUNIT  WINDOW  FIX- 
TURE SYSTEM  in  their 
windows — 

Then  in  justice  to  yourself 
as  a  good  merchandise  man, 
do  you  not  OWE  IT  to 
yourself  to  investigate — to 
learn  of  something  that  will 
increase  your  sales  through 
your  show  windows,  some- 
thing that  will  HELP  YOU 
sell  the  goods  you  buy — 
something  that  will  enlarge 
the  daily  totals  of  your 
CASH  REGISTER? 
Just  interest  yourself  in  what 
I  am  making  and  I  will  in 
turn  be  sure  to  interest  you. 
I  KNOW  what  I  am  talk- 
ing about,  and  when  you 
are  ready  to  buy,  you  can 
order  the  set  through  your 
jobber,  or  direct  if  you  pre- 
fer. 


This  is  only  ONE  of  the  40  Window  Trims  shown 
in  our  Book  of  Designs.  This  10-foot  Window  Trim 
took  96  YOUNITS  of  the  220  in  the  set,  leaving  124 
YOUNITS  that  can  be  used  in  making  individual 
display  fixtures  for  inside  store  use. 


If  you  are  desirous  of  putting  your  windows  on  a 
lOOff  efficiency  basis,  you  need  the  ONKEN  Inter- 
changeable YOUNITS  to  be  your  Guiding  Star. 


The  ONKEN  Interchangeable  YOUNITS  have  put 
a  Star  Spangled  Crimp  in  metal  fixtures,  because  of 
their  interchangeable  features  and  low  cost  of  owner- 
ship. 


Well  trimmed  windows  are  as  essential  to  modern 
merchandising  as  courteous  salesmen  and  good  goods. 


Set  No.  1  For  exclusive  shoe  store  windows,  for  2  large  windows,  220  YOUNITS,  Price  $50.00 
Set  No.  1-1/2  For  exclusive  shoe  store  windows,  for  1  large  window,  110  YOUNITS,  Price  *28.00 
Set  No.  1-1/4  For  exclusive  shoe  store  windows,  for  1  small  window,  55  YOUNITS,  Price  $17.50 
Set  No.  18  For  exclusive  shoe  store  windows,  for  any  size  window,  72  YOUNITS,  Price  $15.00 
Freight  and  duty  allowed  to  Winnipeg  and  to  all  ports  of  entry  east  of  Winnipeg  on  the  Southern  Canadian  Border. 


Fini<iVl  Made  of  select  oak  in  three  stock  finishes. 
1  1111011  Weathered,  Golden  or  Antique  Oak,  all  in  a 
soft,  Mellow,  waxed  finish. 


Storage  Chest 

(oiled  finish).   A  place  to  1 

Book  of  Designs 


Each  set  is  put  up  in  a  hard- 
wood, hingea-lid  storage  chest 
i  place  to  keep  the  unused  YOUNITS. 

A  beautiful  book  of  photo- 
graphs showing  large  sized 
trims  made  with  my  YOUNITS  sent  FREE  with  each  set. 

Shipments  made  at  once.     Every  set  guarantee!  absolutely. 


THE  QSCAR  QNKEN  CP 


Establishe 

697  Fourth  Avenue 
Cincinnati,  Ohio, 
U.  S.  A. 
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SPRING   OF  1913 

The  Basis 
of  Good 
Selling 

is    Buying  Shoes 
that  are  made 
right 


Exclusive  Models 
and  Designs. 
The  Latest 
New  York  and 
Boston  Creations. 


Style  and 
Quality  are 
Inseparable  in 
Cleo  Footwear 
for  Women 


We 
Guarantee 
every  Shoe  to  give 
Complete  Satisfaction 


The 


Cleo  Shoe  Company 


London 


Canada 


Do  Not  Fail  to  See  and  Inspect  our  1913  Spring  Samples 
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Yamaska   Brand  Shoes 

A  staple  line  for  hard  wear 
that  will  make  a  staple  trade 
— always 

A  Little  Better  Than  The  Best 

Built  solid  on  the  sensible 
plan,  without  any  frills  in  de- 
sign, and  to  a  shape  that  means 
continual  comfort. 

That  is  the  staple  line  for  you  to  stock — 
The  trade  you  start  up  with  Yamaska 
Brand  Shoes  will  stick  by  you,  because 

the  proof  of  the  Shoes  is  in 
the  wear,  and  we  put  good 
wear  into  every  pair. 

La  Compagnie  J.  A.  &  M.  COTE 

St.  Hyacinthe,  P.  Q. 
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Never 


was  there  such  an  early  demand 
for   Boots  as   this  season. 


Our    In    Stock  sal 


es  prove 


this 


Stock  No.  903 
Price  $2.35 

Calf  Top 


R  J.  HARNEY  SHOE  COMPANY 


SHO 


Stock  No.  902 
Price  $2.35 

Calf  Top 


LYNN,  MASSACHUSETTS 


Lose  No  Time 

Order  from   our  Stock   Dept.  by 

the    pair,    dozen    or   case.  Orders 
filled  the  day  received. 
Write   for  our  New   Catalog;  also 
to  have  salesman   call   with   a  com- 
plete line. 


J.  P.  HARNEY  SHOE  CO. 


LYNN, 
MASSACHUSETTS 
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^  wo^    For  Spring  It  Will 

Be  Our  No.  60  Last 


A  happy  medium  between 
the  extreme  recede  and  the 
high  toe. 

A  snappy,  classy  shoe,  equal 
to  any  American  shoe  offered. 
We  have  it  now  to  retail  at 
$4.00,  showing  a  splendid 
profit  to  the  Retailer. 

This  last  is  right.  It  is 
just  what  the  Canadian  trade 
has  long  wanted.  Style  with- 
out extremes.  It  is  Mc- 
Dermott's  special. 

Our  Salesmen  Are  Now  Out 
See  That  No,  60  Last 

The  McDermott  Shoe  Co. 

Women's  Shoe  Specialists 

Montreal        ::        :t  Canada 


To 

Thoroughly 

Appreciate 

Our 

Shoes 

Look 

Elsewhere 

Then 

Come 

To 

Us 


WELTS 


TURNS 


McKAYS 
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For  Duck  Shooting, 
Hunting  and  Fishing 

You  can't  beat  these  Boots 

Every  Retailer  should  have  a  stock  of  these  to  take 

care  of  this  extra  fall  business 


Top  is  light  and 
elastic 

It    is  slightly 
heavier  than  the 
"Angler" 

The  Rolled  Edge 
prevents  snagg- 
ing 


Note  the  height 
of  instep 

Made  to  fit  over 
any  ordinary 
leather  sho^ 


It   is   very  light 
and   elastic,  hut 
tough  as  rubber 
can  be  made 


THE  "TROUTING" 


^  We  can  fill 
your  require- 
ments on  short 
notice 


Write  Our  Nearest  Branch: 


THE  "ANGLER" 


Canadian  Consolidated  Rubber  Co.,  Ltd. 

Sales  Branches: 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou.  Moncton,  Charlottetown,  MONTREAL,  Quebec,  Granbv, 
Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dalhousie,  Berlin,  WINNI- 
PEG, Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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The  topic  most  discussed  by  the 
Prices  Advance  trade  to-day  is  probably  the  in- 
crease in  the  price  of  leather  and 
leather  footwear.  The  reasons  for  this  are  treated 
fully  elsewhere  in  this  issue.  What  we  wish  to  im- 
press upon  our  retail  readers  is  that  their  prices  must 
show  at  least  a  corresponding  increase.  It  has  been 
frecjuently  said  in  the  past,  and  you  sometimes  hear  it 
from  the  old-timers  at  the  present  day,  that  if  the 
retailer  increase  the  price  of  any  of  the  well-known 
brands  of  footwear,  his  customers  consider  he  is  try- 
ing" to  swindle  them.  This  is  an  idea  lung  exploded. 
If  a  customer  takes  exception  to  the  increase  in  price 
of  footwear,  the  retailer  should  explain  the  reason  he 
is  compelled  to  charge  more  for  his  goods,  and  if  the 
customer  is  a  reasonable  man  he  will  listen.  With 
the  absurdly  low  rates  of  profit  that  shoe  retailers  have 
been  getting  in  the  past,  it  is  absolutely  essential  that 
the  retail  price  of  their  footwear  should  show  an  in- 
crease corresponding  with  that  of  the  cost  of  the  ar- 
ticle to  them. 

The  Canadian  shoe  manufacturer,  when  he  found 
that  tanners  had  raised  the  price  of  leather,  promptly 
made  a  corresponding  increase  in  the  price  of  his  pro- 
duct. This  is  somewhat  different  to  old  times,  in  fact 
to  very  recent  times,  when  no  matter  what  the  price 
of  leather,  the  shoe  manufacturer  was  afraid  to  increase 
the  price  of  his  goods.  The  reasons  for  this  were 
two-fold.    First,  he  was  afraid  of  the  other  shoe  manu- 


facturers getting  his  trade  if  he  insisted  upon  getting 
his  legitimate  profit,  and  secondly,  he  was  told  by  the 
shoe  retailer  that  the  public  would  not  stand  for  the 
increase.  Those  were  the  days  when  it  was  every 
man  for  himself.  The  manufacturer  had  no  remedy. 
He  had  to  suffer.  Now,  with  organization  among  the 
manufacturers,  they  have  got  together  and  agreed  to 
sell  their  goods  at  a  legitimate  profit.  They  do  not 
have  to,  as  in  former  years,  figure  out  what  they  can 
take  from  the  shoe,  that  will  be  least  apparent,  to  re- 
coup themselves  for  what  they  have  lost  by  the  in- 
crease in  the  price  of  leather,  higher  wages,  rentals, 
etc.  They  are  now  able  to  get  together,  like  sensible 
business  men  and  say:  "We  must  get  a  proper  profit 
for  our  work,"  and  as  they  hang  together  the  public 
is  compelled  to  pay. 

Unfortunately,  the  retail  trade  is  not  so  well  or- 
ganized, but  the  idea  of  organization  is  spreading  in 
the  retail  trade  as  well.  We  have  had  for  some  time 
past,  an  active  Provincial  Section  of  the  Boot  and 
Shoe  Trade  of  the  Retail  Merchants'  Association  of 
Canada  in  the  Province  of  Quebec,  and  on  August 
28th  a  similar  branch  was  formed  in  Ontario.  The 
idea  is  rapidly  spreading  and  the  shoe  retailer  will 
soon  be  in  as  good  a  position  to  demand  and  get  his 
just  dues  and  profits  as  either  the  tanner  or  the  manu- 
facturer. 

*      *  * 

Because  someone's  father  and 
Be  Up-to-date      grandfather  scraped  along  in  an 

ancient  looking  store  and  eked 
out  an  existence  is  no  reason  why  the  son  and  grand- 
son should  do  the  same.  We  see  to-day  in  every  cen- 
tre of  industry  a  few  merchants  in  every  class  of  busi- 
ness gradually  rising  above  their  competitors.  If  we 
take  the  trouble  to  make  a  thorough  investigation  of 
the  causes,  we  shall  find  it  lies  in  difference  in  meth- 
ods, store  equipment  and  store  appearance.  There 
may  be  some  exceptions,  but  they  are  very  few.  It 
is  all  very  well  to  respect  the  opinions  of  our  de- 
parted ancestors,  but  it  was  never  intended  that  in 
business  matters  their  example  should  be  followed, 
Prejudice  has  ruined  many  a  man,  and  in  the  retail 
shoe  trade  particularly,  a  man  must  keep  up  with  the 
times,  if  he  wishes  to  succeed.  We  live  in  a  progress- 
ive age  and  people  demand  sanitary  stores  and  attract- 
ive shopping  conditions.  They  want  good  service.  If 
they  don't  get  it  at  your  store  they  will  go  elsewhere; 
They  are  susceptible  to  advice  only  from  those  dealers 
who  have  their  confidence,  and  the  way  to  gain  this 
confidence  is  to  operate  a  business  suggestive  of  mod- 
ern times. 

It  is  time  the  old  excuse  "my  father  got  along 
without  advertising,  or  without  this  register,  or  this 
or  that  equipment"  was  forgotten.  Our  ancestors 
lived  in  a  different  age.  Imagine  a  twentieth  century 
farmer  cutting  his  grain  with  a  sickle  because  his 
grandfather  did.  Times  have  changed  just  as  much 
with  the  shoeman  as  with  the  farmer,  and  it  is  the 
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man  who  adopts  the  modern  tools  of  his  trade  that  will 
succeed. 

*      *  * 

The  styles  being  shown  by  our 
Spring  Styles        manufacturers     for     the  Spring 

trade  contain  no  startling  inno- 
vations and  we  are  glad  to  note  the  almost  total  ab- 
sence of  the  freak.  Rather  a  stronger  run  is  being 
made  upon  the  recede  toe  than  was  shown  in  the  fall 
styles,  but  we  have  not  noticed  any  tendency  to  resort 
to  extremes.  The  extreme  high  toe  of  last  season  has 
dwindled  to  a  more  common-sense  size,  while  the  very 
long  vamp  and  toe-compressing  shape  of  the  earlier 
recede  lasts  have  disappeared.  It  would  almost  seem 
that  with  the  lowering  of  the  high  toe  and  the  lessen- 
ing of  the  pitch  of  the  recede  we  will  shortly  arrive  at 
a  normal,  common-sense  last.  The  day  of  the  freak 
is  over.  Doubtless  the  designers  and  last  makers, 
who  have  derived  all  the  profit  from  the  freak  in  the 
past,  will  endeavor  to  keep  up  this  (for  them)  good- 
paying  game,  and  there  will  be  manufacturers  who 
will  be  foolish  enough  to  go  in  for  them.  Some  re- 
tailers also  will  be  willing  to  stock  them.  The  ma- 
jority of  the  public,  however,  never  buy  these  ex- 
treme styles,  and  the  average  retailer,  who  has  had 
them  frequently  left  on  his  hands,  hates  them.  As 
organization  becomes  more  widespread  in  the  retail 
shoe  trade,  the  voice  of  the  majority  will  be  heard, 
and  the  freak  will  disappear. 


The  Toronto 
Exhibition 


It  is  very  much  to  be  regretted 
that  the  National  Exhibition  at 
Toronto  was  not  taken  advantage 
of  to  a  greater  extent  by  our  footwear  and  leather 
trade,  to  advertise  their  products.  There  is  no  event 
in  the  Dominion  of  Canada  which  draws  such  a  num- 
ber of  people  from  so  wide  an  area  as  the  Canadian 
National  Exhibition  held  at  Toronto.  At  the  Pair  this 
year,  the  exhibits  of  the  footwear  and  leather  trade 
were  confined  to  two  shoe  manufacturers,  two  leather 
manufacturing  firms,  one  manufacturer  of  rubber  foot- 
wear, and  two  shoe  polish  firms.  It  has  been  said 
that  the  Canadian  manufacturer  is  somewhat  behind 
his  United  States  confrere  in  business  acumen  and 
push,  and  from  the  lack  of  showing  of  the  shoe  and 
leather  trade  at  the  Toronto  Exhibition,  it  would  look 
as  if  there  might  be  a  grain  of  truth  in  this  criticism. 
We  would  like  to  see  at  next  year's  exhibition  a  large 
gathering  of  footwear  and  leather  manufacturers.  And 
why  not  have  the  lot  grouped  into  a  Footwear  and 
Leather  Section?  Visiting  buyers  do  not  wish  to 
hunt  all  through  the  various  buildings  in  the  Fail- 
Grounds  to  locate  what  they  want.  We  have  dis- 
cussed this  matter  with  several  shoe  manufacturers 
who  consider  it  a  good  idea.  The  exhibition  authori- 
ties are  willing,  provided  enough  of  the  trade  come 
forward  and  take  space.  What  do  you  think  of  the 
idea,  Mr.  Manufacturer? 


Many  a  young  man  has  lost  am- 
Eneourage  Good     ,  .  .  "        ...  ,.,  . 

Clerks  Dition  and  his  grip  on  life  for  the 

want  of  a  cheering  word.    If  he 

knows  that  his  services  are  being  appreciated  lie  will 

endeavor  to  do  still  better. 

Nothing  will  take  the  heart  out  of  a  young  man  so 
quickly  as  discouragement.  It  is  easy  to  push  on  when 
hope  is  bright,  when  prospects  arc  good,  but  it  is  a 
rare  character  who  can  do  good  work,  keep  up  his 
enthusiasm  and  courage  when  he  sees  no  hope  or  en- 
couragement. This  is  what  tests  weak  characters. 
Weak  men  push  ahead  when  everything  is  favorable; 
but  when  hope  is  blotted  out,  when  there  is  no  future 
in  sight,  no  prospects  to  cheer,  it  is  a  very  different 
thing.  But  the  world  builders,  the  civilization  lifters, 
have  been  those  who  have  trained  themselves  to  keep 
pushing  ahead  anyway,  whether  things  look  bright 
or  dark.  This  is  the  test  of  a  strong  character,  of  a 
man's  quality. 

Not  every  boy,  however,  can  stand  the  strain,  and 
many  give  up.  A  word  of  encouragement  might  have 
enabled  him  to  stem  the  tide.  One  thing  in  its  favor 
— it  costs  nothing  to  give  it.    Try  it. 

Watch  your  show  windows  care- 
Watch  the  Window    fully  to  note  if  your  display  is 

"pulling."  Sometimes  a  display 
remains  in  the  window  for  days  without  occasioning 
a  single  enquiry  in  the  store.  Yet  if  the  windows  arc 
not  being  watched,  you  will  not  know  of  it,  and  that 
splendid  selling  space  will  be  useless  for  the  time 
being.  No  merchant  would  venture  to  advertise  a 
second  time  an  article  which  plainly  did  not  sell  when 
first  advertised,  nor  should  he  be  any  more  reckless 
of  his  window  space,  which  is  infinitely  more  valu- 
able so  far  as  direct  returns  are  concerned.  W  atch 
your  window  and  see  that  it  is  working  its  hardest 
for  you.    It  is  as  necessary  as  watching  your  clerks. 


Performance 

By  Douglas  Malloch 

That  man  is  strong  who  does  the  tasks 
Made  his  by  place  and  circumstance, 

Who  falters  not  nor  questions  asks 

Nor  leaves  results  to  time  or  chance- 

Who  turns  from  finished  things  to  new 

And  does  the  work  he's  told  to  do. 

Yet  stronger  is  the  other  man, 

(However  well  may  serve  the  one), 

Who  meets  a  problem  with  a  plan 

And  does  the  thing  that  must  be  done 

With  firmer  grasp  and  wider  view. 

Does  that  he  sets  himself  to  do. 
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Beresford "  men's  button,  recede 
toe,  English  last,  patent  colt, 
mat  calf  top — Minister-Myles 
Shoe  Company 


Empress"  women's  tan  calf,  fancy 
perforated,  recede  toe — Walker- 
Parker  Company 


Empress"  women's  tan  calf,  wing 
toe  cap,  recede  toe — Walker- 
Parker  Company 


Empress"  women's  patent  colt, 
gunmetal  top,  plain  toe  cap,  re- 
cede toe — Walker-Parker 
Company 


"  Vassar  "  women's  patent  colt,  mat 
calf  top,  recede  toe— Minister- 
Myles  Company 


"Model"  women's  patent  colt  pump,  "xModel"  men  s  lace  tan  calf  oxford, 

circular  vamp— W.  B.  Hamilton  medium  high  toe— W  B.  Ham- 

Shoe  Company  llton  Shoe  Company 
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Footwear  aoct  Leather  Prices  Go  Up 

Canadian  Tanners  and  Shoe  Manufacturers  Raise  their  Rates 
Causes  of  Increased  Prices    Opinions  of  Prominent  Shoemen 


As  "Footwear"  has  frequently  foretold,  in  the  past 
six  or  seven  months,  the  price  of  leather  and  leather 
footwear  has  gone  up.  Von  will  notice  that  when  the 
traveller  from  the  jobbing  or  manufacturing  house 
calls.  The  tanners  of  Quebec  met  recently  and  de- 
cided to  raise  the  price  of  leather  by  at  least  ten  per 
cent.  Everyone  following  the  papers  will  remember 
that  this  was  followed  by  meetings  of  shoe  manufac- 
turers in  the  Provinces  of  Quebec  and  Ontario,  while 
a  combined  meeting  of  those  situated  in  the  Maritime 
Provinces  was  held  in  Sackville  on  the  21st  of  last 
month.  While  we  have  not  as  yet  full  data,  with 
reference  to  the  latter  meeting,  we  have  enough  to  say 
with  almost  absolute  certainty  that  the  shoe  manu- 
facturers in  the  lower  provinces  have  joined  with  their 
confreres  of  Ontario  and  Quebec  in  raising  the  price 
i  if  their  leather  footwear  by  at  least  ten  or  fifteen  per 
cent.  The  shoe  retailer  now  must  consider  a  corres- 
ponding increase  in  his  price,  unless  he  is  aiming  to 
make  the  acquaintance  of  the  sheriff. 

The  reasons  for  the  increase  in  the  price  of  leather 
and  leather  footwear  have  been  explained  fully  in  our 
former  issues,  but  it  will  do  no  harm  just  to  review 
briefly  a  few  of  the  causes  which  contribute  to  this 
rise  in  price.  The  automobile  industry  is  blamed 
largely  for  the  high  tendency  of  the  leather  market, 
although  some  manufacturers  that  we  have  talked  with 
are  of  the  opinion  that  this  industry  does  not  affect  the 
hide  market  to  the  extent  it  is  claimed. 

Without  wishing  to  argue  with  these  gentlemen 
we  would  like  to  state  that  we  know  of  one  firm  alone 
that  claims  they  will  have  manufactured  at  least  a 
hundred  thousand  automobiles  during  1912,  and  if  this 
be  true,  the  requirements  of  this  firm  alone  will  have 
considerahle  effect  upon  the  leather  market.  The  tac- 
tics of  the  big  packing  companies  in  the  United 
States  in  buying  hides  while  they  are  cheap,  storing 
them,  and  selling  them  again  when  they  are  dear,  also 
must  have  its  effect  upon  prices.  An  ever-increasing 
demand  is  being  created  for  leather  footwear  in  Asia 
and  Africa.  The  Japanese  and  Chinese,  who  formerly 
were  contented  with  straw  footwear  or  none  at  all, 
are  now  demanding  that  of  the  Occident.  This  cause 
for  the  steady  increase  in  the  price  of  footwear  is  apt 
to  be  overlooked  by  the  shoemen  of  this  country; 
nevertheless,  it  is  a  big  factor  and  must  be  considered. 
The  people  of  these  countries  are  being  civilized  and 
their  wants  becoming  more  and  more  the  same  as  ours 
every  day,  and  it  is  a  fact  that  if  every  person  in  China 
alone  were  wearing  leather  footwear  to-day,  the  re- 
mainder of  us  would  be  searching  for  some  other  ma- 
terial from  which  to  make  our  foot  coverings. 


Mr.  Daoust,  the  well-known  hoot  and  shoe  manu- 
facturer, of  Montreal,  who  is  president  of  the  Boot  and 
Shoe  Section  of  the  Manufacturers'  Association  of 
thai  place,  said:  "Owing  to  the  fact  that  tin-  tanners 
were  forced  to  raise  the  price  of  leather  at  least 
ten  per  cent,  and  owing  also  to  the  changes  in  lasts 
due  to  different  styles,  which  is  a  very  serious  expense 
to  the  manufacturer,  it  is  resolved  to  increase  the  price 
of  boots  and  shoes  at  least  ten  to  fifteen  per  cent.,  ac- 
cording to  the  different  kinds  of  leather  used.  This 
w  ill  take  place  on  September  1st." 

Mr.  R.  I).  Taylor,  of  the  Robert  Taylor  Company, 
of  Halifax,  N.S.,  speaking  upon  the  increased  price  of 
leather  and  leather  footwear,  said:  "I  bought  a  carload 
of  upper  leather  recently  and  had  to  pay  two  cents  a 
pound  more  for  it  than  I  paid  for  the  last  car  of  the 
same  quality.  What  is  still  worse,  I  expect  to  pav 
more  for  my  next  purchase,  if  the  reports  coming  for- 
ward from  the  tanners  are  reliable,  and  I  believe  thev 
are.  The  only  thing  left  for  us  to  do  is  to  advance 
the  price  of  shoes  another  notch  and  my  advice  to  re- 
tailers is  to  begin  doing  so  with  their  present  stock. 
There  is  no  reason  why  the  retail  dealers  should  make- 
any  sacrifice  of  profits  to  secure  sales  these  days,  for 
the  longer  they  hold  their  stock,  speaking  generallv, 
the  more  valuable  it  is  likely  to  be,  so  long  as  it  is 
carefully  warehoused.  A  pair  of  shoes  that  used  to 
cost  us  $1.80  to  make  cannot  now  be  made  for  less 
than  $2.00,  and  very  soon  it  will  be  even  higher  than 
this." 

One  serious  question  with  main-  retailers  to-day  is 
to  decide  whether  it  pays  to  be  frank  with  their  trade 
in  regard  to  advancing  prices.  As  a  general  principle 
we  believe  that  it  does  pay  to  be  frank.  It  may  look 
like  inviting  trouble  to  tell  your  customer  that  the 
$4.00  shoe  offered  him  to-day  is  not  as  good  as  the 
one  you  sold  him  last  year;  but  it  is  liable  to  save 
trouble  later. 

It  is  at  best  a  situation  requiring  tactful  handling. 
W  hile  it  might  not  be  good  policy  to  tell  every  custo- 
mer bluntly  that  you  are  charging  more  for  the  same 
quality  shoe  that  lie  purchased  a  year  ago,  the  matter 
can  be  handled  with  judgment  according  to  the  cus- 
tomer and  the  buying  power  of  his  purse.  The  good 
customer  who  can  afford  to  pay  for  quality  would,  no 
doubt,  appreciate  the  truth  without  losing  any  confi- 
dence in  his  dealer. 

Retailers,  as  a  class,  in  many  sections,  are  taking 
steps  to  prepare  the  public  mind  for  higher  prices  by 
general  publicity  in  the  news  columns  of  their  local 
papers. 
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Important  Resolutions  Passed — Officers  Elected  —  Protest  Against 
Imitation    Leather        Confer    with   Jobbers   and  Manufacturers 


The  first  annual  convention  of  the  Ontario  Boot  & 
Shoe  Section  of  the  Retail  Merchants'  Association  of 
Canada  (Incorporated)  was  held  at  the  offices  of  the 
Association,  Richmond  street,  Toronto,  on  August 
28th.  The  session  opened  at  11  a.m.  with  the  regis- 
tration and  reception  of  delegates.  Mr.  T.  IT.  Big- 
wood,  First  Vice-Chairman  of  the  Toronto  Branch  of 
the  Boot  &  Shoe  Section,  gave  an  address  of  welcome 
and  was  appointed  chairman  pro  tern.  The  meeting 
was  then  called  to  order  and  certain  correspondence 
read.  The  Provincial  Secretary,  Mr.  E.  M.  Trowern, 
addressed  the  meeting,  explaining  the  objects  of  its 
being  convened,  as  well  as  the  benefits  hoped  to  be 
derived  therefrom.  There  were  ten  different  resolu- 
tions offered  for  consideration  and  the}-  were  taken 
up  and  discussed  in  the  following  order: 

Resolution  No.  1. — That  it  is  the  opinion  of  the 
retail  boot  and  shoe  dealers  here  assembled,  that  a 
great  many  of  our  trade  troubles  and  requirements  can 
be  more  easily  and  properly  adjusted  through  the  or- 
ganization of  the  retail  boot  and  shoe  trade,  than  by 
other  means,  and 

Whereas,  there  are  a  great  many  general  retail 
trade  matters,  some  of  which  require  legislative  action 
in  addition  to  those  that  affect  our  trade  directly,  in 
which  all  retail  merchants  have  a  common  interest, 
and  in  which  we  as  retail  merchants  must  all  act  in 
unison,  and  with  one  accord,  and  toward  which  we 
should  all  financially  contribute. 

•Therefore,  we  believe  that  the  trade  interests  of 
every  retail  boot  and  shoe  dealer  will  be  better  taken 
care  of  by  and  through  the  formation  of  a  Boot  and 
Shoe  Section  of  the  Retail  Merchants'  Association 
of  Canada,  than  by  any  other  means,  and  especially 
as  the  said  association  has  secured  a  special  Dominion 
charter  under  which  we  can  improve  our  trade  condi- 


tions in  a  manner  in  which  it  could  not  be  done  in 
the  past. 

Be  it  therefore  resolved,  that  we  form  a  Boot  and 
Shoe  Section  of  the  Retail  Merchants'  Association  of 
Canada,  and  we  desire  and  urgently  request  all  re- 
tail boot  and  shoe  dealers  to  unite  with  us  and  become 
members  of  the  Boot  and  Shoe  Section  of  the  Retail 
Merchants'  Association  of  Canada,  which  is  incorpor- 
ated by  special  Act  of  the  Dominion  Parliament. 

This  was  passed  unanimously  with  very  little  dis- 
cussion after  Mr.  Trowern  had  spoken  and  explained 
its  object  fully. 

Resolution  No.  2. — That  it  is  the  opinion  of  this 
meeting  that  the  time  has  arrived  when  we  as  Retail 
distributors  of  boots,  shoes,  rubbers,  and  footwear  sun- 
dries, should  not  be  compelled  to  handle  any  staple 
lines  without  having  a  fair  profit  on  the  same,  and  that 
some  definite  action  be  taken  at  this  meeting  to  dis- 
continue this  practice. 

The  second  resolution  evoked  much  discussion, 
though  there  were  no  differences  of  opinion  among 
those  present  as  to  the  fact  that  hoots,  shoes,  rubbers 
and  footwear  sundries  were  being  handled  by  the  ma- 
jority of  the  trade  without  securing  therefrom  suffici- 
ent profit.  An  amendment  was  made  to  this  resolu- 
tion asking  that  shoe  polishes  be  put  up  in  boxes  of 
standard  size. 

It  was  the  unanimous  opinion  of  the  meeting  that 
the  price  of  these  articles  should  be  fixed  by  the  manu- 
facturers and  that  the  day  for  fixing  of  prices  by  the 
retailer  is  dead.  It  was  claimed  that  many  lines  of 
polishes  and  footwear  accessories  were  being  sold  by 
large  department  stores  at  prices  that  not  only  brought 
no  profit,  but  frequently  resulted  in  a  loss.  This 
method  was  being  used  as  a  bait  to  catch  the  trade, 
hut  was  unfair  to  the  legitimate  shoe  retailer  who 


Mr.  T.  H.  Bigwood,  Chairman  Mr.  F.  Ktbler,  1st  Vice-Chairman  Mr.  A.  R.  Trudeau,  2nd  Vice-Chairman 
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should  be  protected  by  the  manufacturer  from  these 
methods.  The  department  stores,  while  they  are  big 
individual  buyers,  only  handle  a  very  small  proportion 
of  the  footwear  business  of  the  country,  when  com- 
pared with  all  the  other  shoe  retailers,  and  those  pre- 
senl  felt  that  they  were  not  receiving  the  considera- 
tion they  should  from  manufacturer  and  jobber.  Ii 
was  suggested  that  manufacturers  should  1 1 x  the  re- 
tail selling  price  of  their  footwear  and  footwear  sund 
ries,  so  that  the  retailer  will  get  a  profit  of  fifty  per 
cent,  on  the  cost  of  the  article  to  him,  or  33  1/3  of 
the  selling  price,  and  that  the  manufacturers  should  be 
asked  to  announce  this  retail  price  in  their  catalogues. 

It  was  claimed  that  the  manufacturer  is  the  only 
person  who  can  say  at  what  price  the  goods  are  to  be 
sold  and  enforce  his  verdict.  This  is  done  in  a  num- 
ber of  cases  by  manufacturers  of  lines  other  than  foot- 
wear, who  compel  purchasing  retailers  to  sign  a  con- 
tract to  the  effect  that  they  will  sell  at  a  certain  price, 
no  higher  nor  lower,  and  refuse  to  supply  the  goods 
unless  this  requirement  is  met  with.  It  was  decided 
to  approach  the  manufacturers  on  this  question.  The 
words  "be  compelled  to"  were  struck  out  of  the  reso- 
luti<  m. 

Resolution  Xo.  3. — That  it  is  the  opinion  of  this 
meeting  that  it  is  not  in  the  best  interests  of 
either  the  wholesale  or  the  retail  trade  that 
wholesale  merchants  should  sell  goods  to  the 
public  at  retail,  and  we  therefore  agree  to  take 
such  action  as  will  endeavor  to  have  this  sys- 
tem stopped. 

This  was  carried  unanimously. 

Resolution  No.  4. —  That  it  is  the  opinion  of  this 
meeting  that  it  is  not  good  business  policy  for 
the  retail  trade  to  send  their  customers  to  select 
goods  for  their  own  use  from  wholesale  houses 
and  manufacturers. — Carried  unanimously. 
Resolution  No.  5. — That  we  are  of  the  opinion  that 
it  would  be  a  great  convenience  to  the  retail 
trade  and  a  great  advantage  to  the  wholesale 
trade  if  manufacturers  adopted  a  uniform  size 
of  carton. 

The  above  resolution  was  left  over  for  discussion 
with  the  wholesalers. 

Resolution  No.  6. — That  this  meeting  is  in  full  ac- 
cord with  the  resolution  passed  by  this  associa- 
tion opposing  the  government  giving  any  special 
advantages  to  mail  order  and  catalogue  houses, 
which  will  be  detrimental  to  the  retail  mer- 
chants in  the  local  cities  and  towns.  Carried 
unanimi  iusly. 

Resolution  No.  7. — That  this  meeting  consider  a 
resolution  that  has  been  passed  by  the  Boot  and 
Shoe  Section  of  the  Toronto  1 5 ranch  of  our  As- 
sociation, asking  for  legislation  making  it  com- 
pulsory to  have  all  retail  stores  closed  on  Wed- 
nesday afternoon  during  the  year. 

This  was  reserved  for  the  decision  of  the  Provincial 
Board  of  Retail  Merchants'  Association. 

Resolution  No.  8. — That  whereas  local  conditions 
cause  us  to  close  our  stores  at  various  hours 
during  "the  day,  therefore  we  consider  that  the 
Provincial  Act,  regulating  the  hours  of  employ- 
ment for  female  help  in  our  store  whereby  we 
are  not  allowed  to  employ  females  after  six 
o'clock  on  any  night  in  the  week  excepting  Sat- 
urday nights,  or  nights  before  a  public  holiday, 
is  inconvenient,  and  not  consistent  with  the  gen- 
eral trade  conditions,  and  we  therefore  ask  that 


the  working  hours  per  day  be  left  so  as  to  be 
naturally  arranged  between  employer  and  em- 
ployee. 

This  also  was  reserved  for  the  decision  of  the  Pro- 
vincial Board  of  the  Retail  Merchants'  Association. 

Resolution  No.  9. — That  it  is  the  opinion  of  this 
meeting  that  it  would  be  a  great  safeguard  to 
those  members  of  our  Association  who  give 
credit  if  a  credit  reporting  system  was  adopted, 
that  would  operate  throughout  the  entire  pro- 
vince.   Carried  unanimously. 

Resolution  Xo.  10. — That  this  meeting  endorses 
the  action  of  the  Ontario  Provincial  Board  of 
our  Association  in  requesting  the  chairman  of 
the  special  committee  on  the  Employees  Com- 
pensation Act,  which  has  been  appointed  by  the 
Ontario  Provincial  Government,  to  leave  retail 
merchants  out  of  its  operations.  Carried  unani- 
mously. 

There  was  a  large  and  enthusiastic  gathering  at  the 
meeting,  among  those  present  being,  T.  H.  Bigwood, 
|.  Ionian,  \\\  C.  Bartlett,  J.  Johnston,  Ceo.  Arbuckle, 
A.  R.  Trudeau,  Chas.  W.  Elliott,  W.  C.  Elliott,  A. 
Wellwood,  and  Edward  Cook,  of  Toronto;  F.  Kibler, 
Berlin;  Mr.  Bartlett,  of  W.  II.  Bartlett  &  Son,  Bramp- 
ton, Ont.;  II.  Barrniger,  Port  Rowan;  G.  R.  Christie, 
Aylmer ;  E.  Foley,  Bowmanville;  J.  F.  Humphrey, 
Oakville ;  Geo.  H.  Kcmbar,  Creemore;  F.  C.  Taylor, 
Ottawa,  and  James  C.  Ferguson,  of  Renfrew. 

The  officers  elected  were  Mr.  T.  II.  Bigwood,  To- 
ronto, chairman;  Mr.  F.  Kibler,  Berlin,  first  vice- 
chairman  ;  Mr.  A.  R.  Trudeau,  Toronto,  second  vice- 
chairman  ;  Mr.  Wellwood,  Toronjto,  treasurer;  and  Mr. 
E.  M.  Trowern,  secretary. 

The  meeting  decided  to  put  up  a  strong  protest 
against  the  practice  of  manufacturers  in  using  imita- 
tion leather  in  the  soles  of  shoes.  It  was  pointed  out 
that  this  did  not  give  satisfaction  and  was  injurious 
to  the  health  of  the  wearer,  in  fact,  to  this  form  of 
footwear  adulteration  is  attributed  one  of  the  principal 
causes  of  sore  feet.  When  this  substance  gets  wet,  it 
can  never  dry  out  again  on  the  inside  of  the  shoe, 
and  the  wearer  suffers  the  consequence. 

In  the  evening  the  retailers  met  and  conferred  with 
the  manufacturers  and  jobbers.  There  were  not  as 
many  of  the  latter  present  as  had  been  expected,  but 
those  who  attended  made  up  in  enthusiasm  what  they 
lacked  in  numbers.  While  they  could  not  give  a  defi- 
nite answer  to  some  of  the  resolutions,  without  con- 
ferring with  the  rest  of  the  trade,  they  agreed  to 
heartily  co-operate  with  the  retailers  in  enforcing 
many  of  the  others,  notably  that  of  selling  retail  by 
wholesalers  and  manufacturers.  'The  wholesalers  pre- 
sent claimed  that  they  never  sold  goods  retail  unless 
it  was  to  oblige  some  of  their  shoe  retailer  customers 
and  that  it  was  a  nuisance  they  would  gladly  be  rid  of. 


It  is  not  the  business  of  your  customers  to  keep 
your  books.  Re  yourself  sure  that  they  are  right 
and  you  will  not  have  to  leave  anything  to  the  pur- 
chaser. 


If  you  are  always  encouraging  your  customers  to 
let  you  charge  things  to  them,  you  cannot  find  fault 
if  von  are  carrying  too  much  on  your  books. 

If  we  all  feel  the  same  anxiety  to  give  a  square 
deal  that  we  do  to  get  it,  we  will  have  little  trouble 
with  dissatisfied  customers. 
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Fancy  Pump 
Hervey  E.  Guptill 


Some  Spring  Styles 

for 

1913 

by 

Leading  Manufacturers 


Three  Strap  Pump 
Hervey  E.  Guptill 


Briton"  Black  Russia  Calf,  Lace  Oxford, 
g  inch  Heel — A.  E.  Nettleton  Company 


"So-Cosy"  Baby  Shoe 
The  Hurlbut  Company 


Soft  Sole  Folding  Slipper, 
for  Travelling  —  The 
Hurlbut  Company 


Washable  White  Enamel  Welt  Cushion 
Sole  Shoe — The  Hurlbut  Company 


Men's  straight  lace  oxford,  medium 
recede  toe 
The  Brandon  Shoe  Company 


Men's  straight  lace  oxford,  recede  toe 
The  Brandon  Shoe  Company 
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ers    of    Canadian!  Footwear 

OSCAR    BRUNET  SYSTEMATIZE!* 


Mr.  Oscar  Brunei  is  an  instance  of  a  man  who, 
without  previous  experience,  has  attained  success  in 
the  hoot  and  shoe  business.  As  a  rule  those  who 
have  made  their  way  in  the  trade  have  learned  it 
while  young,  but  now  and  again  one  comes  across  a 
man,  either  in  the  wholesale  or  retail,  who  enters  the 
business  from  an  entirely  different  occupation,  and  so 
readily  adapts  himself  to  new  conditions  that  he  builds 
up  a  large  connection.  This  faculty  of  adaptability  is 
bv  no  means  common,  and 
is  an  assel  of  considerable 
value  to  those  lucky 
enough  to  possess  it.  Mr. 
Brunet  is  a  French-Cana- 
dian by  birth,  having  been 
born  at  Cote  an  Landing, 
Soulanges  County,  F.  Q. 
Ili^  father  was  a  carriage 
builder,  and  after  leaving 
school  Mr.  Unmet  helped 
him  until  he  was  twenty- 
one,  when  he  went  into 
a  general  store  In  this 
he  continued  for  15  years 
and  then  decided  to  strike 
business  as  the  keeper  of 
i  nit  f(  ir  himself  in  a  large) 
sphere,  lie  accordingly, 
nine  years  ago,  went  to 
Montreal,  and  in  conjunc- 
1  i(  m  witli  M  r.  A.  P.  (  inn  >n 
and  Mr.  F.  A.  Marchildon 
started  the  Fagle  Shoe 
Company.  The  factory 
was  situated  on  Provi- 
dence street,  and  at  the 
start  was  naturally  of  a 
modest  character.  After 
5  years  Mr.  Cimon  retir- 
ed, and  went  in  business 
on  his  own  account. 

Later  the  Fagle  fac- 
tory was  destroyed  by 
lire,  and  although  much 
of  the  stock  was  saved,  it 
was  decided  to  remove  in- 
to the  present  premises  on 
Meaudry  street.  This  was 
two  years  ago,  and  the 
business  has  grown  so 
much  that  an  addition  of  three  storeys,  70  x  35  feet, 
is  now  being  made  to  the  factory.  Mr.  Unmet 
looks,  to  a  large  extent,  after  the  office  and  financial 
end  of  the  business,  but  he  has  gained  during  the 
few  years  that  he  lias  been  in  the  trade  pretty  wide 
grasp  of  the  technical  side.  The  expansion  of  the 
company's  operations  is  evidence  that  their  products 
have  met  witli  the  appreciation  of  the  public. 

The  company  have  seven  travellers  and  the  cus- 
tomers extend  from  coast  to  coast.  Two  branded 
lines — the  "Eagle"  and  Frank  VV.  Slater's  "Strider"— 
are  put  on  to  the  market.  Mr.  Slater,  it  may  be  added, 
looks  after  the  sample  department,  and  also  travels  for 
the  company. 


Mr.  Marchildon  is  still  a  partner,  and  goes  on  the 
road  during  the  season.  He  has  a  pretty  wide  ex- 
perience as  a  traveller,  having  represented  the  Fogarty 
Company,  Limited,  Montreal,  and  Seguin  &  Lalime,  of 
St.  Hyacinthe,  P.Q.,  and  he  was  also  at  one  time  in 
the  wholesale  with  Baschand  &  Company,  jobbers,  of 
Coaticook,  P.Q.  Mr.  Tom.  Robertson  is  the  factory 
superintendent  of  the  Eagle  Company. 

From  the  foregoing  it  will  be  seen  that  although 

nothing  of  a  sensational 
character  has  been  accom- 
plished, the  business  has 
grown  steadily,  and  as  the 
shoe  trade  is  expanding 
more  it  is  only  fair  to  as- 
sume, judging  from  the 
past,  that  the  company 
will  secure  a  share  of  the 
larger  i  lUtput  w  hich  must 
fi  'lh  nv  i  in  ( Canada's  indus- 
trial growth.  Certain  it 
is  that  the  outlook  for  the 
company  is  very  promis- 
ing. To  the  ability  of  Mr. 
Brunet  as  a  business  man 
and  his  genius  as  an  or- 
ganizer and  systematizer 
the  success  of  the  Eagle 
Shoe  Company  is  due,  in 
a  great  measure. 


Mr.  Oscar  Brunet 


Style  Tendencies 

In  men's  lines  the  lasts 
in  order  will  be  the  high 
toe  variety  with  a  wider 
and  fuller  toe  room  and 
carrying  a  moderate  heel, 
from  \y%  to  \y2  inches. 

The  anticipated  change 
from  the  high  toe  to  the 
recede  or  city  toe  did  not 
materialize  strongly.  The 
comfort  quality  of  the 
high  toe,  together  with 
the  small  appearance  it 
gave  the  foot  seem  to 
have  won  a  pretty  strong- 
place  for  this  style. 

I  buttons  are  still  very 
popular  and  bluchers  w  ill  show  foxings  and  stitchings 
to  some  extent. 

Vamps  low  in  front  are  asked  for  in  men's  styles 
—this  feature  has  reached  its  limit  beyond  doubt. 
Blucher  patterns  seem  to  be  holding  their  own  prettv 
well.  In  custom  effects  and  straight  lasts  the  bal 
pattern  will  be  seen  about  as  usual. 

Calfskin  will  of  course  be  in  the  ascendant  again 
with  no  diminution  of  moment  in  the  favor  of  tans. 

There  is  no  doubt  that  there  will  be  a  demand  for 
patent  colt  and  kid  much  beyond  the  figures  for  the 
past  few  seasons. 

This  may  cut  into  the  tan  selling  somewhat,  but 
will  more  likely  distribute  itself  evenlv. 
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uggestions   for  the  Window  Trimmer 


Plain  Effects  are  More  Striking  —  Idea  for  Clear- 
ance   Sale  —  Inexpensive    Home-Made  Fixtures 


Just  at  this  time  window  trimming  as  part  of 
the  general  sales  system  of  the  dealer  is  more  im- 
portant than  usual,  both  on  account  of  showing  new 
goods,  and  clearance  sales  of  shoes,  the  latter  having 
prominence  just  now,  on  account  of  the  backward 
season.  Sales  windows  are  difficult  to  trim,  especially 
if  an  artistic  effect  is  desired,  and  as  they  do  not  per- 
mit of  much  elaborate  detail,  plain  effects  are  the  more 
striking.  The  methods  of  displaying  shoes  on  sale 
vary  greatly  according  to  the  character  of  the  store. 

For  the  shoe  store  not  conducting  a  general  clear- 
ance sale,  here  is  one  idea.  In  the  most  conspicuous 
place  in  the  window  or  windows,  arrange  a  group  of 
shoes,  about  a  dozen  pairs  make  up  a  pile,  and  a  large 
card  stating  the  original  and  reduced  prices.  The 
usual  trim  is  not  changed  to  any  extent,  so  a  differ- 


An  Energetic  Business  Man 

Mr.  A.  R.  Trudeau,  the  proprietor  of  the  Brockton 
Shoe  Store,  Toronto,  will  not  travel  any  more  for  the 
firm  of  A.  Corbeil.  He  will,  however,  have  charge  of 
that  company's  business  in  Ontario,  and  has  Mr.  J.  S. 
Lovell  travelling  in  his  interests  in  Western  and 
Northern  Ontario,  Mr.  Eugene  Sidley  in  Eastern  On- 
tario and  Mr.  Parker  will  cover  Toronto.  Mr.  Tru- 
deau also  has  the  Ontario  agency  for  La  Parisienne 
Shoe  Company.  Mr.  Phil  Dover  travels  Toronto  in 
the  interests  of  Mr.  Trudeau  for  La  Parisienne  Shoe, 
while  Messrs.  Lovell  and  Sidley  also  carry  this  shoe. 
With  these  capable  travellers  under  his  direction  Mr. 
Trudeau  is  better  able  than  ever  to  look  after  his  trade. 
Mr.  Trudeau  is  one  of  the  rising  young  men  in  the 


ent  group  could  be  shown  each  day,  according  to  what 
lines  were  special  sales. 

Here  are  a  few  suggestions  for  the  window  trim- 
mer in  getting  up  some  fixtures  of  his  own  that  are 
both  individual  and  inexpensive.  Take  ordinary  mail- 
ing tubes,  cover  with  onyx  paper  and  cap  with  wooden 
blocks  covered  with  the  same  material,  also  ovals, 
oblongs  and  diamonds  can  be  cut  ffbni  heavy  card- 
board and  covered  with  onyx  paper.  These  boards 
can  be  fastened  to  ordinary  fixtures  and  the  shoes 
shown  on  them.  A  pin  put  about  three-quarters  of 
the  way  for  the  heel  to  rest  against  will  hold  the 
shoes  from  slipping  off.  The  paper  can  be  bought 
at  a  very  low  price,  but  the  effect  is  by  no  means  as 
cheap  as  the  price.  A  good  wall  paper  can  be  had  in 
imitation  of  different  woods  if  you  are  unable  to  get 
the  onyx  paper. 


business,  and  although  only  twenty-six  years  of  age, 
has  already  made  a  name  for  himself  in  the  footwear 
industry  in  the  Provinces  of  Quebec  and  Ontario.  He 
came  to  Ontario  only  four  years  ago  and  at  the  recent 
meeting  of  the  Ontario  Boot  and  Shoe  Section  of  the 
Retail  Merchants'  Association  of  Canada  was  elected 
Second  Vice-Chairman.  This,  for  so  young  a  man, 
was  a  signal  honor  and  a  tribute  to  Mr.  Trudeau's 
worth,  energy  and  business  acumen. 


Unless  your  business  is  so  run  that  it  pleases  your 
customers  better  this  year  than  last,  you  have  not  ad- 
vanced in  the  matter  of  service. 


If  you  do  not  mind  your  business  you  cannot  suc- 
ceed for  there  is  no  money  to  be  made  minding  other 
people's  business. 


No  matter  how  hard  or  how  long  you  must  work, 
don't  forget  to  play  some  every  day.  If  you  don't 
play  when  you  can,  when  you  want  to  you  wilLfind 
you've  forgotten  how. 


People  are  pretty  sure  to  associate  flashy  advertis- 
ing with  trashy  goods.  Make  your  advertising  such 
that  you  will  be  willing  for  your  goods  to  be  judged 
by  it. 
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Solid  leather  blucher,  medium  high  toe, 
rocker  last — McKellar  Shoe  Company 


Men's  patent  blucher,  mat  calf  top,  Good- 
year Welt — Ames-Holden-McCready 


\/assar I 

..  VroOTWEAR/ 


NEAT 
YET 
SERVICEABLE 
SPRING 
STYLES 


"  Vassar"  women's  patent  colt  turn 
pump,  ankle  strap,  recede  toe — 
Minister-Myles  Shoe  Co. 


Men's  gunmetal  button,  Goodyear  well 
Ames-Holden-McCready 


Men's  Bal.,  recede  toe,  low  broad  heel 
Brandon  Shoe  Company 


Men's  patent  blucher,  mat  calf  top,  fanc> 
stitched  and  perforated,  medium  high 
toe — Brandon  Shoe  Company 
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New 
Spring 
Styles 
1913 

MADE    IN  CANADA 


Miner's  Boot,  Combination  Lace  and 
Strap,  Water-proof,  Solid  Leather. 
McKellar  Shoe  Co. 


Women's  Patent  Colt,  Goodyear  welt, 
Mat.  Calf  top,  16  button,  medium 
recede     toe,     high  heel 
Minister-Myles  Shoe  Co. 


Straight  Lace  Oxford,  recede  toe. 
A.  Corbeil  &  Sons. 


Solid  Leather,  elastic  sides,  heavy  sole. 
Williams  Shoe  Co. 


Solid  Leather,  Lace  Blucher,  heavy  sole. 
Williams  Shoe  Co. 
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>how  Card  as  a  Seller  of  Footwear 


September  is  the  Month  for  New  Stock  Dress  Win- 
dows   with    Fall   Styles    Cards   that  Bring  Trade 


h  of  all  the  year, 
's  harvest  period. 


Il 
It 


used  as  a 
may  be  used 


general 


bar- 
occasion- 


September  is  the  oddest  nionl 
is  the  dawn  of  Autumn,  the  yeat 

is  now  Dame  Fashion  fusses  up  for  fall.  It  is  now  you 
can  put  forth  effort  to  secure  good  business  in  new 
arrivals  for  fall  wear. 

September  should  never  he 
gain  month.  A  few  odd  lines 
ally,  merely  as  leaders,  or  to 
clear  some-  "hangers  on." 
You  should  use  August  as  a 
clearing  month,  leaving  Sep- 
tember as  for  your  new 
stock.  And  from  now  right 
till  Christmas  you  should 
push  the  good  lines  at  regu- 
lar prices,  for  it  is  these  that 
bring  in  the  profits.  The 
merchant  who  advertises 
bargains  and  reductions  all 
the  time,  soon  educates  a 
certain  class  of  the  public  to 
expect  cheap  lines  all  the 
time,  and  he  unconsciously 
invites  and  fosters  a  cheap 
trade.  There  is  always  a 
good  percentage  of  the  pub- 
lic who  want  good  articles 
and  are  willing  to  pay  the 
right  price  for  them. 

Dress  your  windows  at- 
tractively with  your  very 
best  fall  lines.  Choose  the 
snappiest,  dressiest  shapes 
you  have.  Push  them  as  the 
correct  modes  for  fall  wear. 
(  )f  course,  the  majority  of 
these  fall  lines  will  be  high 
boots,  but  don't  forget  that 
about  five  per  cent,  of  wo- 
men wear  oxfords  the  year 
around,  so  a  few  good  lines 
111  these  will  be  well  to  stock. 
Vary  your  window  dressing. 
First  ladies'  wear,  then 
men's,  and  don't  forget 
misses'  and  youths'.  By  all 
means  price  every  line  you 
put  into  the  window.  We 
suggest    a    display    of  not 

many  pairs  of  one  particular  make.  It  i^  more  effective 
than  a  conglomerated  mixture  of  man)'  makes.  Have 
the  window  cards  call  attention  to  the  particular  makes 
and  the  prices. 

The  Cards 

We  offer  a  few  suggestions  in  cards  for  fall  goods. 
You  will  notice  the  prices  are  all  in  the  high  grade 
range.  The  $4.00  card  is  done  in  white  and  the  shading 
in  a  subdued  tone  of  blue.  The  card  is  a  dark  brown. 
There  are  many  people  who  have  a  leaning  toward 
the  United  States  make  of  shoe,  and  this  card  mav 
catch  them.  Next,  we  come  to  the  English  lines. 
There  is  no  denyin< 


for  their  sturdiness,  so  characteristic  of  the  English 
people.  This  card  is  done  in  white  with  border  with 
shading  in  subdued  color.  The  card  is  dark  brown. 
The  $5  card  is  worked  in  the  same  color  as  the  $4.50 
card.  The  little  bit  of  alliteration  makes  the  wording 
somew  hat  attractive.  The  $3.00  card  is  wdiite  and  the 
lettering  is  in  black  with  the  price  in  red.  The  shad- 
ing and  border  is  in  a  light 
blue.  The  $6.00  card  is  spe- 
cially for  men's  wear,  it  is 
worked  in  black  letters  and 
the  price  is  in  red  with  the 
shading  and  border  in  pale 
green. 

We  think  these  sugges- 
tions should  help  you  to  se- 
cure additional  trade  for 
your  fall  footwear. 


that  the  English  shoes  are  noted 


Business  Catching  Schemes 

A  sign  that  embodies  an 
old  thought  in  a  catchy 
manner  is  used  by  an  east- 
ern department  store,  which 
has  attracted  attention  by  a 
window  placard  that  read--: 
"Don't  Go  By— Come  Buy." 

A  shoe  dealer  uses  a  suc- 
cessful plan  to  clean  up  his 
stock  of  shoes  before  the  ar- 
rival of  the  next  season's 
lines.  He  advertises  in  the 
local  papers  that  "Your  old 
shoes  are  worth  a  dollar," 
and  allow  s  customers  that 
amount  for  their  old  shoes, 
to  be  applied  on  the  price  of 
a  new  pair  if  purchased  im- 
mediately. The  pile  of  old 
shoes  on  display  in  front  of 
the  store  soon  after  the 
scheme  is  inaugurated  gives 
convincing  evidence  that  the 
scheme  is  a  success. 

One  firm  gives  to  its  chil- 
dren   patrons    with  every 
twenty-five  cent  purchase  a 
stamp  bearing  the  picture  of 
some  animal.    These  stamps 
customers  in  anticipation  of 
summer,  when  a  little  book 
containing  a  hundred  stamps  may  be  exchanged  in 
the  children's  department  for  a  fifty-cent  circus  ticket. 

A  store  having  to  deal  with  a  rather  rough  class 
of  customers  adapted  its  advertising  to  their  taste  in 
a  vigorous  manner.  In  the  window  was  placed  a  large 
red  and  black  placard  worded  as  follows:  "We're  go^ 
ing  to  make  you  understand  that  our  $4.50  shoes  are 
the  best  value  on  earth  for  the  money — if  it  takes  us 
ninety-nine  years,  b'gosh,  to  prove  it !" 

A  miniature  aeroplane,  some  three  feet  in  length, 
and  with  four  figures  as  passengers  was  suspended 


are  saved  by  the  young 
circus  week  during  the 
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above  the  door  of  a  retail  shoe  shore.  A  card  hang- 
ing from  the  "airship"  read :  "Don't  go  flying  around 
for  footwear  when  you  can  buy  shoes  fit  for  a  Queen 
or  King  inside." 

Window  panes  reflect  the  light,  and  make  it  difficult 
for  passersby  to  see  inside  when  the  interior  is  dark. 
To  prevent  this  reflection,  windows  should  be  lighted 
from  the  sides,  if  possible,  and  have  white  ceilings  and 
walls.  This  white  interior  also  helps  to  attract  atten- 
tion, in  addition  to  preventing  reflection. 

It  often  happens  that  we  are  more  powerfully  im- 
pressed by  what  we  hear  than  by  what  we  see.  A 
certain  shoe  store,  which  had  been  partially  destroyed 
by  fire,  was  disposing  of  the  remainder  of  its  stock  at 
slaughter  prices.  The  management  conceived  the 
idea  of  utilizing  a  phonograph  for  the  announcement 
to  the  public  of  the  wonderful  bargains  to  be  obtained 
there.  This  novelty  of  itself  drew  such  a  crowd  that 
the  sidewalk  was  crowded  by  listeners,  and  in  forty- 
eight  hours  an  almost  entire  clearance  of  the  stock 
had  been  effected  by  this  unique  method. 


An  Idea  That  Paid 

A  Western  shoe  dealer  was  groping  for  a  window 
display  that  would  mean  profits. 

"Shoes — nothing  but  shoes,"  he  cogitated;  "Some- 
thing no  one  would  attempt  to  buy  for  anyone  else — 
something  you  can't  say  much  about  in  a  show  win- 
dow— something  that  doesn't  show  its  quality  at  a 
glance. 

Now,  if  people  could  see  what  Dutch  and  Chinese 
feet  have  to  endure,  they'd  appreciate  our  American 
styles,"  he  thought,  and  immediately  capitalized  the 
idea. 

His  display  showed  the  dainty  American  pump, 
and  the  hob-nailed  Alpine  boot ;  the  vici  kid  and  the 
Japanese  army  shoes ;  the  slippers  which  would  make 
father's  winter  evenings  more  comfortable  and  the 
basket  slippers  of  the  Chinaman.  Fifteen  queer  for- 
eign styles  were  shown,  interspersed  with  the  latest 
American  models  in  footwear.  This  made  an  interest- 
ing and  unique  display  that  succeeded  in  attracting 
a  great  deal  of  public  attention. 


Clearing    Houses    for    Shoe  Retailers 

By  W.  C.  Forman 


There  is  no  doubt  it  would  be  a  "good  thing"  for 
shoe  retailers  if  they  could  dispose  of  their  "dead" 
and  surplus  stock  without  serious  loss,  but  you  can 
take  my  word  for  it,  it  would  be  a  much  better  thing 
if  retailers  would  devote  that  care  and  attention  to 
their  buying  which  would  avoid  the  accumulation  of 
"dead"  and  surplus  stock.  However,  we  must  take 
things  as  they  are,  and  few  indeed  are  the  retailers  of 
shoes  now-a-days  who  can  carry  a  stock  to  meet  the 
requirements  of-the  people  in  color,  style  and  quality, 
with  the  insistent  demand  for  the  latest  shade  of  color, 
the  newest  twist  of  the  toe,  or  the  most  up-to-date 
height  of  heel.  Considering  the  extremely  short  life 
of  each  new  idea,  and  the  deadness  of  the  death  that 
follows,  it  is  impossible  to  avoid  accumulating  un- 
saleable and  dead  stock. 

To  the  retailer,  it  is  a  serious  question  how  best 
to  dispose  of  these  goods  with  as  little  loss  as  pos- 
sible and  with  the  least  interference  with  regular  busi- 
ness. The  establishment  of  clearing  houses  at  central 
points  where  the  retailers  of  the  surrounding  district 
could  send  their  surplus  stocks  for  disposal  would 
seem  to  be  an  excellent  idea,  if  it  could  be  conducted 
satisfactorily.  I  would  suggest  that  the  clearing 
houses  ought  to  be  established  at  the  largest  town  of 
the  district  so  as  to  reach  the  largest  number  of  people. 
There  would  be  a  committee  of  management,  selected 
from  the  retailers  of  the  district,  to  supervise  the  man- 
agement and  conduct  of  the  business.  One  man  ought 
to  be  in  charge,  engaged  by  and  subject  to  the  com- 
mittee of  management.  All  retailers  should  have  the 
privilege  of  sending  surplus  stock  for  disposal  and 
fixing  the  price  at  which  his  goods  should  be  sold. 
Each  retailer  should  bear  his  share  of  the  expenses 
according  to  the  proportion  of  his  goods  sold. 

From  time  to  time  manufacturers  and  jobbers  clear 
out  lines  at  big  reductions  from  regular  prices  and 
these  goods  being  sold  often  disturb  the  regular  trade, 
through  a  competitor  getting  them.  These  lines  could 
be  handled  by  the  clearing  houses  either  on  arrange- 
ments similar  to  those  made  with  the  retailers,  or  they 
could  be  bought  by  the  management  of  the  clearing 


houses  and  put  on  sale  and  the  profits  on  these  would 
help  to  reduce  the  losses  on  "dead"  stock. 

Great  care  would  require  to  be  taken  to  give  every- 
one the  same  fair  treatment  and  to  avoid  jealousies, 
for  human  nature  is  much  the  same  wherever  you 
meet  it,  although  there  may  be  notable  exceptions  to 
the  rule.  Generally  speaking,  human  nature  is  selfish, 
sometimes  extremely  selfish,  and  so  far,  we  must  ad- 
mit, the  retailing  of  boots  and  shoes  has  not  produced 
a  class  of  men  and  women  who  are  materially  differ- 
ent from  the  rest  of  the  great  human  family.  Much 
of  the  success  of  the  central  clearing  houses  would  de- 
pend on  the  spirit  displayed  by  the  members  of  the 
trade. 


The  boot  and  shoe  trade  is  the  largest  of  Quebec's 
industries,  with  an  annual  output  of  over  5,000,000 
pairs  of  boots  and  shoes,  ranging  in  quality  from  the 
brogan  to  the  finest  shoe  made  in  Canada,  for  the  Can- 
adian market.  Between  5,000  and  6,000  hands  are  em- 
ployed by  the  30  firms  and  individuals  in  this  indus- 
try. Among  the  oldest  industries  of  Quebec  are  its 
tanneries,  giving  employment  to  about  200  tanners 
and  500  curriers,  with  an  invested  capital  of  nearly 
$1,000,000.  Three  large  concerns  are  engaged  in  the 
manufacture  of  furs,  with  an  investment  of  several 
millions  of  dollars. 


The  man  who  wants  the  people  of  the  community 
to  be  on  the  side  of  his  business,  should  himself  be 
on  the  side  of  the  people  and  be  willing  to  work  for 
the  public  good  when  the  opportunity  offers. 


Friendship  in  business  is  a  fine  thing,  but  the  man 
who  has  no  other  claim  on  people  for  their  trade 
than  that  of  friendship  is  in  a  precarious  position. 


Mr.  Nubride — Why  do  you  do  all  your  shopping 
at  this  store?  Mrs.  Nubride — It's  the  grandest  place 
I  ever  found.  They  sell  all  their  goods  by  the  foot 
instead  of  by  the  yard,  and  the  price  is  only  a  third 
as  much. 
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The  Hartt  Company  Manufacture  Men's  and  Boy's  Welts — 
Capacity  1,200  Pairs  a  Day — All  Solid  Leather — Spring  Styles 


The  Hartt  Boot  &  Shoe  Company,  Fredericton, 
N.B.,  was  established  in  1899,  and  at  first  manufactur- 
ed a  general  class  of  boots  and  shoes.  The  present 
management  took  over  the  business  in  June,  1910. 
About  four  years  ago  the  company  discontinued  the 
making  of  McKays,  and  confined  its  efforts  to  produc- 
ing welts  and  later  on  to  men's  and  boys'  lines  only. 
It  is  now  practically  a  men's  welt  factory.  They  have 
a  capacity  of  from  1,000  to  1,200  pairs  a  day,  and  the 
footwear  produced  is  all  men's  high  grade  solid  lea- 
ther. The  business  has  increased  greatly  in  the  last 
two  years,  and  the  last  six  months  shows  an  increase 
over  the  previous  season  of  over  fifty  per  cent.  The 
firm  had  to  call  their  travellers  in  two  weeks  before  the 
end  of  last  season,  as  they  had  more  orders  than  they 
could  conveniently  fill,  and  they  have  had  to  turn 
down  considerable  business  since  that  time.  They  are 
putting  in  six  new  lasts  for  the  spring,  five  men's  and 
one  boys'.  They  are  called  Blue  Bonnets,  Woodbine, 
Pimlico,  Brighton,  Belmont,  and  Rothsay,  the  latter 
being  a  boy's  boot.  The  travellers  are  now  out  with 
these  attractive  lines. 

Mr.  John  Reid,  the  vice-president  of  the  company, 
is  one  of  the  most  expert  shoemen  in  Canada — or 
America,  for  that  matter.  Under  his  able  direction 
the  products  of  the  factory  have  steadily  improved 
until  at  present  there  are  no  better  shoes  produced 
anywhere  in  the  world.  The  employees  are  nearly  all 
local  men  who  have  been  trained  at  the  factory  and 
are  competent  workmen,  without  superiors  in  their 
lines. 

Mr.  John  Palmer,  the  genial  president  of  the  com- 
pany, is  a  capable  and  energetic  business  man  who 
takes  a  fatherly  interest  in  his  employees.  He  looks 
after  the  office  and  financial  end  of  the  business  main- 
ly, and  no  more  competent  man  could  be  found  for 
the  position.  It  is  owing  to  the  fact  that  the  two 
heads  of  the  firm  are  so  competent  and  work  together 
so  well,  that  the  Hartt  Shoe  has  become  so  prominent. 

The  exterior  view  of  the  factory,  on  the  opposite 
page,  hardly  does  it  justice.  It  is  a  rear  view  and  the 
photograph  was  a  poor  one.  The  firm  have  the  very 
latest  machinery  installed  and  every  provision  is  made 
to  facilitate  the  production  of  high  grade  footwear. 
The  factory  is  spacious,  well  lighted  and  ventilated, 
and  every  care  taken  to  ensure  the  health  and  comfort 
of  the  employees.  The  firm  believes  that  it  pays  to 
treat  the  latter  fairly  and  their  judgment  is  seconded 
by  the  fact  that  many  of  the  men  have  been  with  the 
firm  since  its  foundation. 


Shoe  Retailer  and  Alderman 

Mr.  J.  I'.  F.lie  Dubuc  who  lias  recently  been  elected 
In  acclammation  as  alderman  of  Ward  Number  2  of 
the  city  of  Longueuil  has  had  a  long  experience  in  tin- 
shoe  trade.  He  was  born  at  Longueuil  the  23rd  of 
<  K  tober,  1874,  and  was  educated  at  Longueuil  Col- 
lege. In  1890  he  commenced  working  as  clerk  for 
the  firm  of  Daoust,  Lalonde  &  Co.,  wholesale  boot  and 
shoe  dealers  of  Montreal.  He  married  Miss  Helene 
Parent  in  1900  and  is  the  father  of  seven  children.  In 
1(X)2  he  opened  a  boot  and  shoe  store  of  his  own  in 
Longueuil,  but  still  kept  up  his  connection  with  the 


Mr.  J.  P.  Elie  Dubuc 

lirm  of  Daoust,  Lalonde  <\:  Co.,  until  1909,  when  he 
left  the  firm,  to  the  great  regret  of  both  his  employers 
and  fellow  employees.  Since  lu^  election  to  the  muni- 
cipal council  of  Longueuil  Air.  Dubuc  has  been  made 
a  member  of  both  the  waterworks  and  financial  com- 
mittees. Footwear  congratulates  Mr.  Dubuc  upon  his 
unanimous  election  as  alderman  in  his  native  town, 
and  also  the  corporation  of  Longueuil  upon  obtaining 
such  a  capable  alderman  and  tried  business  man. 


If  what  the  employee  does  outside  of  business  hours 
does  not  effect  his  efficiency  inside  of  business  hours, 
then  and  only  then  can  he  say  that  his  outside  occupa- 
tions are  his  own  affairs  solely. 
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Factory  of  the  Hartt  Boot  and  Shoe  Company, 
Limited,  Fredericton,  N.B. 


A  corner  of  the  Mechanical  Office.  One  side  of  large  Stitching  Room 

The  two  standing  are  Mr.  John  Palmer,  president 
on  the  left)  and  Mr.  John  Reid,  vice-president. 


View  of  Welting  Department  A  view  of  the  Heeling  Department 
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A  Dainty  Trim  —  White  and  Mauve  Color  Scheme — A 
Chameleon-like  Electric  Fountain  —  Mirror-lined  Walls 


The  value  of  any  form  of  advertising,  must,  in 
the  final  analysis,  be  judged  by  the  increase  of  busi- 
ness secured  through  its  employment.  Advertising 
is  constituted  to  catch  the  trade  desired.  A  dealer  in 
miners'  supplies,  for  instance,  will  arrange  his  ad- 
vertisements, particularly  his  window  display,  with 
an  eye  to  their  effect  upon  those  interested  in  mining 
paraphernalia.  It  will  therefore  be  easily  concluded 
that  J.  W.  Miller  &  Sons,  406  George  street,  Peter- 
borough, Out.,  cater  to  high  class  trade,  we  might  al- 
most say,  exclusively.  The  window  trim  is  very 
dainty  and  fetching,  and  it  depends  greatly  for  this 
upon  the  fountain. 

The  color  scheme  of  the  window  is  white  and 
mauve,  carried  out  in  the  floor  covering,  pedestals, 
and  the  flowers,  which  blossom  from  every  shoe  and 
sway  from  the  latticed  ceiling.  In  this  artistic  setting 
the  white  and  black  goods  showr  to  particularly  good 
advantage,  the  mirrored  walls  accentuating  the  good 
lines  of  the  shoes. 

But  the  unique  feature,  that  which  causes  the 
passerby  to  pause,  and  then  to  see  the  footwear  dis- 
played, is  the  fountain.  In  the  foreground  of  the  dis- 
play is  a  sloping  miniature  flower  bed,  the  fountain 
being  in  the  middle.  This  consists  of  four  glass 
bowls  connected  by  means  of  a  centre  stem.  The  top 
bowl  is  four  inches  in  diameter,  each  lowrer  one  being 
slightly  larger,  reaching  fourteen  inches  in  the  lowest 


howl.  Water  is  fed  from  the  city  main  up  the  central 
pipe  to  a  nozzle  at  the  top,  from  which  it  falls  in  tiny 
sprays  into  the  top  bowl,  overflowing  musically  into 
the  next,  on  to  the  last,  from  which  the  superfluous 
water  is  drained  off  into  the  city  outlet.  Hidden  be- 
neath this  lower  bowl  are  thirty-six  candelabra  lamps, 
arranged  in  four  colors,  red,  white,  green  and  purple. 
Every  five  seconds,  through  the  use  of  a  flasher  mech- 
anism, different  colors  appear,  giving  the  appearance 
of  different  colored  water,  and  setting  up  wierd  re- 
flections in  the  mirror-lined  walls.  Even  the  tiny 
goldfish  are  changed  to  red,  or  purple,  as  the  colored 
lights  are  changed,  and  so  is  the  frog  which  is  to  be 
seen  in  the  lowest  bowl.  (  >n  the  edges  of  the  bowls 
small  birds  are  resting. 

That  this  display  is  interesting  and  amusing  goes 
without  saying,  and  J.  W.  Miller  &  Sons  have  received 
many  compliments  on  the  introduction  of  this  delight- 
ful feature.  The  firm  have  gone  to  considerable 
trouble  and  expense  to  present  this  novelty,  but  by  the 
crowds  stationed  before  it  night  after  night,  it  is  evi- 
dent they  will  reap  adequate  compensation. 

The  electric  fountain  was  designed,  constructed 
and  installed  by  Mr.  E.  S.  Lorimer,  E.E.,  inventor  of 
the  Lorimer  Automatic  System  of  Telephonv.  of 
world-wide  renown.  Great  credit  must  be  given  Mr. 
Lorimer  for  the  origination  of  so  catchy  and  artistic 
an  advertisement. 


A  Window  that'made  the  Passerby  Pause 
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ay  to  Figure  Retail  Profit 


Text  Books  Incomplete — Expenses  as  Well  as  Cost 
Must  be  Considered — Strictly  a  Business  Question 

By  Thomas  A.  Fernley 


It  is  indeed  remarkable  that  on  such  an  important 
subject  as  the  method  of  calculating  the  percentage  of 
profits  there  should  be  such  a  variance  of  opinion  as 
seems  to  exist,  for  the  issue  involved  is  vital  to  the 
welfare  of  every  one  engaged  in  any  form  of  commer- 
cial activity. 

Correct  Method  Should  Be  Sought 

True,  the  vital  issue  is  the  showing  of  net  profit 
in  dollars  and  cents  at  the  end  of  the  year,  when  the 
inventory  is  completed  and  books  are  closed,  but  in 
order  that  this  -showing  should  be  satisfactory,  the 
proper  method  of  figuring  profits  should  be  pursued 
during  the  year.  In  our  mind  there  should  be  no  mis- 
understanding as  to  the  correct  method  of  calculat- 
ing this  most  essential  element  in  every  business  trans- 
action, for  accuracy  is  the  twin  brother  of  honesty 
and  right  methods  are  necessary  for  the  attainment 
of  any  desirable  thing. 

They  Ought  to,  But  do  They? 

Every  man  engaged  in  business  ought  to  be  able 
to  see  that  John  does  not  have  50  per  cent,  more  than 
James,  because  James  has  50  per  cent,  less  than  John. 

Yet  many  business  men  seem  to  have  persistently 
refused  to  acknowledge  that  any  per  cent,  of  a  smaller 
sum  is  a  smaller  per  cent,  of  a  larger  sum — that  if  a 
fixed  sum  is  a  certain  per  cent,  of  a  certain  sum,  it  is 
a  smaller  per  cent,  of  a  larger  sum — or,  to  put  it  con- 
cretely, that  if  25  is  25  per  cent,  of  100  it  is  only  20 
per  cent,  of  125  and  25  per  cent,  increase  over  cost  is 
20  per  cent,  profit  on  the  selling  price. 

An  incorrect  or  incomplete  understanding  of  per- 
centage of  profits  and  failure  to  observe  the  proper 
method  of  figuring  the  percentage  of  profits  is  the  rock 
on  which  many  commercial  undertakings  have  gone 
to  pieces. 

Text-Books  Incomplete 

The  subject  of  percentage  of  profit  has  not  been 
given  sufficient  consideration  by  the  school  and  col- 
lege text-book  writers,  especially  from  the  standpoint 
of  business  men,  so  that  the  insufficient  and  incorrect 
understanding  of  the  question  has  led  many  to  falsely 
believe  that  the  percentage  of  profit  should  be  figured 
on  the  cost. 

The  method  of  figuring  the  ratio  of  profit  on  the 
sale  is  declared  by  many  who  may  not  be  fully  in- 
formed to  be  diametrically  contrary  to  the  methods 
taught  in  our  schools,  and  is  therefore  loudly  decried 
by  those  who  now  insist  on  using"  the  net  costs  as  a 
base,  to  their  consequent  loss. 

Strictly  a  Business  Question 

So  that  it  may  not  be  misunderstood,  it  should  be 
said  that  it  is  scientifically  correct  to  use  either  the 
cost  or  the  selling  price  as  a  base  in  figuring  the  per- 
centage of  profit,  so  long  as  it  is  stated  on  what  base 
the  percentage  has  been  calculated.  This,  however, 
should  not  be  regarded  as  being  in  the  nature  of  an 
academic  discussion,  for  it  is  certainly  the  privilege 
of  professional  men  to  hold  any  views  that  they  may 


prefer  on  this  subject;  but  it  is  hoped  that  they  will 
concede  to  business  men  the  same  privilege,  especially 
when  the  method  followed  has  such  a  decided  effect  on 
the  volume  of  net  profit  realized  from  the  conduct  of 
their  business,  and  permit  them  to  adopt  that  method 
which  most  fully  answers  their  requirements.  The 
idea  is  to  prevent  men  from  figuring  the  cost  of  doing 
business  on  the  gross  sales  and  their  percentage  of 
profit  on  the  cost  of  merchandise — without  appreciat- 
ing the  fact  that  it  makes  a  difference. 

School  and  college  text  books  refer  to  this  question 
as  "Percentage  of  Gain  and  Loss,"  and  the  initial  fig- 
ure or  cost  is  used  as  the  base. 

Some  text  books  use  as  the  base  a  prime  or  net 
cost  and  again  others  add  a  certain  amount  for  ex- 
penses, using  the  gross  cost  as  the  base.  So  far  as  the 
question  under  discussion  is  concerned,  the  percentage 
of  profit  should  be  figured  on  the  selling  price,  just 
the  same,  whether  prime  cost  or  cost  plus  selling  ex- 
pense is  used. 

Many  of  the  examples  given  refer  to  abstract  fig- 
ures, citing  such  cases  as  the  following: 

"If  the  population  of  a  town  increases  from  30,000 
to  45,000,  what  is  the  percentage  of  gain?  Answer- — • 
50  per  cent." 

Percentage  of  Increase  in  Abstract  Figures  Not  the 
Question 

This  is,  of  course,  correct,  and  the  words  "gain" 
and  "increase"  are  properly  used  in  this  connection, 
hut  this  bears  no  relation  to  the  question  of  percent- 
age of  profit  as  applied  to  commercial  transactions  in- 
volving money. 

With  the  cost  as  the  base  of  100,  the  text-books 
figure  that  if  25  per  cent,  is  added  the  percentage  of 
profit  is  twenty-five  one-hundredths  (25-100)  or  J4, 
which  is  equal  to  25  per  cent.  In  this  case  we  would 
consider  the  cost  as  100  and  the  added  25  per  cent, 
would  make  a  total  of  125. 

Selling  Price  Equals  100  Per  Cent  . 

The  selling  price  should  be  considered  as  100  per 
cent.  (100  per  cent.)  and  percentage  of  profit  would  be 
25-125,  or  1-5,  which  would  be  20  per  cent,  profit  on 
t lie  sale. 

Hundred  Per  Cent.  Profit  Impossible 

A  percentage  of  gain  or  increase  of  many  hundred 
per  cent,  is  possible,  but  as  percentage  of  profit  is  on 
sale,  100  per  cent,  profit  is  impossible  unless  the  goods 
are  secured  free  of  charge. 

The  percentage  of  profit  and  the  percentage  of  cost 
of  doing  business  should  both  be  figured  on  the  same 
base. 

Most  Merchants  Base  Figures  on  Delivered  Cost 

First,  let  us  consider  what  we  use  as  our  cost.  Al- 
most all  merchants  consider  as  cost  the  invoice  price 
or  "prime"  cost,  with  no  selling  or  other  expenses  ad- 
ded, merely  figuring  in  the  cost  of  delivery  to  their 
warehouse. 

All  operating  expenses,  storage,  selling,  office  ex- 
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penses  and  every  other  item  of  expense  and  profit  must 
be  provided  for  in  the  difference  between  this  net  cost 
and  the  net  selling  price. 

Manufacturers'  Cost  Includes  Selling  Expenses 

(  >n  the  other  hand,  manufacturers  very  generally 
start  with  their  shop  or  mill  cost,  and  add  to  this  all 
the  direct  outlays  incident  to  placing  the  goods  in  the 
hands  of  the  buyer.  This  includes  storage,  selling  ex- 
penses, office  expenses,  packing,  freight,  and  all  mis- 
cellaneous expenses,  making  a  gross  cost  above  which 
everything  is  profit. 

Don't  Be  Misled 

This  fact  accounts  in  a  measure  for  the  variance  of 
opinion  between  some  manufacturers  and  merchants 
(in  this  question.  Manufacturers  are  prone  to  tell  mer- 
chants that  on  their  line  of  goods  a  profit  of  25  per 
cent,  is  made,  when  the  fact  is  that  the  gross  profit  is 
20  per  cent,  on  the  sale.  If  arguments  of  this  nature 
are  properly  met  a  change  of  method  beneficial  to  the 
entire  business  community  will  be  effected. 

The  fact  is,  however,  that  no  matter  whether  the 
prime  or  gross  cost  is  used,  the  percentage  of  profit 
should  be  calculated  on  the  selling  price. 

Universal  Adoption  of  Correct  Method  Desirable 

Business  men  generally  are  coming  to  a  knowledge 
of  the  fact  that  universal  convention  in  an  approved 
method  of  figuring  the  percentage  of  profit  adapted  to 
business  conditions,  will  accrue  to  the  general  benefit 
of  all. 

Some  of  the  more  important  reasons  for  pursuing 
this  method  of  figuring  the  Percentage  of  Profit  on  the 
sale  are  as  follows : 

Returns  Needed  on  Two  Items  of  Capital 

In  every  business  (we  refer  more  particularly  to 
merchandizing)  two  separate  amounts  of  capital  are 
required.  One  item  of  capital  is  required  for  invest- 
ment in  merchandise.  Another  item  of  capital  is  nec- 
essary for  operating  expenses,  selling  expenses,  and 
all  other  expenditures  not  properly  chargeable  to  mer- 
chandise account . 

All  the  capital  invested  in  the  business  must  pro- 
duce a  proper  return.  Dividends  are  obviously  impos- 
sible on  the  entire  amount  of  capital  invested  unless  all 
is  considered  in  making  selling  prices. 

If  the  percentage  of  profit  is  reckoned  on  the  cost 
of  merchandise  only,  no  provision  is  made  for  the 
other  necessary  item  of  capital  demanding  returns. 

The  sales  totals  are  always  readily  ascertained,  but 
the  total  of  each  individual,  daily  and  monthly  cost 
of  goods  sold  is  seldom,  if  ever,  recorded  in  the  books 
of  business  houses. 

No  Profit  Till  Goods  Are  Sold 

The  fact  that  a  profit  is  not  made  until  a  sale  is 
actually  effected  further  advances  the  selling  price  as 
the  proper  basing  factor  for  percentage  of  profit. 

Total  Cost  Not  Accessible 

Therefore,  with  the  sales  totals  always  present  and 
the  fact  conceded  that  the  purpose  of  the  business  is 
primarily  selling,  is  not  the  sale  a  proper  base  for  all 
calculations,  and  how  could  cost  be  considered  when  it 
is  not  definitely  known  by  reference  to  sales  books? 

Gross  costs  can  only  be  ascertained  from  the  totals 
obtained  at  the  end  of  the  business  year,  and  are  not 
shown  daily  as  are  the  gross  sales. 

The  amount  of  profits  depends  largely  on  the  vol- 


ume of  business,  so  that  the  percentage  of  profits  to 
sales  is  clearly  indicative  of  the  character  of  the  year's 

work. 

The  percentage  of  profits  on  cost  would  not  indi- 
cate so  accurately  the  result  of  the  year's  business. 

Percentage  of  Expense  is  Found  on  Sales 

The  percentage  of  expense  of  conducting  a  business 
may  be  readily  ascertained  by  dividing  the  gross  ex- 
penses by  the  gross  sales.  As  this  percentage  of  ex- 
pense is  on  the  sales,  it  is  thought  best  to  refer  to  the 
percentage  of  profit  on  the  sale  to  avoid  any  misunder- 
standing and  consequent  loss  through  the  use  of  any 
other  method.  For  instance,  if  you  figure  your  per- 
centage of  profit  on  the  cost  and  your  overhead  ex- 
penses on  the  sale — you  may  add  25  per  cent,  to  the 
cost—  with  an  overhead  expense  of  20  per  cent,  on  the 
selling  price  and  expect  to  make  money.    Do  you  ? 

Remuneration  of  Salesmen 

The  salary  or  other  form  of  remuneration  of  sales- 
men is  always  reckoned  on  the  sale  and  the  amount 
is  always  based  more  or  less  on  a  percentage  of  the 
sales  totals. 

Mercantile  or  other  taxes  are  levied  by  the  state  on 
the  sales  of  any  special  goods,  such  as  revolvers,  drugs, 
etc.,  the  amount  is  always  a  certain  percentage  of  the 
selling  price  of  such  items  and  not  a  percentage  of  the 

cost. 

Allowances  Always  on  Sale 

All  allowances  in  percentage  to  customers  for  any 
reason,  or  no  reason  at  all,  are  based  on  the  selling 
price.  There  is  the  10  per  cent,  allowance  by  depart- 
ment stores  to  the  clergy,  dressmakers,  teachers,  etc. 
— all  deduct  the  10  per  cent,  from  the  selling  price, 
and  they  neither  know  of  nor  care  about  the  cost. 

Certainly  the  astute  managers  of  department  stores 
do  not  add  10  per  cent,  and  then  allow  10  per  cent., 
thereby  losing  1  per  cent. 

In  Advertising  We  Speak  of  10  Per  Cent.  Off 

The  use  of  terms  of  percentage  in  the  advertise- 
ments of  retailers  has  educated  the  consumer  to  figure 
percentage. 

No  merchant  enjoying  a  reputation  for  honesty 
would  think  of  making  such  an  alluring  promise  as 
to  give  a  dollar's  worth  of  goods  for  fifty  cents  or 
even  the  whole  dollar's  worth  for  nothing. 

This  probably  seems  ridiculous,  yet  such  expres- 
sions as  "Let  us  save  you  50  per  cent,  to  100  per  cent, 
on  your  clothing  bills,"  are  used  by  some  business 
houses. 

One  Hundred  Per  Cent.  "Saving"  Ridiculous 

None  can  fail  to  realize  what  a  saving  of  100  per 
cent,  means.  It  means  that  they  are  going  to  give 
away  the  goods  or  merchandise  offered. 

The  consumer  only  has  before  him  the  selling 
price,  and  although  the  merchant  may  be  making  200 
per  cent,  increase  over  cost  of  goods,  he  can  never, 
never  make  any  money  selling  to  the  consumer  at  a 
saving  of  100  per  cent,  even  if  he  got  the  goods  for 
nothing — in  which  case  he  would  only  come  out  square 
and  at  a  loss  of  his  operating  expense. 


It  is  the  man  behind  the  counter  who  first  meets 
the  demand  for  new  goods.  Unless  he  is  willing  to 
report  such  inquiries  to  the  boss,  how  can  the  stock 
be  kept  up  to  date? 
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Is  Easily  Made — Adapted  to  Window  of  Any  Size- 
Show  Card  Should  be  Used — Improved  by  Foliage 


This  is  an  elaborate  setting  for  Fall  footwear 
which  could  easily  be  made  by  a  trimmer  with  usual 
skill  and  even  by  one  without  much  experience;  all 
he  has  to  do  is  to  try.  The  wall  effect  is  made  of  about 
one  inch  lumber,  the  same  height  and  size  as  in  the 
design.  It  can  be  made  to  fit  a  window  of  any  size. 
After  the  pillars  and  walls  are  cut  out,  cover  smoothly 
and  tightly  with  muslin.  When  this  is  completed  give 
it  a  coat  of  medium  gray  paint,  and  before  this  has 
time  to  dry  sprinkle  all  over  with  dry  sand,  which 
gives  a  stone  effect  when  dry.    After  this  is  all  com- 


a  scene  painted  something  like  that  in  the  sketch,  or 
if  he  can  do  something  like  it  himself,  this  setting 
would  then  be  complete,  as  it  certainly  would  im- 
prove the  rest.  However,  if  the  trimmer  cannot  af- 
ford spending  this  amount  of  money,  or  if  he  cannot 
do  it  himself,  this  setting  can  be  worked  out  beauti- 
fully with  a  little  care.  The  wall  could  also  be  in  pale 
brown  or  buff  color  if  preferred  to  gray. 

A  nice  fall  show  card  should  be  used  with  colors 
which  will  blend  with  the  rest  of  the  display.  Felt, 
of  about  the  same  shade  as  the  wall,  should  be  smooth- 


An  Attractive  Window  Background 


pleted  rule  off  to  divide  each  stone,  as  in  the  sketch, 
using  either  a  darker  shade  of  gray  paint  or  black. 

On  the  pillars  two  large  electric  bulbs  should  be 
placed.  These  could  be  rented  or  borrowed,  either  in 
the  shape  as  in  the  sketch,  or  else  round,  which  would 
look  just  as  nice.  If  the  trimmer  cannot  rent  these, 
possibly  he  could  buy  them,  as  they  only  cost  about 
$1.50  each  in  the  very  large  size.  Another  nice  effect 
would  be  to  have  something  this  shape  turned  out  of 
wood,  just  as  an  ornament  on  the  pillars. 

If  the  trimmer  can  afford  to  spend  money  to  have 


ly  covered  on  the  bottom  and  just  a  few  shoes  shown. 
If  foliage  is  used  at  all,  it  should  be  seen  falling  over 
the  walk.  Grapes,  maple  leaves  or  oak  leaves  would 
look  very  pretty,  particularly  if  the  trimmer  has  not 
painted  scenery  for  the  back. 


"I  approach  you  in  a  worthy  cause,  Mr.  Titewadd. 
We  want  to  raise  $100,000 — a  prominent  philanthropist 
offers  to  contribute  a  quarter  of  it." 

"Oh,  well,"  said  Mr.  Titewadd,  hastily,  "I  don't 
mind  giving  another  quarter.    Can  you  change  a  bill?" 


62 


FOOTWEAR    IN  CANADA 


Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.    The  Opinions 
of  Experts  on  Bettering  Business  Conditions 


Better  Than  Newspaper  Advertising 

In  comparing  the  results  accruing  from  newspaper 
advertising  and  the  show  window,  the  City  Footwear 
Company,  Charlotte  street,  Peterborough,  Ont.,  says : 
"We  have  decided  to  give  the  show  window  a  fair 
trial,  independent  of  newspaper  advertising.  Jn  past 
years  we  have  spent  goodly  sums  on  such  advertising 
without  getting  commensurate  returns.  So  we  have 
made  up  our  minds  to  cancel  all  such  outlay  and  de- 
vote our  attention  entirely  to  our  show  window,  and 
watch  results.  In  a  city  of  Peterborough's  population, 
the  greater  number  of  our  customers,  or  their  friends, 
pass  the  window  every  day.  Consequently  if  they  are 
in  need  of  footwear  they  will  keep  their  eyes  open  for 
what  will  suit  them,  and  our  policy  is  to  show  such 
goods  in  our  window.  We  change  the  trim  frequently, 
showing  seasonable  goods  in  great  variety,  and  thus 
have  something  to  interest  all  passers-by.  The  out- 
lay is  considerably  less  than  advertising,  and  for  out- 
class of  trade,  is  more  productive  of  results." 

*  *  * 

Discreditable  Tricks 

A  traveller  who  is  on  the  road  in  Ontario  and  Que- 
bec alluded  in  the  course  of  a  talk  with  one  of  our 
representatives  to  some  discreditable  tricks  practised 
by  certain  traders  he  knows.  He  spoke  in  particular 
of  those  who  published  misleading  advertisements, 
with  the  object  of  attracting  customers  by  quoting 
exceedingly  low  prices — prices  below  cost.  When  the 
buyers  are  got  into  the  shop,  these  advertised  goods 
are  not  forthcoming,  on  some  pretence  or  another,  but 
the  clerks  push  goods  at  a  much  higher  figure.  If  a 
person  objects  the  price  is  cut,  but  even  at  the  smaller 
rate  the  goods  are  often  higher  than  can  be  purchased 
in  the  ordinary  way  of  trade,  ft  need  hardly  be  said 
that  such  firms  do  a  purely  chance  business — they  ap- 
peal to  those  people  who  are  always  after  extraordin- 
ary bargains,  and  who  often  find  out  by  experience 
that  it  is  cheaper  in  the  end  to  deal  witli  a  trader  who 
has  established  a  reputation  for  selling  reliable  goods 
at  a  fair  profit. 

*  *  * 

Help  Wanted 

"We  are  considerably  handicapped  by  the  lack  of 
efficient  help  in  some  directions,"  remarked  the  sup- 
erintendent of  one  of  Montreal's  largest  factories. 
"There  is  also  a  scarcity  of  men  generally,  and  we  are 
often  hindered  by  men  staying  away  for  two  or  three 
days  without  any  possible  excuse.  The  absence  of 
such  men,  in  some  instances,  means  that  perhaps 
seven  or  eight  others  who  are  depending  on,  say  two 
absentees,  are  forced  to  become  idle.  You  can  readily 
understand  what  this  means  in  the  busy  season  when 
we  are  doing  our  utmost  to  turn  out  all  the  goods 
we  can.  Boot  manufacturers  are  so  busy  just  now 
that  it  is  practically  impossible  for  them  to  refuse 
help,  and  some  men  take  advantage  of  this  position 
of  affairs.  They  are,  of  course,  the  exception,  but  still, 
on  occasion,  they  cause  us  a  great  deal  of  trouble." 


Style  Vagaries 

"It  is  a  rather  singular  fact  that  we  make  shift  to 
get  along  with  an  inferior  article  for  years  and  not 
have  very  much  complaint,  but  as  soon  as  some  bright 
genius  removes  the  objectionable  features  we  decide 
to  do  without  it  at  all,"  said  a  prominent  Toronto 
shoeman  the  other  day.  "It  is  some  years  ago  that 
the  high  bicycle  was  in  vogue  and  the  chief  drawback 
was  that  a  constant  vigilance  had  to  be  maintained  to 
prevent  the  rider  'taking  a  header.'  Hut  just  as  soon 
as  a  clever  inventor  makes  a  machine  so  constructed 
that  it  cannot  possibly  throw  one  over,  the  public  find 
out  that  the  safety  which  before  had  been  looked 
down  on  rather,  is  much  more  desirable,  and  the  high 
wheels  can  scarcely  be  given  away.  Similarly  after  the 
tremendous  vogue  of  the  safety,  it  almost  seemed  as 
though  the  invention  of  the  coaster  brake  was  the  sig- 
nal for  the  waning  of  the  attractiveness  of  the  bicycle 
entirely. 

"In  our  business  the  same  tendency  is  evident. 
Some  years  ago  the  great  objection  to  a  lace  shoe  was 
the  fact  that  after  wearing  a  short  time  the  eyelets 
had  a  brassy  appearance  that  proclaimed  the  shoe  eye- 
let to  be  losing  the  first  flust  of  youth.  To  overcome 
this  the  celluloid  eyelet  was  put  on  the  market  and  it 
seemed  as  though  if  any  part  of  the  shoe  had  reached 
absolute  perfection  that  part  was  the  eyelet.  Now 
those  who  mould  public  opinion  say  that  no  eyelet  at 
all  is  wanted,  at  least  no  eyelet  must  be  seen.  The 
advantage  of  this  is  hard  to  discover,  and  the  extra 
cost  of  fitting  is  greater  than  the  cost  of  a  first  class 
eyelet.  However,  give  the  people  what  they  want  be- 
fore they  want  it,  and  everything  will  he  lovely." 

A  National  Spirit 

Speaking  of  the  frequent  changes  in  lasts  and  styles 
a  prominent  Montreal  shoe  manufacturer  said  : 

"The  coming  spring  season  promises  to  be  one  of 
the  most  embarassing  in  the  recollection  of  the  trade 
for  both  manufacturer  and  retailer.  The  buying  pub- 
lic has  only  nicely  taken  hold  of  the  'high  toe'  last 
and  found  that,  for  once  at  least,  style  and  comforl 
could  be  found  in  the  same  shoe,  when  the  mandate 
goes  forth  that  this  is  superseded  by  the  'recede'  toe, 
though  the  latter  has  neither  looks,  comfort,  nor  any- 
thing else  to  commend  it.  There  is  a  suspicion  too, 
that  this  toe  is  only  an  ordinary  toe,  that  has  been 
modified  (and  not  very  much  modified  either)  from 
what  the  shoe  factories  in  England  have  been  mak- 
ing for  years,  and  which  have  sometimes  aroused  our 
mirth  on  the  bargain  counters  of  the  city  department  - 
als.  The  immigrant  from  the  British  Isles  is  wel- 
comed to  our  shores,  but  one  of  the  first  changes  ne- 
cessary to  make  him  a  Canadian  citizen  in  regular 
standing  is  some  other  type  of  shoe  than  the  'recede' 
shape. 

"The  question  now  before  us  is — are  we  still  to 
continue  playing  'tail'  while  the  United  States  plays 
'dog'  or  have  we  sufficient  audacity  and  independence 
to  wag  when  we  think  proper  to  do  so?    That  is,  are 
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the  people  of  Canada  to  wear  what  they  prefer,  or 
must  they  take  any  type  of  monstrosity  that  the  in- 
terested last  and  pattern  makers  and  exclusive  high 
class  manufacturers  of  the  'other  side'  see  ht  to  dub 
the  'newest  style?'  There  are  indications,  that  in 
the  last  few  years,  especially,  there  has  been  an  awak- 
ening  of  a  new  Canadian  national  spirit,  and  if  in  the 
present  season  there  should  be  a  breaking  away  from 
some  of  our  traditions  of  the  past  in  respect  to  shoe 
styles  as  well  as  other  things,  it  will  create  no  sur- 
prise. Most  of  our  manufacturers  evidently  feel  com- 
pelled to  show  the  'latest'  and  have  put  in  the  're- 
cede,' but  there  is  no  enthusiasm  and  the  decision  of 
the  retailer  and  consumer  will  be  awaited  with  in- 
terest." 

*  *  * 

Good  Advertising  Copy  that  Failed  to  Get  Results 

"I've  decided  to  make  a  change  in  the  management 
of  my  advertising  department,"  said  the  manager  of 
a  large  retail  store  to  an  applicant  for  the  position. 
"I  like  your  copy  and  your  recommendations,  but  I've 
got  to  have  something  more  than  that.  The  man  who 
is  with  me  now  can  turn  out  copy  as  clever  as  I've  ever 
read.  I  can  find  no  fault  with  his  work,  or  rather  I 
can't  put  my  finger  on  the  fault,  I  only  know  that  we 
are  not  getting  results.  So  I  am  going  to  make  you 
this  proposition  :  study  our  man's  advertising — I'll 
give  you  access  to  the  records  of  the  department — 
and  at  the  end  of  a  week  tell  me  where  the  fault  lies. 
If  you  discover  the  difficulty,  I'll  give  you  the  job." 

That  looked  like  a  big  assignment  but  the  applicant 
accepted  it.  At  the  end  of  the  week  he  was  ready  to 
report. 

"In  my  opinion,"  he  said  "there  isn't  a  man  in  the 
city  who  can  come  up  to  your  ad.  man  on  copy.  He's 
a  genius  with  the  pencil.  But  he  has  no  more  idea  of 
planning  a  campaign  and  distributing  his  appropria- 
tions than  a  teamster  has  of  selling  neckwear.  There 
are  two  distinct  processes  in  advertising;  one  is  pre- 
paring the  copy;  the  other  is  getting  it  to  the  prospect. 
If  you  get  out  ten  thousand  circulars  and  put  them 
in  a  drawer,  you  couldn't  expect  them  to  sell  goods 
no  matter  how  strong  or  clever  the  argument.  Un- 
less they  go  to  men  or  women  who  want  your  goods 
and  will  be  influenced  by  the  argument,  they're  so 
much  waste  paper.  That  illustrates  your  trouble 
there.  Your  mailing  lists  are  incomplete  and  out  of 
date.  Your  newspapers  are  badly  chosen.  They  don't 
reach  the  class  of  people  you  want  them  to  reach." 

A  change  in  methods  verified  the  correctness  of 
this  analysis  and  the  advertising  of  the  firm  has  long 
been  showing  big  results. 

*  *  * 

Novel  Factory  Stock  Record 

"Standing  in  the  boiler  room  of  our  power  plant, 
I  watched  the  water  slowly  creep  up  in  the  gauge 
glass,"  remarked  the  president  of  a  large  shoe  fac- 
tory. "I  had  seen  the  same  thing  many  times  before 
but  it  had  aroused  no  idea.  But  this  time  the  figures 
on  the  glass  riveted  my  attention.  My  eye  followed 
them  up  and  down.  'If  that  numbered  vertical  tube 
can  keep  track  of  the  steam  in  the  boiler,'  I  reasoned, 
'why  can't  something  like  it  keep  track  of  my  stock  of 
shoes'?" 

"The  more  I  thought  over  the  idea  the  more  I 
became  convinced  that  here  was  the  idea  of  an  effici- 
ent stock-recording  system.  With  the  help  of  -our 
auditor  and  stock-keeper,  I  proceeded  to  develop  the 
idea.    After  a  little  experimenting,  we  produced  what 
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has  since  proved  to  be  a  remarkably  efficient  system  of 
keeping  stock;  that  has  aroused  the  favorable  com- 
ment of  all  who  have  seen  it." 

"The  basis  of  the  system  is  a  large  blackboard.  It 
contains  ten  columns,  ruled  with  white  paint.  Num- 
bers run  from  the  bottom  to  the  top  of  each  column, 
starting  with  1  and  ending  with  1000.  Next  to  each 
number  is  a  small  hole.  There  is  a  separate  column 
for  each  grade  of  shoes  that  wre  make.  Each  morning 
I  take  the  preceding  day's  production  and  shipping 
reports,  and  from  them  enter  up  this  board.  A  small 
peg  placed  in  a  hole  alongside  a  figure  denotes  the 
number  of  pairs  of  shoes  of  a  certain  brand  that  are 
in  stock.  It  is  a  simple  matter  to  change  the  pegs  each 
morning ;  the  task  seldom  takes  more  than  two  or 
three  minutes." 

"The  board  system  is  a  vast  improvement  over 
paper  records,"  he  concluded.  "It  enables  me  to  see 
the  standing  of  the  stock  at  a  glance,  and  by  reason  of 
the  parallel  columns  I  can  tell  the  comparative  figures. 


A  "Household  Word" 

We  have  been  very  pleasantly  reminded  of  the  per- 
sistence of  so-called  "household  words,"  so  often  re- 
ferred to  by  advertisers,  by  receipt  of  a  photograph, 
of  which  the  accompanying  picture  is  a  copy.  We 
cannot  remember  when  we  first  saw  the  name  "Gilt 
Edge  Shoe  Polish."  We  know  there  are  many  thous- 
ands of  men  and  women  who  will  recall  the  duty  im- 
posed upon  them  in  the  school  days  of  shining  their 
shoes  in  the  hurry  of  getting  dressed  for  school  and 


the  bottle  of  "Gilt  Edge"  polish  they  always  depend- 
ed upon  for  the  necessary  shine. 

This  picture  of  the  little  girl  with  her  cart  made 
with  a  "Gilt  Edge"  box  for  a  body  will  bring  a  smile 
of  recognition  to  many  of  our  readers  as  if  it  were  the 
face  of  an  old  acquaintance.  The  photo  from  which 
this  picture  was  taken  was  sent  to  Messrs.  Whitte- 
more  Bros.  &  Company  by  a  customer  in  Texas  and  is 
prized  by  them  as  a  most  natural  and  pleasing  re- 
minder of  childhood's  close  touch  with  their  most 
widely  known  polish.  There  is  hardly  a  country 
where  shoe  polish  is  used  that  has  not  received  many 
shipments  of  "Gilt  Edge  Shoe  Polish"  and  in  many 
families  three  generations  have  shined  their  school 
shoes  writh  it.  We  like  this  picture  for  its  natural  and 
effective  way  of  recalling  a  "household  word"  familiar 
to  so  many  of  us. 


Failure  to  treat  the  children  right  is  next  to  an 
admission  that  you  are  not  in  business  to  stay. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity  Examples  of  Good 
Display   Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


A  good  advertisement,  like  a  picture,  always  shows 
evidence  of  carefully  considered  arrangement,  of  bal- 
ance and  proportion,  as  well  as  the  mure  obvious  se- 
lection of  subject,  and  the  methods  and  medium  of  its 
presentation.  The  advertisement  of  Rae,  the  Van- 
couver slmeman,  is  well  worth  looking  at,  and  study- 
ing; and  it  is  so  easy  to  read,  so  attractive,  and  so 
different  from  a  great  deal  of  the  advertising  that 
finds  its  way  into  the  paper  of  almost  any  town  or  city, 
mainly  on  account  of  the  intelligent  and  careful  plan' 
ning  that  has  been  given  to  the  layout.  The  three 
main  panels  are  splendidly  worked  out — illustrations, 
description  and  prices  all  have  received  due  thought, 
and  tlie  result  is  striking,  and  distinctly  pleasing.  The 
diagonal  arrangement  of  the  smaller  panels  in  the 
lower  portion  of  the  advertisement  also  is  excellent. 
Each  one  tells  its  story  in  a  very  few  words,  yet  con- 
trives to  get  quite  a  lot  of  real  selling  information — 
quite  a  number  of  the  points  that  a  shoe  buyer  would 
be  sure  to  want  to  know — into  quite  a  small  space. 

In  lilling  in  the  space  above  and  below  the  smaller 
panels  consideration  also  has  been  given  to  the  im- 
portant question  of  balance.  In  using  only  small 
space  there  is  little  difficulty,  usually,  in  thi^  direction  ; 
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but  when  large  space  is  employed  it  becomes  a  good 
deal  harder  to  preserve  the  attractive  balance  of  the 
whole  without  waste  of  valuable  space.  In  the  Rae 
advertisement  there  is  no  waste  of  space.  At  the  same 
time  balance  is  satisfactorily  preserved. 

The  announcement  is  so  good  an  example  of  large 
space  advertising  that  we  hesitate  to  offer  any  un- 
favorable criticism  whatever.  Let  us  merely  suggest, 
then,  that  in  the  third  of  the  large  panels  the  price 
might  with  advantage  have  been  set  $2.00,  instead  of 
in  the  shortened  form.  This  would  have  been  more  in 
keeping  with  the  other  members  of  the  series.  The 
top  line  of  the  whole  announcement  would  also  have 
been  sufficiently  prominent,  and  more  readable,  if  it 
had  been  set  in  upper  and  lower  case,  rather  than  all 
in  capitals.  We  are  glad,  however,  to  be  able  to  con- 
gratulate Rae,  the  shoeman,  upon  the  work  of  his  ad- 
vertising man. 


Running  Too  Long 

The  G.  I""..  Mills  ad- 
vertisement, which  we 
reproduce  as  our  second 
illustration  this  month, 
is  from  Norwood,  Ont. 
We  hesitate  in  this  case 
to  criticize  severely,  not 
because  there  is  not 
plenty  of  room  for  criti- 
cism,  but   because  there 
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is   so    much    to  criticize. 


Apparently,  in  the 
has  been  allowed  to 
These  are  late  days  to 
and  Summer  Shoes." 


first  place,  the  advertisement 
run    unchanged  far  too  long. 


>e  talking  about  "New  Spring 
Then,  in  an  advertisement  of 
this  size,  how  much  better  it  would  have  been  to  de- 
vote the  whole  space  to  ladies'  shoes  one  week,  and 
give  some  really  live,  interesting,  "newsy"  description 
of  one  or  two  definite  lines;  and  the  following  week 
give  the  whole  -pace  in  the  same  way  to  a  talk  straight 
to  plowmen  upon  the  many  good  points  of  the  plow 
boot.  Try  to  put  yourself  in  the  buyer's  place.  Think 
what  a  customer  for  ladies'  pumps  or  a  plowman's 
boot  would  be  most  likely  to  want  to  know,  for  in- 
stance, and  remember  that  this  is  the  kind  of  informa- 
tion of  which  convincing  advertisements  for  pumps 
or  heavy-work  boots  are  made.  First,  be  sure  you 
have  something — something  interesting — to  say  about 
every  thing  you  start  to  advertise.  Then  try  to  get 
the  advertisement  put  on  paper  as  clearly  and  effect- 
ively as  possible.  To  this  end  a  simple  rule  border 
would  have  been  an  advantage  in  this  case;  too  many 
different  styles  of  type  are  used ;  the  address  would 
have  been  better  placed  beneath  the  name  instead  of 
above  it ;  and  this  would  have  allowed  space  for  the 
note  "Cash  or  Eggs"  to  have  been  centred,  above  the 
signature.  This,  by  the  bye,  is  an  interesting  reminder 
of  the  days  when  most  of  the  trade  of  the  country 
store  was  carried  on  by  barter. 

Nothing  to  Create  Enthusiasm 

To  the  H.  S.  Campbell  advertisement  shown  as  our 
third  illustration,  some  of  the  criticisms  and  sugges- 
tions from  the  preceding  paragraph  equally  apply. 
Brevity  and  concise  statement  are  splendid  qualities 
in  advertisement  writing,  but  statements  that  are  so 
brief  that  they  don't  tell  half  the  story,  so  disjointed 
that  the}'  lead  nowhere,  and  so  concise  that  they  are 
are  altogether  uncon- 
vincing, are  just  as  much 
to  be  guarded  against  as 
too  long-drawn  senten- 
ces and  crowded  space. 
And  in  the  local  journal 
of  a  country  town  there 
never  is  the  imperative 
need  for  condensation 
that  the  high  space  rates 
of  a  large  city  daily  im- 
pose, nor  arc  the  readers 
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of  the  smaller  paper  accustomed  to  skimming  through 
the  sheet  that  brings  them  all  the  news  of  the  town 
and  their  neighbors,  in  the  same  hurry-scurry  style 
in  which  the  large  daily  often  is  read  and  thrown 
aside.  H.  S.  Campbell  had  a  useful  cut,  and  there 
is  a  touch  of  brightness  and  real  suggestion  in  the 
sentence  used  as  a  sort  of  slogan  at  the  head  of  the 

Retail  Shoe 

By  Frank 

The  man  who  conducts  his  business  on  the  theory 
that  it  does  not  pay  to  advertise,  sets  up  his  judgment 
in  opposition  to  that  of  the  most  successful  business 
men  in  the  world.  An  experienced  advertising  author- 
ity says :  "With  a  few  years'  experience  in  conduct- 
ing a  small  business  on  a  few  thousand  dollars  capi- 
tal, he  assumes  to  know  more  than  those  whose  hourly 
transactions  aggregate  more  than  his  do  in  a  year, 
and  who  have  made  their  millions  by  pursuing  a  course 
that  he  says  does  not  pay." 

If  advertising  does  not  pay  why  is  it  that  the  suc- 
cessful merchants  of  every  town,  large  or  small,  are 
the  heaviest  advertisers?  If  it  does  not  pay,  why  do 
the  largest  business  firms  in  the  world  spend  mil- 
lions in  that  way?  It  is  because  they  want  to  do- 
nate those  millions  to  the  newspaper  and  magazine 
publishers,  or  because  they  do  not  know  as  much 
about  business  as  the  six-for-a-dollar  merchant,  who 
says  money  spent  in  advertising  is  thrown  away? 

Possibly  your  advertising  takes  up  too  many  sub- 
jects at  one  time.  Perhaps  it  has  no  opening  argu- 
ment, and  gives  the  prospective  purchaser  no  possible 
incentive  to  come  to  your  store,  instead  of  to  some 
rival  in  your  city.  Of  course  you  can  not  sell  goods 
unless  the  customers  come  into  your  store,  and  unless 
you  offer  them  inducements  they  certainly  will  not 
continue  to  come  simply  from  force  of  habit.  We 
admit  that  after  you  have  established  a  sort  of  pres- 
tige for  good  footwear,  many  may  form  the  habit  of 
purchasing  from  you  without  further  inducements, 
but,  generally  speaking,  it  may  be  said  that  nothing 
short  of  a  continual  and  consistent  invitation  keeps 
the  trade  coming  to  you.  In  order  that  we  may  arrive 
at  some  of  the  faults  of  the  advertising  proposition 
let  us  take  up  the  average  methods  used  by  retailers 
in  making  up  copy  for  their  advertisements. 

The  printer  gets  the  dealer  frantic  over  the  'phone, 
or  writes  an  urgent  note  and  says  he  must  get  copy 
by  noon  or  thereabouts.  It  makes  no  matter  what 
other  business  worries  you  have  on  your  mind  or  what 
other  important  details  you  have  to  attend  to,  that 
need  for  copy  stares  you  in  the  face,  and  you  begin 
to  work  on  it  with  a  general  dislike  for  advertising 
right  at  the  start. 

You  can  not  produce  live  copy  in  this  manner. 
You  do  not  dare  to  repeat  the  advtrtisement  of  last 
week  again,  for  that  one  was  a  repetition  from  the 
week  before,  because  some  customer  or  other  insisted 
that  you  wait  on  her  personally,  and  that  took  your 
time.  You  have  not  a  single  new  idea  in  your  head. 
For  once  you  admit  that  your  mind  is  an  absolute 
blank,  and  finally,  after  two  or  three  frantic  efforts 
to  get  up  something  on  the  spur  of  the  moment,  you 
just  put  in  your  business  card.  The  printer  does 
not  care  if  you  spend  your  money  that  way.  It  is 
not  his  money,    but    you    ought  to  be  ashamed  to 
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announcement,  but  for  the  rest — and  for  a  special 
sale  that  surely  should  have  something  really  good 
to  offer  the  men  of  Fredericton — there  is  nothing  in 
it  that  is  calculated  to  raise  the  least  little  bit  of  en- 
thusiasm, nothing  to  set  men  talking-,  scarcely  enough 
to  invite  curiosity  or  create  real  interest.  It  might 
have  been  very  different. 

Advertising 

.  Morowski 

squander  the  money  which  you  need  in  developing 
your  business  in  this  careless  fashion.  Every  dollar 
you  spend  in  advertising  ought  to  bring  in  some  pro- 
portionate return  in  one  way  or  another,  and  when 
it  does  not  you  have  failed  to  make  your  copy  appeal 
to  the  people  you  want  to  reach. 

You  can  not  run  your  advertising  successfully  in 
this  fashion.  There  must  be  time  given  to  it,  if  you 
expect  to  get  returns,  and  if  you  do  not  get  them, 
please  do  not  blame  the  newspapers  or  the  hard  times, 
because  in  so  doing  you  are  simply  shifting  the  re- 
sponsibility which  rightfully  belongs  to  you. 

The  best  plan  we  can  suggest  for  a  retailer  to 
adopt  is  the  "scrap  book"  plan,  and  it  is  worked  in 
the  following  manner  : — 

Purchase  a  large  manila  scrap  book  about  12  x  20, 
with  a  good,  substantial  binding,  so  as  to  stand  con- 
tinual service ;  keep  it  on  a  convenient  desk  and  have 
a  paste-pot  near  it.  Each  time  you  see  an  advertise- 
ment which  strikes  your  fancy,  clip  it  out  and  paste 
it  into  this  book ;  making  mention  of  the  date  and  the 
paper  if  you  desire. 

You  need  not  confine  yourself  to  shoe  advertise- 
ments entirely,  for  the  advertising  of  other  businesses 
often  contain  ideas  which  might  be  adapted  to  your 
own  without  doing  more  than  changing  the  talk  to 
shoes. 

It  is  not  necessary  to  catalogue  these  clippings  in 
any  way,  but  simply  keep  them  so  that  when  you 
want  an  idea  you  can  run  through  the  pages  quickly 
and  find  one  there  without  having  to  start  and  write 
up  a  new  one. 

In  the  back  of  the  book  keep  a  set  of  advertise- 
ments of  your  own  business  in  regular  order,  starting 
from  the  back  and  working  towards  the  front,  until 
you  meet  the  other  section  working  from  the  front 
towards  the  back  of  the  book.  Inasmuch  as  there  are 
usually  about  two  hundred  pages,  in  such  a  book  as 
I  would  suggest  using,  it  will  be  seen  that  there  is 
plenty  of  room  for  a  multitude  of  ideas  in  this  one 
book.  After  you  have  tried  this  plan  for  a  time,  you 
will  see  the  great  advantage  of  it  and  you  will  doubt- 
less want  to  start  another  scrap  book  to  contain  store 
plans  and  other  store  helps. 

Clippings  from  trade  journals  and  from  magazines, 
arranged  in  this  manner,  will  be  found  very  helpful 
in  working  special  selling  plans  or  window  trims, 
and  once  you  have  such  a  set  of  books  you  will  never 
be  willing  to  part  with  them. 

In  writing  your  advertising,  you  must  never  forget 
the  class  of  people  to  whom  you  are  talking.  If  yours 
is  a  mill  town  and  you  sell  a  medium  priced  shoe,  get 
right  down  to  hard  facts  about  the  good  wearing 
qualities  of  your  work  shoes,  and  about  the  low  cost 
and  the  splendid  style  of  your  dress  shoes.    On  the 
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Other  hand,  if  you  are  catering  to  higher  class  trade, 
emphasize  the  comfort  and  fitting  qualities;  always 
hearing  in  mind  that  wear  and  price  have  much  to 
do  with  all  classes  of  trade. 

Above  all  else,  do  not  neglect  to  put  the  price 
on  all  your  advertised  goods.  This  is  contrary  to  the 
habits  and  beliefs  of  many  retailers,  but  the  best  ad- 
vertisers agree  that  it  is  the  one  essential  thing  that 
closes  the  selling  argument.  Anything  that  you  might 
say  about  the  wear  and  style  of  your  shoes  would  go 
strangely  amiss  if  the  price  of  them  was  not  within 
the  means  of  the  purchaser's  pocketbook.  While  it  is 
true  that  the  prospect  might  be  led  to  inquire  about 
them  if  no  price  was  mentioned  in  the  advertisement, 
it  is  also  true  that  you  are  not  selling  inquiries,  but 
footwear,  and  any  inquiries  which  do  not  produce 
sales  are  almost  useless. 

We  hear  quite  a  good  bit  about  "returns"  in  maga- 
zine circles  and  many  are  content  to  get  inquiries  for 
a  catalogue,  souvenir  or  sample,  trusting  to  their  fol- 
low-up service  to  make  the  actual  sale.  But,  in  the 
retail  field  we  have  to  depend  more  and  more  on  the 


immediate  desire  to  buy,  that  is  created  by  our  ad- 
vertising. 

There  are  many  ways  of  spending  your  advertis- 
ing appropriation,  and  simply  because  you  run  a  small 
advertisement  in  your  local  paper  is  no  reason  why 
you  should  not  have  one  or  two  other  plans  to  help  it 
along. 

The  best  results  are  obtained  from  a  working  force 
of  two  or  more  advertising  plans.  Suppose  you  run 
an  advertisement  in  the  paper  and  then  trim  your  win- 
dow with  the  goods  your  are  advertising.  Do  you 
not  believe  that  the  results  will  be  greater  than  if 
you  advertise  rubber  boots  and  then  trim  your  win- 
dow with  comfort  shoes  for  elderly  persons?  Again, 
suppose  you  advertise  a  special  sale  in  your  news- 
paper space,  and  then  accompany  it  with  several 
thousand  good  circulars  distributed  around  at  the 
homes.  On  the  day  of  the  sale  you  could  drive  a 
carriage  through  the  streets  with  a  banner  announcing 
the  sale.  Do  you  not  think  that  people  would  be  more 
interested  than  if  you  made  the  simple  announcement 
in  the  papers? — The  Shoeman 


How  to  Manage  a  Hosiery  Department 


The  initial  purchase  to  stock  a  hosiery  department 
in  an  up-to-date  shoe  store  is  by  no  means  an  easy 
task,  especially  if  placed  by  a  shoe  buyer  who  most 
probably  is  very  "green"  as  to  the  requirements  of 
quality,  shade  and  class  of  hosiery  which  would  be 
most  suitable  for  his  particular  trade.  After  the  first 
season  is  over,  however,  the  merchant  can  tell  bet- 
ter with  which  lines  his  customers  are  most  pleased; 
then  comes  his  chance  to  drop  those  lines  that  are 
not  "profit-makers,"  or  add  one  or  two  new  lines 
which  he  has  been  asked  for  during  the  previous  sea- 
son ;  thus  constantly  eliminating  all  "slow  sellers," 
and  adding  the  more  up-to-date  and  quickly-turned- 
over  lines. 

Of  all  the  difficulties  in  choosing  a  hosiery  stock 
there  is  one  that  is  by  far  the  most  exacting,  viz., 
the  proper  selection  of  the  various  shades  in  each 
color  to  match  the  corresponding  shades  of  satins  or 
fabrics  which  may  be  used  in  footwear,  or  even  col- 
ors in  leathers  for  that  particular  season.  In  this  lies 
the  merchant's  success  or  failure,  providing  he  has 
ordinary  common  judgment  as  to  a  proper  run  of 
sizes.  A  good  hosiery  department  with  well  selected 
stock  and  in  good  order,  may,  however,  soon  be  put 
to  disorder  by  the  employment  of  any  incompetent 
clerk,  or  even  one  who  is  not  interested  enough  in 
the  department  to  push  the  sale  of  the  "slow-sellers" 
by  constantly  showing  them.  The  clerk  must  also 
take  an  interest  in  neat,  clean  and  comnact  stock-keep- 
ing. The  following  is  a  satisfactory  method  of  stock- 
keeping  as  used  by  a  very  progressive  hosiery  depart- 
ment in  one  of  Canada's  oldest  and  finest,  exclusive 
footwear  stores. 

All  lines  being  numbered  on  the  boxes  or  packages 
by  the  manufacturer  when  the  goods  are  received  ; 
these  numbers  are  maintained  and  used  on  the  small 
pin-ticket  which  is  attached  to  every  pair  of  hose 
when  received,  thus  avoiding  the  use  of  any  cost 
mark  which  is  put  on  the  bottom  of  each  box  only. 
As  well  as  this  number  there  is  used  on  the  pin- 
ticket  the  size  and  selling  price  of  that  particular 
pair  so  that  in  case  of  emergency  any  clerk  may  be 
aide  to  make  a  sale  without  having  to  consult  the 


Pin  Ticket 


hosiery  clerk,  who  might  be  otherwise 
engaged  or  absent  for  that  day. 

The  forward  stock  consists  of  a  vari- 
ety of  sizes  and  styles  of  everything 
kept  in  the  department,  but  of  no  dup- 
licates. The  latter  are  kept  in  a  sur- 
plus room  under  lock  and  key  and  are 
in  charge  of  the  hosiery  clerk,  who  is 
held  responsible  for  the  stock,  no  other 
clerk  ever  using  that  particular  room.  I5y  this  method 
when  time  comes  for  inventory  there  is  not  the  diffi- 
culty of  broken  lines  as  in  the  forward  stock,  for  all 
lines  are  in  quarter,  half,  or  whole  dozen  packages; 
the  forward  stock  being  sized  from  surplus  as  required, 
but  in  full  packages  only. 

A  very  profitable  side  line  in  the  hosiery  depart- 
ment may  be  that  of  good  shoe  trimmings  such  as 
steel,  sterling  silver,  and  rhinestone  buckles,  to  say 
nothing  of  slipper  trees,  polish  and  laces,  if  a  mer- 
chant so  cares  to  load  up  his  department.  But  most 
important  of  all — do  not  think  for  one  moment  that 
any  merchant  can  economize  by  the  employment  of 
an  inexperienced  or  disinterested  hosiery  clerk  for 
this  will  ultimately  prove  very  expensive. 


Overgaiters  and  Leggings 

Overgaiters  and  leggings  will  be  much  more  in 
demand  this  year  than  ever  before.  The  well-known 
firm  of  Philip  Jacobi  are  offering  to  the  trade  their 
celebrated  Tailor-made  overgaiters  and  leggings.  They 
arc  made  in  varieties  of  cloth,  and  in  all  colors,  and 
so  shaped  that  they  will  fit  snug.  A  good  selling  line 
of  children's  corduroys  can  be  obtained  in  all  colors, 
and  judging  by  appearances,  will  be  great  favorites. 
Another  line  which  this  enterprising  firm  is  showing 
is  the  "Boudoir  So  Cosy"  slippers  for  which  the  de- 
mand has  always  exceeded  the  supply.  As  the  season 
for  delivering  these  lines  is  at  hand  it  is  advisable  to 
order  early  so  that  the  proper  assortment  of  sizes  can 
be  supplied,  and  Messrs.  Philip  Jacobi  request  their 
customers  to  bear  them  in  mind,  as  the  demand  is  go- 
ing to  exceed  the  supply  for  prompt  delivery. 
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The    Canadian  National  Exhibition 

Most  Successful  Ever  Held  in  Toronto — The  Footwear,  Leather 
and  Findings  Exhibits — Attractive  Displays  Demand  Attention 


The  Canadian  National  Exhibition,  held  at  Toron- 
to, has  this  year  greatly  surpassed  all  former  ones, 
both  in  number  and  variety  of  exhibits,  as  well  as  in 
attendance.  From  all  over  Canada  and  the  United 
States  visitors  arrived  in  such  numbers  that  the  city 
was  filled  to  overflowing"  and  the  street  car  service 
could  not  properly  cope  with  the  crowds. 

There  were  not  as  many  exhibitors    among  the 


Exhibit  of  Gutta  Percha  &  Rubber  Manufacturing  Company. 
Rubber  Footwear  was  shown  in  Case  at  Entrance 


footwear  and  leather  men  as  we  could  have  wished 
for  and  their  exhibits  were  not  grouped  together,  but 
were  scattered  through  two  buildings. 

The  Minister-Mvles  Company,  Limited,  Relindo 
Shoe  Company,  Anglo-Canadian  Leather  Company, 
and  A.  R.  Clarke  &  Company,  Limited,  had  booths  in 
the  Manufacturers'  Building;  while  the  "Nugget" 
Polish  Company,  Limited,  the  Arrowsmith  Arch  Sup- 
port Company,  and  Charles  Tilley  &  Son  had  space  in 
the  Process  Building. 

The  Minister-Myles  Shoe  Company,  Limited,  had 
an  excellent  situation  on  a  corner  and  their  excellent 
exhibit  of  high  grade  footwear  attracted  much  atten- 
tion. The  booth  was  in  charge  of  Messrs.  McGee  and 
Schuszler,  the  firm's  popular  travellers.  The  firm  gave 
away  thimbles  as  souvenirs. 

The  Relindo  Shoe  Company  had  a  very  attractive 
display  that  kept  a  crowd  continually  about  the  booth. 
Their  fine  footwear  and  beautiful  "Onyx"  hosiery 
proved  a  great  attraction  for  the  fair  sex  and  Mr. 
George  Cowling,  who  was  in  charge,  had  a  busy  time 
of  it. 

The  Anglo-Canadian  Leather  Company  had  an  ex- 


hibit that  the  firm  might  well  be  proud  of,  and  it  at- 
tracted universal  attention. 

A.  R.  Clarke  &  Company,  Limited,  showed  skins 
prepared  by  the  famous  Clarke  process  and  their  cele- 
brated patent  colt  attracted  special  attention. 

The  Arrowsmith  Manufacturing  Company,  of  Mor- 
ristown,  N.J.,  showed  a  fine  line  of  arch  props,  and 
also  the  "Surgeon's"  foot  brace. 

Charles  Tilley  &  Son  had  a  fine  lot  of  shoe  polishes 
and  the  excellent  lines  shown  brought  the  firm  a  large 
number  of  orders. 

The  Nugget  Shoe  Polish  Company  had  one  of  the 
most  attractive  booths  at  the  fair  and  showed  the  en- 
tire line  of  the  firm's  products.  They  had  a  free  shoe- 
shining  booth,  that  was  well  patronized.  They  gave 
away  thimbles  as  souvenirs. 

Among  those  present  at  the  Exhibition  were : 
Messrs.  A.  Kimmell,  Kimmell  Felt  Company,  Berlin, 
Ont. ;  F.  Fitzgerald,  Jr.,  Cook-Fitzgerald  Co.,  Ltd., 
London,  Ont.;  J.  K.  Phillips,  Solid  Leather  Shoe  Co., 
Preston,  Ont. ;  Bernard  Junker,  J.  A.  H.  Junker  Co., 


Booth  of  the  Nugget  Polish  Company.    Mr.  W.  F.  McNeil, 
Canadian  Manager,  is  standing  in  centre  of  the  group 
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Pittsburg;  C.  F.  Brimmer,  C.  A.  Spencer  &  Son,  Bos- 
ton, Mass.;  S.  A.  Denby,  Stcrry  &  Campbell,  Van- 
couver, B.C.;  Harry  McKellar,  McKellar  Shoe  Com- 
pany, Berlin,  Ont. ;  M.  Coutts,  Tip-Top  Heel  Com- 
pany,  Hamilton,  Ont.;  A.  E.  Metcalfe,  Nursery  Shoe 


Space  of  the  Anglo-Canadian  Leather  Company.      This  was 
one  of  the  most  unique  and  attractive  exhihits  at  the  fair 

Co.,  St.  Thomas,  Ont.;  \\  .  G.  Downing,  Williams 
Shoe  Co.,  Brandon,  Man. ;  Chas.  Fogelberg,  Getty  & 
Scott,  Gait,  Ont.;  J.  Holtz,  Kimmel  Felt  Co.,  Berlin, 
Ont.;  W.  Graham,  Webster  &  Graham,  London,  Ont.; 
J.  Foulton,  Williams  Shoe  Co.,  Brampton,  Ont.;  Fred 
Ahrens,  Chas.  A.  Ahrens  Co.,  Berlin,  Ont. 


The  Increased  Cost  of  Packing  Shoes 

Costs  of  packing  shoes  for  shipment  are  steadily 
increasing,  and  retailers  must  pay  the  increase  and 
collect  it  from  their  customers.  Recent  increases  in 
these  costs  amount  to  about  one-quarter  of  a  cent  a 
pair.  But  the  increase  in  a  long  period  of  years  has 
been  much  greater,  and  yet  few  people  have  noticed 
it. 

In  former  times  people  were  contented  to  take  new 
shoes  home  in  a  piece  of  brown  wrapping  paper  or 
even  in  an  old  newspaper.  Now  people  insist  on 
having  shoes  neatly  packed  in  cartons,  and,  in  many 
cases,  they  require  the  retailers  to  deliver  the  shoes 
to  their  homes.  All  of  which  service  is  wortli  while 
if  those  who  receive  it  are  able  to  pay  for  it. 

W  hen  shoes  were  simply  wrapped  for  distribution, 
manufacturers  could  put  many  of  them  in  a  barrel  or 
a  box  and  the  cost  of  freight  and  express  on  them  was 
small,  comparatively  speaking.  But  manufacturers 
must  now  wrap  each  pair  of  shoes  in  a  piece  of  soft 
paper,  put  the  shoes  in  a  carton,  put  a  fancy  covering 
and  label  on  the  carton  and  pack  the  carton  in  a  wood- 
en packing  case.  This  modern  service  costs  a  great 
deal  more  than  did  the  simple  service  of  former  days. 
But  it  is  worth  the  while  if  people  are  able  to  pay 
for  it. 

A  curious  illustration  of  the  increasing  costs  of 
1  tacking  shoes  is  found  in  the  case  of  newspapers. 
Formerly,  many  people  were  satisfied  to  have  an  or- 
dinary newspaper  wrapped    around    their  bundles. 


Now  they  have  the  newspaper  made  up  into  a  carton 
and  the  carton  covered  with  fancy  paper  and  label  and 
the  shoes  put  into  the  cartons.  The  paper  board  mills 
gather  old  newspapers  by  the  tons,  macerate  them  and 
make  them  into  a  stiff  board,  called  paper  board,  the 
nature  of  which  may  be  inspected  by  any  retailer  who 
cares  to  cut  up  a  carton  of  good  quality. 

Of  course,  it  costs  more  to  make  the  paper  board 
in  the  cartons  than  it  used  to  cost  to  wrap  shoes  in 
and  to  make  the  board  into  cartons  and  pack  shoes 

The  making  of  the  carton  is  only  the  beginning  of 
newspapers.  But  the  bundle  in  the  carton  looks  more 
attractive  than  the  bundle  in  the  newspaper  and  is 
worth  more. 

The  making  of  the  carton  is  only  the  beginning  of 
the  increase  in  the  costs  of  wrapping  shoes  for  ship- 
ment. Many  shoe  retailers  insist  upon  cartons  of 
special  size.  Manufacturers  of  cartons  have  their 
machines  and  their  factory  systems  set  up  to  make 
cartons  of  standard  sizes.  When  they  have  to  make 
special  sizes  they  must  readjust  their  machines  and 
their  system,  which  changes  cost  money.  But  the 
service  is  worth  the  expense  to  the  retailer  if  he  can 
afford  to  pay  it. 

The  Special  Carton  Evil 

It  may  be  stated  at  this  point  that  efforts  of  trade 
organizations  to  firmly  establish  standard  sizes  of  car- 
tons are  to  no  purpose,  as  far  as  the  Lynn  trade  is 
concerned.  Lynn  manufacturers  of  cartons  never  had 
as  many  orders  for  special  sizes  as  they  have  had  this 
year. 

The  carton  maker  is  still  up  against  the  increased 
expense  after  he  has  made  his  cartons.  Shoe  retailers 
are  insisting  on  fancy  labels  and  on  particular  shades 
of  paper  coverings  for  their  cartons.  These  special 
papers  and  labels  make  a  difference  of  from  $1  to  $10 
a  thousand  in  the  cost  of  making  cartons.  Of  course, 
it  is  worth  while  to  use  such  cartons,  if  retailers  are 
able  to  pay  the  increased  cost  of  making  them.  The 
carton  manufacturers  won't  and  the  shoe  manufac- 
turers take  a  similar  position. 

The  manufacture  of  special  cartons  would  be  sim- 
plified, by  the  way,  if  retailers  who  insist  upon  special 
paper  for  their  cartons  to  match  their  wrapping  paper 
would  inform  their  shoe  manufacturers  of  the  name 
and  the  address  of  the  firm  that  supplies  them  witli 
paper.  It  usually  happens  that  retailers  send  to  shoe 
manufacturers  samples  of  the  paper  which  they  want 
matched  and  the  shoe  men  turn  it  over  to  the  carton 
makers  for  the  address  of  the  firm  that  is  making  the 
particular  kind  of  paper  which  is  desired. 

Some  idea  of  the  expense  of  fancy  labels  may  be 
gained  from  the  fact  that  one  Lynn  manufacturer  of 
cartons  carries  more  than  1,000,000  printed  labels  in 
stock.  There  are  several  hundred  different  kinds  in 
the  stock  and  expense  of  keeping  them  in  order  is  con 
siderable. 

Present  chief  increase  in  the  cost  of  packing  shoes 
for  shipment  is  in  the  price  of  packing  cases.  Lumber 
for  packing  cases  that  used  to  sell  at  $16  is  now  sell- 
ing at  $20.  This  is  a  25  per  cent,  increase.  Makers 
of  packing  cases  are  advancing  their  prices  according- 
ly. Manufacturers  are  adding  the  increase  to  the 
price  of  their  shoes  and  retailers  will  eventually  have 
to  do  likewise. — Boot  and  Shoe  Recorder. 


The  man  for  whom  time  drags  while  he  is  at  work 
should  remember  that  it  is  only  when  the  hands  of 
the  clock  are  watched  that  they  seem  to  stand  still. 
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What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


A  New  Traveller 

Mr.  Harry  Gibbins  has  recently  been  initiated  as 
one  of  the  road  representatives  of  Getty  &  Scott,  Lim- 
ited, and  will  have  the  provinces  of  Manitoba  and  Sas- 
katchewan for  his  territory.  He  is  a  young  man  of 
bright  ideas,  with  a  practical  shoe  training,  both  in 
retail  and  wholesale  lines,  and  is  now  getting  a  factory 
training  with  his  firm  that  will  help  him  to  go  to  the 
trade  with  knowledge  of  the  goods  he  is  selling,  as 
well  as  how  the  goods  should  be  merchandised  in  a 
way  that  is  practical.  He  will  make  his  home  in  Gait, 
and  when  off  the  road  will  occupy  a  position  in  the 
factory,  so  that  his  customers  will  always  find  him  at 
headquarters.  Mr.  Gibbins  is  well  known  in  shoe 
circles,  and  his  many  friends  in  both  manufacturing 
and  retail  lines  will  wish  him  every  success,  which  is 
assured  by  the  fact  that  he  is  representing  one  of  the 
strongest  lines  of  women's  and  children's  shoes  on  the 
continent.  The  spring  samples  of  the  firm  this  year 
consist  of  a  great  variety  of  styles  and  the  beauty  of 
the  designs  is  exceptional. 


A  Familiar  Figure  on  the  Road 

Mr.  Edward  E.  Mclntyre,  the  popular  traveller  of 
the  Brandon  Shoe  Company,  of  Brantford,  Out.,  has 
had  over  twenty  years'  experience  in  the  shoe  busi- 
ness and  knows  footwear  from  A  to  Z.  Starting  his 
connection  with  the  shoe  line,  he  has  been  employed 
in  establishments  in  Toronto,  New  York,  Cleveland 
and  Rochester,  in  this  way  getting  a  big  knowledge  of 
the  Canadian  and  American  shoe  trade.  He  has 
covered  Eastern  and  Northern  Ontario  and  Montreal 
for  some  years  and  this  season  will  do  Quebec  City. 
His  last  trip  for  the  firm  was  a  record-breaker  in  the 


volume  of  business.  He  has  been  connected  with  the 
present  firm  for  the  last  four  years.  Mr.  Mclntyre 
is  of  an  easy-going  disposition  and  gets  the  "glad 
hand"  from  the  merchants  in  his  territory — and  their 
orders,  too.  He  is  now  out  with  his  company's  spring 
samples  for  1913.  "Ed"  lives  in  Toronto.  He  form- 
erly wore  a  moustache,  but  some  time  ago  he  and  it 
dissolved  partnership. 


An  Energetic  Salesman 

Mr.  James  P.  Maher,  one  of  the  popular  "Knights 
of  the  Grip,"  covers  northern  and  western  Ontario  for 
the  Reliance  Shoe  Company,  Limited,  of  Toronto.  He 
is  one  of  the  younger  generation  in  the  shoe  selling 
game,  but  his  genial  good  nature,  and  his  hearty  hand- 
shake, have  made  him  many  friends  along  the  route 
of  his  travels,  and  his  earnest  application  to  business 
has  earned  him  a  large  share  of  orders.  The  Reliance 
Shoe  Company,  Limited,  is  a  young  firm,  making  boys' 
fine  McKays,  and  they  attribute  a  large  share  of  their 
growing  trade  to  Mr.  Maher's  energy  and  his  ability  to 
ferret  out  business.  Mr.  Maher  starts  out  on  Septem- 
ber 19th,  with  an  exceptionally  fine  line  of  boys'  spring 
samples,  and  looks  forward  with  pleasure  to  meeting 
old  friends,  and  with  confidence  to  a  good  season,  and 
we  join  heartily  in  wishing  him  every  success. 


Snappy  Spring  Styles 

The  Cook-Fitzgerald  Company,  Limited,  of  Lon- 
don, Ontario,  has  fairly  surpassed  itself  in  its  lines  of 
fine  Goodyear  welts  for  men  for  the  coming  spring, 
This  progressive  organization  has  always  delegated  to 
itself  a  top  place  in  the  making  of  high  grade  shoes, 


Mr.  Harry  Gibbins 

Getty  &  Scott,  Limited 


Mr.  Edward  E  Mclntyre 

Brandon  Shoe  Company 


Mr.  James  P.  Maher 

Reliance  Shoe  Company,  Limited 
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believing  that  specialization  is  the  key-note  to  suc- 
cess. From  the  very  inception  of  the  firm,  in  1905, 
great  attention  has  been  paid  to  detail.  Anything 
new  appearing  on  the  market,  whether  lasts,  patterns, 
or  any  other  of  the  various  little  things  which  go  to 
make  for  success,  they  have  spared  no  expense  in  se- 

"By  the  Sad  Sea  Waves" 


The  above  photograph  of  three  Canadian  shoe  travellers  was 
taken  at  Beechwood,  Maine,    Mr.  Geo.  H.  Ferguson,  Hartt 
Boot  &  Shoe  Company,  is  on  the  right,    Mr.  Wilfred 
Lessard  of  the  Tetrault  Shoe  Company  in  the  cen- 
tre, and  Mr.  M.  L.  Savage  of  Jackson  6?  Savage, 
Tetrault  Shoe  Company,  and  J.  A.  6? 
M.  Cote  on  the  left. 

curing.  They  have  been  pioneers  in  giving  Canada 
the  very  latest  and  newest  that  the  market  affords. 
It  costs  money  to  do  this  as  it  means  several  new  lasts 
each  trade,  and  in  this  day  of  rapid  changes  from  high 
to  medium  or  low  toes,  it  is  a  costly  procedure.  Be- 
lieving it  would  be  essential,  however,  the  Cook-Fit z- 
gerald  Company,  with  a  view  to  satisfying  the  de- 
mands of  the  retailer,  has  never  hesitated.  The  lines 
for  spring  of  1913  embrace  the  receding  toe,  so  popular 
in  New  York  and  Boston,  and  other  large  cities;  the 
medium  toe,  which  the  middle  west  demands,  and 
there  is  a  range  of  high  toes  and  freaks  for  the  young- 
ster, who,  above  all,  wants  something  different  in  his 
foot  covering  from  that  of  his  father. 

Mr.  Fred  A.  Lovell,  the  new  superintendent  of  the 
organization,  a  shoemaker  to  the  manner  born,  who 
left  a  reputation  of  twenty-five  years  of  success  be- 
hind him  when  he  severed  his  connection  with  Thomp- 
son Bros.,  of  Brockton,  has  shown  his  individuality  in 
the  samples  for  spring.  There  arc  many  startling 
combinations  of  two  colors  of  tan  button  boots,  tan 
and  nubuck,  a  patent  oxford  with  red  silk  stitching, 
a  college  boy's  oxford  of  French  calf  with  harness 
stitching,  a  sample  of  Ferro,  the  washable  tan  stock, 
manufactured  by  Trostel  &  Sons  Company,  of  Mil- 
waukee, and  a  score  of  other  innovations  that  will 
whet  the  appetite  of  every  wide-awake  retailer  from 
Halifax  to  Vancouver. 


Should  Become  Papular 

The  Thompson  Shoe  Company  made  their  initial 
announcement  in  last  issue.  Already  in  operation  for 
two  months,  the  new  company  have  absorbed  the  bus- 
iness and  purchased  the  stock  of  the  Plyde  Shoe  Com- 
pany. Harry  E.  Thompson,  the  president,  has  re- 
turned recently  from  Boston  and  New  York,  where  he 
was  successful  in  securing  the  exclusive  Canadian 
agency  for  some  very  desirable  lines  in  women's  foot- 
wear. He  is  very  enthusiastic,  and  says  that  the 
prospects  of  the  new  organization  are  most  encour- 
aging. Already  the  salesmanagcr,  Mr.  W.  S.  Pettes, 
has  secured  the  nucleus  of  a  good  travelling  sales  force 
in  Geo.  E.  Boulter,  J.  M.  Peterman  and  Tom  Whittles. 
Others  will  be  added  during  the  season,  and  their 
travellers  will  be  "  on  the  way"  in  a  fortnight. 

Mr.  Thompson  says  that  the  new  company  intend 
to  specialize  on  popular-priced  shoes  for  men  and  wo- 
men, though  they  will  have  some  exclusive  lines  in 
the  higher  priced  shoes.  W  ith  strong  financial  back- 
ing from  several  prominent  Montreal  capitalists  and 
manufacturers,  the  Thompson  Shoe  Company  starts 
out  under  happy  auspices  and  should  become  popular 
with  the  shoe  trade  in  Canada. 


Superintendents'  and  Forman's  Picnic 

The  Montreal  Superintendents'  and  Foremen's  As- 
sociation were  particularly  unfortunate  in  selecting 
Saturday,  August  10th,  as  the  date  of  their  first  annual 
outing,  as  it  rained  the  entire  morning  and  well  into 
the  afternoon.  Notwithstanding  this  a  very  large 
number  of  the  members  and  their  friends  participated 
in  the  river  trip  on  the  R.  and  O.  steamer  "Three 
Rivers,"  and  proved  themselves  veritable  Mark  Tap- 


Mr.  E.  F.  Leonard 


Make  it  easier  for  people  to  buy  for  cash  than  for 
credit  at  your  store  and  more  of  them  will  do  it. 


leys  in  being  cheerful  under  adverse  conditions.  They 
were  indeed  a  merry  party,  and  with  dancing  and  sing- 
ing a  good  time  was  spent.  It  had  been  intended  to 
land  at  Lavaltrie,  P.O.,  and  a  programme  of  sports 
with  prizes  had  been  arranged,  but  owing  to  the  wet 
weather  this  part  had  to  be  omitted.  The  sports  will 
take  place  at  a  later  date.  The  following  were  outing 
committee:  Messrs.  G.  E.  MacMillen  (Chairman);  II. 
Dartois  (sec.-treas)  ;  E.  F.  Leonard  (president  of  the 
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association)  ;  A.  Coleman,  J.  Allen,  and  J.  Harris.  A 
waltzing  competition  for  five  dollars  given  by  Mr. 
Eugene  Guay  wound  up  the  programme. 

New  Canadian  Shoe  Factory 

E.  T.  Wright  &  Company,  the  prominent  United 
States  shoemakers,  who  produce  the  celebrated  "Just 
Wright"  shoe,  are  opening  a  Canadian  branch  at  St. 


Mr.  Ernest  E.  Donovan,  Managing  Director,  E.  T.  Wright  & 
Co.,  St.  Thomas,  Ont. 

Thomas,  Ont.  This  firm  do  a  large  Canadian  busi- 
ness, selling  over  150,000  pairs  a  year  in  this  country 
in  spite  of  the  duty.  They  believe  that  the  time  is  now 
ripe  for  them  to  establish  a  factory  in  the  Dominion 
to  attend  to  their  constantly  growing  trade.  Mr. 
Ernest  E.  Donovan,  formerly  with  the  Cook-Fitzger- 
ald Company,  will  act  as  managing  director  of  the  fac- 
tory and  will  be  in  charge  of  the  shoe  making  alone. 
The  financial  end  of  it  will  be  handled,  for  the  pre- 
sent, from  the  company's  office  in  Rockland,  Mass. 
Mr.  E.  E.  Donovan  is  a  brother  of  Mr.  A.  W.  Don- 
ovan, the  president  of  E.  T.  Wright  &  Company,  and 
formerly  was  employed  for  about  fifteen  years  with 
that  firm.  He  recommended  St.  Thomas  to  E.  T. 
Wright  &  Company  as  being  about  the  most  suitable 
place  in  which  to  locate  a  shoe  factory.  There  are 
three  lines  of  railways  in  St.  Thomas,  and  it  has  fine 
facilities  as  a  shipping  centre.  E.  T.  Wright  &  Com- 
pany approached  the  city  fathers  and  have  already  ar- 
ranged for  temporary  quarters.  The  machinery  is  go- 
ing into  these  at  once,  and  the  company  state  they 
will  be  able  to  ship  shoes  by  November  15th. 

They  are  also  erecting  a  permanent  factory  45x125 
feet  and  four  storeys  high,  with  basement.  They  ex- 
pect that  their  Canadian  business  will  so  develop  in 
the  next  few  years  that  they  will  probably  have  to 
double  the  size  of  this  projected  factory.  They  will  be 
turning  out  their  spring  goods  immediately  at  the  St. 
Thomas  factory  and  these  will  be  in  every  respect  the 
same  as  those  produced  at  their  Rockland,  Mass.,  fac- 
tory. E.  T.  Wright  &  Co.,  who  have  been  in  the 
Canadian  business  for  over  30  years,  have  orders  for 
$150,000  worth  of  Canadian  trade.  We  think  we 
can  say  that  their  lines  are  about  the  best  known  in 
Canada  of  those  produced  by  United  States  shoe  manu- 
facturing   houses.      The    temporary    factory  at  St. 
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Thomas  will  have  a  capacity  of  three  hundred  pairs  a 
day,  while  the  permanent  one  they  are  erecting  will 
be  able  to  turn  out  1,000  pairs  a  day. 

The  company  will  pay  the  corporation  of  St. 
Thomas  six  per  cent,  rent  on  their  premises  for  a 
period  of  ten  years,  after  which  time  they  have  the 
privilege  of  renewal.  The  company  wishes  to  make 
it  plain  to  the  Canadian  trade  that  they  will  produce 
the  "Just  Wright"  shoe  at  St.  Thomas, — exactly  the 
same  shoe  as  they  turn  out  at  the  Rockland  factory. 
The  name  of  the  company  will  be  E.  T.  Wright  & 
Company,  Inc.,  as  before.  The  officers  of  the  company 
are  A.  W.  Donovan,  president ;  J.  A.  Munro,  vice-presi- 
dent, and  E.  T.  Wright,  treasurer. 


A  New  Catalogue 

At  the  end  of  the  present  month,  Messrs.  Jack- 
son &  Savage,  78  St.  Peter  street,  Montreal,  will 
issue  their  second  semi  annual  illustrated  catalogue. 
This  will  show  styles  in  the  Master  Scout,  Boy  Scout 
and  Girl  Guide  shoe,  lines  manufactured  and  kept  in 
stock  by  the  firm.  Retailers  may  obtain  copies  by 
writing  to  Messrs.  Jackson  &  Savage. 


The  firm  of  Adams  Bros.,  Toronto,  are  busy,  work- 
ing overtime  filling  their  large  orders.  They,  in  com- 
mon with  all  factories,  are  turning  out  more  dongolas 
than  ever. 

A  Capable  Superintendent 

Mr.  Chas.  Fogelberg,  the  mechanical  superintend- 
ent of  Getty  &  Scott's  big  factory  is  a  man  of  high 
ideas  of  shoe  construction,  having  served  in  his  pre- 


Mr.  Charles  Fogelberg 


sent  capacity  with  many  of  the  largest  and  best  grade 
of  shoe  manufacturers  in  the  United  States.  He  has 
been  with  this  firm  for  over  two  years  and  the  shoe- 
making  on  the  goods  he  has  turned  out  is  as  near  per- 
fection as  can  be  obtained  anywhere,  owing  to  Mr. 
Fogelberg's  careful  supervision  and  the  capable  shoe- 
makers under  him  that  he  has  trained.  Fie  is  a  man 
of  strong  convictions  and  executive  ability,  perform- 
ing his  duties  with  a  care  that  is  bound  to  keep 
"Classic"  shoes  in  a  class  by  themselves. 
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With  the  Boot  amd  Shoe  Manufacturer 

Opinions  of  Trade  Leaders  on  Spring  Styles  What  the 
Shoe   Factories   are   Making    The  Favourite  Leathers 


The  firm  uf  Dupont  &  Frere  express  the  following 
opinion  upon  spring  styles  in  footwear:  "We  think 
thai  the  medium  high  toe  will  be  in  demand  this  year, 
as  we  have  found  that  the  extreme  receding  toes  are 
nol  selling  at  all  and  merchants  do  not  wish  to  look 
at  them.  The  blucher  cul  will  be  again  in  style,  while 
we  think  thai  tan  and  calf  leather  will  be  in  great 
demand.  I 'rices  are  so  high  that  there  will  be  a  sub- 
stitute for  this  leather  on  the  market,  but  we  believe 
that  the  real  calf  will  be  in  greatest  demand.  We  find 
that  the  retailers  are  asking  more  and  more  for  the 
best  grades  of  footwear  and  that  the  cheaper  grades 
arc  not  selling  as  strongly  as  formerly." 

The  T.  Sisman  Shoe  Company,  Limited,  of  Aurora, 
Out.,  say:  "Our  styles  arc  the  same  as  last  season, 
as  in  this  class  of  work  the  style  does  not  change  what- 
ever. We  are  making  chiefly  pebble  tan,  black  grain 
and  elk  leather,  the  latter  being  used  extensively  in 
high  cut  work.  Summing  up  all  our  goods  there  is 
nothing  new  about  them  but  the  price,  and  if  leather 
keeps  on  advancing  we  will  have  something  new  again 
in  this  line." 

The  Brandon  Shoe  Company,  Limited,  Brantford, 
<  >nt.,  say  that  their  styles  for  the  coming  season  will 
be  medium  toes.  The  English  last  will  nol  he  a  leader 
for  spring.  The  general  public  has  found  that  the  high 
toe  lias  been  such  an  easy  litter  that  they  are  very 
careful  not  to  go  back  to  the  recede  toe  too  quickly. 
They  have  put  in  a  special  line  this  season  of  "Mon- 
arch" and  "Brandon"  bench  made  shoes,  which  will 
he  cut  from  the  lines!  leather  and  made  by  experienced 
shoe  makers.  They  intend  to  make  this  special  line 
along  with  their  regular  ones  so  as  to  enable  the  mer- 
chants to  average  on  their  profits.  The  advance  of 
calfskins  and  leather  has  been  advanced  again  for 
the  coming  season,  which  means  that  we  will  have 
to  advance  our  price  on  shoes  for  the  spring  trade. 

The  Hurlbut  Shoe  Company,  Limited,  Preston, 
Ont.,  think  there  will  be  a  decided  reversion  to  the 
circular  vamp  laces  and  bluchers  for  1913.   Their  sales 


for  1012  pointed  that  way  and  they  consider  this  is  as 
it  should  be  and  a  real  benefit  to  all  concerned. 

C.  H.  Aborn  &  Company,  Lynn,  \las-~.,  say:  "It  is 
our  belief  that  pumps  and  patent  oxfords  will  be  the 
largest  sellers.  The  shoes  still  show  the  broad  high 
toe,  especially  in  the  west.  The  recede  toe  is  not  popu- 
lar except  in  the  bigger  cities,  and  even  then  only  in 
limited  quantities.  We  have  put  in  four  new  welt 
lasts  and  one  new  McKay.  These  include  a  low  heel, 
medium  spread  toe,  for  a  big  misses,  for  which  we 
have  a  great  demand.  Another  is  an  exclusive  western 
style  with  an  extreme  broad  toe.  The  west  is  always 
calling  for  "snap"  and  in  this  last  it  gets  it.  For  the 
big  cities  of  the  east  we  have  a  new  custom  made  last 
w  hich  is  still  needed  for  city  trade  in  New  York.  We 
have  also  a  medium  narrow  toe  for  conservative  trade 
with  a  13-8  and  15-8  Cuban  heel. 

"We  have  revised  all  our  patterns  and  have  new 
up-to-date  styles  for  all  our  new  spring  lasts,  so  that 
they  will  be  absolutely  perfect  litters.  We  have  over 
three  hundred  different  styles  of  shoes  for  spring  busi- 
ness, and  believe  we  have  the  strongest  line  in  our 
grade  which  goes  to  the  trade.  We  have  plain  tie, 
straight  tip  and  wing  tip  pumps,  in  high  and  low  heels. 
We  have  three,  four,  five  and  six  button  oxfords,  and 
the  blind  eyelet  lace  oxfords  towards  which  there 
seems  to  be  a  tendency.  As  to  leathers,  gunmetal 
seems  to  remain  the  strongest,  with  patent  a  close  sec- 
ond. Patent  leather  has  come  in  strong  demand  dur- 
ing the  last  year.  Ooze  calf  still  seems  good,  and  tans 
are  as  strong  as  ever.  We  have  a  big  variety  of  the 
newest  fabrics  such  as  whipcords,  Persian  satins, 
English  tweeds,  cravenettes,  satins  and  silks.  Kid 
leathers  in  red.  champagne,  and  dull,  are  also  strongly 
shown. 


Don't  take  a  man  into  your  store  to  work  for  you 
unless  he  is  one  whom  you  would  trust  with  your 
money  when  tempted  to  steal  it  with  little  chance  of 
being  caught. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Daoust,  Lalonde  &  Company,  boot  and  shoe  manufac- 
turers and  tanners,  Montreal,  have  been  incorporated  with  a 
capital  of  $750,000.  One  of  the  objects  of  incorporation  is 
to  give  the  heads  of  the  various  departments  a  pecuniary 
interest  in  the  firm. 

Foreman  &  Armstrong  arc  building  a  department  store 
at  Armstrong,  B.C. 

The  Imperial  Rubber  Co.  will  shortly  commence  work  on 
their  new  factory  at  Tilbury,  Out. 

Chas.  Young  &  Sons,  dealers  in  boots,  shoes  and  dry 
goods.  St.  Catharines,  Ont.,  have  discontinued  business. 

J.  N.  McArthur,  boot  and  shoe  dealer,  of  Swift  Current, 
Sask.,  is  deceased. 

Mr.    E.   Des   Laurier,   Montreal   representative   for  the 


Thompson  Shoe  Company,  Limited,  has  departed  for  Quebec 
to  spend  a  few  days  calling  upon  old  acquaintances.  While 
there  he  will  participate  in  the  celebration  of  Mr.  Filea- 
treau's  twenty-first  wedding  anniversary.  Mr.  Des  Laurier  is 
well  known  amongst  the  French  retail  trade  in  the  province 
of  Quebec,  and  there  is  no  doubt  that  he  will  increase  his 
large  circle  of  friends  during  his  stay  in  Quebec  City. 

The  Cook  Fitzgerald  Company,  Limited,  have  been  re- 
organized. Mr.  J.  V.  Flanagan,  a  wealthy  merchant  of  Bos- 
ton, has  been  elected  vice-president  and  has  taken  over  the 
interest  of  Mrs.  H.  Cook,  widow  of  the  late  Joseph  Cook. 
Mr.  C.  J.  Fitzgerald  continues  as  president  and  general 
manager.  The  plant  which  was  started  in  a  small  way  in 
11)05,  will  next  month  increase  its  output  from  500  to  800 
pairs  daily. 
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Mr.  A.  J.  Healey 


Mr.  A.  J.  Healey  has  been 
appointed  Resident  Manager, 
Quebec,  for  the  Canadian  Con- 
solidated Rubber  Company, 
Limited.  He  is  widely  known 
to  the  footwear  trade  in  Que- 
bec Province.  Mr.  Healey  has 
been  associated  as  a  salesman 
for  six  years  with  the  Merchants 
Rubber  Company  and  for  the 
past  two  years  with  the  Cana- 
dian Consolidated  Rubber  Com- 
pany. Of  genial  personality, 
"Alf."  has  a  thorough  knowledge 
of  the  shoe  trade  and  has  been 
busy  during  the  past  month  re- 
newing many  old  friendships 
with  the  retailers  in  Quebec  city 
and  environs. 

The  United  Shoe  Machin- 
ery Company,  Maisonneuve, 
have  asked  the  local  council  to 
obtain  from  the  Montreal  Tramways  Company  an  early  morn- 
ing service  for  the  accommodation  of  the  company's  em- 
ployees. 

The  Edmonton  Leather  &  Shoe  Company,  Limited,  have 
plans  in  progress  for  the  erection  of  a  tannery  two  storeys 
GO  x  130  feet,  and  a  shoe  factory  30  x  80  feet. 

Mr.  R.  C.  Holden,  vice-president  of  Ames-Holden-Mc- 
Cready,  Ltd.,  has  resigned  his  position  as  head  of  the  finan- 
cial department  of  the  company,  and  has  joined  the  stock 
brokerage  firm  of  Pitblado  &  Co.,  Montreal.  Mr.  Holden 
has  been  a  partner  in  this  firm  since  its  formation,  and  he 
is  now  taking  an  active  interest  in  the  business.  At  the  same 
time  he  retains  his  position  as  vice-president  of  Ames-Hol- 
den-McCready,  Limited. 

Mr.  W.  E.  Woelfle,  late  sales  manager  of  the  Kauffman 
Rubber  Company,  Berlin,  now  represents  the  A.  P.  Cimon 
Shoe  Manufacturing  Company,  Montreal,  in  Ontario,  and  will 
appoint  sub  agents.  The  company  have  put  five  new  lasts 
for  spring  in  men's  welts  and  women's  welts  and  McKays 
on  the  market. 

The  travellers  of  Geo.  A.  Slater,  Limited,  Maisonneuve, 
are  now  on  the  road.  In  Quebec  the  company  are  repre- 
sented by  Mr.  J.  A.  Portelance,  and  in  Western  Ontario  by 
Mr.  R.  J.  McAllister,  who  formerly  represented  the  com- 
pany in  Quebec.  Owing  to  expanding  business  in  the  North 
West,  an  additional  man  has  been  put  on  this  ground,  Mr. 
S.  A.  Bell  confining  himself  to  Manitoba  and  Southern  Sas- 
katchewan. The  company  have  several  new  lasts  and  pat- 
terns among  their  samples,  and  travellers  are  carrying  the 
largest  range  in  Invictus  women's  spring  goods  ever  shown 
by  the  firm.  The  business  in  this  department  is  increasing, 
and  the  new  samples  are  intended  to  meet  this  greater 
demand. 

Mr.  P.  J.  Porter  has  accepted  a  position  as  foreman  of 
the  making  room  with  the  Slater  Shoe  Co.  which  was  left 
vacant  by  the  resignation  of  Mr.  Sowles.  Mr.  Porter  was 
for  12  years  connected  with  the  Regal  Shoe  Co.,  Whitman, 
Mass.,  in  the  same  capacity. 

Mr.  J.  C.  Giroux  is  one  of 
the  best  known  shoe  salesmen 
travelling  out  of  Montreal.  For 
the  past  six  years  he  has  repre- 
sented the  jobbing  house  of  Al- 
fred Lambert,  Inc..  covering  ter- 
ritory north  and  west  of  Mon- 
treal. From  September  1st  he 
will  cover  same  territory  in  the 
interests  of  the  Canadian  Con- 
solidated Rubber  Company, 
Limited,  Montreal  Branch. 

The  boot  and  shoe  manufac- 
turers and  jobbers  of  the  Mari- 
time Provinces  held  a  meeting 
at  Sackville,  N.B.,  on  Aug.  21,  to 
discuss  trade  conditions.  The 
leather  situation  was  talked  over 
and  also  the  matter  of  shoe 
prices — the  continued  high 
price  of  leather,  increased  cost 
of  production,  etc.,  making  it 
imperative  that  an  advance  in 


Mr.  J.  C.  Giroux 


price  of  shoes  must  take  place.  No  action  was  taken  as  to 
uniformity  of  prices.  The  matter  of  terms  was  also  gone  into, 
the  terms  generally  prevailing  to-day  by  the  trade  being  2  per 
cent,  ten  or  net  sixty  days,  while  some  wholesalers  still  keep 
to  the  old  terms  of  5  per  cent,  thirty  or  sixty  days  or  net  4 
months.  It  was  thought  that  it  would  be  in  the  interest  of 
the  retailer  as  well  as .  the  wholesaler  if  the  terms  were 
made  2  per  cent,  ten  or  net  sixty  days,  and  thus  do  away 
with  overlapping  or  in  other  words,  shipping  fall  goods  be- 
fore spring  goods  are  paid  for.  Another  meeting  was  ar- 
ranged for  to  be  held  at  St.  John,  N.B.,  during  exhibition 
week.  The  firms  represented  at  the  meeting  were:  Waterbury 
&  Rising,  J.  M.  Humphrey  &  Co.,  St.  John,  N.B.;  L.  H. 
Higgins  &  Co.,  Moncton;  H.  H.  Crosby,  Yarmouth;  R.  Tay- 
lor &  Co.,  Halifax;  Amherst  Boot  &  Shoe  Co.,  Amherst; 
Standard  Manufacturing  Co..  and  A.  E.  Wry,  Sackville. 

Mr.  J.  M.  S.  Carroll,  District  Manager,  Montreal,  Can- 
adian Consolidated  Rubber  Company,  Limited,  was  in  Otta- 
wa and  Quebec  during  the  month. 

E.  Delaney  has  purchased  the  boot  and  shoe  business  of 
J.  N.  McArthur  at  Swift  Current,  Sask. 

F.  Guertin,  shoe  retailer  of  Hawkesbury,  Ont,  is  report- 
ed to  have  sold  out. 

The  Lynn  Shoe  Company,  Limited,  has  been  registered 
in  Montreal. 

Richard  Perron,  shoe  retailer  of  Megantic,  Que.,  is  re- 
ported to  have  sold  out. 

W.  J.  Spratt,  boot  and  shoe  dealer  of  Ottawa,  Ont.,  has 
been  succeeded  by  C.  G.  Pratt. 

Mr.  Arthur  Dubuc  has  join- 
ed the  sales  staff  of  the  Cana- 
dian Consolidated  Rubber  Com- 
pany, Limited.  He  will  cover 
territory  in  Quebec  Province 
west  and  east  of  Montreal.  Mr. 
Dubuc  is  well  known  as  a  suc- 
cessful shoe  salesman,  having 
travelled  in  Quebec  Province 
during  the  past  eight  years  for 
the  well  known  jobbing  house 
of  Daoust,  Lalonde  &  Com- 
pany, and  DufreMie  &  Gali- 
peau. 

Aird  &  Sons,  St.  Timothy 
street.  Montreal,  are  construct- 
ing a  new  factory  on  Ontario 
street,  Montreal,  which  will  be 
ready  by  the  beginning  of  No- 
vember. It  is  50  x  13G  feet,  of 
solid  brick  and  mill  construc- 
tion, and  consists  of  four  stor- 
eys and  a  high  basement,  giv- 
ing   approximately    four  times 

the  present  accommodation.  This  will  enable  the  firm  to 
give  prompt  shipment. 

Alfred  Bedard,  shoe  retailer  of  Montreal,  is  reported  to 
have  sold  out. 

The  Breithaupt  Leather  Co.,  of  Berlin,  Ont.,  are  increas- 
ing the  manufacturing  facilities  of  their  sole  leather  tannery 
at  that  point  by  the  erection  of  a  new  rolling  loft,  two 
storeys  high  and  45  x  96  feet  in  dimensions,  and  a  new  scrub 
house  also  two  storeys  in  height  and  34  x  60  feet  in  breadth 
and  depth.  These  structures  are  of  brick  and  are  being 
made  in  the  remodeling  of  another  building  to  be  used  for 
drying  leather,  adopting  the  new  tunnel  system  which  en- 
ables them  to  handle  a  large  quality  of  stock  to  far  better 
advantage  than  the  methods  previously  employed. 

Euguene  Guay  of  Montreal,  Que.,  has  been  registered  to 
carry  on  business  as  shoe  finding  manufacturers. 

J.  E.  Million,  shoe  retailer  of  Toronto,  has  advertised 
his  stock  for  sale. 

Mr.  E.  McNulty,  dealer  in  dry  goods,  boots  and  shoes, 
etc.,  of  Iroquois,  Ont.,  is  dead. 

Dion  &  Frere  have  been  registered  in  Montreal,  to  carry 
on  business  as  boot  and  shoe  dealers. 

An  accident  occurred  at  Dickinson's  Tannery,  Wood- 
stock, N.B.,  last  month,  by  which  Wilson  Cronkhite,  an 
employee,  was  scalded  to  death  in  the  vat. 

Messrs.  Harry  Adams  and  Frank  C.  Smith  are  repre- 
senting the  Slater  Shoe  Company,  Limited,  Montreal,  in 
Manitoba  and  Saskatchewan,  with  the  company's  "ready  to 
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Herbert  Snells,  Ltd.,  will  build  a  department  store  at 
Moose  Jaw,  Sask.    The  building  will  cost  $:soo,000  and  will 
have  80,000  feet  of  floor  space. 

James  Scott,  shoe  retailer  of  Gait,  Ont.,  is  reported 
to  have  sold  out. 

Artie  Coleman,  travelling  salesman  for  the  United  Shoe 
Machinery  Company,  is  spending  his  vacation  in  Boston. 
Brockton  and  Lynn. 

L.  B.  Fargo,  cost  man  of  the  Slater  Shoe  Company,  is 
enjoying  a  restful  vacation  at  Caledonia  Springs. 

Mr.  Thomas  Rankine,  of  Thomas  Rankine  &  Sons,  boot 
and  shoe  jobbers,  Edinburgh,  Scotland,  has  returned  home 
after  a  business  visit  to  the  principal  cities  of  Canada. 

Mr.  J.  M.  Peterman  of  the  Thompson  Shoe  Company, 
Montreal,  is  now  covering  the  territory  from  Port  Arthur 
to  the  Pacific  Coast  with  a  full  line  of  samples.  Mr.  Peter- 
man's  long  experience  in  the  retail  shoe  trade  makes  him 
very  enthusiastic  over  the  styles  that  he  has  to  show  the 
retail  buyers  for  next  season. 

W.  E.  Woelfle  is  the  president  and  manager  of  the  W. 
E.  Woelfle  Shoe  Company,  Limited,  Berlin,  Ont.,  and  a  large 
factory  will  shortly  be  erected  at  that  place.  Mr.  A.  Arm- 
burst,  the  secretary-treasurer  of  the  company,  has  been  con- 
nected with  shocmaking  all  bis  lifetime.  The  company  will 
manufacture  specialties. 

On  the  recent  visit  of  the  New  Haven  Foot  Guards 
(150  strong)  to  Montreal,  it  was  remarked  that  they  were 
particularly  well  shod  and  were  evidently  advertising  foot- 
wear. Not  a  man  wore  a  shabby  pair  of  shoes  but  each  dis- 
played the  evidence  of  the  premier  art  of  New  England, 
which  is  shoemaking. 

The  Minehan  Company,  shoe  manufacturers  of  Roches- 
ter, N.Y.,  have  announced  that  on  and  after  the  1st  of  Sep- 
tember the  salaries  of  their  salesmen  will  be  advanced  from 
a  5  per  cent,  to  a  0  per  cent,  basis.  In  making  the  an- 
nouncement the  company  said:  "We  beg  leave  to  announce 
that  beginning  with  the  spring  season,  September  1st,  1912. 
we  shall  voluntarily  place  our  selling  force  on  a  basis  of 
<i  per  cent,  instead  of  5  per  cent,  as  heretofore.  This  is 
done  in  a  spirit  of  fairness,  first  as  an  appreciation  of  the 
important  part  our  salesmen  have  had  in  the  growth  and 
success  of  our  business;  and  second,  on  account  of  the  greatly 
increased  expenses  incurred  by  the  salesmen  while  on  the 


ship  order"  proposition.  This  specialty  of  the  company  has 
been  made  a  feature,  and  has  produced  satisfactory  results, 
road.  The  time  was  when  5  per  cent,  was  a  fair  and  just 
compensation  for  the  sale  of  footwear,  but  present  condi- 
tions are  such  that  we  believe  the  salesmen  fully  entitled  to 
the  1  per  cent,  additional  commission,  which,  in  our  opinion, 
is  in  no  way  out  of  proportion  to  his  increased  expenses." 

Luke  Burke  and  Peter  Burke  of  Sydney,  N.S.,  are  enter- 
ing into  the  boot  and  shoe  and  men's  furni.-diings  business 
under  the  name  of  Burke  Bros. 

The  Toronto  Boot  &  Shoe  Manufacturers  of  Toronto 
are  about  to  open  a  branch  at  Vancouver. 

The  Wood-Paige  Shoe  Co.,  North  Vancouver,  B.C.,  has 
dissolved  partnership.  Mr.  Paige  retiring  from  the  business. 

C.  D.  Mitchener,  of  C.  D.  Mitchener  &  Company's  de- 
partment store,  Saskatoon,  is  retiring  from  the  business. 

Messrs.  John  Palmer.  R.  L.  McLellan  and  W.  A.  McLel- 
lan,  of  the  Palmer-McLcllan  Shocpack  Company.  Limited,  of 
Fredericton,  N.B.,  were  in  Montreal  last  week  on  business 
connected  with  the  firm 

Kiblcr  &  Truesdale  have  opened  a  boot  and  shoe  store 
in  Duncan,  B.C. 

Mr.  H.  J.  Karp  has  opened  a  shoe  store  in  Edmonton. 

Mr.  S.  Rumford.  >hoe  retailer,  of  Forest,  has  moved 
into  his  new  store. 

Mr.  A.  R.  Clarke  and  family  are  now  on  an  extended 
auto  tour,  visiting  Boston,  New  York  and  Providence.  He 
will  call  on  the  trade  at  these  places.  Mr.  Clarke  has  a  60 
h.p.  Alco  car  anl  is  a  motor  enthusiast. 

The  Brandon  Shoe  Company  Limited  have  been  forced, 
through  rush  of  orders  and  increased  business,  to  enlarge  their 
premises  and  have  contracted  for  an  extension  of  60  feet  to 
the  rear,  three  storeys  high,  with  another  storey  on  the  old 
building.  This  will  make  the  new  building  180  feet  long, 
three  storeys  high,  giving  them  an  output  of  1000  pairs  of 
shoes  per  day.  They  will  have,  when  the  addition  is  com- 
pleted, one  of  the  most  modern  factories  in  Canada,  and 
they  expect  to  have  it  in  full  operation  by  the  end  of  Oc- 
tober, in  order  to  take  care  of  their  spring  business.  The 
firm  makes  a  specialty  of  making  deliveries  on  rush  orders 
in  three  weeks  from  receipt  of  the  order  from  the  cus- 
tomer. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

F.  H.olmegreen  has  started  a  general  store  at  Edmon- 
ton. 

C.  N.  McCarthy  has  opened  a  general  store  at  Leth- 
bridge. 

Alex.  McDougall  has  started  a  general  store  at  West 
Edmonton. 

Sam.  Cushner  has  opened  a  general  store  at  Bittern 
Lake. 

M.  L.  Smith,  has  purchased  the  general  store  of  Field 
Bros,  at  Hutton. 

T.  A.  Brereton  is  opening  a  general  store  at  Riviere  Qui 
Barre. 

British  Columbia 

T.  (i.  Tcnnent,  general  storekeeper,  of  Ladner,  has  sold 
out  to  C.  A.  McKillop. 

E.  W.  Storey  has  sold  his  general  store  at  Koksilah,  to 
Donaldson  &  Knight. 

E.  W.  Prouse,  general  storekeeper  of  Yennadon,  has 
been  succeeded  by  C.  A.  Spink. 

Manitoba 

A.  I).  Wright,  general  storekeeper,  of  Grand,  Coulee,  has 
sold  his  business  to  Thos.  Jamel. 

Geo.  Pearson  has  started  a  general  store  at  Ridgeville. 

R.  P.  Eades,  Tngelow,  has  bought  the  general  store  of 
W.  H.  Clegg. 


E.  Fongeray  has  opened  a  general  store  at  Cardinal. 
M.  Allaire,  general   dealer  of  Cardinal,  has  been  suc- 
ceeded by  E.  Gongeray. 

Saskatchewan 

Jos.  Moore  of  Moose  Jaw,  has  added  a  line  of  boots  and 

shoes. 

H.  O.  Halverson,  general  storekeeper,  of  Birch  Hill.-, 
has  sold  out  to  H.  A.  Miller. 

D.  McNichol,  general  storekeeper,  at  Wadena,  has  sold 
his  stock  to  Hall  &  Hamelin. 

Geo.  Maskel,  general  storekeeper  of  Kipling,  has  been 
succeeded  by  the  Saskatchewan  Purchasing  Co.  Ltd. 

P.  Lepine  has  opened  a  general  store  at  Wakaw. 

Pitcairn  &  Sharwin  have  opened  a  general  store  at 
Morse. 

C.  Mollbcrry  has  started  a  general  store  at  Leeville. 
Thierman  Bros,  have  started  a  general  store  at  Webb. 
Black  &  McHugh  are  starting  a  general  store  at  Thack- 

erey. 

Classen  &  Braun.  general  storekeepers.  Dalmeny.  have 
been  succeeded  by  H.  H.  Classen. 

H.  H.  Harder  has  sold  his  general  store  at  Herbert  to 
Zacharias  Bros. 

The  Liberty  Trading  Co.  Ltd.,  of  Liberty  has  sold  out 
its  general  store  to  Jas.  Robinson. 

H.  Schraeder  has  opened  a  general  store  at  Aberdeen. 
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Eclipse  Colt 

Strictly  Russian  Skins.    No  domestics  are  tanned  by  us. 
Russian  skins  are  firmer  grain;  are  more  pliable  and  are 
less  liable  to  check  and  pipe  than  others. 
Shoe  Manufacturers  :    we  can  minimize  your  complaints 
from  retailers. 

Retailers:  we  can  minimize  your  complaints  from  consumers. 

ECLIPSE  TANNING  COMPANY 


11  CENTRAL  AVE.,  ROCHESTER,  N.  Y. 


If  You  Are  a  Shoe  Manu- 
facturer, READ  THIS! 


New  Pump  Form 


This  season  we  have  made  a  form  especially 
adapted  for  pumps  from  bass  wood.  Weighs 
h  ounce,  others  weigh  about  3  ounces.  All 
shoe  manufacturers  have  been  looking  for 
this  style  form.  Can  be  used  to  display  pumps 
or  low  cut  shoes. 

Pyralin  Finished  Form 

Our  new  Pyralin  Finished  Form  is  fast  re- 
placing our  Satin  Covering.  Looks  neater 
and  guarantees  a  great  saving. 
It  can  be  washed  with  soap  and  water.  No  acid 
or  grease  will  affect  it.  Made  ill  any  shades  to 
match  any  colored  shoes  you  make.  We  are 
also  making  17  shades  on  our  satinette  polish- 
ed form. 

Send  us  a  right  foot  last  with  innersole  pattern  and  we 
will  give  you  prompt  attention. 

We  see  no  reason  why  we  cannot  be  favoted  with 
apart  of  your  business,  as  we  have  a  24  lathe  plant 
with  a  capacity  0/  1200  pairs  per  day — latest  styles 
and  superior  workmanship. 

LYNN  LAST  COMPANY 

Manufacturers  of  Last  Patterns  and 
Hollow  Forms  of  Latest  Design 


LYNN,  Mass. 


The  "Live  Line  for 
Lively  Youngsters" 

are  made  in  either  Turn,  Welt  or 
Mackay  and  can  be  obtained  in  all 
the  prevailing"  leathers  and  fabrics. 

Write  for  information  and  prices 

Jorolemon-Oliver  Co. 

ROCHESTER,  N.  Y. 


The  Fraserville  Shoe 
Co.,  Limited 

FRASERVILLE,  QUEBEC 

Manufacturers  and  Wholesalers 


We  carry  a  Large  Stock  of  every  line  of 
Men's,  Women's  and  Children's  Shoe. 


Our  Special  Brands  of  High-Grade 
Shoes  are 

"New  York  Style" 

For  Men 

"The  Albani  Shoe" 

For  Women 


We  fctand  behind  and  guarantee  every  pair  of 
these  shoes  produced.  Samples  will  be  express- 
ed free  of  charge,  at  our  expense,  on  request. 

We  can  save  you  money  on  Shoe  Packs.  Ask 
us  for  quotations  and  samples. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 


When  you  come  to  Rochester  you'll  be  made  welcome  at 

Hotel  Eggleston 

ROCHESTER,  N.  Y. 


EUROPEAN  PLAN 

Excellence  without  extravagance.  Splendid  rooms 
$1  00  and  upward.  Rooms  with  private  bath  and  toilet 
$1.50  and  $2.00  per  day. 

Moderate  price  in  restaurant. 

A.  H.  McGreal,  W.  G.  Gilbert,  Proprietors 
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Wanted  and  For  Sale  Department 

Publishers  Notice: —  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  w  ord  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  he  answered  (  are  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


SALESMAN  —  FOR  BEST  SOFT 
sole  line-  in  Rochester.  Flexible  Turns. 
Liberal  commission.  Prices  right. 
Address  llox  576,  Footwear  in  Canada, 
Toronto,  (hit.  '.) 

SHOE  CUTTERS  WANTED  ON 
nursery  work,  must  be  capable  of 
matching  line  colored  work.  Highest 
wages,  steady  work.  The  Hurlbut 
Company,  Limited.  Preston,  Ont.  9 

WANTED — SHOE  TRAVELLER— TO 
carry  first-class  line;  manufacturers 
between  Port  Arthur  and  the  Rockies; 
salary  and  commission.  Box  5.48, 
Footwear  in  Canada,  Toronto,  Ont.  8F 

WANTED  —  SHOE  SALESMAN  — 
capable  of  taking  charge  of  depart- 
ment if  necessary;  good  position  for 
the  right  man;  must  be  temperate  and 
well  recommended;  state  age,  wages 
required  and"  how'  soon  you  can  come. 
Box  580,  Footwear  in  Canada,  Toron- 
to, Ont. 


SALESMAN  WANTED— TO  CARRY 
my  line  of  children's  turns.  I  make 
nothing  but  turns,  nothing  larger  in 
size  than  ."«  to  s.  all  good  sellers.  Case 
weighing  but  8  pounds.  A  fine  side 
line  for  live  wires  at  6  per  cent,  com- 
mission. State  territory.  Address 
Box  577,  Footwear  in  Canada,  Toron- 
to, Ont.  9 

WW  XTED— SHOE  TRAVELLER— TO 
carry  a  line  of  men's  and  boy's  welt 
shoes  on  commission,  to  canvass  the 
retail  shoe  stores  in  towns  east  of  To- 
ronto; these  samples  are  thoroughly 
up-to-date  and  made  on  the  latest  Am- 
erican lasts,  and  at  popular  prices;  al- 
so want  traveller  to  canvass  towns 
west  of  Toronto,  same  as  above.  Ap- 
ply to  P.  O.'  Box  1,448,  Montreal.  8F 


SALESMAN  WANTED  —  LARGE 
United  States  firm  making  soft  sole 
shoes  and  moccasins  wants  Canadian 
salesman  with  good  connection  to 
carry  their  goods  as  a  side  line.  Will 
pay  10  per  cent,  commission.  Sample 
case  weighs  only  8  lbs.  Apply  Box 
579,  Footwear  in  Canada,  Toronto, 
Ont.  9-10 

Positions  Wanted 


YOUNG  MAN  WITH  RETAIL  Ex- 
perience desiring  change  wishes  posi- 
tion as  traveling  salesman;  can  furnish 
best  of  references.  Age  26.  Address 
Box  575,  Footwear  in  Canada,  Toron- 
to, Ont.  9 

EXPERIENCED  MAN  SEEKS  SITU- 
ation.  capable  of  working  Goodyear 
Rapid  Stitcher,  Loose  Nailer,  Welt 
Beater  and  Welt  Skiver.  $16  per  week. 
Reply,  Arthur  Braine,  c/o  W.  T. 
Smith,  Clarksburg,  Ont.  9 

BOOT  AND  SHOE  TRAVELLER  DE- 
sires  position  in  same  line.  Best  of 
reasons  for  wanting  a  change;  well 
known  in  Quebec  province,  especially 
in  eastern  townships,  Beauce,  Megan- 
tic  and  Huntingdon  districts.  Perfect 
knowledge  of  languages.  No  objec- 
tion to  any  other  territory.  Address 
Traveller,  Box  550,  Footwear  in  Can- 
ada, Toronto,  Ont.  8F 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T  I  FIlWARnS  119  Summer  Street 
1.  J.  LU  »Y  rtI\UO,  BOSTON, Ma»«.,U.S.J 


ASSISTANT  MANAGER  POSITON 
Wanted — A  thorough  and  reliable  shoe 
man  desires  to  make  change.  Fourteen 
years'  experience;  can  dress  windows, 
make  show  cards  and  am  now  taking 
course  in  International  Correspondence 
School  in  advertising.  Address,  Box 
574,  Footwear  in  Canada,  Toronto,  Ont. 

9 


Agents  Wanted 


SALESMAN  WANTED— TO  CARRY 
as  a  side  line  a  legitimate  and  good 
selling  article.  Good  commission.  See 
advertising  page — this  issue.  The  Os- 
car Onken  Co.,  Cincinnati,  Ohio.  9 

LARGE  WISCONSIN  FIRM  OF 
manufacturers  doing  extensive  busi- 
ness throughout  the  United  States 
and  putting  out  a  particularly  attrac- 
tive fine  quality  line  of  shoes  and  slip- 
pers, desires  to  arrange  with  good  re- 
liable jobber  in  Toronto  or  Montreal 
for  Canadian  representation.  The 
goods  are  well  known,  have  a  high 
reputation  and  are  extensively  adver- 
tised. An  attractive  proposition  is  of- 
fered to  reputable  firm.  Reply  Box 
569,  Footwear  in  Canada.  Toronto, 
Ont.  9 


We  want  to  BUY  for  GASH  all 
the  PIECED  HEEL  STOCK  you 
make7 

Brockton  Heel 
Company 

BROCKTON,  MASS. 


Are  you  Looking  for  Help? 

The  surest  and  quickest  way  to  secure 

SHOE  FACTORY  HELP  RETAIL  SALESMEN 

TRAVELLING  SALESMEN         OFFICE  ASSISTANTS 

is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  Jesuits  come  from  little  want  ads. 

Try  one  next  issue. 

Footwear  in  Canada22  °  TORONTO  *8t 


MAKE  MONEY 

On  Your  Customers'  Bunions 

The  Fischer  Bunion  Protector  not  only  ful- 
fills every  claim  we  make  for  it,  but  it  sells 
shoes  for  the  dealer,  permitting  a  perfect 
lit  direct  from  (lie  shelves  in  any  style  shoe 
that  strikes  your  customer's  fancy.  It  af- 
fords comfort,  satisfies  the  trade  and  holds 
their  business.  That  givesyon  a  big  pres- 
tige among  prospective  buyers.  It's  the 
sort  of  advertising  you  can't  purchase.  Tin- 
old  "Pocket  "  method  made  NEW  shoes 
look  like  OLD  ones.  It  produced  deformed 
and  unsightly  shoes,  advertised  your  cus- 
tomer's trouble  and  caused  discomfort  and 
dissatisfied  trade. 

Write 

The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


PHOTOGRAPri  OF  A  SHOE  WORN 
OVER  A  BUNION  NOT  PROTECTED 
9Y  A  FiSCMCR  BUN'ON  PROTECTOR 
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BOX  TOES 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
— any  kind. 


HEELS 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co., 


102  Christophe  Colomb  Street, 
MONTREAL 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Outs  and  Unlined  Shoes,  Tanned 
so  as   to  Wear  Well  and  Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents :  CHICAGO  TANNING  CO. 
MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  GLOVERSVILLE,  N.Y.  ST.  LOUIS,  MO 
128  Summer  St  11  Cayadutta  St.  619  E.  Eighth  St. 


D 


Q 


TRADE  MARK   REG.   U.   S,   AND  CANADA 


(tod 


Pla-Mate  Shoes  are  made  for  boys,  girls  and  infants.  They  are 
genuine  Goodyear  Welts  and  follow  the  natural  lines  of  the  foot.  We 
assume  the  great  expense  and  responsibily  for  you  by  carrying 


17  STYLES 

Sizes,  4-8  8*4-12 


.  Lace 
.  Lace 
.  Lace 
.  Lace 
Button 
Button 
Button 
Button 


L400  Patent  Pla-Mate  . 
1101  Dull  Calf  Pla-Mate 

1403  Tan  Russ.  Pla-Mate 

1404  Glazed  Kid  Pla-Mate 

1440  Patent  Pla-Mate  . 

1441  Dull  Calf  Pla-Mate  . 

1443  Tan  Russ.  Pla-Mate 

1444  Glazed  Kid  Pla-Mate 
H40  Patent,  Pla-Mate  Hi-Cut  Button 
H41  Dull  Calf  Pla-Mate  Hi-Cut 

Button 

H43  Tan  Russ.  Pla-Mte  Hi-Cut 
Button 

1460  Patent  Pla- 
Mate    .   .  Pump 

1461  Dull  Calf  Pla- 
Mate    .   .  Pump 

1463  Tan  Russ.  Pla- 
Mate    .   .  Pump 

1140  Patent  Baby 
I'la-Matc    Hut  ton 

1143  Tan  Russ. 
Pla-Mate  Button 

1144  Glazed  Kid 
Pla-Mate  Button 


Send  for  illustrated 
folder  and  Samples. 


WILLIAMS,    HOYT  &  CO. 


No.  6  Commercial  St. 


ROCHESTER,  N.  Y. 


A  Few  Reasons  why  H.  &  C.  Glazed  Kid 
is  becoming  more  Popular  Every  Day 

Ibt    It  has  a  fine,  flat  grain 
2nd  It  has  mellow,  full  feel,  yet  tight 
3rd  It  is  uniform  in  weight  and  selection 
4  th    It  makes  a  high  quality  shoe 

5th    You  can  get  the  same  selection  to-day,  to-morrow  or  next  year 
May  We  Send  You  a  Few  Sample  Dozens  ? 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory :  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFICE. 
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Do  You  Need  Any  Help? 

Are  You  Having  Any  Trouble  With  Your  Cement  ? 

Try  our  celebrated  brands  of 

Chrome  Folding  Channel 
and  Sole  Laying  Cement 

They  will  do  the  work. 

Is  Your  Tan  Stock  Running  a  Uniform  Color  ? 

If  not,  try  our  Tan  Renovator  made  to  match  any  stock,  and  see  your  shoes  come 
through  the  same  shade  throughout. 

Our  Tan  Clarified  Wax  Friction  Dressing  will  give  a  beautiful  gloss  without  leaving 
any  smut  or  coloring  the  stitching. 

We  are  willing  to  demonstrate  our  goods  in  any  factory. 

Canadian  Blacking  &  Cement  Company 

Hamilton  -  -  Canada 


rrri 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 
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DIES 


Being"  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE   CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brockton,  Mass. 


FACTORIES  : 
Haverhill,  Mass. 


Chicago,  111. 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting  Dies 

of   Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.,  Montreal 


~?  o 


/ 


£ 


j4$JO  FOR/ 

So  Qosy 

trade  mark: 

SHOES 


A  Baby  Could 

go  barefoot  in  a 
$o;6osy  shoe  and 
never  miss  the 
stockings. 

Your  Jobber  has 
them. 

'  HURLBUT  C°u:,„„ 

PRESTON  CANADA 


THE    BARK  SUPPLY 


All  tanners  realize  that  the  supply  of  bark  in  this  country  is  growing  less  every  year.  The  natural  tendency  is 
toward  imported  tanning  materials,  and  the  wise  tanner  will  use  some  of  these  materials  before  his  bark  supply  is 
entirely  exhausted.    We  are  importing  an  absolutely  pure  Bark  Extract  that  pleases  many  tanners.    This  is  our 

GOLDEN  CUTCH 

in  solid  form,  55-60%  tannin.    There  are  good  reasons,  aside  from  the  bark  shortage,  why  tanners  should  use  this 
material.    (1)  It  makes  a  strong  leather.    (2)  Produces  a  beutiful  color.    (3)  It  will  increase  weight. 
It  is  to  your  interest  to  investigate  this  material.    We  will  be  glad  to  tell  you  all  about  it. 

Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,  Greases,  Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 

Cresent    Brands  Excel 

New  York  Office.  82  Wall  Street       Branch  Store,  Chicago,  1030  North  Branch  Street       201-225  Purchase  Street,  75  High  Street,  Boston,  U.S.A. 
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BOUDOIRS 


"Home  Comfort"  Carried  in  Stock 

Just  what  hundreds  of  your  women  buyers  want  for  a  com- 
fortable and  attractive   house  slipper. 

"Home  Comfort  "  Boudoirs  are  made  in  many  colors,  with 
silk  pompoms  and  are  popiline  lined  to  match  the  color 
of  the  leather,  or  if  preferred,  in  combination   of  color. 

Colors  in  Leather        #^s_  Co,0rS  'n  P°pi,ine 

Tan  m  Gray 


an 
Blue 


Tan 


Pink  ^^QH  Blue 

Red  ^^5SL^^B^  Pink 

Black  Red 

Black 

Price  75c-  per  pair.   Heels  10c  extra.    Discount  6  per  cent,  in  ten  days. 

We  make  these  Boudoirs  in  popiline  as  well  as  leather  and  with  hows  in  place  of  pompoms. 
This  line  is  a  great  seller  and  a  profit  maker.     Let  us  send  you  a  few  sample  dozens  for 

a  trial  order. 

Jobber  Write  for  Prices 

HOME  COMFORT  SHOE  CO., 

Haverhill       -  Mass. 


Sales- 
Men 
Wanted 


Sales- 
Men 
Wanted 


Arnold  (McKay)  Flex  Welt 

The  greatest  and  newest  thing  in  Welt.  We  are  the 
exclusive  manufacturers  for  Canada  and  Great  Britain. 

Goodyear  Side  Welting 

We  make  only  from  our  own  side  leather.  Our  cus- 
tomers include  most  of  the  large  shoe  houses  of  Canada. 

Oil  Tan  Moccasin  Leather 

Heavy  for  oil  packs.  Light  for  prospectors'  boots. 

Combination  Shoe  Leathers 

Write  for  samples  and  further  information.      We  pay 
special  attention  to  prompt  deliveries. 


Wickett  &  Craig,  Limited 

TORONTO,      -  CANADA 
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Chrome 

Velvet 

Splits 


in  all 
Colors  and 
Weights 


Fine    Stock    for  Shoes, 
Slippers,  Quarter  Linings, 
Toppings,  Button  Fly,  etc. 
Write  for  Samples 

Wright  &  Wright 

109  Lincoln  Street, 
BOSTON,  MASS. 

Tannery :  LYNN,  MASS. 


Also  General  Agents  for 

A.  B.  HOFFMANN  &  SON  Inc.,  Lynn,  Mass. 

COLORED  KID  and  MATT  TOPPING 


The  Ault  Line 
for  Winter  Trade 


"V"OU  could  not  furnish  your 
customers  with  more  desir- 
able shoes,  at  any  price,  than  are 
found  in  our  new  range  for  the 
early  months  of  1913. 

Any  wide-awake  buyer  will  appre- 
ciate the  value  of  these  lines. 

Judge  for  Yourself 
We  Will  Send  You  Samples 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa  Ontario 


Now  Is  The  Time 
For  Solid  Shoes 


SOLID  Shoes  for  late  winter  trade  is 
the  present  demand  in  all  classes 
of  trade.  Now  is  the  time  to  test  the 
merits  of  our  truly  good  Solid  Shoes. 

Ahrens'  Solid  Shoes 

are  built  of  honest  solid  leather  through 
and  through,  and  are  made  for  hard  wear 
all  the  year  round.  These  shoes  make 
the  strongest  appeal  to  the  thinking  pur- 
chaser of  winter  footwear — get  to  know 
them  now. 


and  (jjmpap 

BERLIN,  ONT. 


H 

O 
T 
E 
L 

E 
S 
S 
E 
X 


Our 
New 
Add- 
ition 
Gives 
us  100 
New 
Rooms 
Each 
with 
Bath. 


Situated  in  the  Heart  of  Boston's  Shoe 
and  Leather  District  located  directly  op- 
posite the  South  Terminal  Station.  This  is 
the  logical  place  for  you  to  stop  when  in 

==  BOSTON  ===== 


B 
O 
S 
T 
O 
N 

M 
A 
S 
S 


i^very 
Con- 
ven- 
ience 
for  the 
Bus- 
iness 
and 
Travel- 
ing' 
Aran. 


Headquarters  for   the    Shoe    and    Leather  Trade 


WRITE  OR  WIRE  ROOM  RESERVATIONS 

Manager  Hotel  Essex,  Boston,  Mass. 
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The  Union  Label 
Plus  Influence! 

PHK  Union  Label  means  something  more  than  protection 
A  to  the  shoe  worker.  It  means  protection  to  every  wearer 
of  shoes,  because  it  signifies  good  workmanship,  good  condi- 
tions, honest  goods,  honest  prices,  all  of  which  mean  influence, 
and  influence  to  you  means  more  customers,  more  sales,  more 
prestige,  more  profits. 

^  Our  campaign  of  advertising — educational  in  its  nature- 
is  teaching  the  public  the  importance  of  the  Union  Label, 
and  the  demand  for  Union  Stamped  shoes  is  enormous,  and 
is  rapidly  increasing.     You  cannot  afford  to  do  without  this 
large  and  profitable  trade. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street,  Boston,  Mass. 


John  F.  Tobin,  President 


Charles  L.  Baine,  Sec.-Treas. 
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Sept.  9th 

is  the  Day 

our  travellers  start  out  with 
the  smartest  line  of  Boys'  Mc- 
Kays ever  sent  out  from  any 
factory. 

We  would  urge  upon  every  shoe 
dealer  the  wisdom  of  seeing'  our 
samples  before  completing"  your 
spring  buying". 

New  Styles,  New  Lasts,  NewDesigns, 

but  the  same  Quality! 

The  Canadian  Boy  Shoe 
is  "Bilt  for  Boys 

reproducing  all  the  best  features  in  men's 
styles  in  boys'  footwear. 

The  Reliance  Shoe  Co. 


122  Adelaide  St.  W.,  Toronto 


Limited 


Kosmo  Glazed  Kid 


in  every  grade  is  exception- 
ally good  value.  Good 
Tops  and  Vamps  may  be 
cut  from  extremities  and 
very  edges  of  the  skins. 
The  wonderfully  even  grain 
of  the  entire  surface  makes 
this  possible.  We  produce 
this  result  by  a  method  re- 
cently originated  and  in- 
stituted by  us — a  method 
individual  to  our  factory. 

It  has  a  mellow  Kiddy  feel 
and  the  finish  is  bright  and 
smooth.  Our  system  of 
double  passing"  and  inspec- 
tion, also  original  with  us, 
insures  a  remarkable  degree 
of  uniformity. 

We  should  be  glad 
to   submit  samples 


Manufactured  by 


L.  Agoos  &  Co. 

Wilmington,  Del. 

Main  Office  and  Salesroom,  68-72  South  St.,  Boston 


Rochester 

Cincinnati 


-Agencies  

Philadelphia 


San  Francisco 
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Metal  Shoe  Fixtures 


will  always  be  pop- 
ular, they  have  so 
many  points  in 
their  favor.  There 
is  Strength,  Dur- 
ability, Multiplicity 
of  Adjustment  and 
Beauty  of  Finish 
all  combined. 

We  make  wood 
fixtures  for  those 
who  will  have  them, 
but  very  strongly 
recommend  the 
metal. 

Write  for  our  new 
supplement. 


\ 


Clatworthy  &  Son,  Limited 

161  King  Street  West,  TORONTO,  ONT. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co, 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 


Over  50  years  experience  in  producing  '-Wood 
RIGHT"  lasts  absolutely  guarantees  Fit. 

Correct  titling  must  prevail  over  all  else. 

"  WOODRIGHT"  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  if  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  if  it  isn't  a  "WOODRIGHT.'' 

Play  saje,  specify  '  WOODRIGHT"  lasts  to  your 
manufacturer. 

"  WOODRIGHT "  models  have  been  the  style 
makers  for  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
207  Essex  Street,  and  look  over  some  new  models 
"  WOODRIGHT." 


Woodard  &  Wright  Last  Co. 

Brockton,  (  Campeiio  )      .  Massachusetts 
Last  Making  Leaders  Over  50  Years 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   aatistactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


GLKLAAl  TKAK  KIWSMPLA^  <*•  GftLAJ  WtM, 

Over  29  years  in  its  field. 

"  CA  NA  DA '      GREA  TEST   TRA  DE    PA  PER. ' ' 

Issufd  every  aturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
OMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago.  New  York,  London,  Eng. 
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Protects 
the  Whole  Shoe 


Metallic    Heels    and  Counters 

(Made  of  Steel) 

Afford  the  best  kind  of  protection  for  all  shoes  which  are  subjected 
to  the  roughest  kind  of  wear.  There  can  be  no  running  down  at  the 
heel  or  broken-down  counters  where  they  are  used.  They  do  not 
add  to  weight,  but  increase  the  wear  and  satisfaction  many  fold. 

We  shall  be  very  glad  to  send  full  and  complete  information,  upon  request. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 

Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Display  Fixtures 


that  make  all  the  difference 
to  your  window  show  — 
that  make  window  dressing 
simple,  and  always  give 
the  right  idea  to  the 
high  class  store- 
that  show  shoes  to  the  very 
best  advantage  and  there- 
fore help  to  sell  the  goods. 

That  is  the  class  of  fixture 
you  want. 

That  is  the  class  of  fixture 
we  make. 


Write  to-day  for  our  Catalogue. 


Toronto  Brass  Mfg.  Co. 

17-21  Temperance  St.         -  Toronto 


LEATHER 

and 
NOTHING 

but 
LEATHER 


is  employed  in  the  manufacture  of  the  World- 
Famous  CROWN  and  CASTLE  Brand 
of  Children's  Footwear.  tj  It  is  a  line  you 
will  ultimately  carry.  f§  Footwear  that 
has  stood  the  test  of  time.  <J  It  will  satis- 
fy your  customers.  f]|  It  will  more  than 
please  you.  tfl  We  have  many  years  stand- 
ing in  S.  America,  Australia  and  South 
Africa,  etc.,  and  mean  to  capture  the  Child- 
ren's shoe  trade  of  Canada. 

Write  intr  representatives,  as  below,  /oi  sam- 
ples, quotations,  etc.  No  store  is  complete 
without  a  slock  of  Crown  and  Castle  Products. 


WRITE  NOW  Care  FOOTWEAR  IN  CANADA 
220  King  Street  West  Hutchison  Block, 

Toronto 
F.  G.  Mann,  Eastern  Rep. 


Vancouver 
J.  E.  Carpenter,  Rep. 


Head  Offices  and  Works  : 

Denmark  Works,   Norwich,  England 


Fortuna  Skiving  Machine 


'■  fortuna. 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 
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Staple  Footwear 

For  Men,  Women,  Boys,  Miss- 
es and  Children 


tj  In  Dongola  and  Box 
Calf.  One  of  the  most  ser- 
viceable and  best  selling 
lines  in  the  country. 

Made  in  our 
own  Factory 


The  kind  of  foot- 
wear that  brings 
customers  to  the 
shoe  store,  and 
keeps  them  com- 
ing. 


Write  us  to-day 


The  G.  V.  Oberholtzer  Co. 


BERLIN,  ONTARIO 


Limited 


A  few  places  in   a  Shoe  where  the  Big 
Factories  stick  our  soft  as  silk 

Standard  No.  500 
Acme  Backing  Cloth 

"THE    BACKING   THAT   ALWAYS    STICKS " 


TIPS-Patent,  No  Crack- 
ing—Colored, No 
Staining. 

UPPERS  —  Plumps, 
Strengthens, Stands  Up. 
Seams  Straight.  Button 
Ply-Button  Holes  do  not 
tear  out.  Top  Stay  on 
Cloth— Prevents  Bagg- 
ing or  Stretching. 

VAMPS — Prevents  Falling 
in.  Insures  Shape. 
Holds  Stitching. 

HEELS  — Straight  Heel 
Seam. 

THROATS  —  On  Bluchers, 

No  Tearing. 
ALL  WEAK  SPOTS-Prc- 

vcnting  Cripples. 


Peters  Manufacturing  Co. 


Home  Office  and  Factory  : 

43-53  Lincoln  St., 
Boston,  Mass. 


New  York  Office  and  Factory: 

304-310  E.  22nd  St. 


Coming  I  Coming  I 

Just  what  you  want 

New  Boys'  Lines  on  New 
High-Toed  Lasts 

All    Men's    Lines  also  on 
New  Lasts 

WAIT 

for  one  of  our  representatives 
who  is  coming  to  show  you  the 
best  and  largest  line  of  staple 
Shoes  on  the  market. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves. 
Imparts  a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity.  Finest  quality.  Polishes  without 
rubbing.    Retails  25c. 

"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes, 

softens  and  preserves.     Contains  oils  and  waxes  to  polish  and  preserve  the  leather.    Also  Russet  Bully  Shine 

for  tan  leathers.    Large  tin  boxes.    Boxes  open  with  a  key.     Retails  10c. 
"SUPERB"   (a  paste)   for  polishing  Patent  and  Shiny  Leather   Boots  and  all   Shiny   Leather  Articles.  Boxes 

open  with  a  coin.    Retails  10c. 
"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes, 

saddles,  bridles,  etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes 

(5  sizes  of  each  color). 

"ELITE"  COMBINATION.    For  those  who  take  pride  in  having  their  shoes  look  Al.    Restores  color  and  lustre 
to  all  black  shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size  ).  "ELITE"  PASTE  in  5  sizes. 
"BOSTON"  WATERPROOF  POLISH.    A  black  liquid  for  men's  and  boys'  shoes.     Produces  a  patent  leather 
shine  without  brushing.    Retails  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO., 
Boston,  Mass.,  U.S.A.    For  sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 


The  Advantage  of 
Sandal  Comfort 

One  of  the  reasons  of  the  great  popularity  of 
"Non-Rip"  Sandals  is  the  comfort  they  give— so 
essential  to  all  children.  A  child's  shoe  may  ap- 
pear to  fit  alright  in  the  store  but  often  after  a  little 
wear  it  will  sag  and  then  cause  endless  discomfort. 

Non    Rip  Sandals 

will  give  perfect  comfort  as  long  as  they  last.  Made 
without  a  tack  or  nail  with  flexible  oak  soles  and 
soft  chrome  tanned  upper  leathers.  They  are 
soft  and  pliable  and 

Will  Never  Rip 

They  are  the  children's  favorite  footwear  and  will  always  command  a  ready  sale  —  try 
them  on  your  next  order  of  children's  footwear.  If  your  jobber  does  not  handle  them 
send  his  name  and  address  direct  to 


Humberstone  Shoe  Co. 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  Phone  84 


go 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  ever j 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  .Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Plat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Bi'ushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  (pucker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  sot  bat  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countersha  ft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

—  If  there  is  anything  — 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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ESTABLISHED  IN  1852 


The  Leading  Manufacturer  of 
Patent  in  the  British  Empire 

Makes  this  Statement 

Discriminating  buyers  of  Canadian  Foot- 
wear 

Will  Always  Ask  ! 

"  is  CLARKE'S  PATENT  Leather  in 

these  shoes." 

Just  Inquire,  Mr.  Retailer 

You   will   rind  our   patent   in   all  HIGH 
CLASS  SHOES. 


A.  R.  Clarke  &  Co.,  Limited 

Toronto  and  Montreal 

SIXTY    YEARS   OF   SUCCESSFUL  BUSINESS 


Toronto,  October,  1912 


"  Miner"  and  "  Shefford " 
Brands 

Rubber  Footwear 


are  marks  of  quality,  indelibly  branded 
(where  it  won't  wear  off)  on  each  line  of 
rubbers  we  make. 


Look  well  to  your  selection  of  rub- 
ber footwear,  but  make  none  till 
you  have  seen  the  "  Miner "  and 
"Shefford"  Lines. 


First  because  they 
are  the  Best. 


Freight  prepaid 
on  shipments 
over  100 
pounds 


"  Miner" 
service  never 
disappoints 


Shefford 


The  Miner  Rubber  Company 


Head  Office  and 
Factory 

GRANBY,  QUE. 


Limited 

MONTREAL 

72  St.  Peter  Street 

QUEBEC :  -21  Notre  Dame  Street 
(Also  see  page  83) 


ONTARIO  BRANCH 

93  to  99  Spadina  Ave. 
Toronto 
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All  Leathers  Bearing 
This  Mark  Are  Right 

in  Quality,  Appearance  and  Price 


THE  EMBLEM  OF  QUALITY  BEHIND  ALL  LAWRENCE  PRODUCTS 

Gun  Metal  Calf     Nubuck  (White,  Imperial,  Grey  and  Brown) 

Black  Diamond  Patent      Weilda  Calf  (23  Shades) 


Sheep  Leather  for  every  purpose,  Hub  Pigskin  Sole 
Leather,  Reliable  Welting,  Cut  Soles  and  Counters. 

A.  C.  Lawrence  Leather  Co. 

95  South  Street  -  -  Boston 
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THE  WINNERS 


First  in 

Style, 
Quality 

and 

Wear 


Buy  a  shoe  that  is  going  to  help  you  build  up  your 
trade.     One  that  keeps  its  shape. 

THE  SHOE  WITH  A  GUARANTEE 

Uppers   cut  from  selected  leathers— Soles  cut  from 
No.  i  Oak  Sole  Leather. 

HONEST  THROUGHOUT 

Ames  Holden  McCready,  Limited 

MONTREAL     ST.  JOHN     WINNIPEG     CALGARY     EDMONTON  VANCOUVER 
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Isn  t  it  Better 
to  Sell  the 
Shoes  you 
KNOW? 


THE  "Doctors"  Waterproof  Shoe 
and  the  "Professors"  Special 
Shoe  are  well  and  favorably  known 
to  both  the  trade  and  general  public. 
Their  reputation  has  been  made  and 
sustained  by  the  sterling  quality  of 
every  piece  of  material  put  into  them 
and  by  the  perfect  workmanship  of 
every  pair.  Made  on  lasts  anatomically 
correct.  There  is  never  any  question  of 
their  worth,  and  the  general  satisfaction 
they  always  give  has  inspired  confidence 
of  the  public  in  retail  stores  from  coast 
to  coast. 


Why  not  you  too? 


WHEN  you  know  a  certain 
shoe  will  wear  well  and 
keep  its  shape — when  you  know 
that  good  quality  is  put  into  every 
detail  of  the  manufacture — then 
you  can  offer  those  shoes,  and  be 
absolutely  certain  of  good  results 
from  the  sale. 

If  you  are  selling  a  line  you  don't 
know,  you  must  rely  for  your  sell- 
ing claims  on  the  appearance  of 
the  shoes  and  the  manufacturers 
recommendation. 

After  you  have  sold  the  shoes  you 
may  learn  that  the  recommenda- 
tion given  you  was  not  to  be  relied 
on. 

It  is  too  late  then  to  attempt  to 
remedy  the  damage — you  have  not 
given  satisfaction.  Result — you 
lose  customers. 

Isn't  it  better  to  sell  the  shoes 
you  KNOW  ? 


Tebbutt  Sho( 


Company 

THREE  RI\ 
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*nd  Leather 

limited 

S,  QUEBEC 


The  "  Doctors  " 
Cock  O  the  North  Shoe 

is  a  neat,  high-class,  plain  design 
shoe — strongly  made  of  the  best 
grade  leatheronly — stylish  enough 
for  city  streets — strong  for  country 
roads.  A  patented  waterproof 
non-perspiro  shoe  made  on  hygie- 
nic lines  to  keep  the  feet  healthy 
—always  dry  and  comfortable. 


PAT.  N.°-  ■  119409 

GOLD  CROSS 
SHOE 


The  "Professor" 
Gold  Cross  Shoe 

is  specially  made  to  suit  the  re- 
quirements of  a  particular  section 
of  the  clientelle  of  every  good  class 
shoe  store.  The  section  that 
wants  a  good  looking — good  feel- 
ing and  good  wearing  shoe.  To 
people  who  demand  a  shoe  for 
comfort  first. 
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Yes! 


Yes! 


Yes! 


Don't  get  alarmed- 

Our  travelers  have  5  NEW  LASTS  to  show  you 
that  they  have  something  to  suit  your  trade. 

We  have  the  latest  style  patterns  on  up-to-date 
lasts. 

Our  prices  are   lower  than  the  quality  of  our 
goods. 

Don't  place  your  order  before  you  have  seen  our 
samples.     Our  travelers  will  soon  be  with  you. 

STAR  SHOE  LIMITED 

Manufacturers  of  the  "Star"  Brand  Shoe 

MONTREAL  -  -  -  QUEBEC 


Tl 


us  means 


Please 
Remember 
That: 

We  manufacture 
Boots  and  Shoes 
for  Boys,  Youths 
and  Gents, 
Growing  Girls, 
Misses, 
Children  and 
Infants 
in 

McKays  and  Turns 
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The  Thermo*  Model — one  of  our  many 
n  Stock  Styles. 


Send  for  complete  catalog  of  our 
ready-to-ship  styles. 


Do  Yourself  a  Good  Turn 

by  getting  the  details  of  the  Ralston  Proposition 


Ahead-of-the-calendar  styles,  reliable  qual- 
ity, efficient  Stock  Department  service  and  ag- 
gressive sales  co-operation  are  some  of  ihe 
many  Ralston  features  which  appeal  to  the  live, 
hustling  retailer. 

We  are  prepared  to  prove  to  you  not  only 


that  Ralston  Shoes  will  increase  your  sales, 
but  also  that  by  making  use  of  our  Stock 
Department  you  can  do  more  business  on  a 
smaller  investment  of  capital. 

Yes— we  have  a  Canadian  salesman— shall 
we  have  him  call? 


Ralston  Health  Shoemakers,    (BROCKTON),  MASS. 
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The  Staples 


and 


The  Season  s  Best  Novelties 


The  150  different  shapes  and  styles  that  comprise  the 
"  Rideau "  Line  for  Spring"  trade  include  new  lasts  in  all 
staple  lines.  These  will  undoubtedly  prove  veritable  re- 
freshers to  your  staple  trade. 

The  "City"  Last  shown  on  the  opposite  pag-e  is  fore- 
casted as  a  prominent  new  staple  line.  It's  neat  quiet 
appearance  will  supplant  all  the  usual  heavier  makes  in 
the  strug-gie  for  public  favor. 

The   "  Doris"  and   "  Fashion"   lasts  will   just  echo  the 
popular  demand  in  the  Spring".     With  these  two  models 
we  can  safely  say  what  we  say  of  all  our  Footwear— 
"  Finer  shoes  were  never  made." 


Are  you  a  Rideau  dealer?  Why  not  become  one  now 
and  take  advantage  of  the  finest  lines  and  best  profits  it 
is  possible  to  get  anywhere  in  the  trade. 

Send  us  your  name — we  will  do  the  rest 


Rideau  Shoe  Co.,  Limited 

Montreal,  Quebec 
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THE  PLANT  IN  1866 


Just  See  the 
Growth 


FORTY-SIX  YEARS  AGO,  the  entire  Rice  & 
Hutchins  product  was  made  in  the  small  wooden 
factory  pictured  at  the  top  of  the  page  ;  today  eight 
factories  and  two  tanneries  are  necessary  to  supply 
the  demands  of  dealers,  from  all  parts  of  the  world. 

There  must  be  some  reason  for  this  marvellous  growth  ! 
It  is  the  absolute  honesty  of  construction  of  the  shoes. 

Carry  the  natural-shape  EDUCATOR  or  the  ALL 
AMERICA  SHOE  for  gentlemen,  and  you  will 
understand  the  rapidity  of  our  growth.  We  are 
prepared  to  give  you  the  exclusive  agency  in  your 
town. 

Get  ahead  of  the  other  fellow  ! 


Rice  &  Hutchins,  Inc. 

Boston,    Massachusetts,    U.  S.  A. 


THE  RICE  6?  HUTCHINS  PLANT  TO-DAY 


The  following  three  of  our  nine 
distributing-houses  are 
nearest  you  : — 

The  Rice  &  Hutchins — 

Chicago  Co. 

The  Rice  &  Hutchins — 

Cleveland  Co. 

The  Atlas  Shoe  Co., 

Boston. 
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Mens  Shoes  for 
Hard  Daily  Service 

Shoes  made  of  all  solid  leather  that  will 
give  permanent  comfort  and  will  stand 
all  kinds  of  hard  wear — that  is  your 
recommendation  to  your  customer. 

Shoes  that  will  retail  at  the  right  price 
to  the  right  people  and  give  the  right 
margin  of  profit  to  you — that  is  our 
recommendation  to  you. 

Made  of  all  solid  leath- 
er in  our  own  factory. 


The  McKellar 
Shoe  Company 

Berlin,  Ont. 
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difficulty 
o  f  satisfying 


Classu 

Absolutely  Satis f 

Women' 
Children9 


Women,  Misses 
and  Children    is  shared 
by    all     retailers     and  many 
are  the  lost   sales    recorded  under 
this  head.      Classic  Shoes  will  help  ) 
to  overcome    these    troubles  —  will 
facilitate  your  dealings,  make  a 
sale  out  of  every  prospect, 
and    a    prospect  for 
new  business 
out  of  every 
sale. 


ou 


*  shod  ' 


"  nob  " 


Our   travellers   are   now  on   the  road 
showing  the   new   "Classic"   range  for 
Spring — be  sure  and  see  this  line. 


Getty  & 

CLASSI 

GALr 
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Shoes 

'.very  Demand  for 

Hisses'  and 
Shoes   


m  snots  p 


<r  CLASSIC  k 


We 
special- 
ize in  Lad- 
ies' Misses'  and 
Childrens'  shoes  and 
manufacture  these  shoes 
exclusively.  With  our  know- 
ledge and  experience  so  gained  we 
are  therefore  able  to  cater  for  this  trade 
with  a  completeness  impossible  of  at- 
tainment by  any  general  manufac- 
turer. A  look  over  our  new 
lines  for  Spring  will  con- 
vince you  of  the  value 
of  "Classic  Shoes" 
to  your 
store. 


Send  us  a  card  and  our  traveller 
will  call. 


>COtt,  Limited 
HOES 

INT. 


'4 
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Our  Bid 
Spring 


When  a  retailer  unsolicited  ap- 
proaches the  manufacturer  and 
asks  if  he  can  buy  a  certain  shoe 
there    must    really    be  a 


This  condition 
is  being  illus- 
trated almost  daily  at 
our  factory  —  Dealers 
want  Astorias  and 
Libertys  and  we  are 
making  new  friends 
everywhere. 


reason. 


Retail  at  $4.50 


See  our  Samples  at\ 

The  Cook 

Company,  Limite 
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for  Your 
Trade 


It  was  Johnson  who  remarked  that 
if  you  made  a  needle  or  an  anchor 
better  than  anybody  else,  though 
your  workshop  be  in  a  forest,  civil- 
ization would  beat  a  path- 
way to  your  door. 


7.00  and  Higher 

iive  us  Your  Orders 

Fitzgerald 

London,  Ontario 


Mr.  Retailer 

you  cannot 

afford  to  be  without 
the  footwear  which 
arouses  this  extraor- 
dinary degree  of  in- 
terest—  our  salesmen 
are  sendin 
record  brea 
business,  to 
spect  the 
is  to  buy ! 


i6 
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The  B03 

for  More  Busines 


For  every  boy 
who  wants  a 
shoe  there  is  a 
"Boy  Scout" 
Shoe  to  suit 
and  a  good 
shoe  at  that. 


In  Stock  Three 
Leathers  Tan, 
Patentand  Gun 
Metal 

Boys'  Sizes  1-5  lj 

Young  Men's 

Sizes  6-8 


TUST  the  kind  of  shoe  that  will  please  every  boy. 
For  comfort  there  is  nothing  to  beat  it  and  in 
style  and  wear  it  will  outdistance  any  other  shoe  on 
the  market.  This  is  a  trade-winning-  line  for  any 
retailer  to  stock.  Made  specially  to  suit  the  re- 
quirements of  the  boys'  and  young  men's  trade. 


Samples  sent 
on  request 


Jack 


acKSOi 

Sales  Ag< 

Montrea 
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Scout  Shoe 

ind  Better  Business 


Made  in 
Box  Calf  and  in 
Heavy  Tan  and 
Black  Grain 
Leathers  with 
Plump  Metallic 
Sole 

Boys'  Sizes  1-5% 
$2.25 

Young  Men's 
Sizes  6-8  $2.55 


Never  lose  a 
sale  in  boys' 
shoes.  Stock 
the  "Boy 
Scout  "  Shoe 
—it  satisfies 
all  comers. 


TJYMANS  Metallic  Chrome  Sole  which  is 
A  made  up  in  "  Boy  Scout  "  Shoes  has  been 
proved  to  last  three  times  as  long  as  oak  tanned 
soles,  that  is  a  selling  point  which  will  make  first 
sales — the  shoes  themselves  will  secure  the  repeat 
orders. 


&  Savage 


Write  for 
Catalogue 


liner  Rubber  Co. 

an  a  da 


iH 
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"Maltese  Cross"  Sporting  Shoes 


t 


v 


YACHTING  —  Bal.  and  Oxford, 
White  Rubber,  White  Duck,  Tan 
Rubber,  Tan  Duck. 


REDFOX  —  Bal.  and  Oxford.  Tan 
Rubber,  White  Duck,  Extra  White 
Rubber  Sole. 


TENNIS— Bal.  and  Oxford,  Black 
Rubber,  White  Duck. 


VACATION  —  Bal.  and  Oxford, 
Black  Rubber,  Navy  Blue  Duck. 


HERE  ARE 
SOME  OF  THE 
STYLES  THAT 

YOU  WILL 
BE  WANTING 
FOR  NEXT 
SEASON 


WINNER -Bal.  and  Oxford,  Black 
Rubber  —Tan  Duck 


Orders  for  this  always-popular  line  are 
coming  in  fast.  Don't  delay  ordering. 
Early  orders  insure  not  only  prompt 
deliveries,  but  low  prices, 

YOUR  JOBBER  WILL  SEND  YOU  ILLUSTRATED  CATALOGUE  AND  PRICE  LIST 

The  Gutta  Percha  &  Rubber  Mfg.  Co 

of  Toronto,  Limited 

Head  Office  :  47  Yonge  Street,  TORONTO 

Branches:      MONTREAL      HALIFAX      WINNIPEG      CALGARY      VANCOUVER  SYDNEY 

MELBOURNE  and  PERTH,  AUSTRALIA 
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THE  SEAL 


OF  QUALITY 


11FE  are  too  busy 
ti  equipping  our 
new  factory,  in  or- 
der to  improve  our 
production,  to  spend 
time  writing  adver- 
tisements. 

Note  our  new  ad- 
dress and  just  send 
in  your  order — we'll 
see  that  you  won't 
regret  it. 


Kirvan-Doig  Ltd. 

Desjardins  Avenue 

MAISONNEUVE 
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The  short  and  scant  skirts  of  the 
present  time  make  women's  feet  con- 
spicuous and  they  demand  dainty 
footwear. 


Mr.  F.  P.  Beemer, 
our  Canadian  Re- 
presentative, is 
now  on  his  way 
to  you. 


Turned  Footwear 

Only 

The  Guptill  Turned  Footwear  is  the 
daintiest  made.  Write  for  catalogue, 
samples,  or  our  salesman  will  call. 


HERVEY  E.  GUPTILL 

HAVERHILL,  MASS. 


Staple  Shoe 
Security 

The  name  "Everyday"  means  something  more  than  sales  and  profits 
to  the  shoe  retailer.  It  means  future  business  because  good  quality,  long- 
wear,  and  moderate  price  of  "Everyday"  Shoes  will  satisfy  every  pur- 
chaser. 

The  wise  dealer  of  to-day  will  stock  the  best  all-round  shoes  to  suc- 
cessfully maintain  his  share  of  the  constant  staple  shoe  trade.  This  trade 
can  be  easily  held  with  "Everyday"  Shoes. 

Try  them  once — you  will  agree. 


T.  Sisman  Shoe  Company,  Limited 

Aurora     -     -  Ontario 


Winnipeg  Representative:  Geo.  G.  Lennox 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 


Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling-  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON,  MASS.,  U.  S,  A.,  CAPACITY  17,000  PAIR  A  DAY 
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We  make  shoes  of  solid  leather 
That  will  stand  the  roughest  weather 
Latest  Styles  in  Blacks  or  Tans 
"Bilt  for  Boys"  just  like  the  man  s 
Honest  value  through  and  through 
Made  by  skilful  workmen,  too 
Made  to  stand  the  greatest  strain 
And  resist  the  snow  and  rain 
Designed  by  experts  with  a  view 
Of  pleasing  boys  and  parents,  too 
And  results  have  always  shown 
"Canadian  Boy  Shoes"  can  hold  their  own. 


|¥7  T  are  '"tending  to  make  any  serious  inroad  into  the  boys'  trade,  you  wil 

1J7    I  V-Jw   find  yourself  badly  handicapped  unless  you  stock  "Canadian  Boy  Shoes. 

Secure  The  Best  Ignore  The  Rest 

Canadian  Boy  Shoes  Will  Stand  The  Test 


Reliance  Shoe  Co.,  Ltd., 


122  Adelaide  St.  West 


Toronto,  Canada 


No.  1077 

$1.00  Women's  Plaid  no  heel  slipper.  Pompom 
Ornament.  Red  and  Black,  Red  and  Green,  Gray 
and  Wine,  Champagne  and  Black,  Grey  and  Black. 


NOTICE 

Four  of  our  latest 
nobby  and  attractive 
styles. 

...      .  _       -  $1.00  Women's  Silk  Bound  no  heel  Slipper.  Pompom 

1  hey   will   be    I  rade    ornament,  ah  colon. 
Winners. 


No.  1064 
Little  Gents  $1.00 
Red  Bootee,  Figured  Ornamentation. 


Now  is  the  time  to  place  your 
order  for  Fall  delivery.  Send 
for  our  new  trade  catalogue,  just 
off  the  press,  fully  illustrating  our 
Line  for  1 9 1  2. 


No.  1206 

Misses'  80c.  Child's  75c.  Infant's  70c. 
Firfelt  Trimmed,  Juliette,  Red  and 
Black  Plaid. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 


OUR  Spring  samples  for  1913  are  now  being"  shown  by  our  travel- 
lers. They  are  of  the  highest  grade  of  shoe  ever  turned  out 
in  the  Brandon  factory. 

The  new  lasts  and  patterns  we  are  showing  are  replete  with  the  new- 
est ideas. 

One  of  the  special  features  of  our  line  is  our  High  Grade  Bench 
Made  Welts. 

Material  in  every  shoe  is  carefully  selected  and  will  make  sales  when- 
ever quality  constitutes  a  selling  point.  Through  all  our  manufactur- 
ing experience  our  one  aim  has  been  to  produce  quality  goods,  and 
we  are  rewarded  by  the  accepted  truth  of  our  slogan, 

Where  Quality  Counts  We  Win. 

We  guarantee  delivery  of  all  Mail  and  Rush  orders  within  21  days 
from  receipt  of  same. 

Our  Brands  are  Monarch,  Brandon  and  Doctor  Brandon  Patent 
Cushion  Shoes. 


The  Brandon  Shoe  Company,  Limited 

Brantford,  Ontario 
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Get  Corbeil  Shoes 
The  Profits  will  follow 


The  vital  feature  of  your  business  is  not 
only  to  push  sales — a  matter  of  vastly 
greater  importance  is  getting"  the  goods 
sold  right  at  a  long'  profit.  The  cost  of 
conducting  the  retail  business  of  to-day 
makes  it  imperative. 

Here  is  the  Key  to  success  :  Satisfy  your 
customer — but  to  satisfy  your  customer  you 
must  have  the  rig'ht  shoes — to  have  the 
right  shoes  will  not  alone  make  a  success 
of  your  business.  The  long  profit  is  im- 
perative. 

Our  line  of  shoes  to  retail  from  $3.00  to 
$5.00  completely  bears  out  this  selling  sys- 
tem— combining  the  long  profits  as  an  es- 


sential with  the  satisfaction  of  the  customer 
as  a  necessary  adjunct. 

With   Corbeil  shoes  you  can   be  certain  of 

the  favorable  judgment  of  your  customers. 
These  shoes  were  made  to  sell  right — besides 
proving  a  great  attraction  to  trade  with 
their  handsome  appearance,  they  give  a 
soft  comfortable  appearance,  they  give  a 
soft  comfortable  feeling  to  the  feet  which 
clinches  a  sale  at  any  try-on. 

And  Corbeil  shoes  go  the  limit  in  good 
hard  wear — every  pair  of  them.  That  also 
you  can  be  certain  of.  Our  over  40  years' 
experience  in  the  manufacture  of  men's  and 
boys'  popular  price  shoes  is  behind  every 
pair  and  ensures  an  unqualified  satisfaction 
that  will  never  fail  to  get  the  business. 


A  Corbeil,  Manufacturer 

Maker  of  good  shoes  to  retail  from  $3.00  to  $5.00 
Leader  and  handover  Brands 

Warehouse  and  Office,  71  St.  Paul  Street,  Montreal 

Factory,  63  to  71  z/z  St.  Paul  Street 
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Save  Your  Thin  Skins 


THE  high  prices  of  Upper  Leather,  makes  it  absolutely  necess- 
ary to  find  a  way  to  use  thin  skins.  Necessity  is  the  Mother 
of  invention.  Several  of  the  leading"  Tanners  are  now  back- 
ing their  thin  skins  at  the  Tannery  with  PETERS'  ACME 
BACKING  CLOTH.  Soft  as  silk,  made  of  dry  process,  odorless, 
adhesive  gum,  that  does  not  soak  into  the  leather,  together  with 
specially  woven,  soft,  but  strong  cotton  cloth,  which  goes  on  with  a 
moderately  hot  iron,  like  sticking  plaster.  It  costs  a  little  over  2 
cents  per  square  foot.     Boys  and  girls  in  the  Tannery  do  it  easily. 

PETERS'  ACME  BACKING  is  covered  with  pure,  new,  dry,  live 
gum,  such  as  Surgeons  use  in  Hospitals.  It  Stays  SOFT  and 
PLIABLE  as  an  old  glove.  EXPERTS  CANNOT  TELL  that 
the  skin  has  been  Backed  after  the  shoe  has  been  made,  unless  the 
shoe  is  cut  open. 

Thin  skins  are  usually  finer  faced  than  heavy  skins.  Cotton  cloth 
having  warp  and  weft  threads  is  usually  of  greater  tensile  strength 
than  ordinary  leather.  Shoes  made  of  BACKED  SKINS  hold 
their  SHAPE  better.    Seams  do  not  pull  out. 

It  Is  Leather  Life  Insurance 

Some  big  shoe  factories  Back  their  thin  skins  in  their  own  factories, 
but  there  are  many  shoe  factories  that  prefer  to  buy  their  thin  skins 
Backed.  Therefore,  the  Tanner  who  Backs  his  thin  skins  at  the 
Tannery,  gets  a  better  average  price  for  his  skins,  because  he  can 
afford  to  sort  out  the  thin  skins,  Back  them  and  sell  them  separately. 

This  is  very  important.  Write  us  at  once.  The  trial  will  cost  you 
only  the  postage  stamp  on  your  letter. 

We  also  Back  Satin,  Velvet  and  Cloth  for  the  Trade,  in  both 
Factories— New  York  and  Boston.    35  years  of  knowing  how. 


PETERS  MANUFACTURING  CO. 

304-310  E.  22d  Street  I  BACKING  SPECIALTIES  I  43-45  Lincoln  Street 

New  York  City  |      3  GENERATIONS       |  Boston,  Mass. 

Telephone  1117  Gramercy  Telephone  1285  Oxford 
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Winners 
Wherever  Shown 


These  lines  offer  to  the 
Retailer  a  type  of  foot- 
wear that  has  been  well 
tested,  thoroughly  tried, 
and  never  found  wanting. 


Our  new  lines  include  some  of 
the  season's  winners.  Ladies'  but- 
ton Gunmetal  Black  and  Tan 
shoes  and  colonials.  Men's  Black 
and  Tan  button  bluchers  and  ox- 
fords.    Up  to  the  minute  in  style, 

with  all  the  good  quality  that  can  be  crammed  into  a 
shoe.     Top  notch  trade  pullers. 


"The  Paris" 


"The  Rockbottom" 


Ask  to  see  them — we  are  at  your 
service.      Write  now. 

Daoust  Lalonde  &  Co., 

Limited 

Montreal 
Quebec 
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Four  " 
New 


Ju 


"  Blazer ' 
"  Gink  " 


The  Just  Wright  shoe  for  men 
has  earned  a  reputation  for  good 
service,  unequalled  fitting  features 
and  a  leader  in  style. 


Blazer.  "    Another  high  one  with  short 
vamp  and  slight  swing.  Carries 
a  1  2/8  heel 


THE 


Made 
in 

Canada 


The  increasing  demand  for 
"Just  Wright"  shoes  has  forced 
us  to  establish  a  Canadian  fac- 
tory at  St.  Thomas,  Ont. ,  where 


Gink.  "     Snappy  high  toe  with  short 
vamp.    Carries  a  1  2/8  heel 


Fred  A.  Macfarlane  will  call  up- 
on the  Canadian  trade  this  season 
as  usual.  You  can  not  afford  to 
place  your  spring  business  until 
you  have  seen  the  Just  Wright 
line. 


E.  T.  WRIGH 

St.  Thomas, 
Ont. 
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Wright 


"  Spring 
Lasts 


"  Beverly  " 
"  Bang  " 


There  never  was  a  better  sea- 
son than  this  to  become  a  "Just 
Wright"  dealer.  The  best  line  to 
retail  at  $5.00  to  $7.00  per  pair. 


"  Beverly.  "     A  toe  with  a  slight  City 
effect,  carries  9/8  heel. 


we  will  reproduce  exactly  the 
same  line  that  has  set  the  stand- 
ard for  American  Footwear  in 
Canada  during  the  past  30  years. 


Made 
in 

Canada 


SHOE 


If  you  are  not  at  present  a  "Just 
Wright"  dealer  a  trial  order  will 
convince  you  that  this  line  is  a 
business  builder  and  profit  maker. 


CO.,  Inc. 


Rockland, 
Mass. 


"  Bang  "    Medium  narrow  high  toe  with  slight 
wall  on  outside.    Carries  1  2/8  heel 


3° 
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Hard  Wear 
Working  Rubbers 


High  Grade 
Walking  Rubbers 


New  Styles 

1! 

Perhaps  the  most  important  stage  in  the 
yearly  doings  of  any  shoe  store  is  the  seleo 
ection  of  new  lines  for  Spring. 

Early  purchases  in  every  case  are  almost 
inevitable  so  although  I  shall  make  now 
additions  as  the  season  draws  near  1  am 
now  offering  a  complete  new  up-to-date 
line  of  the  latest  shoes  for  Spring  trade. 

In  this  line  there  is  one  effect  I  have  been 
able  to  secure  in  every  shape  and  style, 
namely  simplicity.  The  simplicity  of  shape 
-the  low  broad  heal;  receding  toe,  medium 
vamp  and  narrow  welt.  Simplicity  of  de- 
sign— neat  narrow  seams,  no  perforations, 
no  decorative  effects. 

This  plain  style  will  be  found  to  fit  in  with 
the  popular  Spring  vogue. 

JAMES  F 

MONTR 
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for  Spring 

13 

In  buying"  from  my  lines  it  is  only  necess- 
ary for  the  Retailer  to  lay  in  small  stocks 
and  when  these  are  cut  into  to  re-order 
either  from  the  same  lines  or  from  the  new- 
additions  which  by  that  time  I  shall  have 
added  to  my  range. 

The  sale  of  rubbers  is  increasing-  rapidly 
and  to  the  retailer  who  has  not  yet  got  in 
his  stock  I  offer  the  best  made,  best  paying" 
line  of  recognized  reliable  rubbers  on  the 
market. 

Our  out-sizes,  unusual  shapes  and  every- 
thing in  all  the  regular  lines  of  shoes  and 
rubbers  can  be  had  immediately  on  receipt 
of  order  to  my  letter  order  department. 


3BINSON 

L,  P.Q. 


Solid  Shoes 
for  Winter  Wear 


The  Best  in 
Spring  Styles 


1 2 
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To  the 

Canadian 

Shoe  and  Leather  Trade 


An  Investment  NOT  a  Speculation 


An  opportunity  to  acquire  an  interest  in 

The  Royalties  Syndicate,  Limited 

London,  England 

is  offered  in  a  limited  block  of 

It  Debenture  Stock 

which  forms  an  exceptionally  attractive  preliminary  to  participation  in  the  interests  of 
the  first  trading"  company  under 

The  Forbec  System 

of  Boot  and  Shoe  Manufacture. 

The  Royalties  Syndicate  was  formed  in  London,  England,  to  acquire  the  entire  selling  rights  of  the 
Forbec  System  and  to  develop  the  business.  This  included  the  perfecting  and  standardization  of  the  mach- 
inery and  entire  process  and  the  making  of  arrangements  with  the  largest  and  best  manufacturers  for  the 
manufacture  under  royalty,  and  sale  of  Forbec  Footwear.  The  purpose  of  the  Royalties  Syndicate  was  to 
pursue  these  developments  to  a  point  of  perfection  when  the  whole  system  could  be  sold  to  a  large  Public 
Company  to  commence  Trading.  For  the  past  four  years  the  Royalties  Syndicate  has  been  experiment- 
ing, developing,  testing  and  perfecting  Forbec  Footwear,  which,  although  quite  new  to  the  public,  has 
been  thoroughly  tested  and  proved  by  hard,  rough  wear  in  all  weathers  and  under  all  ordinary  and  many 
extraordinary  conditions  in  many  countries,  with  uniform  and  unvarying  success  by  about  20,000  people. 
The  Public  Company  above  referred  to  is  now  in  process  of  formation  and  is  nearing  completion,  the 
capital  being  $4,500,000.  When  ready  this  Company  will  acquire  the  entire  rights  and  possessions  of  The 
Royalties  Syndicate  at  a  price  already  arranged.  As  soon  as  the  purchase  has  been  completed  holder- 
of  this  Debenture  Stock  will  receive,  in  proportion  to  their  holding,  the  same  cash  and  shares  as  are  re- 
ceivable on  founders'  shares  in  the  Syndicate.  As  the  price  to  be  paid  by  the  large  public  Company  to 
The  Royalties  Syndicate  for  all  the  patents,  machinery,  manufacturing  agreements.  etc.,  has  already 
been  fixed  at  $ l ,.".oo,ooo,  the  ratio  of  exchange  will  be  approximately  5  to  t.  For  example,  on  every  $100 
of  fully  paid  debenture  stock  the  holder  will  receive  $590  in  cash  and  fully  paid  shares  in  the  new  Com- 
pany free  of  all  liability.  This  offers  an  excellent  opportunity  for  both  large  and  small  investors  to  acquire 
an  interest  in  a  trade  concern  which  promises  to  revolutionize  the  shoe  and  leather  trade  and  which  will 
in  due  course  come  to  Canada. 

Full  particulars  will  be  supplied  immediately  on  request  by 

The  Canadian  Representative:  The  Royalties  Syndicate  Limited 

Closing  date  for  Application  for  Stock   October  20th 

Write  NoW  Address:  "  Forbec,"  Box  617,  Footwear  in  Canada,  Toronto,  Ont. 
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Agoos  Company,  L   34 

Ahrens  Co.,  Chas.  A.  . .   89 

Ames-Holden-McCready  3-82 

Ault  &  Company,  A.  W   89 

Boot  and  Shoe  Workers'  Union  . .  90 

Boston  Last  Company   88 

Brandon  Shoe  Company   22 

Brockton  Die  Company   91 

Brockton  Heel  Company   80 

Burroughs  Adding  Machine  Co.   . .  97 

Canadian  Blacking  &  Cement  Co.  . .  95 
Canadian  Consolidated  Rubber  Co..  44 

Chicago  Tanning  Company   85 

Cleo  Shoe  Company  ..   38 

Clarke  &  Company/  A.  R  100 

Clatworthy  &  Son   92 

Corbeil,  A   . .  24-25 

Cook-Fitzgerald  Company  14-15 

Cote,  J.  A.  &  M   81 

Credit  Men's  Association   94 

Daoust  Lalonde  &  Company   27 

Dominion  Die  Company   91 

Douglas  Company,  W.  L   21 

-Edwards,  T.  J   80 

Ezy  AValk  Mfg.  Company   87 

Fischer  Mfg.  Company   94 

Forbec  Company  . .    32 

Fortuna  Machine  Company   98 

Fraserville  Shoe  Company   81 


Genesee  Baby  Shoe  "Co   84 

Getty  &  Scott  12-13 

Guptill,  Hervey  E   20 

Gutta  Percha  &  Rubber  Mfg.  Co.  ..  18 

Harney,  P.  J   39 

Hitchings  &  Coulthurst   85 

Home   Comfort   Shoe   Company    ..  81 

Hotel  Eggleston   81 

Humberstone  Shoe  Company   . .    . .  84 

Hurlbut  Company  . .  ■   85 

Independent  Box  Toe  Company   .  .  85 

Jackson  &  Savage  16-17 

Jorolemon  Oliver  Company   81 

Kirvan-Doig   19 

Klipstein  &  Company.  A   98 

Lawrence  Leather  Co.,  A.  C   2 

Lynn  Last  Company   89 

Mann  Bros   98 

Marden,  Orth  &  Hastings  ..    ..    ..  91 

Mawhinney  Last  Company   36 

McDermott  Shoe  Company   43 

McKellar  Shoe  Co   11 

Miner  Rubber  Company  1-83 

Moench  Sons  Co.,  C.   34 

Murray  Shoe  Company   42 


Nugget  Polish  Company   88 

Oberholtzer  Co.,  C.  V   87 

Peters  Manufacturing  Company  ...  26 

Reed  &  Company,  E.  P   37 

Reliance  Shoe  Company   22 

Rice  &  Hutchins   10 

Rideau  Shoe  Company   ..  8-9 

Robinson,  James  30-31 

Shoeman   92 

Sinsman  Shoe  Company,  T   20 

Tebbutt  Shoe  &  Leather  Co   4-5 

Thompson  Shoe  Company   35 

Toronto  Brass  Company   98 


United  Shoe  Machinery  Co.  86-93-96-99 


Walpole  Rubber  Company   94 

Whittemore  Bros   33 

Williams  Shoe  Company   87 

Williams,  Hoyt  &  Co   91 

Woodard  &  Wright   92 

Worcester  Slipper  Co   22 

Wright  &  Co.,  E.  T   28-29 

Wright  &  Wright   89 


WHITTEMORE'S  POLISHES 


FINEST  IN  QUALITY 

LARGEST  IN  VARIETY 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves. 
Imparts  a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity.  Finest  quality.  Polishes  without 
rubbing.    Retails  25c. 

"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes, 

softens  and  preserves.    Contains  oils  and  waxes  to  polish  and  preserve  the  leather.   Also  Russet  Bully  Shine 

for  tan  leathers.    Large  tin  boxes.    Boxes  open  with  a  key.    Retails  10c. 
"SUPERB"   (a  paste)   for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.  Boxes 

open  with  a  coin.    Retails  10c. 
"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes, 

saddles,  bridles,  etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes 

(5  sizes  of  each  color). 

"ELITE"  COMBINATION.    For  those  who  take  pride  in  having  their  shoes  look  Al.    Restores  color  and  lustre 
to  all  black  shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size  ).  "ELITE"  PASTE  in  5  sizes. 
"BOSTON"  WATERPROOF  POLISH.    A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather 
shine  without  brushing.    Retails  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO., 
Boston,  Mass.,  U.S.A.    For  sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
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Established  1865 

MOENCH 
LEATHERS 

BOSTON  CHICAGO  ST.  LOUIS 


We  are  bending  our  efforts  towards  pro- 
ducing as  few  lines  as  possible  and  to- 
ward making  a  specialty  of  each  line. 
We  are  operating  four  large  tanneries 
and  specializing  in  each.  This  enables 
us  to  produce  in  large  volume  at  a 
minimum  cost. 


Brown  Russet  Sides 
Nechro 

Plain  and  Box--(Near  Chrome) 

Nechro  Topping 

(NearChrome) 

Hitta  Kangaroo 

Plain  and  Boarded 

"Dryfut"  Chrome  Sides 

Waterpoof— Plain  and  Box  Mosco  Chrome 

Flexible  Splits 
Finished  Splits 
Chrome  Splits 
Hemlock  Sole  Leather 

ESTABLISHED  1865 

C.  MOENCH  SONS  CO. 


117  Beach  St. 


BOSTON,  MASS. 


Gowanda,  N.  Y.       Salamanca,  N.  Y. 


Alpena,  Mich. 


Every  buyer  of  kid  leather, 
desires  a  bright,  silky  finish- 
ed leather  with  a  mellow 
kiddy  feel. 

KOSMO  GLAZED 
KID 

is  uniformly  good  in  these 
points  of  merit — being  of  a 
higher  quality  than  you 
would  naturally  expect  in 
medium  pieced  leather. 

We  maintain  a  system  of 
double  passing  and  inspection 
which  insures  the  nearest 
approach  to  absolute  uni- 
formity ever  effected  by  any 
tanner  of  kid  leather. 

We  would  be  glad  to  send 
samples  so  that  you  may 
judge  for  yourself. 

Manufactured  isy 

L.  Agoos  &  Co. 

Wilmington,  Del. 

Main  Office  and  Salesroom  : 

68  72  South  St.,  BOSTON 

 Agencies  

Rochester  Philadelphia 

Cincinnati  San  Francisco 
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One  Great  Big  Selling  Feature  in  the 

Thompson  Line 


It's  hard  selling  shoes  at  retail  when  you  have  nothing  to 
talk  about  except  "Style." 

What  you  want  and  should  have  is  some  special  feature 
that  your  customers  will  appreciate  and  want. 

You  want  something  extra  that  will  appeal  to  a  customer 
and  save  time  and  talk  on  the  part  of  yourself  or  your  clerks. 
And  here  it  is: — 

The  Thompson  Kushion  Sole — a  new  idea  in  women's  shoes. 
A  Selling  Feature  which  every  woman  who  buys  shoes  will 
want  the  moment  you  show  it. 

The  Thompson  Kushion  Sole  is  a  new  idea  in  shoes.  It 
means  Ease  and  Comfort  and  Pleasure  in  a  shoe. 
It  means  Salvation  for  tender  feet,  and  almost  every  woman 
has  tender  feet. 

The  Thompson  Kushion  Sole  is  a  soft,  springy,  cushion  of 
resilient  cotton-felt  skillfully  placed  between  the  inner  and 
outer  soles  extending  all  the  length  of  the  shoe  from  toe  to 
heel. 

It  feels  soft  and  responsive  and  easy  under  the  foot  and 
takes  away  the  hard  stiff  feeling  of  leather-to-foot  as  in  the 
ordinary  shoe. 

It  acts  as  a  pneumatic  cushion  between  the  weight  of  the 
body  and  the  rough  surface  of  sidewalk  or  road. 
It  conserves  nerve  force — 

— saves  shock 
— resists  impact 
— feels  fine 

This  Thompson  Kushion  Sole  feature  should  double  your 
sales  of  women's  shoes.  If  you  work  it  for  all  it  is  worth 
it  will  attract  new  trade  to  your  store  from  women  who 
want  Comfort  in  their  shoes  that  they  couldn't  get  before. 
The  Thompson  Kushion  Sole  has  been  the  greatest  and 
quickest  selling  feature  ever  introduced  in  a  woman's  shoe. 
Merchants  who  have  tried  it  out  on  their  customers  pro- 
nounced it  a  huge  success.  They  telephone  or  telegraph  for 
them  every  day. 

Try  a  sample  order  of  these  Thompson  Kushion  Sole  Shoes. 
They  are  Sure  Sellers. 

You  will  make  no  mistake. 

You  will  be  surprised  at  how  quickly  your  customers  gobble 
them  up  and  how  much  more  demand  you  will  find  for  them 
than  ordinary  shoes. 

A  Post  Card  will  bring  you  a  Catalogue 


ft 


Thompson  Shoe  Co.,  Ltd. 

38  St.  Genevieve  St.  -  MONTREAL 
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Wide  toe,  fairly  high, 
just  as  it  looks  here. 

Whistle,  and  he'll 
come  a  runnin'. 


MONTELLO  STATION  BROCKTON,  MASS. 

BOSTON  SALESROOM:  56  LINCOLN  ST.  COR.  ESSEX 
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Reed's  Creed!  "Th?  s*oes  you  need-deUv- 

 __   erea  when  you  need  them" 

Receipt  for  Successful  Shoe  Buying 

Buy  the  Right  Shoe  when  you  need  it.      You  can  get  it  in  our  Stock  Departments. 


F549  Gun  Metal,  i  Foxed  Button,  Mat 
Top,  No.  38  Last,  Tip,  If  in.  Heel,  Welt, 
Widths  A-D,  Sizes  21-7.    Price  $2.25. 


No.  F510.  Colored  Calf,  |  Foxed, 
Lace,  Blind  Eyelets,  If  Heel,  Welt, 
Price  $2.85. 


iNo.  F548.  Gun  Metal,  |  Foxed,  16 
Buttons,  No.  36  Last,  Tip,  2  in. 
Heel,  Welt,  Widths  A-D,  Sizes  2h 
to  7.    Price  $2.50. 


No.  F507.  Patent,  ii  Fox  Button,  Mat 
Kid  Top,  No.  38  Last,  1  f  inch  Heel, 
Welt,  Widths  A  to  D.  Sizes  2h  to  7. 
Price  $2.25. 


No.  F519.  Colored  Calf,  i 
Foxed  Button,  16  Buttons, 
No.  36  Last,  U  in.  Heel,  Welt, 
Widths  A  to  D.  Sizes  2h  to  7. 
Price  $2.85. 


No.  F516.  Patent,  S  Foxed,  16 
Buttons,  Mat  Kid  Top,  No.  36 
Last,  15  in.  Heel,  Welt,  Widths 
A-D,  Sizes  2J-7.    Price  $2.50. 


STOCK  DEPARTMENT 

E.  P.  REED  &  CO.,  Rochester,  N.  Y.  and  Chicago,  111. 
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SPRING  OF  1913 

The  Basis 
of  Good 
Selling 

is    Buying  Shoes 
that  are  made 
right 


Exclusive  Models 
and  Designs. 
The  Latest 
New  York  and 
Boston  Creations. 


Style  and 
Quality  are 
Inseparable  in 
Cleo  Footwear 
for  Women 


We 
Guarantee 
every  Shoe  to  give 
Complete  Satisfaction 

The 

Cleo  Shoe  Company 


London 


Canada 


Do  Not  Fail  to  See  and  Inspect  our  1913  Spring  Samples 
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Never 


was  there  such  an  early  demand 
for   Boots  as  this  season. 


Our   In   Stock  sal 


es  prove 


th 


is. 


Stock  No.  903 
Price  $2.35 

Calf  Top 


Stock  No.  902 
Price  $2.35 

Calf  Top 


Lose  No  Time 

Order  from   our  Stock   Dept.  by 

the    pair,   dozen    or   case.  Orders 
filled  the  day  received. 
Write   for  our  New   Catalog-;  also 
to  have  salesman   call   with   a  com- 
plete line. 


P.  J.  HARNEY  SHOE  CO. 


LYNN, 
MASSACHUSETTS 
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Really  successful 
salesmanship  is  giv- 
ing the  highest  ratio 
of  value  for  money. 


The  Production  of 
the  Exceptional 

in  style,  quality  or  price,  as  a  ne- 
cessary attribute  to  a  new  season's 
line  is  exemplified  by  the  exclusive 
models  we  are  showing  for  Spring- 
Trade  191 3. 


Made  to  Retail 

for 

$4.00 


Ours  is  the  largest 
shoe  plant  in  Can- 
ada making  Men's 
Goodyear  Welts 
only.  Complete 
modern  equip- 
ment, efficient  or- 
ganization  — 
prompt  service 
ensured. 


Made  to  sell  at 
$4.00  they  never 
need  a  reduction 
in  price  at  any 
time  to  ensure 
their  disposal. 


The  0. 6 


Drummondvill 
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spe- 
heavy 
retail 
Try  it 
go 
cer- 
ldn't 
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Popularity  Makes 
Selling  Easy 

and  the  popularity  of  our  Spring 
Line  is  assured  in  the  perfection  of 
style,  fitting",  quality  and  workman- 
ship which  combination  in  itself  forms 
a    strong   guarantee  of  good  wear. 


Made  to  Retail 

for 

$4.00 


This  a  good  profita- 
ble business  boost- 
ing line  for  your 
men's  trade — look  it 
over. 


Co. 


Limited 


Let  us  know  your 
requirements  in 
men's  welts  we 
can  give  you  the 
best  ever  seen  to 
retail  at  $4.00. 
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Men's 
High  Grade 
"Murray  Made" 
Shoes  for  Spring 

The  public  relies  on  the  repu- 
tation of  the  retailer — so  also 
must  the  retailer  rely  on  the 
reputation  of  the  manufacturer. 
There  is  some  reputation  to 
Murray  Shoes  which  is  fully 
sustained  by  our  new  lines  for 
Spring" — believe  us. 

Built  up  to  quality,  not  down 
to  price. 

A  letter  will  ensure  our  repres- 
entative calling  at  your  con- 
venience. 

Murray  Shoe 
Co.  Limited 
London 
Ont. 


Derby 


Quality  Shoes  for  Men 
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It  costs  no  more  to  buy 
Shoes  that  are  entirely 
New  and  Exclusive,  and 
of  Original  Design,  than  the 
regular  every-day  kind — If 
you  buy  The  McDermott 
Line. 


Easy  Buying 
for  Spring  1913 

Your  buying  for  Spring  will  be  con- 
siderably simplified  by  a  short  survey 
of  the  McDermott  Lines  for  Spring 
Trade  1913. 

These  show  the  most  advanced 
modes  in  essentially  high  class  foot- 
wear for  women .  Those  who  appreci- 
ate a  really  stylish  shoe,  devoid  of 
extremes,  will  welcome  our  new  lines 
for  Spring. 

Our  No.  60  last  in  particular  war- 
rants your  attention.  This  is  a 
happy  medium  between  the  extreme 
recede  and  the  high  toe — the  very  re- 
flection of  the  Spring  vogue  and 
demand. 

Our  salesmen  are  now  on  the 
road — See  that  No.  60  last 

The  McDermott  Shoe 

Company 

Women's   Shoe  Specialists 

Montreal      ::  Canada 

WELTS         TURNS   —  McKAYS 
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RUBBER  BOOTS 


THEY    ARE    NOW    MUCH    IN  DEMAND 


WE  HAVE  THE  STOCK  TO  MEET  THAT  DEMAND 


Write  our  nearest  Branch 


Canadian  Consolidated  Rubber  Co.,  Limited 

BRANCHES:    ST.  JOHN,    Halifax,   Sydney,   Yarmouth,    Pictou,   Moncton,  Charlottetown,  MONTREAL,  Quebec, 
Granby,    Ottawa,    Kingston,   TORONTO,   Belleville,   Hamilton,   Brantford,   London,   Port  Dalhousie, 
Berlin,    WINNIPEG.    Regina,   Saskatoon,   Calgary,   Edmonton,   VANCOUVER,  Victoria 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good    ot  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS   S.   YOUNG,   General  Manager. 

HEAD   OFFICE.-  -  220  King  Street  West,  TORONTO 
Telephone  Main  2362 

MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 

BOSTON  Main  1024    043  Old  South  Building 

CHICAGO  -  Graceland  3748  -  4059  Perry  Street 
LONDON,  ENG.    ------    3  Regent  St.,  S.W. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 
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Shoe  Trade 
Prosperous 


All  indications  would  lead  us  to 
believe  that  the  coming  season 
will  be  a  record  one,  both  in  vol- 
ume of  business  and  in  profit,  exceeding  even  that  of 
the  last,  which  has  been  proclaimed  on  all  sides  as 
a  banner  season.  Times  are  good  in  Canada.  Busi- 
ness is  good,  there  is  no  unemployment,  everybody 
has.  money  to  spend,  and  consequently  there  is  plenty 
of  money  in  circulation,  which  keeps  business  brisk. 
No  industry  is  in  a  more  healthy  or  prosperous  condi- 
tion than  that  of  the  shoe  and  leather  trade.  New 
firms  are  springing  up  everywhere  and  old  ones  are 
increasing  their  capacity  in  order  to  deal  with  their 
increased  business.  Reports  come  from  nearly  every 
shoe  factory  in  the  country  that  they  are  unable  to 
adequately  cope  with  the  vast  amount  of  orders  that 
are  pouring  in,  that  deliveries  must  be  late,  and  that 
extensions  and  additions  are  being  planned  to  their 
plants. 

Although  Canada  is  a  new  country,  the  extent  of 
her  output  in  the  shoe  industry  leaves  us  nothing  to 
be  ashamed  of.  There  are,  at  present  in  Canada,  ISO 
shoe  factories,  which  furnish  employment  to  about 
18,000  men,  and  pay  wages  amounting  to  nearly  $8,- 
000,000  annually.  The  capital  invested  in  the  shoe 
factories  cannot  be  far  short  of  $25,000,000,  and  the 
value  of  the  annual  output,  according  to  the  census 
report  for  1911  was  $33,987,248.  The  number  of 
firms  in  Canada,  producing  leather  tanned,  curried  and 


finished,  is  113;  furnishing  employment  to  some  3,800 
men,  and  paying  in  salaries  over  $2,000,000.  Capital 
to  the  extent  of  over  $17,000,000  is  invested  in  this 
business  which  produced  goods  last  year  to  the  value 
of  $19,972,178,  according  to  the  census  returns.  The 
leather  goods  industry  also  is  on  the  increase,  and  we 
have  in  Canada  over  thirty  factories,  furnishing  em- 
ployment to  well  over  1,000  men  and  paying  in  wages 
in  the  vicinity  of  a  million  dollars.  The  capital  em- 
ployed in  this  industry  is  over  $2,000,000,  producing 
annually  about  $2,500,000  worth  of  goods.  There  are 
eight  factories  in  the  last  and  peg  industries  which 
employ  some  two  hundred  hands  and  pay  out  over 
$75,000  in  wages.  $132,000  is  invested  in  this  business, 
the  annual  output  of  which  amounts  to  about  $150,- 
000.  There  are  fourteen  firms  in  Canada  which  manu- 
facture shoe  findings.  These  employ  some  six  hundred 
hands  and  have  a  pay  roll  of  about  $260,000.  Capital 
to  the  value  of  nearly  a  million  dollars  is  invested  in 
this  business,  and  the  annual  output  from  the  factories 
at  the  present  amounts  to  considerably  over  a  million 
dollars  in  value.  The  above  statements  are  founded 
on  the  census  returns  and  are  therefore  conservative. 

In  another  part  of  this  issue  will  be  found  state- 
ments from  leading  firms  in  the  shoe  and  leather  trade 
in  Canada  upon  present  business  conditions  and  trade 
prospects  for  the  future,  a  perusal  of  which  will  show 
that  all  are  agreed  that  these  industries  are  in  a  very 
healthy  condition  and  that  prospects  for  the  future 
never  were  brighter.  Canada  has  been  called  the 
"land  of  promise,"  and  the  future  of  the  shoe  and 
leather  and  allied  industries  in  this  country  seems 
promising,  indeed. 


Creative 
Salesmanship 


Any  person  who  sells  footwear, 
or  other  goods,  may  be  a  sales- 
man, but  a  clerk  is  a  creative 
salesman  only  when  by  personal  suggestion  he  sells 
goods  not  asked  for  by  the  customer.  He  is  a  creative 
salesman,  when,  by  means  of  display,  advertisement, 
or  any  other  method,  someone  is  induced  to  purchase 
something  he  otherwise  would  not,  had  not  his  atten- 
tion been  drawn  to  the  article.  The  number  of  sales 
made  by  the  retailer,  over  and  above  the  actual  de- 
mand, depends  upon  the  degree  of  efficiency  with 
which  he  uses  the  selling  powers  which  are  at  his 
command.  The  proprietor  or  clerk,  for  instance,  who 
combines  an  attractive  personality  with  a  knowledge 
of  the  talking  points  of  the  goods  in  stock,  who  pre- 
sents his  displays  in  an  adequate  manner,  who  adver- 
tises judiciously  and  effectively,  is  going  to  get  more 
new  business  than  the  man  who  utilizes  but  one  of 
these  methods,  other  things  being  equal. 

The  big  city  department  stores  get  most  of  their 
business  by  advertising,  whether  it  is  in  the  news- 
paper, show  window  or  in  any  other  way.  If  their 
clerks  were  efficient  in  personal  talks  to  customers, 
they  would  get  a  great  deal  more  business  still.  This 
is  why  the  smaller  retailer  will  always  be  a  factor  in 
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the  trade.  I  lis  personality  backed  up  by  his  power 
to  suggest  and  persuade,  a  power  which  is  largely 
lacking  in  the  bigger  stores,  is  going  to  make  him  an 
important  link  in  the  trade  chain.  There  are  many 
ways  in  which  creative  salesmanship  can  be  used,  the 
main  idea  always  being  to  draw  your  goods  to  the 
attention  of  the  customer  in  such  a  manner  that  he 
is  attracted  and  buys,  not  because  he  really  requires 
the  article,  but  because  it--  advantages  have  been  forced 
upon  his  attention  in  such  a  manner  that  he  feels  it 
is  a  good  investment  for  him. 

A  display  of  footwear  and  find- 
Value  of  Display     ings   both   in  the  show  window 

and  in  the  interior  of  the  store  is 
of  the  utmost  importance  in  the  making  of  a  success- 
ful retail  shoe  store.  A  little  investigation  will  show- 
that  a  surprisingly  large  number  of  people  depend  al- 
most entirely  upon  the  window  displays  in  choosing 
the  stores  from  which  they  will  buy  their  shoes.  Many 
customers  also  are  induced  to  buy  a  second  and  third 
pair  or  to  purchase  some  of  the  accessories  by  reason 
of  the  fact  that  these  strike  their  eyes  by  being  dis- 
played inside  the  store.  On  another  page  will  be 
found  an  article  entitled  "'The  Art  and  Value  of  Shoe 
Window  Display,"  which  gives  many  useful  ideas 
that  should  prove  money-getters  to  the  progressive 
shoe  retailer. 

*      *  * 

The  idea  of  organization  among 

Organisation       shoe  retailers  has  sP'"ead  over  the 
whole  of  the  United  States  and  is 

rapidly  becoming  part  of  the  business  creed  of  pro- 
gressive Canadian  retail  shoe  merchants.  The  idea 
started  first  in  cities  and  towns,  was  found  to  work 
out  to  the  advantage  of  all  concerned,  and  its  scope 
was  then  widened  into  that  of  a  Provincial  or  State 
association.  There  was  formed,  several  months  a<?o, 
in  the  United  States,  a  National  Shoe  Retailers'  As- 
sociation and  with  Provincial  organizations  already  in 
existence  in  the  Provinces  of  Ontario  and  Quebec,  there 
is  no  doubt  but  that  sooner  or  later  Canadians  will  fol- 
low the  example  of  their  confreres  on  the  other  side 
of  the  border.  This,  in  time  may  lead  to  one  vast 
continental  organization  in  which  all  the  evils  that 
affect  the  retail  shoeman  will  be  treated,  and  a  cure 
f<  »und. 

We  are  in  receipt  of  a  letter  from  Mr.  Allen  II. 
Meadors,  President  of  the  Southern  Shoe  Retailers' 
Association  of  the  United  States,  expressing  his  grati- 
fication upon  reading  in  the  columns  of  "Footwear" 
of  the  organization  of  an  Ontario  Retail  Shoe  Mer- 
chants' Association.  Mr.  Meadors  states  that  he  con- 
siders the  resolutions  passed  at  the  recent  meeting  of 
this  organization  to  be  all  good,  and  of  vital  interest 
to  the  retail  trade,  lie  says  the  shoe  merchants  have 
urgent  need  for  co-operation  to  combat  the  various 
evils  affecting  their  trade  and  he  believes  it  would  be 


to  the  advantage  of  both  Canadian  and  United  States 
associations  to  work  together,  for,  as  he  put  it,  "In 
strength  only  can  we  hope  to  win  out  on  certain  mat- 
ters." 

"Footwear"  feels  sure  that  the  whole  Canadian  re- 
tail trade  is  waking  to  the  benefits  to  be  derived  from 
organization,  and  that  shortly  we  may  have  all  shoe 
merchants  from  the  Atlantic  to  the  Pacific  in  both  the 
United  States  and  Canada,  working  for  the  common 
good. 

Advertising  is  necessary  and  vital 

Back  up  Your     to  every  progressive  business.  We 
Advertising  1  ° 

will  go  even  farther  and  say  that 

if  a  man  is  to  remain  in  the  retail  shoe  business  to- 
day, he  must  advertise  in  some  form  or  other,  but  in 
order  to  be  really  effective,  and  to  produce  results 
his  advertising  has  to  be  backed  up  by  equally  effect- 
ive service,  stock  and  facilities.  The  finest  advertising 
matter  in  the  world  won't  sell  shoes  if,  after  the  cus- 
tomer comes  to  your  store,  you  find  you  cannot  tit  him 
with  the  proper  size,  or  if  you  have  not  the  kind  or 
style  that  he  is  looking  for. 

Again,  a  customer  may  be  attracted  by  you'-  an- 
nouncements and  you  may  have  the  goods  to  back 
them  up,  the  shoes  may  be  the  best  value,  the  sizes 
and  styles  right,  and  yet  a  surly  demeanor  in  waiting 
upon  a  customer,  delays  and  irritations  in  connection 
with  the  sale,  or  reluctance  in  making  adjustment  of 
^inie  trifling  difficulty,  should  such  arise,  kill  the  pos- 
sibility of  future  business  with  that  particular  cus- 
tomer, no  matter  how  long  afterwards  you  advertise. 

Advertising  is  a  great  auxiliary,  but  an  auxiliary 
should  not  be  expected  to  do  the  whole  thing.  The 
retailer  who  has  not  got  "the  goods"  in  both  stock  and 
service  is  w  asting  money  advertising. 


Sell  Satisfaction 

Success  in  the  selling  game  doesn't  simply 
mean  goods  sold.  It  means  customers  satis- 
fied. 

It  means  treating  a  man  after  you  sell  him  as 
well  as  you  did  before.  It  means  bills  paid 
out  of  court,  and  complaints  handled  on  square 
deal  principles. 

Irritating  back  talk  and  aggravating  threats 
never  got  a  good-will  settlement  nor  brought 
back  a  disappointed  customer.  A  "chip-on- 
the-shoulder"  attitude  drives  trade  away. 

But  courtesy,  tact,  frankness,  fairnesss-  disarm 
antagonism,  melt  opposition,  bring  back  busi- 
ness. 

Sell  Satisfaction . 

And  your  goods  will  sell  themselves. 
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What  Footwear  Will  Sell  Next  Seasons? 


Forecast  of  Demand  for  Spring  Trade — Button  Oxfords 
and  Pumps  will  Lead — Gunmetal,  the  Favorite  Leather 


At  the  present  time  manufacturers'  salesmen  are 
all  on  the  road  with  samples  of  their  spring  lines,  and 
retailers  are  being  urged  to  place  advance  orders. 
"Footwear"  recommends  the  placing-  of  spring  orders 
early,  providing  good  judgment  is  used  in  the  selec- 
tion of  styles  and  the  volume  of  goods  ordered.  Plac- 
ing orders  early  is  beneficial  to  the  trade  as  a  whole. 
It  enables  the  manufacturer  to  maintain  a  maximum 


The  "  New  "  Copper  Tip — A  Revival  of  Thirty 
Years  ago. 


and  the  retailer  who  bases  his  advance  orders  on  these 
two  types,  with  a  very  conservative  consideration  of 
novelties,  will  be  reasonably  safe.  Button  oxfords  are 
being  shown  in  a  great  variety  of  attractive  patterns, 
many  of  which  will,  no  doubt,  have  a  fair  sale;  but 
the  four  and  five-button  patterns  will  probably  be 
the  most  popular. 

The  plain  pump  is  practically  a  staple  type  for 
summer  wear,  and  the  element  of  chance  in  ordering 
this  style  is  reduced  to  a  minimum.  The  ease  with 
which  the  pump  can  be  converted  into  a  Colonial  or 
embellished  with  various  styles  of  ornaments  is  also 
greatly  in  its  favor,  and  many  retailers  will  look  upon 
this  feature  as  eliminating  any  risk  they  might  other- 
wise incur  in  ordering  novelties  of  this  character. 

Other  patterns  that  the  retailer  can  order  conser- 
vatively are  the  plain  lace  oxfords  and  pumps  with 
two,  three  and  four  straps,  and  possibly  a  few  Col- 
onials. The  latter  at  the  present  time  do  not  seem 
to  have  the  call  for  spring  in  medium  priced  lines, 
lmt  in  the  better  grades  Colonials  with  attractive 
buckles  will  be  sold  to  the  more  exclusive  trade. 

While  button  oxfords  will  predominate,  there  is 
a  tendency  toward  a  larger  use  of  lace  footwear  than 


production  at  a  minimum  cost,  insures  prompt  de- 
liveries and  helps  materially  to  simplify  the  problem 
of  production  and  distribution  all  along  the  line. 

Uncertainty  as  to  styles  and  prices  is  the  only 
consistent  reason  retailers  can  advance  for  declining 
to  place  advance  orders.  Regarding  prices,  it  is  now 
an  established  fact  that  shoes  will  be  higher.  Every- 
thing pertaining  to  the  cost  of  production  shows  an 
upward  tendency  and  there  is  nothing  in  sight  to 
warrant  the  slightest  belief  that  costs  will  go  lower. 
In  fact,  the  probability  is  that  there  will  be  further 
advances.  It  should  be  understood  that  by  higher 
prices  we  take  into  consideration  comparative  qual- 
ities. Undoubtedly  there  is  a  demand  for  shoes  to 
retail  at  certain  established  prices,  and  some  manu- 
facturers are  offering  shoes  to  meet  this  demand  at 
approximately  old  prices  ;  retailers  must  realize,  how- 
ever, that  in  such  a  case  they  will  not  get  the  same 
value  as  formerly. 

Button  Oxfords  and  Pumps  Will  Lead 

In  regard  to  styles  for  spring,  1913,  the  situation 
is  much  more  clearly  defined  than  had  been  the  case 
for  several  years.  In  footwear  for  women,  button  ox- 
fords and  pumps  will  constitute  the  volume  sellers, 


Men's  Dull  Calf  Button,  Brighton  Last,  Goodyear 
Welt,   Mat  Top,   12/8  Heel,   Heavy  Sole. 
Rice  &  Hutchins. 
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prevailed  last  season,  and  the  neatness  and  fitting 
qualities  of  this  style  commend  it  as  a  practical  type 
both  for  conservative  and  for  stylish  dressers. 

The  strap  pump  with  button  fastening  is  a  prac- 
tical combination  of  the  two  prevailing  style  factors; 
for  that  reason  it  stands  a  good  chance  of  meeting 
with  a  fair  sale.  Although  much  improvement  has 
been  made  in  the  fitting  qualities  of  plain  pumps,  the 
strap  adds  to  its  desirability  from  that  point  of  view, 
as  the  best  fitting  pump  is  apt  to  become  loose  after 
a  certain  period  of  wear. 

Boots  for  Early  Spring 

For  earh-  spring  a  good  call  for  button  boots  is 
expected  in  tan  and  in  light  shades  of  suede  and  buck, 
also  in  combination  of  leather  vamps  and  suede  or 
cloth  toppings    in     light,  delicate  colorings.  There 


Woman's  Dongola,  whole  quarter  lace  oxford,  plain  toe,  no 
box,  white  kid  lining,  kushion  turn  sole. 
The  Thompson  Shoe  Company. 


seems  to  be  a  growing  demand  fur  between-season 
footwear  of  this  character  as  a  sort  of  intermediate 
change  from  the  regular  boots  to  tow  shoes,  or  vice 
versa. 

The  Popular  Leathers 

In  low  shoes  for  summer  the  favorite  leathers  will 
be  gunmetal,  tan  and  white,  in  the  order  named;  but 
a  larger  use  of  both  patent  and  of  kid  is  indicated  than 
was  the  case  last  spring. 

The  high-grade  trade,  especially  in  the  Fast,  and 
in  the  larger  cities,  will  call  for  the  narrower,  medium- 
low  toe  with  a  slight  receding  effect,  but  the  bulk 
of  the  business  in  medium  grades  will  be  done  on  a 
wide  toe  of  medium  height  and  a  short  vamp.  The 
popular  height  of  heels  will  average  lower  than  here- 
to-fore, ranging  from  1^  to  \y.\  inches,  according  to 
the  type  of  last.  Reports  from  the  smaller  centres 
indicate  that  the  recede  toe  is  not  a  favorite  with  the 
rural  trade. 

Styles  for  Men 

Spring  styles  for  men  are  well  defined  and  will  re- 
quire much  less  study  than  those  for  women,  as  they 
do  not  involve  so  much  variety.  The  bulk  of  the 
business  will  undoubtedly  be  done  on  button  oxfords, 
with  a  moderate  and  perhaps  slightly  increased  call 
for  blucher  lace  oxfords.  As  in  women's  lines,  the 
leading  leathers  will  be  gunmetal  and  tan  ;  there  will 
also  be  some  demand  for  patent  and  black  kid.  Men's 
lasts  will  also  follow  the  same  general  trend  as  those 
for  women;  the  wide  toe  of  medium  height  will  sell 
largely  in  the  medium  grades. 


The  man  that  thinks  he's  the  head  of  the  house 
isn't  home  much. 


Calling  for  Velvets 

In  some  sections  of  the  country,  retailers  are  hav- 
ing or  anticipating  a  call  for  velvet  boots  again  this 
fall.  It  has  been  sufficient  to  interest  manufacturers 
and  jobbers  and  some  of  these  are  preparing  to  meet 
such  a  demand  if  it  materializes  in  any  volume.  The 
fact  that  women's  hats  of  velvet  are  a  feature  of  fall 
headwear  lends  some  force  to  the  idea  that  women 
may  look  favorably  on  velvet  footwear  to  match. 

Velvet  has  proven  a  good  material  from  the  stand- 
point of  wear  and  comfort  when  made  into  high- 
grade  boots.  The  cheaper  and  medium  grades  have 
not  been  as  satisfactory.  It  cannot  be  considered  a 
staple  material,  owring  to  the  ease  with  which  it  soils 
and  the  lack  of  any  practical  cleaning  process.  Deal- 
ers will  do  well  to  class  velvet  footwear  as  a  novelty 
and  use  conservative  judgment  in  buying  it.  It  is 
a  type  of  shoe  that  will  not  be  apt  to  sell  after  winter 
weather  comes  and  might  remain  on  the  shelves  for 
years  after  the  popular  fancy  has  passed.  The  loss 
of  a  few  sales  on  any  novelty  is  preferable  to  carry- 
ing dead  stock,  but  the  well-informed  buyer  can  usu- 
ally supply  actual  demand  for  novelties  by  securing 
them  as  needed  from  the  many  specialty  houses  that 
make  it  their  business  to  supply  them. 

A  recent  development  of  considerable  importance 
in  footwear  styles  for  women  is  the  trend  for  orna- 
mentation of  pumps  and  evening  slippers.  Manufac- 
turers of  these  articles  have  given  considerable  at- 
tention to  creating  attractive  merchandise  for  this 
purpose  and  are  now  offering  a  varied  and  extensive 
showing  in  their  new  lines.  This  is  one  novelty  fea- 
ture that  promises  to  lie  profitable  for  the  shoe  re- 
tailer. 

Many  progressive  merchants  put  in  a  line  of  or- 
naments last  season  and  not  only  made  money  on 
their  sale  individually,  but  found  them  of  great  assist- 


Woman's  fine  Dongola  kid  3/4  vamp  button  boot,  patent 
tip,  dull  calf  top,  kushion  turn  sole.  The 
Thompson  Shoe  Company. 


ance  in  curtailing  the  number  of  slipper  and  oxford 
styles  carried  to  meet  the  growing  demand  for  foot- 
wear of  varied  ornamentation.  Retailers  generally 
will  stock  ornaments  more  fully  this  season  than  ever 
before  as  they  not  only  appeal  to  the  women's  trade 
and  produce  extra  business  at  a  good  profit,  but  also 
are  very  useful  as  a  means  of  converting  plain  pump 
and  slipper  styles  to  suit  the  purchaser.  A  good  var- 
iety of  practical  ornaments  can  be  stocked  on  a  small 
investment  and  can  be  re-ordered  from  stock  as  sold. 
There  is  little  risk  in  carrying  these. 
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Department   Store   Adds   Shoe  Section 

Big  Montreal  Store  Enters  Shoe  Business  —  Manager  of  Wide  Ex- 
perience— Will  Deal  Chiefly  in  Women's  and  Children's  Footwear 


When  James  A.  Ogilvy  &  Sons,  Limited,  moved 
into  their  new  store,  St.  Catherine  street  west,  Mon- 
treal, a  few  months  ago,  it  was  decided  to  add  a  shoe 
department  to  the  business.  This  was  placed  in 
charge  of  Mr.  J.  Lindsay,  who  has  had  experience  in 
England,  Scotland,  South  Africa,  and  Canada.  The 
department  has  grown  to  such  an  extent  that  it  now 
occupies  a  very  large  space  in  the  basement.  It  con- 
sists of  two  broad  aisles,  with  the  fixtures  arranged 
on  two  sides,  the  middle,  and  at  the  ends.  Down  the 
centre  of  the  aisles  are  tables  stocked  with  shoes, 
slippers,  etc.  Chiefly  women's  boots  and  shoes  are 
kept,  and  these  are  divided  into  Canadian  and  United 
States  sections,  the  stock  consisting  of  about  ecpial 
quantities.  The  two  sections  are  again  sub-divided 
into  women's,  misses',  and  children's,  so  that  the  as- 
sistants have  no  difficulty  in  readily  finding  the  goods. 
A  specialty  is  made  of  the  "Ogilvy  Duchess,"  a  high 
graue  American  shoe,  and  many  of  the  best  Canadian 
brands  are  also  sold.  The  department  is  reached  by 
four  elevators  and  six  stairways.  The  store  has  a 
fine  ventilation  system,  by  which  the  air  is  changed 
every  seven  minutes,  a  suction  device  drawing  off  the 
vitiated  air,  while  a  supply  of  fresh  air  is  forced  into 
the  departments  by  a  pipe  system. 

Down  the  centre  of  each  aisle  are  placed  several 
show  cases  and  chairs  for  fitting,  in  a  row.  In  the 
show  cases  are  displayed  slippers,  pumps  and  other 
fine  and  delicate  footwear,  and  also  hosiery,  arch  sup- 
ports, etc.  The  shelving  is  the  three-carton  system, 
and  consists  of  four  shelves  in  the  interior  of  the  store, 
and  five  shelves  running  along  the  walls.  Over  the 
top  of  the  latter  is  a  narrow  shelf  allowing  space  for 
only  one  carton.  Shoes  are  displayed  on  top  of  show 
cases  and  also  on  the  interior  shelving,  stands  being 
used  in  some  cases  for  this  purpose.  The  department  is 


brilliantly  lighted  with  large  tungsten  lamps  enclosed 
in  white  globes,  hung  over  the  center  of  the  aisles, 
and  smaller  lights  in  clusters  of  two  on  the  top  of 
the  shelving  along  the  walls. 


What  is  Selling 

The  Hartt  Boot  &  Shoe  Company,  of  Fredericton, 
N.B.,  are  finding  sales  running  largely  to  tans  and 
gunmetals  for  spring,  which  is  almost  an  exact  dupli- 
cate of  what  the  sales  were  for  fall.  Button  boots 
are  again  selling  strong  for  spring,  and  it  looks  as 
though  the  button  boot  for  men  had  come  to  stay. 

The  Reliance  Shoe  Company,  of  Toronto,  say  that 
indications  point  strongly  to  a  large  increase  of  but- 
tons for  spring  trade  and  that  they  are  booking  orders 
in  button  boots  away  in  advance  of  their  expectations, 
with  gunmetal  away  in  the  lead.  In  men's  and  wo- 
men's goods  there  is  always  a  demand  for  buttons, 
but  with  such  a  great  demand  for  boys'  and  youth's 
buttons,  it  is  surely  a  strong  indication  of  the  grow- 
ing popularity  of  the  button  boot.  This  company  is 
showing  an  exceptionally  fine  range  of  boys'  Mackays, 
and  are  highly  gratified  at  the  amount  of  business  they 
are  booking  for  spring  delivery. 


Canadian  Boots  in  New  Zealand 

New  Zealand  imports  nearly  $1,000,000  worth  of 
boots  and  shoes  a  year.  For  the  fiscal  year  ended 
March  31,  1912,  Canada  supplied  only  about  $25,000 
worth,  although  they  are  susceptible  to  the  preferen- 
tial tariff.  Gum  boots  to  the  value  of  $55,000  were 
supplied  for  the  same  period  and  Canada  supplied 
about  $20,000  worth.    These  articles  are  free. 


Part  of  Shoe  Department  in  the  New  Store  of  James  A.  Ogilvy  6?  Sons,  Limited,  Montreal. 
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Canadian  Shoe  and  Leather  Trade  Prosperous — Leading 
Firms  Report  on  Business  Conditions — Prospects  Excellent 


The  past  year  has  been  the  most  prosperous  Can- 
ada has  ever  experienced  and  from  every  indication 
the  coming  one  will  be  still  more  so.  The  shoe  and 
leather  industry  has  shared  in  the  general  prosperity 
to  as  great  an  extent  as  any  other  trade  and  prospects 
for  the  future  are  very  bright,  indeed. 

Our  Montreal  correspondent  writes:  "'The  coming 
spring  season  promises  to  be  an  exceptionally  good 
one  for  boot  and  shoe  manufacturers.  Orders  arc- 
coming  in  at  a  good  rate,  and  if  they  keep  up  at  any- 
thing like  their  present  pace  manufacturers  will  find  it 
hard  to  turn  out  the  goods  on  time.  The  orders  are 
not  only  more  numerous,  but  retailers  are  buying  in 
large  quantities. 

Last  year  the  jobbers  were  slow  in  placing  their 
buying,  but  now  they  are  anxious  to  cover  their  sea- 
son's requirements  as  quickly  as  possible.  Some  of 
the  makers,  however,  decline  to  contract  very  far 
ahead,  having  regard  to  the  uncertain  course  of  lea- 
ther. The  jobbers,  doubtless,  are  inlluenced  by  the 
rising  tendency  of  that  market,  and  want  to  protect 
themselves,  but  manufacturers  are  unable,  even  if  they 
wished,  to  secure  contracts  for  leather  for  delivery  at 
long  dates,  and  naturally,  under  the  circumstances, 
will  not  commit  themselves  to  supply  goods  for  the 
season  at  present  quotations. 

Manufacturers  in  the  Montreal  district,  without 
exception,  report  that  the  outlook  is  the  best  ever 
experienced.  Several  arc  either  putting  up  new  fac- 
tories or  are  building  additions,  the  present  tendency 
being  for  existing  firms  to  increase  their  capacity 
rather  than  for  new  concerns  to  come  into  the  busi- 
ness. In  this  connection,  it  may  be  added  that  Mais- 
onneuve,  just  outside  Montreal,  is  now  the  centre  of 
the  boot  and  shoe  industry.  Kirvan-Doig,  Limited, 
have  just  moved  there,  and  another  Montreal  firm,  as 
well  as  a  Quebec  maker,  have  been  making  inquiries 
as  to  sites  for  factories  in  that  district.  The  United 
Shoe  Machinery  Company  have  their  new  factory  in 
Maisonneuve,  and  the  plant  is  very  busy  on  orders. 
The  business  of  the  company  is  increasing,  and  with 
the  expansion  of  trade  is  likely  to  grow  at  an  even 
greater  rate. 


The  rubber  companies  also  state  that  trade  is  in 
excellent  condition,  and  that  they  are  shipping  goods 
as  fast  as  they  can  handle  them. 

According  to  a  statement  by  Ames-Holden-Mc- 
Cready,  Limited,  Montreal,  business  prospects  are  of 
the  brightest.  The  change  in  terms  and  the  advance 
in  ] trices  were  apparently  unfavorable  factors,  but  the 
orders  that  have  come  in  show  that  these  have  not 
had  the  slightest  influence  on  buying.  The  travellers 
sent  in,  the  first  week  they  were  on  the  road,  the 
largest  amount  of  orders  ever  known  in  the  experi- 
ence of  the  company's  representatives,  some  of  whom 
have  been  with  them  for  lifteen  years.  The  orders 
have  continued  to  be  placed  in  very  large  amounts, 
and  the  company  will  have,  to  all  appearances,  a  very 
line  season. 

Fisk  Limited,  of  Montreal,  report  that  their  leather 
business  shows  an  increase  of  thirty-seven  per  cent, 
over  last  year,  but  that  on  the  other  hand,  hides  have 
so  appreciated  in  value  that  it  is  a  very  difficult  mat- 
ter to  guage  the  probable  profits  of  the  coming  sea- 
son.  They  claim  that  the  price  for  leather  and  shoes 
must  advance  considerably  to  meet  the  constantly  in- 
creasing cost  of  manufacture  and  materials. 

The  Fraserville  Shoe  Company,  Fraserville,  Que., 
are  closing  their  second  year  of  business  and  have  a 
substantial  increase  in  the  total  amount  of  sales  for 
1913.  They  have  increased  their  staff  of  travellers  in 
order  to  cover  all  Eastern  Canada  from  Halifax  to 
Montreal.  Their  travellers,  who  have  been  out  since 
the  first  of  September,  with  the  new  samples  for  1913, 
have  made  a  great  increase  in  their  sales  over  the  cor- 
responding period  of  last  year.  This  company  is  well 
stocked  up  as  they  had  heavy  contracts  placed  with 
them  in  January,  largely  by  those  anticipating  the 
rise  in  prices. 

Uneven  Selling  Prices 

The  Hartt  Boot  &  Shoe  Company,  of  Fredericton, 
N.B.,  say  that  it  looks  to  them  from  present  condi- 
tions that  the  season  of  1012-13  will  show  a  large  in- 
crease in  the  way  of  development  among  the  shoe 
manufacturers  of  Canada.     With  the.  present  erood 
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conditions  existing-  all  over  this  country  and  the  ex- 
ceptionally large  crop  harvested  this  year  in  the  West, 
manufacturers  of  all  grades  of  footwear  should  show 
a  large  increase  in  their  business  over  the  previous 
year.  The  past  season,  viz.,  the  fall  of  1912,  showed 
a  very  substantial  increase  with  them,  over  any  pre- 
vious fall  business,  and  judging  from  present  indica- 
tions, and  the  way  orders  are  coming  in,  their  1913 
spring  business  will  be  a  banner  one.  Regarding  the 
question  of  prices,  all  manufacturers  who  have  been 
keeping  their  output  up  to  a  standard  of  quality,  have 
of  necessity,  for  the  past  two  or  three  seasons,  been 
compelled  to  advance  prices  every  season.  This  has 
been  caused  largely  by  the  higher  prices  that  have 
ruled  for  leathers,  and  which  from  the  figures  received 
from  the  most  authentic  sources  of  information,  re- 
garding the  available  supply  of  heavy  hides  and  calf 
skins  it  would  look  as  though  shoes  would  continue  to 
advance  almost  indefinitely,  until  some  condition  arises 
which  either  produces  a  substitute  for  leather,  to  some 
extent,  or  increases  the  world's  supply  of  hides  and 
skins. 

Regarding  the  matter  of  labor  costs,  this  item  is 
getting  a  little  higher  every  season.  Every  adjust- 
ment of  prices  means  an  advance  in  the  piece  price  to 
the  operator,  all  of  which  means  higher  prices  for 
shoes.  The  Hartt  Company  are,  and  always  have 
been  in  favor  of  the  retailer  asking  a  legitimate  profit 
on  what  his  goods  cost  him,  even  though  it  makes  an 
uneven  selling"  price,  and  they  are  glad  to  note  that  a 
large  portion  of  the  retail  trade  in  Canada  to-day  are 
adopting  this  principle.  They  think  it  would  be  good 
business  policy  on  the  part  of  those  who  have  not 
adopted  this  policy  to  do  so  at  once,  as  they  are  con- 
vinced that  the  general  trend  of  shoe  prices  for  the 
next  few  seasons  to  come,  at  least,  will  be  upwards, 
and  that  the  retail  men  who  adopt  this  policy  of  un- 
even prices  are  providing  a  bulwark  for  the  future. 

The  Murray  Shoe  Company,  of  London,  Ontario, 
say  that  everything  points  to  an  unusually  brisk  busi- 
ness for  the  coming  season,  and  that  they  contemplate 
making,  during  the  next  six  months,  a  great  many 
more  shoes  than  they  have  ever  done  in  a  similar 
period. 

Capital  to  be  Increased 

It  has  been  officially  announced  that  the  capital  of 
the  Canadian  Consolidated  Rubber  Company  is  to  be 

increased  after  the  first  of  the  year.  The  present  stock 
capitalization  is  $5,000,000,  most  of  which  is  already 
issued,  made  up  of  $2,000,000  seven  per  cent,  non- 


cumulative  preferred  and  $3,000,000  common  shares. 
Additional  stock  will  be  issued  in  excess  of  $2,000,000. 
Whether  it  will  be  preferred  or  common  has  not  been 
announced  yet. 

Sales  of  this  company  for  the  vear,  it  is  estimated, 
will  run  well  over  $9,000,000,  or  will  be  substantially 
greater  than  last  year.  The  expansion  of  the  business 
has  been  especially  noticeable  during  the  last  nine 
months.  The  company  now  has  thirty-five  branch 
selling  agencies  which  are  doing  a  big  business,  and 
intends  to  still  further  branch  out  in  the  next  few 
months. 

The  new  issue  of  stock  is  being  made  to  secure 
additional  working  capital  and  provide  for  extensions 
to  plants.  All  the  plants  of  the  company  are  under- 
going extensions  at  the  present  time.  A  new  $1,000,- 
000  tire  factor)-  is  being  erected  in  Berlin.  Over  $1,- 
000,000  has  been  spent  on  the  Montreal  factories  with- 
in the  past  twelve  months,  and  various  sums  on  the 
other  works.  It  is  intended  to  get  sufficient  new  capi- 
tal to  provide  for  the  company's  enlargement  needs 
for  the  next  few  years. 

The  Hurlbut  Company,  Limited,  of  Preston,  Ont., 
report  that  business  has  been  exceptionally  good  with 
them  during  the  past  season  and  that  they  expect  a 
thirtyjDer  cent  increase  in  their  trade  this  year.  Pros- 
pects for  spring  are  excellent. 

Working  Full  Capacity 

J.  A.  &  M.  Cote,  of  St.  Hyacinthe,  Que.,  say  that 
as  far  as  they  are  concerned  they  have  been  ex- 
tremely busy  this  season  and  regret  very  much  that 
they  have  not  been  able  to  fill  all  their  orders  on  time, 
and  that  notwithstanding  their  improved  facilities, 
they  can  not  help  themselves  being  at  least  a  month 
late  this  fall  in  filling  orders.  They  have  recently  ad- 
ded Goodyear  welts  as  well  as  button  boots  to  their 
already  extensive  line  of  goods,  and  with  the  higher 
prevailing  prices,  they  expect  a  very  busy  spring  sea- 
son trade.  The  extent  of  their  business  this  year  has 
far  exceeded  that  of  1911  and  they  feel  confident  that 
1913  will  be  still  larger. 

''As  compared  with  last  year,"  states  the  Eagle 
Shoe  Company,  Limited,  Montreal,  "our  orders  are 
considerably  ahead,  the  retailers  purchasing  in  far 
larger  quantities.  The  orders  from  the  West  are  par- 
ticularly good,  while  from  the  east  they  are  very  sat- 
isfactory. Everything  points  to  an  exceptionally  fine 
spring  trade.  It  looks  as  if  there  will  be  a  run  on 
tan  and  black  calf.  AYe  have  just  moved  into  an  ad- 
dition to  our  factorv,  necessitating  a  re-arran°ement 
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of  the  departments.  'J "he  cutting  and  lasting  rooms 
are  now  in  our  addition  to  the  factory." 

The  A.  P.  Cimon  Shoe  Manufacturing  Company, 
Limited,  Montreal,  say  that  prospects  were  never  bet- 
ter. The  travellers  are  sending  in  good  orders  from 
all  parts  of  the  country,  and  these  are  away  ahead  of 
the  corresponding  period  last  year.  The  company  ex- 
pect to  be  in  their  new  factory,  at  the  corner  of  De- 
fleuremont  and  Denormanville  streets,  by  the  first  of 
November  at  the  very  latest. 

"We  have  been  exceedingly  busy  all  the  summer,'' 
states  the  Smardon  Shoe  Company,  Montreal,  "and 
from  present  appearances  we  expect  to  be  even  more 
so,  as  the  orders,  especially  from  the  West,  are  com- 
ing in  exceedingly  well.  Prospects  are  rosy,  and  we 
look  for  a  big  season." 

Earnings  Greatly  Increased 
The  earnings  of  the  Ames-Holden-McCready  Com- 
pany are  away  ahead  of  what  they  were  this  time  last 
year.  For  the  first  four  months  of  their  new  fiscal 
year  sales  have  amounted  to  over  $5,000,000  more  than 
the  same  period  last  year;  and  gross  earnings  will 
show  a  corresponding  increase. 

Profits  will  be  substantially  greater  than  last  year. 
Elimination  of  the  middleman's  profits  was  aimed  at 
by  the  formation  of  this  company;  and  the  retailer  is 
dealt  with  direct.  The  working  out  of  the  sales  or- 
ganization last  year  and  the  establishment  of  selling 
agencies  throughout  Canada,  made  the  profits  less 
than  they  should  have  been  ;  but  as  the  sales  organiza- 
tion is  now  working  more  economically  than  at  its 
formation,  profits  can  be  looked  for  considerably 
larger  than  last  year. 

The  factories  of  the  company  are  now  worked  to 
capacity.  Additions  and  enlargements  are  being  made 
to  several  at  the  present  time,  and  more  are  to  fol- 
low soon. 

Prospects  Rosy 
The  Canadian  Blacking  and  Cement  Company,  of 

Hamilton,  Out.,  do  business  with  shoe  factories  only, 
and  report  that,  from  the  amount  of  orders  they  have 
received  and  from  the  reports  sent  in  by  their  travel- 
lers, the  shoe  factories  appear  to  be  very  busy  and 
there  is  no  doubt  that  next  year  will  be  an  extraor- 
dinarily big  one  for  the  shoe  and  leather  trade.  Their 
business  has  been  very  satisfactory  during  the  past 
year  and  the  company  have  no  doubt  whatever  that 
when  the  time  comes  for  closing  their  books  at  the 
end  of  December,  an  increase  will  be  shown  of  about 
forty  per  cent.  The  firm  have  had  to  enlarge  their 
plant  and  have  put  in  two  new  steam  kettles,  one  of 
which  has  a  capacity  of  live  hundred  gallons.  Their 
cement  plant  has  also  been  increased  and  they  have 
had  to  put  in  a  new  mixer.  The  prospects  of  this 
company  for  the  next  year  appear  to  be  very  rosy,  and 
the  management  feel  sure  that  as  long  as  they  continue 
to  give  their  customers  value  for  their  money,  they 
will  have  all  they  can  do  to  fill  their  orders. 

The  Tebbutt  Shoe  and  Leather  Company,  of  Three 
Rivers,  Que.,  are  very  busy  and  the  factory  is  work- 
ing to  full  capacity.  During  the  last  week  of  Sep- 
tember this  firm  turned  out  over  8,400  pairs  of  shoes. 
In  spite  of  all  they  can  do,  orders  have  been  so  large 
and  they  come  in  so  fast  that  they  are  very  much  be- 
hind in  filling  them.  They  have  lately  installed  a 
number  of  new  machines  in  their  factory  in  an  en- 
deavor to  cope  with  the  rapidly  expanding  trade. 

The  W.  B.  Hamilton  Shoe  Company,  Limited,  of 
Toronto,  report  that  their  shipments  up  to  the  present 
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as  compared  with  those  of  last  year,  have  advanced 
a  little  over  twenty  per  cent,  and  that  last  year  was 
the  largest  so  far  as  volume  was  concerned,  that  they 
ever  had  in  the  history  of  the  company. 

The  Thompson  Shoe  Company,  Limited,  of  Mont- 
real, state  that  since  the  inception  of  their  business 
the  orders  received  have  been  far  beyond  their  ex- 
pectations and  the  trade  generally  is  responding  very 
favorably  to  their  samples.  They  are  of  the  opinion 
that  trade  conditions  in  the  shoe  business  are  such 
that  the  orders  for  next  spring  will  be  much  larger 
than  has  ever  been  the  case  in  the  history  of  Canada. 

The  Reliance  Shoe  Company,  of  Toronto,  report 
that  indications  point  strongly  to  a  large  increase  in 
spring  trade  over  that  of  former  years.  Mr.  1'.  E, 
Rivett,  the  general  manager,  is  so  pleased  with  the 
amount  of  orders  that  have  come  in  that  he  says 
they  will  either  have  to  call  in  the  travellers,  or  else 
secure  larger  accommodation  for  their  factory.  This 
is  a  new  company  and  they  did  not  start  to  ship  any 
l;oIk1s  until  the  end  of  March. 


The  Felt  Box  Toe 

An  increasing  use  of  felt  for  box  toes  is  one  of  the 
items  of  the  steadily  enlarging  use  of  fabrics  in  shoes. 
There  is  some  difference  of  opinion  among  shoe 
manufacturers,  however,  as  to  which  makes  the  best 
box  toe,  sole  leather  or  felt. 

Those  wdio  incline  to  sole  leather  hold  to  the  time- 
honored  axiom  that  "there  is  nothing  like  leather." 
They  believe  the  use  of  any  substitute  for  leather  in 
any  part  of  the  shoe  must  depreciate  the  quality  and 
Value  of  the  shoe.  Therefore  they  use  a  high  grade 
leather  box  toe  and  an  expensive  cut  shellac,  at  a  cost 
that  takes  away  quality  from  some  other  and  perhaps 
more  essential  part  of  the  shoe. 

Those  who  incline  toward  felt  box  toes  take  the 
ground  that  all  that  is  wanted  in  a  box  toe  is  that  it 
shall  make  a  shapely  toe  and  give  absolute  satisfaction 
to  the  wearer.  They  regard  the  expenditure  of  any 
money  beyond  that  necessary  to  accomplish  this  as 
money  wasted  which  could  be  used  to  better  advan- 
tage in  the  quality  of  the  upper  or  sole. 

The  advocates  of  the  felt  box  not  only  claim  it  to 
be  the  equal  of  leather  for  the  purpose,  but  go  farther 
and  claim  it  to  be  superior  in  one  respect  at  least. 
They  point  out  that  if  a  shoe  with  a  leather  box  has 
been  worn  some  time,  and  is  then  laid  aside  for  a  time, 
the  edges  of  the  box  will  curl  downward  so  as  to  hurt 
the  foot  of  the  wearer,  while  at  the  same  time  the 
whole  toe  of  the  shoe  will  be  covered  with  fine 
wrinkles.  They  claim  that  the  felt  box  when  properly 
filled  witli  waterproof  box  toe  gum  will  not  do  this, 
but  will  remain  perfectly  smooth  and  shapely.  The 
reason  for  this  is  said  to  be  that  the  leather  will  not 
absorb  shellac  or  gum  to  the  same  extent  that  the 
felt  will  absorb  the  gum,  which  leaves  the  leather  sub- 
ject to  moisture  from  the  foot  while  if  the  gum  used 
with  the  felt  box  is  waterproof  gum,  the  felt  box  will 
not  be  so  affected. 

Box  toe  manufacturers  have  recognized  the  grow- 
ing use  of  felt  box  toes  by  giving  special  attention 
the  cutting  and  skiving  of  them  in  such  shapes  as  shoe 
manufacturers  may  wish. 

The  felt  box,  being  a  fabric,  when  skived  properly 
is  well  adapted  to  stitch  to  the  end  of  the  vamp,  in 
this  respect  being  superior  to  sole  leather  because  the 
felt  edge  will  not  strain  or  chafe  the  tip  seam. 
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kers    of    Canadian  Footwear 

PAUL   GALIBERT  —  BUSINESS  MAN 


Mr.  Paul  Galibert,  of  Montreal,  is  a  man  of  many- 
activities,  being  a  leather  manufacturer,  director  of 
several  companies,  and  a  politician.  He  is  one  of  the 
city's  successful  business  men,  who  started  for  him- 
self, and  now  owns  the  largest  tannery  in  Canada 
manufacturing-  glazed  kid.  His  father,  C.  Galibert, 
came  from  France  to  this  country,  and  established 
a  tanning  business.  Mr.  Paul  Galibert  was  seven 
years  old  when  he  came  to  Canada  with'  his  parents  ; 
and  after  being  educated 
in  the  Montreal  public 
schools,  learned  the  prac- 
tical side  of  the  tanning 
trade  under  his  father.  In 
1880,  he  started  on  his 
own  account,  being  the 
first  man  in  Canada  to 
manufacture  goat  skins 
into  glazed  kid.  This 
was  done  under  the  old 
system  of  a  combination 
tannage;  later  this  was 
discarded  in  favor  of 
chrome  tannage,  which  is 
now  universally  employ- 
ed. Incidentally  it  may 
be  added  that  at  one  time 
France  used  to  send  us 
an  enormous  quantity  of 
glazed  kid,  but  she  has 
now  lost  this  trade,  which 
is  of  considerable  import- 
ance. 

Mr.  Galibert  specializes 
on  glazed  kid,  although 
he  also  manufactures  calf 
leathers.  The  skins  are 
purchased  from  all  parts 
of  the  world,  and  his  plant 
is  very  well  equipped.  It 
is  situated  in  a  central 
position,  close  to  the 
docks,  with  a  spur  of  the 
Grand  Trunk  Railway  by 
the  side. 

It  is  common  know- 
ledge that  for  some  time 
glazed  kid  was  rather  out 
of  public  favor,  the  use  of 
cloth  and  other  materials 

displacing  it  to  a  certain  extent.  The  lowering  of 
the  duty  by  2^4  per  cent,  was  also  an  unfavorable 
factor,  as  it  was  an  aid  to  competition  from  the 
United  States.  But  glazed  kid  is  coming  into  its  own 
again,  and  the  spring  samples  now  being  shown  indi- 
cate that  a  greater  use  will  be  made  of  this  leather 
next  year.  Then,  too,  the  high  prices  of  hides  and 
calf  skins  have  caused  boot  and  shoe  men  to  look 
to  another  source  of  supply  for  the  raw  material  they 
require,  and  in  this  way  glazed  kid  lias  come  into 
greater  demand. 

As  a  politician  Mr.  Galibert  for  years  took  a  lead- 
ing part  on  the  Liberal  side,  but  he  has  strong  views 
on  protection  and  reciprocity,  and  on  this  latter  ques- 


Mr.  Paul  Galibert 


lion  he  differed  with  his  party  at  the  last  election. 
He  is  still,  however,  a  director  of  "Le  Canada,"  the 
Montreal  French  Liberal  morning  paper.  On  the 
subject  of  tariffs,  it  may  be  mentioned  that  Mr.  Gali- 
bert is  of  opinion  that  leather  is  not  protected  as 
well  as  it  ought  to  be,  favoring  a  duty  of  20  per  cent. 
He  is  a  stubborn  fighter  when  he  thinks  that  he  is 
in  the  right,  as  the  directors  of  a  certain  brick  com- 
pany in  which  he  was  interested  found  to  their  cost. 

He  is  a  director  of  the 
Canada  Securities  Cor- 
poration, Quebec  Railway, 
Light,  bleat  &  Power 
Company,  Montreal  Ex- 
hibition Company,  Shale 
Brick  Company,  of  Otta- 
wa, International  Port- 
land Cement  Company,  of 
Spokane,  Bank  Interna- 
tionale du  Canada,  and 
other  companies.  He  is 
a  Governor  of  the  Mont- 
real General  Hospital, 
Western  Hospital,  and 
Notre  Dame  Hospital, 
and  takes  an  interest  in 
benevolent  and  charitable 
work.  Since  1896  he  has 
been  chairman  of  the 
Montreal  Turnpike  Trust, 
while  for  five  years  he 
was  Mayor  of  Longue 
Point  municipality.  Three 
Montreal  clubs  claim  him 
as  member — the  Canada, 
St.  Denis,  and  Canadian. 

Two  of  his  sons  are  in 
the  business,  Mr.  Casi- 
mir  Galibert,  who  looks 
after  the  practical  side  at 
the  tannery,  and  Mr.  Paul 
Galibert,  Jr.,  who  is  in  the 
office  at  Lemoine  street. 

It  is  seldom  that  a  man 
in  as  wide  and  diversified 
a  commercial  field  can  be 
in  touch  with  the  details 
of  all  his  various  business 
connections  and  transac- 
tions, but  Mr.  Galibert  is 
an  exception  to  the  rule.  What  he  does  is  done  thor- 
oughly-and  well.  There  are  no  sounder  companies 
nor  more  progressive  business  in  Canada  than  those 
which  he  manages  or  directs,  and  the  great  number 
of  philanthropic  institutions  with  which  he  is  asso- 
ciated proves  that  he  believes  in  working  for  the 
good  of  all,  and  not  only  for  self,  as  is  too  often  the 
case  in  modern  business; 


The  fellow  who  cannot  feel  an  interest  in  his  em- 
ployer's business  beyond  what  he  can  get  out  of  it 
in  money,  will  not  find  his  salary  increasing  very 
rapidly. 
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Leather  Prices  to  Go  Up 


Hiffh 


Tanners  Meet  at  Toronto  and  Resolve  on  Another  In- 
crease— Scarcity  of  Cattle  and  Hides — Trade  Opinions 


At  a  large  and  representative  meeting  of  the  Tan- 
ners' Section  held  on  October  1st  at  the  Board  of 
Trade,  Toronto,  the  unprecedented  situation  as  to  hide 
prices  was  discussed.  In  view  of  the  phenomenal  in- 
crease in  the  cost  of  raw  material,  the  unanimous  con- 
clusion was  reached  that  leather  prices  must  go  higher. 
After  a  lengthy  discussion,  the  following  resolution 
was  adopted:  "Resolved,  that  in  view  of  the  unabated 
strength,  in  fact  the  record  price  of  hides  and  skins 
in  America,  and  throughout  the  world,  from  which 
no  relief  is  in  sight,  and  in  consideration  of  the  great 
and  world-wide  shortage  of  cattle  and  hides,  the  de- 
crease in  range  cattle  alone  being  in  proportion  to 
the  population  about  34  per  cent.,  this  meeting  deems 
it  absolutely  necessary  and  vital  to  the  tanning  indus- 
try, that  a  further  advance  on  all  lines  of  leather  of 
ten  to  fifteen  per  cent,  be  obtained." 

Shoe  Prices 

"Let  him  that  needeth  shoes  prepare  to  buy  them 
now." 

This  is  the  burden  of  the  shoe-dealers'  song  to-day, 
for  once  more  the  price  of  leather  trembles  in  the  bal- 
ance before  it  takes  another  skyward  leap.  Shoe- 
leather  is  going  up.  This  is  a  fact  which  all  authori- 
ties acknowledge  and  which  breadwinners  in  fear  and 
trembling  arc  forced  to  face.  And  now  as  the  cold 
north  winds  whistle  the  approach  of  winter  it  be- 
hooves each  one  to  look  upon  his  feet  and  hastily 
gather  in  the  wherewithal  to  protect  those  extremities 
from  the  weather. 

Regardless  of  a  rise  of  ten  per  cent,  in  leather  on 
the  first  of  September,  the  action  of  the  Tanners'  Sec- 
tion of  the  Board  of  Trade  recently  in  advancing  it 
yet  farther  by  ten  to  fifteen  per  cent,  creates  a  rather 
unpleasant  outlook  for  the  coming  season. 

A  Household  Problem 

"If  it  takes  two  leather  hides  to  cover  an  automo- 
bile how  many  does  it  take  to  clothe  the  feet  of  a 
family?"  This  is  the  problem  which  is  bothering  the 
heads  of  the  family  these  days  and  calling  the  school 
slate  into  constant  requisition. 

Gone  are  the  days  when  customers  refused  the  boot 
that  squeaked  or  the  one  that  lacked  a  stylish  con- 
tour. Even  a  pinching  shoe  is  borne  in  resignation 
because  a  greater  pinching  is  experienced  in  the  buy- 
ing of  it. 

The  raise  is  coming;  it  is  merely  a  matter  of  time 
till  it  arrives.  In  their  resolution  the  tanners  blame 
the  world-wide  shortage  in  cattle  and  hides.  The  de- 
crease in  range  cattle  alone  is  in  proportion  to  the 
population  about  thirty-four  per  cent,  and  the 
tanners  feel  the  advance  as  "vital  and  necessary." 

Increase  in  Price  of  Shoes 

"It  is  bound  to  raise  the  price  of  shoes,"  stated  a 
member  of  a  wholesale  company  recently. 

"The  manufacturers  have  raised  the  price  already 
from  ten  and  fifteen  to  twenty-five  per  cent.,  and  they 
may  go  even  higher.  We  do  not  know  where  it  will 
stop." 

Mr.  McLaren,  of  McLaren  &  Dallas,  wholesalers, 
echoed  the  idea  that  leather  was  rising. 


"The  resolution  means  that  shoes  will  further  ad- 
vance ten  per  cent,"  he  said.  "The  trouble  is  that  the 
tanners  are  demanding  more  money  for  their  hide-. 
They  state  that  it  is  hard  to  get  them,  and  every  tan- 
ner has  a  different  reason  to  suggest. 

"Some  say  there  are  not  so  many  cattle  on  the 
ranges,  and  others,  that  leather  is  turned  to  so  many 
new  uses,  such  as  automobile  trimming." 

A  Rise  Not  Long  Ago 

He  doubted  whether  this  resolution  should  be  ac- 
cepted altogether  in  sincerity.  It  might  be  partly  dis- 
counted because  there  had  been  a  recent  advance  in 
prices  and  they  had  received  a  fifteen  per  cent,  in- 
crease. 

"However,  if  you  have  to  buy  your  winter  shoes 
you  had  better  get  them  now,"  he  concluded  generally. 

"Yes,  leather  takes  another  jump,"  agreed  another 
big  Toronto  shoeman.  "There  was  an  advance  on 
September  1,  and  our  contracts  will  last  for  some  time, 
but  it  is  almost  certain  that  another  advance  is  on 
the  way." 


A  Busy  Factory 

The  Tebbutt  Shoe  and  Leather  Company,  of  Three 
Rivers,  Que.,  say  that  calf  leathers  have  now  reached 
the  highest  prices  they  have  ever  paid,  and  that  next 
season  will  be  the  biggest  ever  in  these  leathers,  as 
calf  remains  the  most  popular.  The  company  have 
put  in  several  new  lasts  for  spring,  and  the  one  that 
has  taken  remarkably  well  they  have  named  the 
"Fits  U."  It  is  a  very  stylish,  moderate  high  toe  last, 
and  a  good  fitter,  as  the  name  implies.  A  lot  of  goods 
have  been  sold  from  this  last  for  the  coming  season. 
In  Russia  tan  calf,  gunmetal,  and  velour  calf  some 
choice  patterns  from  this  last  are  seen  in  bluchers 
and  oxfords.  The  demand  for  the  "Doctors  Antisep- 
tic" and  the  "Professor  Gold  Cross"  lines  has  been 
so  great  that  the  firm  have  been  unable  to  meet 
orders. 


Home-Made  Shoe  Trees 

Take  a  pair  of  thick  stockings  or  socks  that  fit  the 
feet,  fill  with  sawdust,  and  sew  up  the  top  so  that  the 
sawdust  does  not  come  out.  When  you  take  off  your 
shoes  pull  them  on  these  shoe  trees.  The  sawdust 
will  absorb  the  perspiration  and  keep  the  shoes  in  per- 
fect shape.  The  sawdust  can  be  changed  when  neces- 
sarv. 


A  lying  employee  should  be  promptly  discharged. 
A  lying  customer  cannot  be  disposed  of  in  so  summary 
a  fashion,  but  should  be  handled  with  the  utmost  tact. 


If  the  people  get  the  idea  that  you  value  the  dollar 
of  the  rich  man  more  than  that  of  the  poor  man,  it's 
all  off  with  your  getting  the  business  of  the  mass. 


Employees  who  cannot  keep  to  themselves  the  con- 
fidential details  of  the  business,  who  insist  upon  tell- 
ing tales  out  of  school,  may  as  well  be  spared. 
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Art  and  Valuse  m  Shoe  Window  Display 

Public  Compares  Shops  by  Show  Windows  Do  Not  Crowd — 
Skins  Make  Effective  Settings — Good  Examples  of  Trims 


Do  the  merchants  realize  to 
the  full  the  enormous  possi- 
bilities of  the  show  window? 
As  the  eye  is  the  window  of 
the  soul,  so  the  show  window 
is  the  all-revealing  eye  to  the 
store,  making  known  the  very 
heart  of  the  establishment.  Do 
the  trimmers,  managers,  mer- 
chandise and  advertising  men 
consider  the  show  windows 
seriously  enough?  Do  they 
realize  the  potential  power 
they  possess? 

It  is  by  the  show  windows 
that  real  comparisons  among 
the  different  shops  are  drawn. 
The  interested  public  will  see 
the  display  in  one  store  win- 
dow, going  from  one  to  the 
other,  as  they  go  comparing  the 
merits  of  the  new  fashions 
shown  by  each.  Before  some 
they  linger,  while  others  they 

pass  with  but  a  careless  glance.  It  is  not  so  much 
the  merchandise  displayed,  but  the  manner  in  which 
the  goods  are  shown  that  attracts  or  fails  to  do  so, 
just  as  a  beautiful  picture  hung  in  an  inconspicuous 
and  dusty  corner  would  probably  receive  little  at- 
tention. 

The  arrangement  of  a  show  window  must  be  given 
the  same  careful  thought  that  the  artist  gives  to  the 
hanging  of  his  pictures.  In  fact,  the  window  trimmer 
must  be  an  artist.  He  must  know  the  value  of  light 
and  shade ;  must  realize  the  worth  of  harmony  in 
color  and  have  in  a  large  measure  the  human  touch. 
He  must  be  in  sympathy  with  his  work  and  able 
through  his  keen  understanding  of  what  is  wanted  to 
sound  the  keynote    at    the    psychological  moment, 


Figure  2.   Suggests  Arrangement  of  Skins 


Figure  1    An  Ideal  Background 

which  will  start  public  interest  vibrating.  It  cannot 
be  that  those  in  charge  of  the  windows  fully  realize 
the  place  they  could  fill  in  the  public  interest  and  their 
degree  of  responsibility  for  the  success  of  their  firms, 
or  they  would  never  show  the  inharmonious,  jarring 
pictures  they  so  often  present. 

To  gaze  in  some  windows  gives  one  the  same  sen- 
sation as  watching  a  three-ring  circus.  Too  much  is 
shown  to  permit  one  to  appreciate  fully  any  of  the 
many  good  features.  An  overcrowded  window  con- 
fuses the  onlooker  and  too  often  he  or  she  turns  away 
to  a  nearby  competitive  shop  where,  perhaps,  there 
is  an  attractive  simplicity. 

A  window  neatly  arranged  in  an  artistic  and  grace- 
ful manner  in  connection  with  an  appropriate  setting 
well  executed  and  in  harmony  with  the  goods  on  dis- 
play rests  the  jaded  eye  and  awakens  new  interest. 
The  shopper's  attention  is  won  and  he  or  she  argues, 
"if  the  Avindow  is  so  good,  what  of  the  store  inside?" 
If  they  enter  and  find  the  same  harmonious  atmos- 
phere, the  object  is  accomplished  and  the  window 
trimmer  has  done  his  part. 

On  this  page'  we  illustrate  a  window  design  and  a 
unit  showing  the  use  of  skins  in  shoe  displays  and 
their  arrangement.  These  are  simple  and  very  in- 
fluential settings,  if  put  into  execution. 

Figure  1  shows  a  very  neat  and  plain  background 
for  a  shoe  display.  The  main  features  of  the  setting 
are  the  tall  wooden  vases  at  each  end  of  the  window. 
These  are  made  from  one-inch  lumber  planed  smooth. 
The  bottom  extension  or  base  can  be  made  from  a 
double  thickness  of  lumber  nailed  together  and  should 
extend  out  about  three  inches  from  the  vase  all  around. 

A  small  one-inch  strip  can  be  placed  at  the  top 
of  vase.  The  ornaments  shown  on  the  face  of  it  are 
cut  out  of  wood  as  shown.  They  can  be  placed  on 
all  sides,  if  you  so  desire.     Or,  if  you  think  you 
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would  like  something  fancier  as  an  embellishment,  you 
can  use  plaster  ornaments.  Across  the  back  and  ex- 
tending from  vase  to  vase  we  have  a  base  board  about 
three  inches  in  thickness. 

This  does  not  necessarily  mean  that  this  has  to  be 
made  up  throughout,  as  all  it  requires  is  a  strip  along 
the  top  where  it  shows,  to  produce  the  desired  thick- 
ness. 

Display  Platform 

In  the  centre  of  the  window  and  resting  on  the 
floor,  we  show  an  eight-inch  thick  platform  cut  out 
as  illustrated,  from  compo  or  wall  hoard  and  nailed 
to  a  light  frame  work.  This  serves  as  an  excellent 
means  on  which  to  group  the  central  part  of  your 
display. 

We  have  suggested  the  placing  of  a  few  shoes  on 
stands  merely  to  give  you  an  idea  of  the  general  lay- 
out. This  entire  setting  can  be  treated  to  a  covering 
of  tan  felt,  flannel,  wood,  grain,  marble  or  onyx  paper. 
Stucco  is  another  very  clever  method  of  treatment. 
Floor  covering  can  be  carried  out  in  a  light  brown 
tone.  Flowers  in  vases  are  golden  rod  and  ferns.  A 
vine  of  some  nature  can  also  be  gracefully  arranged 
at  the  base  of  the  vases,  which  greatly  adds  to  t!  e 
finished  effect. 

Figure  2  merely  suggests  the  arrangement  of  skins 
over  display  easels,  placed  in  connection  with  a  slab 
and  pedestal.  The  skins  can  be  procured  from  the 
manufacturers  of  shoes  at  a  very  small  cost.  Some 
manufacturers  give  them  free  with  shoe  orders. 

There  are  also  on  the  market  now  many  products 
in  the  way  of  imitation  leather  which  can  be  used  in 
place  of  the  real  leather.  All  that  is  necessary  is  to 
cut  them  out  in  the  skin  shapes.  Excellent  effects  can 
be  produced  by  this  method. — Shoe  &  Leather  Gazette. 


A  New  Catalogue 

Messrs.  Jackson  &  Savage,  of  Montreal,  have  is- 
sued their  1912  Fall  catalogue.  This  is  illustrated 
with  a  number  of  fine  cuts  showing  the  shoes  kept  in 
slock.  A  specialty  is  made  of  the  Girl  Guide  and  the 
Boy  Scout  shoes.  The  catalogue  is  nicely  arranged 
and  well  printed,  and  gives  a  good  idea  of  the  lines 
carried  by  this  firm. 


Watch  For  It 

The  Thompson  Shoe  Company,  Limited,  of  Mont- 
real, have  brought  out  an  attractive  booklet  entitled 
"  The  Thompson  Shoe-Seller,"  which  contains  as  fine 
a  lot  of  advertising  and  selling  talk  as  we  have  seen 
for  some  time.  On  the  back  pages  of  the  catalogue 
are  illustrated  ond  described  some  of  their  samples 
and  prices  are  also  quoted. 


"Out  door  Footwear" 

We  have  received  a  very  interesting  catalogue 
from  the  Buffalo  Shoe  Company,  Buffalo,  X.Y.,  con- 
taining colored  illustrations  of  their  products  to- 
gether with  descriptions.  This  company  produces 
"out-door  footwear"  consisting  of  high  cut  boots  for 
prospectors,  or  hunters,  shoepacks,  moccasins,  sport- 
ing shoes,  etc.    They  also  handle  accessories. 


Partnerships  for  Clerks 

A  clerk  that  is  worth  keeping  is  worth  giving  an 
interest  in  the  business.  Retailers  who  have  done  this 
have  not  regretted  it. 

Every  clerk  w  ho  has  ambition  naturally  looks  for- 
ward to  being  in  business  for  himself  some  day.  If 
he  goes  into  business  in  the  same  town  in  which  he 
has  been  employed  he  naturally  draws  a  certain 
amount  of  trade  away  from  his  old  employer. 


AN   INSTRUCTIVE  EXHIBIT 


The  above  i-  an  illustration  of  the  exhibit  of  the  J.  Leckie  Company,  Limited,  Vancouver,  B.C.,  at  the 
recent  Fair  held  at  that  place.  They  showed  at  this  space  all  processes  necessary  to  make  footwear,  from 
the  time  that  it  corner  into  the  factory  as  uncut  leather  up  to  the  finished  product.  The  booth  was  tastefully 
decorated  and  all  the  necessary  machinery  installed.  It  i->  needless  to  say  that  this  exhibit  attracted  consider- 
able attention  and  was  one  of  the  sensations  of  the  Fair.  . 
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The  T 


a  Canadian  F©rtuini< 


How  a  Poor  Ontario  Cobbler,  by  Determination 
and  Perseverance,  Won  a  Fortune  in  the  West 


It  was  back  in  '79.  That's  not  long- 
ago  to  us  down  here  in  Ontario.  There 
are  plenty  of  us  who  can  remember  back 
that  far.  But  up  in  Winnipeg  it's  differ- 
ent. "Seventy-nine"  was  a  long  time 
ago  out  there.  At  that  time  the  settlers 
had  to  pay  5c.  for  the  privilege  of  walk- 
ing across  the  Red  River  when  they  wished  to  get 
from  one  side  to  the  other. 

In  that  year,  down  here  in  Ontario  there  was  a 
young  shoemaker  whom  we  will  call  Tom  Jones. 
That's  not  his  name,  but  we'll  just  call  him  that  for 
convenience.  lie  worked  two  whole  years — twelve 
months  in  each  year — and  saved  $85.  That  wasn't 
a  big  enough  stake  to  tether  his  ambition  to,  so  he 
said:  "Guess  I'll  quit  the  bench  and  go  farming  or 
something  else  that  can  pull  out  more  than  $85  for 
two  years'  work." 

Even  back  in  '79  a  feAV  people  were  looking  to- 
wards Manitoba.  But  Manitoba  was  further  away 
then  than  it  is  now.  Not  in  real  statutory  miles,  but 
from  a  commercial  standpoint  and  in  accessibility,  as 
well  as  in  the  peoples'  minds.  So  down  at  the  village 
store,  Tom  and  five  more  young  fellows  "made  it  up 
that  they'd  go  out  to  Manitoba."  Be  sure  you  put 
the  accent  on  the  last  syllable  and  call  it  "Manito- 
baw,"  for  that  was  the  pronunciation  back  in  '79.  Tom 
packed  his  belongings  one  day,  and  said  good-bye  to 
his  mother,  brothers  and  sisters,  and  with  the  other 
boys  started  for  the  West.  It  nearly  broke  his 
mother's  heart,  although  she  and  her  husband  had 
made  a  longer  trip  years  before  when  they  left  old 
Germany  and  came  out  here  to  try  their  fortunes  in 
Ontario.  She  tried  to  persuade  another  son  to  wire 
him  at  Hamilton  to  return.  But  the  brother  said, 
"Aw,  let  him  alone  and  he'll  come  back  quicker  than 
he  went."    So  the  wire  was  not  sent. 

The  party  of  six  arrived  in  Winnipeg  about  April 
1st,  1879.  Prices  were  out  of  reach.  It  did  not  take 
long  to  wear  the  pelt  oft  that  $85  !  It  cost  five  cents 
each  to  cross  the  Red  River  on  a  twelve  inch  plank 
foot  bridge,  and  fifty  cents  to  sleep  on  a  bare  floor. 
All  things  else  were  in  proportion ! 

The  six  young  men  invested  in  two  oxen  and  two 
carts  to  transport  the  luggage  to  their  destination, 
several  miles  north  west  of  AVinnipeg.  They  had  had 
dreams  of  green  fields  before  leaving  home,  but  when 
a  biting  frost  and  snow  on  April  the  first  nearly  froze 
their  ears,  they  saw  their  dreams  were  a  little  off 
date.  One  of  the  oxen  was  not  broken,  and  it  nearly 
broke  them,  in  their  frantic  efforts  to  lead  it  and 
persuade  it  to  draw  their  belongings. 

It  was  an  interesting  trip — that  is,  if  hard  work 
and  inconveniences  make  a  trip  interesting.  Houses 
were  not  plentiful  in  Manitoba  in  '79,  and  often  the 

cold  ground  with  snow 
on  it  was  all  they  had 
to  sleep  on.  They 
would  cut  boughs  to 
keep  them  from  The 
wet  earth,  and  would 
laughingly     call  them 


One  of  the  oxen  wasn't  broken 


5c.  each  to  walk  across  Fed  River 


feathers — feathers  seven 
and  eight  feet  long  and 
an  inch  and  a  half  thick 
— and  their  lullaby  was 
the  howling  of  the 
wolves. 

There  were  many  creeks  to  be  forded,  mud  was 
everywhere  and  frequently  the  oxen  would  get  stuck. 
Once  this  occurred  in  the  middle  of  a  creek  and  the 
carts  had  to  be  unloaded  in  mid-stream  so  the  oxen 
could  haul  the  empty  carts  to  shore.  AVe  may  be 
sure  that  there  is  more  pleasure  in  the  relation  of 
this  incident  than  there  was  in  its  actual  occurrence. 
Finally  their  provisions  ran  very  low;  they  tried  to 
shoot  prairie  chickens,  but  the  awful  creaking  of  the 
unlubricated  cart  wheels  warned  the  wily  birds  of 
impending  danger.  A  duck,  however,  fell  a  prey  to 
their  aim  one  day,  and  they  had  a  feast.  One  duck 
for  six  hungry  men!  AVhat  a  feast!  Then  the  bread 
ran  out,  and  the  flour  was  very  low.  They  mixed  the 
latter  with  potatoes,  and  baked  the  product  like  pan- 
cakes, which  sufficed  to  keep  them  alive.  Tom  gath- 
ered some  of  it  that  the  boys  threw  away,  and  secret- 
ly kept  it  for  months,  and  when  he  showed  it  to  the 
rest  of  the  party  none  of  them  knew  what  it  was.  It 
was  harder  than  wood  and  resembled  flint  in  appear- 
ance. 

After  three  weeks  hard  travelling  they  reached 
their  destination,  a  place  accessible  by  train  from  AVin- 
nipeg  to-day  in  about  seven  or  eight  hours.  The 
young  men  all  took  up  land,  and  by  this  time  Tom's 
$85  didn't  look  any  bigger  than  an  icicle  in  a  blast 
furnace.  In  fact  he  had  to  take  a  dollar  gold  piece 
off  his  watch  chain  to  buy  some  of  the  necessities 
of  life,  but  he  was  cheerful  and  hopeful  and  didn't 
turn  home.  He  lived  in  a  tent  and  did  odd  jobs 
at  cobbling  and  shoemaking,  but  stock  was  hard  to 
get  on  account  of  poor  transportation  and  also  on  ac- 
count of  funds  being  low.  He  managed,  however,  to 
live. 

He  next  worked  two  months  for  an  Englishman, 
looking  after  eight  or  nine  cows,  some  chickens  and 
other  "chores."  He  got  $35.00  a  month  for  this,  which 
was  going  some.  This  amount  enabled  him  to  get 
stock  and  start  into  business  again  at  cobbling.  Fie 
charged  low  rates,  too,  for  he  considered  himself  a 
"Settler"  with  the  rest  of  the  people,  and  not  a 
grafter.  He  rented  a  one-roomed  log  house  and  nailed 
over  the  door  for  a  sign  a  big  boot,  cut  out  of  tar 
paper,  with  a  big  22  painted  on  it.  He  had  an  acre 
of  land  with  his  house  and  grew  potatoes,  which  he 
sold  for  twenty-five  cents  a  bushel. 

A  friend  went  east,  and  on  his  way  back,  dropped 
into  an  auction  room  in  Port  Arthur.  A  boat  had 
been  sunk  and  a  quantity  of  salvage  shoes  were  being 
auctioned.  He 
bought  over  a  hun-  1  ~ 

dred  pairs  although 
he  did  not  know 
why  he  bought 
them,  or  what  he 


They  got  stuck  in  the  mud 
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would  (In  with  them.  He  brought  them  home,  how- 
ever, and  sold  a  hundred  pairs  to  Tom  for  65c.  a 
pair.  The  latter  cleaned  them  up  nicely  and  sold 
them  for  $1.25  a  pair.  This  was  the  turning  point  in 
his  business,  lie  argued:  "Win  work  all  day  for 
$1.25  or  $1.50  when  I  can  make  that  much  in  selling 
two  pairs  of  shoes?"  So  he  put  in  a  stock  of  about 
$500  worth  of  ready-mades,  and  sent  for  his  brother, 
another  shoemaker,  and  a  little  later  for  a  sister  to 
come  out  and  keep  house  for  them.  This  was  about 
two  years  after  he  had  left  Ontario. 

The  C.  I'.  R.,  which  is  no  respector  of  persons,  de- 
cided to  pass  their  town  about  ten  miles  away.  The 
brothers  then  pulled  stakes  and  moved  to  the  near- 
est big  town  on  the  main  line  of  the  railroad.  A 
shack  was  purchased  for  $200  and  $10  a  month  rent 
was  paid  for  the  land  it  stood  on.  They  fixed  the 
building  up  for  a  dwelling,  as  well  as  a  store,  and  in 
a  short  time  they  had  run  out  six  other  stores.  They 
put  in  a  stock  to  the  tune  of  $1000  in  this  place,  which 
was  going  some  for  them.  Then  they  bought  nearer 
the  centre  of  the  town. 


IN    C  A  N  ADA 

About  six  years  after  they  came  to  the  new  town, 
a  brother  came  out  on  a  visit.  He  had  about  $1,200 
and  they  took  him  in,  money  and  all,  and  gave  him 
a  third  share  in  the  business.  He  proved  to  be  a 
good  acquisition  and  the  trade  kept  coming.  By  this 
time  two  of  the  partners  and  two  clerks  had  to  give 
all  their  time  to  the  store.  The  third  brother  looked 
after  the  shop  and  the  live  or  six  men  employed  on 
custom  work  and  repairing. 

About  twelve  years  ago,  Tom,  who  started  the 
business,  retired  with  enough  money  to  live  comfort- 
ably. The  other  two  boys  kept  on.  A  few  years 
later  they  bought  land  still  farther  up-town  and  built 
a  fine  business  block,  after  selling  the  old  place  at  a 
handsome  profit.  Just  recently  they  sold  their  shoe 
business,  and  need  not  work  any  more,  unless  it  be 
to  find  a  place  to  invest  their  capital  and  the  rental 
they  receive  from  the  block  of  stores  they  own  in 
the  centre  of  one  of  the  finest  cities  on  the  C.  P.  R. 
west  of  Winnipeg.  This  is  the  true  story  of  a  Cana- 
dian fortune  made  in  the  retail  shoe  business. 


Initiative  or  Mediocrity 


If  young  men  of  this  progressive  and  strenuous 
business  age  are  to  achieve  positions  above  the  or- 
dinary, which  are,  naturally,  accompanied  by  salaries 
of  equal  proportion,  they  must  be  up  and  doing  some- 
thing more  than  the  perfunctory  performance  of  their 
duties  only. 

This  statement  is  general  in  its  application,  too.  It 
applies  to  any  and  all  fields  of  endeavor.  It  makes 
little  difference  whether  the)  are  engaged  as  workmen 
in  our  industrial  shops;  clerks,  stenographers  or  sales- 
men in  the  organization  of  our  manufactories  and  mer- 
cantile establishments;  draftsmen  in  our  engineering 
departments;  professional  men  in  the  practice  of  their 
respective  callings;  or  whether  engaged  in  any  other 
of  the  numerous  commercial  activities  of  to-day,  the 
young  man  nowadays,  if  he  is  to  make  his  own  suc- 
cess, must  positively  instill  into  his  efforts  some  new. 
out-of-thc  ordinary  and  absolutely  original  ways  of  do- 
ing things. 

It  is  true  that  we  pay  for  everything  we  get  in 
some  kind  of  coin.  The  pendulum  swings  as  far  to 
one  side  as  to  the  other.  Everybody  gets  about  what 
he  deserves  in  the  end.  Sooner  or  later  every  man  has 
to  pay.  The  price  of  progress  resolves  itself  into  the 
law  of  growth.  And  growth  is  not  possible  to  anyone 
who  will  not  exert  painstaking,  aggressive  and  orig- 
inal effort — not  impulsive,  spasmodic,  temporary  ef- 
fort, but  steady,  firm,  consistent  and  "thought  out"  ef- 
fort ;  that  kind  of  effort  which  is,  by  all  means,  econ- 
omical, but  highly  effective.  The  most  effective  ef- 
forts are  well  directed  only  when  prompted  by  in- 
stinct, by  intuition  and  by  knowing  how,  when  and 
where  to  apply  them  in  order  to  obtain  the  best  re- 
sults. These  kinds  enable  men  to  accomplish  even 
seemingly  impossible  things. 

As  every  poison  has  its  antidote,  even  so  every 
hindrance  to  success  may  be  dismissed  by  application 
of  its  opposite — courage,  plus  determination  and  en- 
ergy. 

Hut  the  young  man  must  pause  to  consider  that 
the  superiority  of  one  man  over  another  does  not  al- 
ways lie  in  mental  vigor  or  superior  skill.    He  must 


remember  that  in  most  cases  it  is  to  be  found  in  close 
application  to  duty,  and  in  the  enthusiasm  which  light- 
ens the  task  and  renders  it  easier  of  accomplishment. 

Enthusiasm!  That's  the  quality.  For  it  is  the 
spirit  of  enthusiasm  which  urges  men  to  do  and  dare 
that  makes  them  climb  higher  and  higher  on  the  Suc- 
cess ladder.  No  matter  in  what  direction  employed, 
daring  enthusiasm  and  earnest  perseverance  will  pave 
the  way  to  achievement. 

lint  it  must  be  understood  that  one  of  the  great 
differences  in  men  is  a  difference  in  ability  to  do 
things — to  make  things  come  to  pass. 

What  is  this  difference?  It  may  be  put  in  just 
one  word,  and  that — initiative.  All  the  great  prizes 
of  this  world  are  reserved  for  those  who  possess  in- 
iative. 

Initiative  has  been  defined  by  one  of  our  most  ver- 
satile  writers  as  "doing  the  right  thing  without  being 
told,  and  the  next  best  thing,  to  do  the  right  thing 
after  being  told  once.''  But  we  want  a  more  prac- 
tical and  understanding  meaning  of  this  marvellous 
quality. 

Let  us  say  that  any  individual  who  always  is,  to  a 
large  degree,  helpless,  depending  upon  some  force  out- 
side of  himself  to  bring  out  his  usefulness,  lacks  in- 
iative.  A  man  without  initiative  is  a  man  that  can 
not  get  up  steam,  pick  out  a  course  and  steer  away  to 
his  destination  without  the  help  of  somebody  else. 

But  the  man  with  initiative  is  a  live  wire.  This 
is  the  kind  of  men  for  whom  lug  positions  are  going 
begging  every  day.  Every  man  that  ever  amounted 
to  anything  in  this  world  had  the  habit  of  doing  things 
alone,  unaided  and  in  new  ways.  He  followed  untrod- 
den paths,  struck  off  alone  and  boldly,  without  calling 
a  meeting  of  all  his  friends  to  advise  him.  He  learned 
to  trust  himself,  to  recognize  his  own  thoughts  as  good 
thoughts,  and  to  grasp  an  opportunity  ere  it  was  too 
late. 

Remember,  it  is  men  of  this  stamp,  men  of  original- 
ity and  action,  who  are  wanted  to-day  by  employers, 

firms  and  corporations. 
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A  Wide-Awake  Ontario  Shoe  Retailer 

Well  Planned  Store — Leather  Goods,  Trunks  and  Accessories 
Carried— An  Original  Advertising  Idea — Repairing  Department 


The  store  of  C.  Musselman,  shoe  retailer  of  Pres- 
ton, Ont.,  has  recently  been  renovated  and  refitted, 
and  presents  a  most  attractive  appearance.  The  en- 
trance is  V-shaped.  Over  the  top  of  the  show  win- 
dows is  prism  glass,  which  admits  ample  light  into 
the  interior  of  the  store.  Individual  revolving  opera 
chairs  are  placed  down  the  centre.  The  ceiling  is  of 
metal  painted  white  to  reflect  the  light.  A  large 
show  case  is  placed  near  the  entrance  and  in  it  are 
displayed  polishes,  shoe  trees,  arch  supports  and 
other  findings  and  accessories.  Mr.  Musselman  says 
that  his  findings  department  adds  considerably  to  the 
profits  of  his  business.  He  also  handles  suit  cases, 
club  bags  and  other  leather  goods,  as  well  as  trunks, 
the  suit  cases  and  bags  being  displayed  on  the  top  of 
the  shelves,  while  the  trunks  are  piled  in  two  sections 
on  the  floor,  one  at  the  front  and  the  other  at  the  back 
of  the  store.  The  show  windows  are  brilliantly 
lighted  with  tungsten  lights  of  sixty  candle  power, 
one  hundred  candle  power  lamps  being  used  inside 
the  shop. 

In  the  rear  of  the  store  is  the  repairing  depart- 
ment. The  repairing  is  mostly  done  by  hand,  although 
a  finishing  machine    is    also  used.    Mr.  Musselman 


finds  it  both  profitable  and  convenient  to  have  this 
department  in  his  store.  People  will  bring  their  foot- 
wear to  their  shoe  retailer  to  have  it  repaired,  and  it 
saves  time,  bother  and  expense  to  have  it  done  in 
the  store,  instead  of  sending  it  out  to  a  cobbler.  In 
the  basement  of  the  building  is  a  large  stock  room 
where  all  stock  is  kept  in  its  proper  place  by  a  con- 
venient system. 

Mr.  Musselman  has  original  ideas  on  the  matter 
of  advertising,  and  he  finds  that  most  of  them  pay. 
He  recently  presented  to  each  school  child  in  Preston 
a  blank  scribbler,  the  cover  of  which  contained  bright 
and  pointed  advertising  showing  the  different  lines 
carried  by  the  store,  and  why  it  would  pay  both  chil- 
dren and  parents  patronize  it.  When  this  book  is 
completely  filled,  it  is  to  be  brought  back  to  the  store 
any  time  the  child  or  its  parents  are  making  a  pur- 
chase to  the  value  of  $2.00,  when  the  child  will  get 
a  present  of  10  cents  in  cash. 


It's  competition  that  sets  the  high  marks  in  busi- 
ness. One  business  which  has  things  all  its  own  way 
will  break  no  records. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.    The  Opinions 
of  Experts  on  Bettering  Business  Conditions 


The  Traveller  Gets  the  "Kicks" 

"It  is  nearly  always  the  traveller  who  gets  the 
kicks,"  said  a  knight  of  the  grip  in  discussing  some 
of  the  difficulties  of  those  on  the  road.  "When  there 
is  anything  wrong,  or  supposed  to  be  wrong,  with  any 
of  the  shoes,  the  travellers  are  the  men  who  get 
jumped  on.  As  a  rule  the  retailers  know  nothing 
about  the  heads  of  the  houses  we  represent ;  they  do 
know  us,  and  we  have  to  smooth  away  any  lapses  on 
the  part  of  some  clerks  or  to  pour  oil  on  the  irritated 
retailers  owing  to  defects  in  the  goods.  It  often  re- 
quires a  good  deal  of  diplomacy  to  get  around  the 
difficulties  that  are  constantly  cropping  up,  and  for 
my  part  I  find  the  best  way  to  deal  with  these  mat- 
ters is  to  frankly  explain  the  position  and  to  exchange 
jokes  with  my  customers.  I  can  generally  tell  from 
the  way  the  customer  shakes  hands  whether  there  is 
a  grievance.    A  limp  hand  shake  means  trouble." 

*  *  * 
Leather  Scarce 

"There  is  no  question  about  the  great  scarcity  of 
leather,"  said  a  leading  shoe  manufacturer.  "The 
causes  for  it  are  various,  but  the  decrease  in  the  pro- 
duction of  cattle  is  the  chief  one.  Leather  is  becoming 
so  scarce  that  the  day  may  not  be  far  distant  when 
the  supply  will  be  entirely  inadequate.  Inventors 
have  been  trying  for  years  to  discover  some  new  ma- 
terial of  which  boots  and  shoes  can  be  made,  but  so 
far  the  verdict  is  'nothing  like  leather.'  There  is  a 
very  small  margin  of  profit  in  the  shoe  business,  less 
than  five  per  cent,  to  the  manufacturer  on  the  average, 
so  if  leather  prices  go  up,  so  must  boot  and  shoe 
prices." 

*  *  * 

Shoes  Dearer  Twenty-five  Years  Ago 

"Marked  increases  in  the  price  of  leather  and 
shoes  may  be  looked  for  in  the  near  future,"  said  a 
prominent  Toronto  shoeman.  "There  is  a  great  sear- 
ch v  of  hides,  and  for  this  the  new  uses  to  which  lea- 
ther is  being  put  is  in  a  large  measure  responsible. 
Formerly  leather  was  used  almost  entirely  in  the  mak- 
ing of  shoes  and  harness.  Now-a-days  much  of  it 
goes  into  automobiles  and  furniture.  A  good  deal, 
too,  is  being  exported.  The  United  States  removed 
the  duty  on  raw  hides  a  few  years  ago,  and  Canada 
is  frequently  scoured  for  leather  by  agents  of  the 
United  States  manufacturers. 

"The  disappearance  of  range  cattle  is,  of  course, 
the  fundamental  cause  of  the  leather  scarcity.  With 
the  passing  of  the  ranges  the  day  of  cheap  leather  de- 
parted forever. 

"For  a  steer  hide  tanned  in  oil  I  now  pay  from 
$23  to  $26  a  hide.  I  remember  when  I  could  buy  a 
whole  steer  for  that  figure. 

"Automobiles  have  done  much  to  increase  the  de- 
mand for  leather.  It  takes  two  whole  skins  to  up- 
holster an  expensive  automobile.  Two  such  skins 
would  make  upwards  of  twenty  pairs  of  men's  shoes, 
both  soles  and  uppers. 


"Should  leather  prices  go  up  fifteen  per  cent.,  it 
would  mean  another  advance  in  the  price  of  shoes, 
this  time  from  twenty  to  twenty-five  per  cent. 

"Though  shoe  prices  have  increased  of  late,  never- 
theless, as  good  and  comfortable  a  shoe  can  be  bought 
to-day  for  $4  as  could  be  secured  for  $7  about  twenty- 
five  years  ago,  when  all  shoes  were  still  made  by  hand. 
W  hen  the  Goodyear  machinery  was  introduced  a 
high-grade  shoe  was  put  on  the  market  for  $4,  which 
could  not  be  duplicated  by  hand  for  $7.  So,  though 
prices  are  creeping  up  again,  shoes  are  still  much 
cheaper  to-day  than  they  were  in  the  early  eighties." 

*  *  * 

Prefer  United  States  Shoes 

Discussing  the  importation  of  American  footwear 
into  Canada  with  one  of  our  representatives,  the  man- 
ager of  a  big  eastern  store  which  sells  a  large  quantity 
of  these  goods — chiefly  women's — stated  that  value  for 
value,  Canadian  boots  and  shoes  were  ahead  of  those 
made  in  the  United  States,  but  he  was  bound  to 
stock  the  latter  owing  to  the  call  for  them. 

"In  certain  lines  there  is  a  snap  about  the  style  of 
the  United  States  goods  which  is  lacking  in  our 
shoes,"  he  said,  "  and  customers  are  willing  to  pay 
even  a  dollar  and  a  half  more  a  pair  for  the  im- 
ported articles.  We  are  repeatedly  asked  for  these 
shoes,  and  of  course,  cannot  afford  to  be  without 
them.  Those  who  buy  United  States  goods  are  pay- 
ing the  duty  and  the  other  necessary  charges,  and 
they  therefore  do  not  get  the  same  value  for  the  money 
as  if  they  purchased  Canadian  shoes.  But  some  cus- 
tomers will  have  them,  and  they  don't  mind  paying 
for  their  preferences." 

*  *  * 
Electrical  Leather 

The  future  leather  was  the  subject  of  gloomy  pre- 
diction on  the  part  of  Mr.  W.  F.  Reid,  past  president 
of  the  International  Association  of  Leather  Trade 
Chemists,  speaking  at  the  biennial  conference  at  the 
Leathersellers'  Hall,  London,  England,  recently. 

He  said  that  possibly  the  time  might  come  when 
the  industrial  chemist  might  be  called  upon  to  manu- 
facture not  only  new  tanning  materials,  but  even  lea- 
ther itself.  Certainly  the  time  would  come  when  the 
area  available  for  the  production  of  the  raw  material 
of  leather  would  be  so  limited  in  proportion  to  the 
needs  of  the  human  race  that  someone  would  have  to 
produce  a  substitute. 

Even  the  electric  furnace  might  in  time  produce 
material  which  would  be  quite  as  efficient  as  tannin 
extracts  for  producing  leather  of  a  kind. 


When  a  merchant  does  anything  that  reduces  his 
self-respect  he  may  be  sure  that  he  is  also  losing  the 
respect  of  his  customers. 


The  right  kind  of  an  employer  will  welcome  criti- 
cism of  his  business  methods,  because  he  wants  to 
know  how  to  do  better. 
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Ideas  For  and  From  the  Shoe  Trade 

A  shoe  merchant  who  had  too  many  slow-pay 
credit  customers  offered  a  series  of  prizes  for  the  best 
essays  or  written  descriptions  of  "How  to  Collect 
Poor  Accounts."  Without  initiating  any  particular 
collection  campaign,  he  stirred  up  so  much  talk  in  his 
town  about  slow  pay,  long-time  credit  and  allied  sub- 
jects, that-he  increased  the  cash  business  all  along  the 
line  for  himself  and  other  merchants  and  collected  also 
many  dead  accounts  from  debtors  who  evidently  fear- 
ed that  lull  publicity  might  be  given  their  failure  to 
pay  up  their  obligations — the  plan  suggested  in  sev- 
eral of  the  essays. 

A  small-town  merchant  has  solved  his  "dead- 
stock" problem  by  making  use  of  premiums.  For  in- 
stance, he  puts  a  variety  of  goods  of  a  certain  value 
in  the  window,  making  them  look  as  fresh  and  attrac- 
tive as  possible,  and  offers  "Your  choice  of  these  with 
any  cash  dollar  purchase  to-day." 

An  eastern  merchant  offers  what  he  calls  "skiggers," 
which  are  exchangeable  for  goods  that  he  has  found 
are  dead  stock.  He  puts  up  the  dead  goods  in  parcels 
which  contain  a  twenty-five-cent    value    each.  The 


Woman's  Dongola  Lace  Oxford,  Patent  Tip,  Kushion 
Sole— The  Thompson  Shoe  Company. 


parcels  are  of  all  shapes  and  sizes.  With  a  cash  pur- 
chase of  a  dollar  he  gives  a  "skigger"  or  card  entitling 
the  holder  to  one  of  the  wrapped-up  prize  packages  as 
a  premium.  He  stipulates  that  the  choice  of  package 
must  be  made  without  opening  it  and  the  contents 
will  not  be  exchanged  under  any  conditions. 

In  Des  Moines  a  shoe  merchant  took  the  following 
means  of  interesting  the  boys  in  his  store.  He  dis- 
tributed to  them  as  they  came  out  of  school,  cards, 
on  which  were  the  details  of  an  offer  to  give  to  each 
one  coming  to  his  store  to  buy  a  pair  of  shoes,  a  new, 
two-bladed,  steel  jack-knife.  This  little  scheme  got 
every  boy  in  the  city  on  his  side  when  the  question 
of  new  shoes  came  up  at  home.  It  was  required  that 
the  cards  be  brought  when  the  purchase  of  shoes  was 
made.  The}'  were  headed  "Pocket  Knife  Free."  This 
made  the  boys  anxious  to  get  the  cards  and  keep  them. 


Mr.  M.  Cummings,  a  popular  and  up-to-date  shoe 
retailer  of  Preston,  Ont.,  has  a  scheme  to  prevent 
customers  asking  for  credit.  Displayed  on  show 
cards  hung  in  various  parts  of  the  shop  is  a  legend, 
"Your  credit  is  good,  but  our  terms  are  cash."  Mr. 
Cummings  says  this  has  the  effect  of  preventing  peo- 
ple from  asking  for  credit  and  even  should  they  do 
so,  when  he  smilingly  points  to  his  motto,  they  enter 
into  the  joke  and  take  it  all  in  good  part. 


A  Novel  Store  Front 

The  Owl  Shoe  Store,  Yonge  street,  Toronto,  has 
recently  been  completely  renovated  and  a  new  and 
original  store  front,  of  which  we  publish  drawings, 
built.  The  effect 'is  unique,  striking,  and  contains 
many  advantages  for  display  that  will  be  readily  re- 
cognized. 

The  interior  has  been  re-papered  and  painted,  the 
shelving  has  been  extended  clear  to  the  ceiling  and 
bicycle  ladders     introduced.     Upstairs  is  the  stock 


An  Original  Idea  for  a   Show   Window,   Owl   Shoe  Store, 

Toronto. 


Floor  Plan  of  Entrance  and  Show  Windows,  OwCShoe  Store, 

Toronto.  „.  ■ 

room  and  also  a  palatial  chiropodist's  parlor  for  the 
treatment  of  foot  troubles.  This  department  is  un- 
der the  care  of  Mr.  J.  C.  Johnson,  an  experienced 
footologist,  and  proves  a  business  getter. 


When  light  suede  shoes  begin  to  look  shabby,  try 
the  following  plan  :  First  of  all,  stuff  them  with  soft 
paper.  Then  pour  some  spirits  of  turpentine  into  a 
saucer,  and  apply  a  little  of  this  to  the  shoes  with  a 
clean  rag.  Keep  on  rubbing  them  and  turning  the 
rag  until  they  are  quite  clean.  Then  hang  the  shoes 
up  to  dry,  until  the  smell  of  the  turpentine  has  van- 
ished.   The  shoes  will  look  quite  like  new  again. 
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Trade  Topics  of  Interest  to  the  Shoeman — Some  of  the 
Brightest   and   Best   from    the    Other    Trade  Journals 


Fraudulent  Advertising 

The  prevention  of  fraudulent  advertising  is  the 
subject  of  a  very  interesting  article  by  E.  W.  Burt, 
t be  treasurer  of  the  Boston  Retail  Shoe  Merchants' 
Association,  in  the  September  issue  of  "The  Shoe- 
man."  Mr.  Burt  points  out  how  shoe  retailers  by  co- 
operating with  manufacturers,  can  stop  dumping  if 
so-called  "sample  shoes"  upon  an  unsuspecting  public. 
In  glaring  headlines  in  the  newspapers  the  unsuspect- 
ing purchasers  read:  "One  hundred  pairs  of  sample 
shoes  usually  sold  at  $4.00  to  $5.00  can  be  bought  at 
this  sale  for  $1.59  per  pair."  As  a  matter  of  fact,  as 
all  shoemen  know,  manufacturers  make  samples 
on  only  one  men's  size,  (7B),  and  one  women's  size 
(4B).  McKay  sewn  shoes  are  frequently  sold  as 
welts  to  customers  who  do  not  know  the  difference. 
Manufacturers  and  jobbers  as  well  as  retailers  are 
losing  by  these  dishonest  practices  and  all  should 
unite  to  drive  from  our  midst  these  "fake"  merchants 
who  are  foisting  their  wares  upon  an  uneducated  pub- 
lic. Another  scheme  lor  catching  the  unwary  is  to 
invent  a  name  for  a  shoe  which  is  similar  to  that  of 
some  well-known  and  advertised  brand,  such  as  Walk 
for  Ever,  for  Walkover;  Hannah  for  Hannan,  or  Birt 
for  Burt.  These  dishonest  practices  can  only  be  put 
a  stop  to  by  co-operation  between  manufacturer,  job- 
ber and  retailer,  and  it  is  to  the  advantage  of  every 
honest  man  in  the  trade  to  "kill  the  fake." 


Fit  Low  Heels  Carefully 

That  low  heeled  shoes,  which  are  coming  into 
fashion  for  women,  must  be  fitted  with  care,  is  the 
subject  of  an  article  by  Everett  Dunbar,  the  Lynn 
footologist,  in  a  recent  issue  of  the  "Boot  and  Shoe 
Recorder."  Mr.  Dunbar  says  that  high  heeled  shoes 
have  been  fashionable  so  long,  and  many  women  have 
worn  them  so  much  that  their  feet  have  become  shaped 
to  them.  When  they  put  on  the  low  heeled  shoes, 
they  will  complain  in  many  cases,  of  pains  in  their 
feet.  This  will  be  due,  not  to  any  fault  in  the  shoes, 
but  to  the  stretching  of  the  arches  of  the  feet  as  the 
heel  base  seeks  a  new  resting-place.  One  inch  of 
leather  board  cannot  be  pulled  from  beneath  the  heels 
of  a  person  without  causing  some  quite  important 
changes  in  the  muscles  and  joints  of  the  feet.  Shoe 
clerks  should  take  care  that  the  change  from  high 
heels  to  low  is  not  harmful  to  customers,  and  it  will 
take  skill  in  the  art  of  fitting  shoes  to  make  the 
change  in  a  satisfactory  manner,  in  a  great  many  cases. 


Order  Early 

With  the  recent  increase  in  the  price  of  footwear, 
some  shoe  dealers  are  showing  a  tendency  towards 
delay  in  placing  their  orders,  evidently  hoping  for  a 
fall  in  prices.  That  this  is  not  likely  to  be  the  case, 
is  pointed  nut  very  clearly  in  an  article  in  a  late  num- 
ber of  the  "Shoe  Retailer."  The  article  in  question 
compares  the  shoe  cost  of  to-day  with  that  of  a  year 
ago,  and  shows  the  rapid  rise  in  the  cost  of  shoe  ma- 


terials, with  future  tendencies  in  the  same  direction. 
It  also  shows  up  a  very  marked  change  in  buying  con- 
ditions between  shoe  manufacturers  and  leather 
houses,  conditions  that  seem  to  prevent  shoe  manufac- 
turers from  buying  as  formerly,  to  cover  their  future 
needs.  If  the  manufacturer  has  the  retailer's  order, 
he  is  in  a  position  to  protect  the  retailer  as  well  as 
himself,  and  buy  to  cover  that  order.  Under  present 
market  conditions,  one  can  hardly  expect  a  shoe  man- 
ufacturer to  buy  stock  in  anticipation  of  orders  lie 
may  hope  to  get,  but  has  no  assurance  of  receiving. 
With  the  market  for  material  steadily  and  rapidly  ad- 
vancing, there  is  a  great  possibility  that  the  dealer 
who  defers  his  order  to  a  late  date  may  find  himself 
confronted  with  still  higher  prices.  There  does  not 
appear  to  be  anything  in  the  present  market  condi- 
tions to  justify  the  hope  that  prices  will  in  any  way 
recede,  but  on  the  contrary,  there  is  every  reason 
to  fear  they  will  advance.  For  this  reason,  coupled 
with  the  fact  that  the  style  changes  do  not  seem  to 
be  at  all  radical  from  the  corresponding  season  last 
year,  it  seems  advisable  for  the  shoe  retailer  to  place 
his  orders  early. 

*      *  * 

American  Shoes  in  England 

There  was  considerable  discussion  carried  on  in 
the  United  States  shoe  and  leather  journals  recently 
over  the  fact  that  British-made  footwear  was  finding 
a  ready  sale  in  American  cities.  In  spite  of  this 
British  invasion,  American  shoes  are  still  in  great 
demand  in  England  and  a  market  may  still  be  found 
there  for  the  goods  of  the  enterprising  manufacturer 
"from  this  side.'  In  a  recent  article  in  "Footwear"  it 
is  pointed  out  that  the  American  manufacturer  who 
possesses  good  first-hand  knowledge  of  market  condi- 
tions and  is  determined  to  enter  the  British  trade,  and 
having  once  entered,  to  hold  his  position  on  the  merits 
and  quality  of  his  production,  and  who  also  has  suffici- 
ent output  and  capital  to  warrant  the  establishment  of 
retail  stores  of  his  own,  will  receive  satisfactory  re- 
turns for  his  outlay,  despite  the  keen  competition  he 
is  bound  to  meet. 


A  Sermon 

Outside  appearances  are  nought. 
Although  they  may  be  beauts. 

Full  many  a  painful  corn  is  hid 
In  patent  leather  boots. 


The  trade  journal  is  the  text  book  of  your  busi- 
ness. Study  it  as  closely  as  you  did  the  other  text 
books  in  your  school  days. 
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Leather  Goods  Brioff  Trade  amid  Profit 


Shoe  Retailer  Features  Suit  Cases  and  Bags 
Trunk  Department — Ladies'  Satchels  Carried 


Separate 
Stock 


in 


The  Parlor  Shoe  Store,  of  Gait,  Ont.,  owned  by 
F.  L.  Hamilton  &  Son,  is  one  of  the  most  modern  and 
progressive  shoe  establishments  to  be  found  among 
the  towns  of  Ontario. 

Its  spacious  and  well-lighted  show  windows  enable 
the  goods  displayed  there  to  be  shown  to  the  best  ad- 
vantage, while  the  interior  is  fitted  out  neatly,  con- 
veniently and  attractively.  The  shelving  is  on  the 
two-carton  system  with  two  rows  of  drawers  under- 
neath the  shelving.  This  firm  does  a  considerable 
trade  in  club  bags,  suitcases,  valises  and  trunks,  the 
bags  and  suitcases  being  displayed  over  the  tops  of 
the  shelves.  Just  inside  the  entrance  is  a  showcase 
containing  dainty  ladies'  and  children's  footwear, 
while  occasionally  purses  and  ladies'  handbags  are 
shown.  Club  bags  or  suitcases  are  shown  on  the  top. 
Two  large  ornamental  oak  benches  placed  back  to 


ter  advantage  in  a  department  by  themselves.  An- 
other reason  in  favor  of  maintaining  this  department 
is  that  trunks  are  expensive,  or  rather  they  cost  con- 
siderable, although  good  value  may  be  given  for  the 
money.  Customers  do  not  like  to  haggle  or  ask  for 
cheaper  articles  in  a  store  full  of  people,  and  so  are 
more  likely  to  buy  in  a  store  where  these  goods  are 
kept  in  a  department  by  themselves." 


The  Dealer  and  the  Travelling  Man 

Dealers  should  realize  that  it  is  the  duty  of  travel- 
ling men  to  sell  goods,  and  theirs  to  buy  them  when 
they  need  them,  if  the  goods  and  prices  are  right. 

They  should  also  remember  that  it  is  the  travel- 
ling man's  duty  to  sell  them  as  much  merchandise  as 
he  feels,  from  his  viewpoint,  it  is  proper  to  sell  them. 


Interior  of  "Parlor"  Shoe  Store,  Gait,  Ont. 


back  run  down  the  centre  of  the  store.  The  store  is 
brilliantly  lighted  with  gas,  auer  lights  being  used. 

The  second  storey  of  the  building  is  devoted  to 
the  trunk  department  and  also  to  reserve  stock.  The 
proprietor  believes  in  separating  the  trunk  department 
from  the  others,  "because,"  he  says,  "people  like  to 
discuss  the  merits  of  goods  of  this  description  be- 
fore purchasing.  They  are  buying  footwear  all  the 
time,  and  have  an  idea,  more  or  less,  what  they  re- 
quire, but  it  is  different  with  trunks.  A  person  might 
only  purchase  one,  two  or  three  times  in  a  life-time 
and  so  a  customer  does  not  know  exactly  what  he 
wants,  and  usually  wishes  to  examine  carefully  and 
discuss  matters  before  purchasing." 

"Then  again,  people  are  impressed  by  a  big  dis- 
play, and,  of  course,  these  goods  can  be  shown  to  bet- 


It  follows  from  necessity  that  while  the  salesman's 
judgment  may  be  good  and  should  be  taken  on  many 
points,  that  there  are  also  many  circumstances  and 
conditions  under  which  the  dealer  should  do  his  own 
thinking  and  act  upon  his  own  judgment. 

Without  doubt  there  are  many  things  upon  which 
the  dealer  must  accept  the  salesman's  statements  and 
times  when  he  would  do  well  to  accept  his  advice, 
but  there  are  other  times  when  he  must  have  indepen- 
dent views  and  act  upon  them. 

Unless  a  dealer  has  standards  of  his  own  and 
knows  a  good  deal  about  the  goods  he  buys  and  the 
needs  of  his  trade,  he  is  so  far  short  of  the  essential 
qualifications  of  a  merchant  that  it  is  hazardous  for 
him  to  do  business,  even  when  he  deals  exclusively 
with  the  most  upright  house  or  travelling  salesman. 
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Cards  That  Should 

Arranged  Particularly  for  Fall  Trade-  Push  Tans  in 
October — Clear  off  Old  Stock — Treatment  of  Cards 


The  cards  we  offer  this  month  are  arranged  par- 
ticularly for  the  Fall  trade.  That  is,  the  finishing  of 
the  Fall  trade,  for  in  reality  it  started  last  month. 

We.  intimated  in  the  Septemher  number  of  "Foot- 
wear" that  it  would  be  well  to  push  good  lines  from 
September  right  on  until  C  hristmas.  We  still  insist 
on  this,  but  October,  the  oddest  month  of  the  year, 
occupies  such  a  peculiar  position  on  the  calendar  that 
it  is  bound  to  have  an  influence  on  business,  especially 
in  the  larger  towns  where  dealers  have  a  little  different 
trade  from  those  in  the  smaller 
places.  The  smaller  towns  need  not 
cater  so  largely  to  "Styles  in  Sea- 
son." Nevertheless,  even  there, 
there  is  always  a  fair  percentage  of 
people  who  are  particular  to  have 
the  latest  that  is  going  in  shoes  as 
well  as  in  clothing  and  other  lines, 
but  possibly  the  majority  do  not  buy 
until  they  actually  need  something 
in  footwear. 

If  you  have  stocked  up  a  little 
heavily  in  Fall  lines,  the  prevailing 
wet  season  may  have  left  just  a  few 
more  pairs  of  early  Fall  lines  on  your 
hands  than  is  good  for  business.  So 
our  advice  is  "Unload." 

How  about  tans?  The  prospects 
for  tan  goods  for  Fall  wear  were 
very  good  this  year.  More  than  one 
merchant  bought  heavily.  In  fact 
bought  heavier  than  he  would  have 
had  the  weather  man  told  him  we 
would  have  an  abundance — a  super- 
abundance of  rain  this  season. 

October  occupies  that  position  on 
the  calendar  between  the  light  wear- 
ing shoes  of  early  Fall  and  the  heav- 
ier lines  for  the  cooler  and  more 
severe  weather.    Then    push  your 
tan  goods.    Get  rid  of  them  before 
the  cold  weather.    A    few  people 
wear  tans  all  winter — they  look  all 
right,  too — but  the  prevailing  feel- 
ing is  that  they  belong  to 
the    milder    seasons  of 
spring,  summer,  and  early 
fall.    If  necessary  reduce 
your  prices  to  get  rid  of 
them.    Arrange  a  week's 
sale.    Advertise  it  in  your 
paper  space   as   a  "Pre- 
Winter"  sale    or  "Mid- 
Autumn"    sale,  to  make 
room    for    winter  stocks 
coming  in.    Arrange  your 
prices  so  they  will  be  at- 
tractive enough  to  compel 
people  to  buy.    Let  them 
see  that  they  are  getting 
good  value  and  the  stock 
will  soon  be  reduced. 
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Dress  your  windows  neatly  with  both  men's  and 
women's  lines  in  oxfords  and  high  shoes.  Use  two- 
price  price  tickets  on  every  pair.  That  is,  if  a  pair 
of  shoes  were  $5.00  and  reduced  to  $3.95,  mark  the 
original  price,  then  score  it  out  with  red  lines  and 
quote  the  sale  price  underneath.  Use  attractive  win- 
dow cards.  It  might  be  well  to  use  a  tan  colored 
card  or  a  tint  or  shade  that  would  harmonize  effect- 
ively with  the  tan  goods. 

We  want  to  drive  another  nail  in  our  theory  that 
windows  are  the  best  selling  agents 
you  have.  We  have  emphasized  this 
in  the  past  and  emphasize  it  again. 
Let  us  suppose  you  have  a  line  you 
can  reduce  to  $2.50.  Put  only  that 
line  into  the  window  for  your  sale. 
Use  a  card  like  the  "Big  Reduction" 
sample  and  you  will  not  need  small 
price  cards.  This  card  is  artistic 
enough  to  be  attractive  but  not  so 
elaborate  as  to  detract  from  the 
reading,  the  main  feature  of  which  is 
"Choice,  $2.50."  The  lettering  is 
done  in  white  on  a  tan  card.  The 
shading  of  the  letters  is  done  in 
black,  while  the  design  or  ornament- 
ation is  done  in  two  shades  of  grey. 
Note  how  the  card  is  divided  by  the 
ornamentation  into  three  parts.  This 
makes  it  easier  to  read.  This  should 
he  an  effective  design. 

Tlie  money  saving  card  is  a  sug- 
gestion for  $3.50  priced  goods.  We 
are  assuming  that  you  have  taken 
from   higher  priced  lines   and  re- 
duced all  to  $3.50.    If  so  it  has  be- 
come a  money-saving  proposition  to 
your  customers  and  they  will  appre- 
ciate it.     On  these  you  may  use 
price  tickets  if  you  choose  as  sug- 
gested above.    That  is,  mark  regu- 
lar price,  then  score  it  out  and  mark 
the  reduced  price  $3.50.    This  card 
is  a  grey  material  done  in  white 
and    black   only.      It  is 
mounted  on  a  white  card 
with  a  grey  line  border 
to    harmonize    with  the 
card. 

The  $3,  $4,  $5  card  is 
arranged  for  a  mixed  win- 
dow. Let  us  assume  this 
is  to  be  used  with  tan 
shoes.  You  can  truth- 
fully say  they  are  new 
lines  and  the  correct  shape 
for  present  wear.  This 
card  can  be  used  for  regu- 
lar lines  or  for  reduced 
goods.  It  is  made  on 
light  grey  card,  letters  in 
white  and  two  colors  of 


I^eciuctioi) 

on 
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shading,   black   and   dark   grey  —  a    good  contrast. 

The  white  card  is  distinctly  for  tan  goods  that 
you  have  reduced.  The  words  "Tan  Shoes"  and  the 
price  are  in  red.  The  balance  is  black.  The  shading 
and  ornamentation  are  in  a  subdued  shade  or  green. 
This  is  a  strong  card.  It  states  that  the  popular  style 
for  fall  is  reduced  to  $3.15,  which  is  an  important 
feature  from  a  customers  point  of  view. 

The  $4.00  card  states  a  quartette  of  potential  fac- 
tors in  a  shoe.  Arranged  as  they  are  in  a  panel  at  the 
end,  they  stand  out  strongly  while  the  price  is  promin- 
ently brought  out  at  the  other  side.  This  is  on  a 
dark  brown  board  with  lettering  in  white,  trimmings 
in  black  and  white. 

"The  proper  thing  for  Fall  wear"  may  be  used  for 
either  regular  or  reduced  lines.  It  is  important  with 
this  card  that  you  use  price  tickets  for  you  will  note 
the  absence  of  price.  The  card  is  a  nice  shade  of  grey, 
the  lettering  in  white  and  shaded  in  black.  The  initial 
letter  is  brought  out  strongly  and  embellished  with 
two  shades  of  grey. 

We  think  these  suggestions  should  be  helpful  to 
you  and  be  of  assistance  in  moving  the  lines  that  may 
be  dragging. 


Two  Attractive  lines  of  the  Hurlbut  Company 


A  Clever  Advertising  Idea 

The  Famous  Clothiers,  Madison  and  Halstead 
streets,  Chicago,  are  sending  out  the  following  letter 
to  their  customers : 

"We  congratulate  you.  You  are  surprised  that  we 
know  to-day  is  your  birthday.  However,  we  extend 
our  sincere  congratulations  and  wish  you  many  re- 
turns of  the  day.  You  will  receive  a  handsome  little 
gift  if  you  will  call  with  this  letter.  We  wish  to 
show  our  good  feeling  toward  you.  W e  hope  to  see 
you  soon,  as  the  present  is  waiting  for  you.  It  will 
come  in  handy  every  day. 

"With  congratulations,  we  are, 

"THE  FAMOUS  CLOTHIERS." 

Upon  investigating,  it  was  learned  that  every  time 
a  sale  is  made  and  merchandise  is  to  be  delivered  the 
customer  is  asked  when  he  was  born.  This  is  en- 
tered on  a  card,  together  with  his  name  and  address, 
and  filed  for  future  reference.  A  girl  goes  through 
this  file  daily,  picking  out  the  cards  according  to  the 
day,  and  then  mails  the  foregoing  letter,  to  reach  the 
customer  on  his  birthday.  When  the  customer  ap- 
pears no  one  is  allowed  to  hand  him  the  present  ex- 
cept a  member  of  the  firm.  This  puts  the  customer 
in  personal  touch  with  the  owner  of  the  store,  which 
usually  develops  into  personal  friendship. 

The  "Famous  Clothiers"  state  that  about  50  per 


cent,  of  those  calling  for  their  presents  make  other 
purchases  at  the  same  time,  and  about  75  per  cent, 
respond  to  the  letters  sent  out.    Of  course,  the  list 


Men's  Tan  Willow  Calf  Button,  Dome  Last,  cap  toe, 
Goodyear  Welt,  1  2/8  heel.    Rice  6?  Hutchins 


of  birthdays  grows  very  fast,  and  to-day,  after  hav- 
ing this  system  in  operation  since  last  October,  they 
arc  buying  these  presents  in  thousand  lots. 


Give  the  public  the  impression  that  your  business 
is  big  and  growing  and  it  will  seem  logical  that  you 
can  sell  more  cheaply  than  the  other  fellows. 


If  you  write  a  letter  when  you  are  mad,  save  it  and 
tear  it  up  when  you  get  over  feeling  that  way.  The 
letter  written  in  anger  is  always  repented. 


Women's  Russia  Calf  Button,  80  Last,  17  buttons,  1.5/8 
heel.    Rice  &  Hutchins 


The  store  that  is  always  making  mistakes  is  al- 
ways losing  customers.  Mistakes  are  caused  by  care- 
lessness, rather  than  by  lack  of  ability. 
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with  Detachable  Heels  amid 

An  English  Invention  that  Promoters  Claim  May  Revolution- 
ize  Shoe   Industry — Patent  Waterproof   Shoe — Army  Tests 


A  company  is  in  process  of  formation  with  a  pro- 
posed capital  of  $4,500,000  for  the  purpose  of  manu- 
facturing a  new  kind  of  footwear,  and  also  leather  tan- 
ned by  a  special  process.  It  is  claimed  by  the  pro- 
moters that  these  two  innovations  may  revolutionize 
the  boot  and  shoe  industry. 

The  company  which  will  begin  this  task  will  be 
the  outcome  of  a  parent  company,  the  Royalties  Syn- 
dicate, Limited,  of  London,  England.  The  keynotes 
of  the  campaign  will  be  the  Forbec  system — a  new 
treatment  of  leather — and  the  Forbec  sliding  heel  and 
sole.  The  name  Forbec  is  derived  from  that  of  Mr. 
O.  V.  Forbes,  chairman  of  the  parent  syndicate. 

How  It  Is  Done 

The  Forbec  footwear  is  fitted  with  detachable  slid- 
ing soles  and  heels  which  can  be  fitted  in  less  than  one 
minute.    Between  the  sliding  sole  and  the  foot  there 


Boot  with  detachable  sliding  heel 

intervenes  the  middle  sole,  which  is  treated  by  a  spe- 
cia  process.   It  is  claimed  for  the  new  footwear  that — 

It  will  wear  from  50  to  100  per  cent,  longer  than 
any  other  leather. 

It  is  permanently  waterproof. 

It  is  to  a  large  extent  a  non-conductor  of  heat ; 
that  is,  it  keeps  the  foot  cool  in  summer  and 
warm  in  winter. 
It  abolishes  down-trodden  heels,  for  heels  can  be 

interchanged  or  renewed  in  a  few  moments. 
Twenty  thousand  people  have  tried  the  new  foot- 
wear, and  encouraging  reports  have  been  received,  es- 
pecially from  the  Army.  Great  stress  is  laid  by  the 
proprietors  on  the  necessity  of  giving  the  soldier  re- 
liable and  comfortable  footwear.  It  is  stated  that 
30,000  men  were  rendered  ineffective  during  the  first 
three  weeks  of  the  Franco-German  war  owing  to 
foot  troubles  caused  by  the  hardness  of  the  boot  up- 
pers. 

Soaked  for  Eighteen  Hours 

A  pair  of  Forbec  boots  were  soaked  for  eighteen 
hours  by  the  military  authorities  of  Great  Britain,  who 
tested  the  new  process,  and  were  then  rapidly  dried 
by  artificial  heat  and  still  the  uppers  remained  pliable. 
The  syndicate  claim  that  the  British  Government 


would  save  more  than  $400,000  a  year  by  adopting 
their  system  of  footwear. 

One  of  the  special  points  about  the  system  is  that 
any  boot  can  be  fitted  with  any  kind  of  sole.  Thus, 
if  you  are  at  a  garden  party  wearing  patent  leather 
with  walking  soles,  and  a  game  of  lawn  tennis  is  pro- 
posed, you  take  a  pair  of  rubber  soles  and  heels,  slip 
them  on  (in  fifty-five  seconds)  and  you  are  ready  to 
join  in  the  game. 

If  you  have  been  out  golfing  or  shooting  and 
should  suddenly  desire  to  dance,  you  slide  off  your 
golfing  or  shooting  soles,  and  slip  on  soles  more  suit- 
ed to  the  occasion.  There  are  the  following  kinds  of 
soles — all  interchangeable — walking,  shooting,  aero- 
lite, rubber  and  golf. 

Some  idea  of  the  magnitude  of  the  trade  which 
this  company  will  attempt  to  capture  may  be  gained 
from  the  following  figures,  which  relate  to  Great 
Britain  and  Ireland  only: — 

Pairs  of  boots  made  and  sold  in  a  year  in 

the  United  Kingdom   100,000,000 

Value   $225,000,000 

Fairs  of  boots  sold  by  one  London  firm  in 

a  year   4,607,997 

Fairs  of  leather  heels  used  annually  in 

Great  Britain   300,000,000 

Fairs  of  rubber  heels  sold  by  one  firm  in 

a  year   20,000,000 

An  agent  of  the  Royalties  Syndicate,  Limited,  is 
now  in  Canada  for  the  purpose  of  gathering  informa- 
tion as  to  how  the  innovation  is  likely  to  be  received 
in  this  country.  He  has  also,  we  understand,  a  lim- 
ited amount  of  stock  for  sale. 


An  Editor's  Easy  Task 

An  exchange  says:  "How  would  you  like  to  be  an 
editor  of  the  home  paper  and  sit  at  your  desk  six  days 
out  of  every  week,  four  weeks  a  month  and  twelve 
months  out  of  a  year,  and  have  such  copy  as  the  fol- 
lowing to  edit?  Mrs.  Jones,  of  Cactus  Creek,  let  a 
can  opener  slip  last  week  and  cut  herself  in  the  pantry. 
A  mischievious  lass  of  Piketown  threw  a  stone  and 
struck  Mr.  Pike  in  the  alleyway,  Tuesday.  Joe  Doe 
climbed  on  the  roof  of  his  house  last  week,  looking 
for  a  leak  and  fell,  striking  himself  on  the  back  porch. 
While  Harold  Green  was  escorting  Miss  Violet  Wise 
home  from  the  church  social  Saturday  night  a  savage 
dog  attacked  them  and  bit  Mr.  Green  four  times  in  the 
public  square.  Mr.  Long,  while  harnessing  a  broncho 
last  Sunday,  was  kicked  just  south  of  the  corn  crib." 


Business  is  not  a  game  of  chance.  It  is  subject  to 
certain  rules,  and  the  man  who  would  succeed  ought 
to  learn  the  rules  as  fast  as  he  can. 


When  you  sign  an  order  without  keeping  a  dupli- 
cate, you  sign  an  order  that  is  good  for  pretty  nearly 
anything  the  salesman  wants  to  put  on  it. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


A 

Dress-up 
Shoe 


:  to  be  i 


Readers  of  "Footwear"  are  taking  greater  interest 
in  their  advertising.  They  are  showing  greater  in- 
terest, also,  in  this  department  of  the  journal,  for  not 
only  are  more  advertisements  submitted  for  criticism 
than  formerly,  but  of  those  that  are  submitted  many 
indicate  clearly  that  the  suggestions  and  criticisms  of 
other  advertisements  have  been  read  and  followed 
with  good  results.  We  wish  to  remind  our  retail 
readers  that  this  department  is  conducted  solely  for 
their  benefit  and  we  invite  all  to  send  in  advertise- 
ments to  us  for  criticism. 

The  three  advertisements  that  we  reproduce  this 
month  are  very  different  in  style,  but  each  is  an  ex- 
ample of  footwear  advertising  that  is  in  the  main  sat- 
isfactory. 

A  Good  Name-Plate 

The  McRobbie  announcement  is  from  Vancouver, 
B.C.  It  is  brightly  written,  well  set  up,  and  not 
over  crowded.  The  cut  used  is  appropriate,  and  adds 
much  to  the  attractiveness  and  interest  of  the  layout. 

This  is  still  further  in- 
creased by  a  really  excel- 
lent name-plate.  We  have 
referred  several  times  to 
the  advantages  of  a  good 
name-plate,  and  this  one 
is  at  once  noticeable.  It 
marks  the  advertisement 
distinctively  as  a  McRob- 
bie advertisement,  and 
stands  out  upon  the  page 
in  a  way  ;that  ordinary 
type  would  not  do. 

Turning  now  to  a  sug- 
gestion or  two  for  improvement,  this  particular  cut 
would  have  been  better  placed  at  the  left-hand  rather 
than  the  right — placed  so  as  to  lead  into  the  reading 
matter  rather  than  out  of  it 
have  been  dispensed  with. 

The  first  half  of  the  opening  sentence  is  a  little 
weak,  rather  more  detail  might  have  been  worked  in 
on  the  lines  of  the  third  paragraph,  and  there  is  no 
mention  of  prices. 

To  say  what  there  is  to  be  said  of  one  style — in- 
cluding prices — usually  is  a  better  business-bringing 
policy  than  diverting  attention  to  other  styles,  unless 
the  announcement  is  a  more  general  one  and  larger 
space  is  used. 

Space  Used  Effectively 

An  example  of  larger  space  used  with  good  effect 
to  advertise  many  different  lines  is  shown  in  the  an- 
nouncement of  Foster's  Cash  Shoe  Store,  of  Medicine 
Hat.  Considerable  attention  has  been  given  to  ar- 
rangement in  this  case,  the  heading  is  direct  and  busi- 
ness-like, and  gains  by  the  use  of  an  interesting  cut. 

The  description  of  individual  lines  is  fairly  well 
done  throughout,  and  the  four  style  cuts  introduced 
are  well  chosen. 

The  point  already  made  in  connection  with  the 


Toe  shoe  that  wc  arc  showing  in  this  i 
cijough,  for  nny  ot.-cas.on. 
It's  a  good  fitter,  too,  and  you  won't  ha 
-■omfortable  to  be  stylish. 
This  nwleLjs  thc  uewest  of  ilic  Inr-.-  i*Uy  atyle*- 
tlat  receding  toe — and  is  especially   designed  for 
critical  and  fastidious  drovers. 
Let  us  show  you  the  other  fall  stvles. 


and  the  box  rule  might 


Special  Bargains 

in  Footwear 

That  are  Worthyof  Your  Attention 
These  Specials  for  Saturday  Only 


Women's  Goodyear  W] 
Welled  tan  Blulcher           JE  I 

$3.95  ^^^^J 

Men's  Gun  Metal 

Calf  Workin«       /  %l 

~:.\X 

Ji£&     $2.l»  V^J 

rr-'^'^HBoy  ScoutShoes  MS™' 

8?krta,  onl,                 $I.35|h?*Ui  '     J     '*             51.65   Balanll,  to  desx  $3.45 

\     .ll  Women's 
)      '\           Gun  Metal 
/.                 Call  BluUhers 

V~-~.          Men's  American 
/     >nL  Bluchers 

fi\  bX5*7  $4.20 

Girls'  Patent  Leatner 
Pumps 

i'pidi     ",  rm  $1.65 

75c. 

SOFT  SOU  BABY 
SHOES 
SO  Cents 

Children's  Patent  Leather 
Pumps 

Wiih  *ukk<  -imp   H^ul-rti  'ii 
BpecUl  $ti35 

Children's  Tan 
Lace  Shoes 


FOSTER'S 
Cash  Shoe  Store 
Main  Street 


Men's  American 
Elk  Working  Shoet 

hU.^.1"'  '  $2^85 


McRobbie  cut  ap- 
plies in  the  same 
way,  however,  to  the 
cut  of  men's  work- 
ing shoes  shown  in 
the  second  panel  of 
the  Foster  adver- 
tisement. Compare 
this  panel  with  the 
one  referring  to  vici 
bluchers  beneath  and 
the  better  effect  will 
b  e  recognized  a  t 
once. 

In  the  latter  case 
the  reader's  eye, 
first  attracted  by  the 
cut,  is  led  naturally 
from  the  cut  towards 
the  d  e  s  c  r  i  p  tion  ; 
when  placed  as  in 
the  upper  panel,  the  eye  is  also  first  attracted  by  the 
cut,  but  then  is  led  away  from  the  description  rather 
than  towards  it,  and  the  good  effect  of  the  cut  is  in 
great  measure  lost. 

The  positions  of  cut  and  description  in  the  second 
panel  should  have  been  reversed ;  the  four  illustrated 
panels  might  then  have  been  re-arranged  in  the  order 
three,  one,  four,  two ;  and  the  comparison  between 
regular  and  bargain  prices  might  have  been  emphasiz- 
ed by  setting  the  regular  price  a  little  more  prominent- 
ly, and  by  running  the  words  "Special,"  "Saturday," 
etc.,  in  closer  connection  with  the  altered  price  rather 
than  in  so  small  type  and  separated  by  the  full  width 
of  the  panel. 

A  Ready-Made  Advertisement 

The  third  advertisement  that  we  reproduce  this 
month  is  similar  in  every  detail  of  planning  and  ar- 
rangement to  others  that  we  have  received  for  criti- 
cism within  recent  months. 
The  illustration  in  this  case 
is  somewhat  happier  than  in 
some  of  the  other  examples 
that  have  reached  us,  and 
the  reading  matter  is  satis- 
factory enough    for    an  ad- 
vertisement that  might  serve 
just  as  well  for  any  other 
shoe  dealer    in    any  other 
part  of  the  country  simply 
by  changing  the  signature. 

Ready-made  advertise- 
ments of  this  character  are 
better  than  none  at  all,  but 
they  lack  the  "individuality," 
the  definite  description  of 
definite  lines — and  the  prices 
— that  go  so  far  towards 
gaining  the  interest  of  the 
public 


1 


The  babies,  bless  them! 
jhould  be  as  much  attended  to  as 

llu.  "cp«v«-ui*"  6'<  f."  as  f,.ot«.'..l  is  iwrnwl. 


Sec  Our  Window 
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Intelligent  Supervision 


Frequent  Inventory  and  Analysis  as  Essential  as  Stock- 
taking   It  Pays  to  Watch  Every  Detail  of  Your  Business 


One  very  important  fact  that  every  shoe  retailer 
and  shoe  department  manager  must  realize  forcibly 
in  order  to  make  his  business  successful  is  that  the 
competition  in  the  retail  shoe  business  is  stronger  to- 
day than  it  has  ever  been.  This  competition  is  of  two 
kinds,  comprising  both  a  larger  number  of  competi- 
tors and  competitors  of  great  strength  hacked  up  by 
highly  efficient  selling  organizations.  In  fact,  it  is 
within  reason  to  say  that  there  is  in  progress  a  great 
revolution  in  shoe  merchandizing.  For  this  reason, 
the  old  established  shoe  retailer  or  shoe  department 
cannot  longer  rest  secure  of  its  established  business 
or  its  previous  methods  of  merchandizing. 

The  new  elements  of  competition  most  to  be  feared 
by  the  old-time  retailers  are  the  manufacturers'  stores 
and  chain  stores  operated  by  large  and  successful  cor- 
porations which  have  made  big  successes  in  one  store 
and  are  now  branching  nut  with  new  stores  in  other 
centres. 

False  Sense  of  Security 

The  old  established  retailer  who  has  so  far  been 
fairly  successful  is  apt  to  feel  a  sense  of  security  in 
his  established  business.  This  is  an  attitude  that  is 
far  from  affording  an  incentive  to  keeping  thoroughly 
up-to-date  in  all  the  little  things  that  count  for  suc- 
cessful merchandizing.  The  public  is  always  ready  to 
take  up  something  new.  and  when  a  live  competitor 
opens  up  he  will  get  a  surprisingly  large  amount  of 
business  away  from  the  established  stores  through  the 
mere  fact  that  he  brings  with  him  new  ideas,  and  puts 
more  force  and  energy  into  all  important  features  of 
his  business,  such  as  advertising,  store  service,  etc.  To 
meet  this  competition  the  man  with  an  established 
trade  must  wake  up  and  show  an  equal  amount  of 
ginger  in  the  operation  of  his  business. 

Advertising  Important  Feature 

One  of  the  most  important  things  to  consider  is 
the  advertising.  The  manufacturers  and  chain  store 
people  usually  depend  very  largely  on  this  factor  as  a 
business  getter,  and  often  they  have  been  able  very 
speedilv  to  build  up  a  volume  of  business  and  good- 
will asset  equal  to  that  previously  held  by  the  largest 
established  store  in  that  particular  centre.  The  old- 
established  retailer  may  be  a  liberal  and  consistent  ad- 
vertiser, but  it  is  often  found  that  his  advertising  has 
fallen  into  a  rut  and  possesses  so  little  force  that  it 
has  ceased  to  interest  the  public  or  attract  new  trade 
to  any  appreciable  extent.  Every  successful  business 
has  to  be  regenerated  every  so  often  to  keep  it  healthy, 
and  in  wholesaling  and  in  various  other  lines  of  large 
scope  the  management  periodically  conducts  what  is 
known  as  a  "general  shake-up."  This  serves  two  pur- 
poses:  It  prevents  the  business  from  getting  in  a  rut 
and  staying  there,  and  it  rejuvenates  the  entire  force 
of  the  organization,  inspiring  the  employees,  from  top 
down,  and  creating  a  general  atmosphere  of  progress- 
iveness  that  gives  the  business  an  added  impetus. 

Every  retail  business  really  needs  this  same  kind 
of  treatment,  and  the  manager  or  proprietor  who  is  a 
real  live  merchandizer  will  analyze  his  business  fre- 
quently and  as  searchingly  as  if  its  very  life  depended 


mi  the  result.  This  kind  of  supervision  should  com- 
mence at  the  beginning  and  go  right  straight  through 
ever)-  influence  that  has  any  effect  whatever  on  the 
business.  It  means  good,  hard  thinking  and  study, 
and  then  courageous  action. 

The  Buying  Problem 

As  a  general  outline  of  what  is  meant  by  this  we 
might  begin  with  buying.  The  manager  ot  buyer 
should  sit  down  and  think  about  this  feature,  not  as 
a  matter  of  buying  certain  merchandise  at  a  certain 
price,  but  from  the  viewpoint  of  how  it  could  be  im- 
proved so  as  to  yield  a  larger  profit.  Under  this  head 
would  come  such  questions  as  these: 

lias  my  stock  been  such  as  to  attract  the  largest 
possible  amount  of  sales? 

Have  1  been  wide-awake  enough  to  have  the  right 
styles  at  the  right  time? 

Have  I  got  a  lot  of  old  stock  on  my  shelves  that 
worries  me  and  leads  me  to  buy  as  little  new  stock 
as  1  can  get  along  with  in  the  effort  to  work  off  the 
old  stock? 

Do  the  shoes  I  buy  give  the  highest  degree  of  sat- 
isfaction to  our  customers? 

Am  I  trying  to  buy  too  cheap,  thereby  sacrificing 
quality,  to  the  detriment  of  my  business? 

Do  I  keep  as  thoroughly  in  touch  with  the  market 
as  I  should  in  order  to  know  comparative  values,  both 
as  to  style  and  quality? 

Know  Your  Market 

Have  1  been  afraid  to  buy  enough  of  the  right  kind 
of  goods,  because  I  was  uncertain  about  the  styles 
that  would  sell?  In  this  event  have  1  investigated 
thoroughly  to  find  out  whether  or  not  there  are  houses 
where  I  can  get  up-to-the-minute  styles  for  immediate 
delivery  thereby  having  the  right  goods  but  eliminat- 
ing the  risk? 

Am  I  influenced  too  much  in  my  buying  by  the 
personality  of  salesmen,  or  does  my  friendship  for 
some  of  them  lead  me  to  accept  their  advice  without 
thoroughly  investigating  things  for  myself?  I  should 
remember  that  all  salesmen  are  human,  and  that 
though  they  may  have  the  best  of  intentions  their 
views  are  naturally  biased  to  some  extent  by  their 
connections. 

Have  I  bought  from  certain  houses  so  long  that  I 
feel  ''married"  to  them  and  make  no  effort  to  find 
out  whether  or  not  1  can  do  better  elsewhere? 

Under  the  right  conditions  it  is  best  to  concen- 
trate buying  among  few  houses,  but  it  is  a  mistake 
for  a  man  to  become  so  well  satisfied  that  he  is  deaf 
and  blind  to  all  opportunities  for  improvement. 

This  is  only  a  partial  analysis  of  the  most  import- 
ant factors  in  the  buying  problem.  They  require  real 
study,  and  concentration  of  thought  on  the  subject 
will  bring  out  many  other  points  that  will  provide 
a  surprisingly  wide  scope  for  improvement. 

Factor  of  Service 

Xext  in  importance  we  might  consider  store  ser- 
vice. This  is  one  of  the  greatest  factors  in  building 
and  holding  trade  and  one  of  the  things  that  requires 
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eternal  vigilance  to  uphold  in  the  most  desirable  state 
of  efficiency.  Under  this  head  the  manager  might  put 
to  himself  the  following  questions : 

Is  my  store  or  department  kept  thoroughly  clean 
and  attractive? 

Do  customers  get  immediate  and  courteous  at- 
tention, and  is  every  possible  effort  made  to  send  them 
out  in  a  thoroughly  pleasant  frame  of  mind,  so  that 
the  next  time  they  think  of  shoes,  they  will  think  of 
the  pleasant  and  efficient  service  received  in  my 
store  ? 

Are  my  clerks  efficient  in  all  the  elements  that 
go  to  make  up  the  most  successful  type  of  shoe  sales- 
man? Or  do  I  try  to  hire  my  help  too  cheaply,  there- 
by securing  merely  ordinal')-  clerks,  whose  experience 
and  ability  merely  fit  them  for  the  mechanical  work  of 
waiting  on  customers,  rather  than  giving  real  service? 

Do  my  clerks  devote  enough  attention  to  properly 
fitting  customers? 

Do  I  realize  that  proper  fitting  has  a  great  deal 
to  do  with  the  comfort  and  satisfactory  wear  of  shoes 
— that  no  other  factor  is  so  important  in  holding- 
trade,  no  matter  how  good  the  values  may  be? 

Do  my  clerks  receive  complaints  from  customers 
in  a  spirit  that  antagonizes,  or  do  we  always  patient- 
ly and  cheerfully  try  to  make  the  most  satisfactory 
adjustment  possible  within  reasonable  bounds? 
These  cpiestions  will  give  food  for  considerable 
thought  on  the  service  problem. 

Now,  taking  up  the  advertising  problem  : 

Do  I  regard  advertising  as  something  that  I  feel 
obliged  to  do  to  a  certain  extent  because  other  mer- 
chants do?  If  so,  is  this  not  because  I  have  never 
given  this  subject  much  thought  or  attention,  and 
would  it  not  be  better  for  me  to  study  this  factor 
carefully  so  that  I  can  get  the  biggest  return  for  my 
expenditure? 

Have  I  ever  compared  my  advertising  with  that  of 
my  competitors  or  with  that  of  merchants  in  other 
lines  in  my  town,  in  order  to  determine  which  meth- 
od is  likely  to  be  most  effective  with  the  general 
public  ? 

Have  I  considered  my  advertising  expenditure  on 
the  same  basis  as  that  on  which  I  would  consider 
any  other  expense  of  my  business,  such  as  a  sales- 
man's salary?  I  would  make  it  my  business  to  feel 
assured  that  a  salesman  earns  the  salary  received.  Do 
I  subject  my  advertising  expenditure  to  the  same  an- 
alysis? If  I  do,  I  ought  to  know  just  how  much  it  is 
producing.  And  do  I  continually  study  my  advertis- 
ing methods  just  as  I  would  the  methods  of  a  clerk 
to  see  whether  or  not  they  can  be  improved  and  be 
made  to  yield  a  greater  return  on  the  investment? 

A  Great  Business  Producer 

The  subject  of  advertising  is  a  very  broad  one  and 
will  profitably  bear  a  great  deal  more  attention  than 
is  usually  given  to  it  by  the  average  shoe  retailer. 
Advertising  is  continually  becoming  a  greater  force  in 
business  and  nine  times  out  of  ten  the  growing  suc- 
cessful concerns  are  the  ones  that  give  it  the  most 
attention. 

The  retailer  who  studies  these  problems  as  out- 
lined will  find  many  ways  to  improve  his  methods  to- 
ward the  end  of  a  larger  and  more  profitable  business. 
As  a  matter  of  fact  the  merchant  who  does  not  do  so, 
will  soon  feel  the  demoralizing  effects  of  the  new 
competitive  forces  which  are  gaining  great  strength 
in  the  retail  shoe  field.  There  is  no  other  way  of  ac- 
complishing these  things    than    by    intelligent  head 


work,  coupled  with  eternal  vigilance  in  supervision. 
It  is  human  nature  to  drift  with  the  tide,  especially 
in  the  every-day  rush  of  business,  when  so  many  things 
occupy  the  attention.  In  a  word,  the  successful  man- 
ager finds  time  frequently  to  take  an  inventory  of 
his  operating  methods,  as  well  as  his  stock. 


Funny,  but  Produced  No  Business 

Certain  merchants  began  business  in  a  western 
city.  They  had  little  money,  but  a  large  amount  of 
energy  and  business  sagacity. 

In  the  course  of  a  few  years  they  succeeded  in 
building  up  a  very  large  business.  During  this  period 
their  business  was  conducted  in  conformity  with  a 
policy  founded  upon  common  sense  and  honesty. 
Their  success  was  almost  marvellous,  they  could  not 
find  use,  in  their  business,  for  all  of  the  money  they 
made,  in  consequence  they  opened  another  store  in 
another  city.  One  of  the  trusted  employees  of  the 
old  store  was  allowed  to  acquire  an  interest  in  the 
new  one  and  its  management  was  placed  in  his 
hands. 

This  man  had,  or  thought  he  had,  a  genius  for  ad- 
vertising and  he  was  allowed  to  employ  his  talents 
without  advice  or  restriction.  His  idea  was  to  do 
something  that  would  arrest  the  attention  of  readers 
and  follow  up  with  a  discussion  of  the  merits  and 
intrinsic  value  of  his  merchandise. 

In  conformity  with  his  plan  he  bought  a  certain 
space  on  a  certain  page  in  the  daily  newspaper.  At 
the  top  of  this  space  he  always  inserted  a  good  car- 
toon or  a  good  joke,  and  below  he  inserted  an  ex- 
cellent merchandise  talk. 

Apparently  he  was  highly  successful.  His  adver- 
tisements became  the  subject  of  favorable  comment 
almost  everywhere.  The  big  critics  and  advertising- 
journals  reproduced  them  and  praised  them  in  the 
highest  terms. 

A  large  proportion  of  the  local  reading  public  were 
also  interested  in  his  advertisements  and  would  al- 
most invariably  turn  to  them  to  see  the  cartoons  or 
read  the  jokes.  Everyone  thought  they  were  a  big- 
success.  The  business  history  of  the  store  proved 
that  they  were  not. 

After  a  year  or  two  of  unprofitable  experience  the 
senior  member  of  the  firm  paid  their  brilliant  adver- 
tising partner  a  premium  on  his  advertisement  in  the 
store  and  dispensed  witli  his  services  and  a  short  time 
afterward  closed  out  the  business.  In  conversation 
with  the  senior  partner  some  time  afterward  the 
writer  received  from  his  lips  the  complete  inside 
history  of  his  distressing  venture.  His  opinion  of  the 
advertising  ideas  employed  was  expressed  in  these 
words:  "Thev  were  very  funny,  but  they  produced 
no  business." 


It  is  altogether  too  common  to  find  a  store  where 
the  clerks  are  just  waiting  for  something  to  turn  up 
while  they  might  be  writing  their  names  in  the  dust 
on  the  show  cases. 


Buyers  of  any  kind  of  a  commodity  like  promptness 
on  the  part  of  the  seller.  I  never  knew  a  store  to  lose 
trade  by  serving  its  patrons  too  promptly. 


Some  merchants  say  they  can't  afford  to  do  busi- 
ness on  a  "money  back  if  you  want  it"  basis.  It 
seems  to  me  that  they  can't  afford  not  to. 
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Leisure  Laughs 


A  Voice  of  Experience 

"J  can't  understand  why  married  couples  ever  have 
a  disagreement,"  she  said.  "]  don't  see  why  those  mat- 
ters can't  be  so  adjusted  that  there  will  he  no  friction. 
Now,  my  husband  and  I  understand  each  other  thor- 
oughly." 

'"Indeed,"  he  replied.  "Mow  long  have  you  been 
married"  ? 

"Nearly  three  days." — Judge. 

*  *  * 

An  old  farmer  went  to  a  cattle  show  to  exhibit 
a  favorite  cow,  with  which  he  had  high  hopes  of  win 
ning  the  first  prize.  On  learning  the  result,  and  that 
his  cow  had  been  placed  fifth,  his  anger  knew  no 
hounds,  and,  rushing  into  the  ring,  he  attacked  the 
judges. 

"Why  is  my  cow  not  first?  What  are  her  faults, 
I'd  like  to  know?" 

At  this  point  one  of  the  judges  approached  him  and 
answered : 

"Her  faults,  my  good  man,  are  somewhat  akin  to 
your  own.  She  lacks  good  breeding." 

*  *  * 

"What's  doing  in  the  way  of  amusements?"  asks 
the  newcomer  of  the  old  inhabitants  of  Hades. 

"Baseball  game  every  afternoon,"  answers  the  old 
inhabitant. 

"Baseball?  You  don't  mean  it!  That's  great!  1 
was  a  fan  from  'way  back  on  earth.  On  the  square, 
do  you  have  baseball  every  day?" 

"Sure  thing." 

"By  ginger!  This  place  suits  me.  Baseball!  Say, 
this  can't  be  hell,  then?" 

"Yes  it  is.    The  home  team  always  loses." — Life. 

*  *  * 

"Oh,  no;  there  ain't  any  favorites  in  this  family!" 
soliloquized  Johnny.  "Oh,  no!  If  I  bite  my  finger- 
nails, I  catch  it  over  the  knuckles.  But  if  the  baby 
cats  his  whole  foot,  they  think  it's  cute!" 

*  *  * 

More  men  have  been  bribed  by  a  quarter's  worth 
of  bad  cigars  than  have  ever  been  reached  by  money. 


IX  CANADA 

Caution 

A  commercial  traveller  at  a  railway  restaurant  in 
one  of  our  Southern  towns  included,  in  his  order  for 
breakfast,  two  boiled  eggs.  The  old  darkey  who 
served  him  brought  three. 

"Uncle,"  said  the  travelling  man,  "why  in  the 
world  did  you  bring  me  three  boiled  eggs?  I  only 
ordered  two." 

"Yes,  sir,"  said  the  old  darkey,  bowing  and  smil- 
ing, "I  know  you  did  order  two,  sir,  but  I  brought 
three,  because  I  jus'  naturally  felt  dat  one  of  dem 
raighl  fail  you  sir." 


Passenger — Why  are  we  so  late? 
Guard — Well,  sir,  the  train  in  front  was  behind 
and  this  train  was  behind  before  besides. 


The  sophomore  in  the  zoology  class  was  asked  to 
describe  a  lobster. 

"It  is  a  red  fish  that  goes  backward,"  he  replied 
glibly. 

"With  the  exception  of  three  things,"  said  the 
professor,  "your  definition  is  correct.  A  lobster  is  not 
icd,  it  is  not  a  fish,  and  it  doesn't  go  backward." 


Willie  (  very  sleepily  saying  his  prayers) — "Now  I 
lay  me  down  to  sleep,  I  pray  the  Lord  my  soul  to 
keep  " 

"If  "  (prompted  the  mother). 

Willie — "If  he  hollers  let  him  go,  eenie,  meenic, 
miney,  mo." 


At  an  entertainment  given  by  a  country  church 
congregation,  one  of  the  old  deacons  made  the  an- 
nouncements. 

lie  occasioned  much  surprise  when  he  said: 
"Miss  Mary  Simpkins  will  sing  'Put  Me  In  My 
Little  lied.'  accompanied  by  the  minister." 

"No,  sir,"  exclaimed  the  irate  father;  "my  daughter 
can  never  be  yours !" 

"I  don't  want  her  to  he  my  daughter,"  calmly  re- 
plied the  young  man.    "I  want  her  to  be  my  wife!" 

The  "Shopper" 

For  two  entire  hours  had  the  lady  remained  in 
the  shoe  store.  She  had  visited  every  department, 
and  worried  the  majority  of  the  salesmen  without 
spending  a  penny. 

Towards  the  close  of  the  afternoon  one  of  the 
clerks,  feeling  somewhat  exasperated,  ventured  to 
make  a  mild  protest. 

"Madam,"  he  asked  sweetly,  "are  you  shopping 
here  ?" 

The  ladv  looked  surprised,  but  not  by  any  means 
annoyed. 

"Certainly,"  she  replied.  "But  what  else  should  ! 
be  doing?" 

For  a  moment  the  salesman  hesitated,  then  he 
blurted  out : 

"Well,  madam,  I  thought  perhaps  you  might  be 
taking  an  inventory!" 

Then  the  lady  melted  away  from  the  shadows  by 
the  door. 


Economy 

The  soles  are  all  worn  off  my  shoes.  Pa! 
Well? 

Well,  if  you'd  buy  me  a  pair  of  roller  skates  I 
could  keep  right  on  wearing  these  shoes. 
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Some  Spring  Styles  of  E.  T.  Wright  &  Co. 


Gink.  "    A  snappy  high  toe  with  short 
vamp.    Carries  a  1  2/8  heel 


Bang  "      Medium    narrow    high  toe. 
Slight  wall  on  outside.    1  2/8  heel 
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'oiragratalaihe    Ontario    Shoe  Retailer; 

Letters  Received  from  Secretaries  of  Three  Retail  Shoe 
Dealers  Associations  in  the  U.  S.  re  Canadian  Organization 


Organization  and  co-operation  is,  of  course,  fur- 
ther advanced  among  the  shoe  retailers  of  the  United 
States  than  among  those  of  Canada.  The  merchants 
of  the  former  country,  however,  take  an  active  inter- 
est in  what  is  occurring  on  this  side  of  the  border,  and 
feel  almost,  if  not  quite,  as  much  satisfaction  upon 
learning  of  the  progress  of  their  Canadian  confreres 
as  if  the}'  were  their  own  compatriots. 

We  have  received  from  time  to  time,  assurances 
from  leading  retailers  and  from  officers  of  the  retail 
associations  in  the  United  States,  of  their  interest  and 
sympathy  in  the  efforts  made  by  the  Canadian  trade 
towards  organization  and  co-operation.  In  the  last 
issue  of  "Footwear"  there  appeared  a  complete  report 
of  the  first  annual  convention  of  the  Ontario  Hoot 
and  Shoe  Section  of  the  Retail  Merchants'  Associa- 
tion of  Canada.  That  this  report  has  been  perused 
with  as  much  interest  by  some  of  the  shoe  retailers  in 
the  United  States,  as  it  was  among  our  Canadian 
readers,  is  shown  by  the  fact  that  we  have  received  sex  - 
era  1  letters  from  leading  men  in  the  trade  in  different 
parts  of  the  United  States.  Three  of  these  were  from 
men  of  outstanding  position  in  the  retail  shoe  busi- 
ness in  the  United  States,  viz.,  Mr.  Joseph  M.  Hess, 
Secretary  of  the  Baltimore  Shoe  Retailers'  Associa- 
tion; Mr.  Allen  H.  Meadors,  Nashville,  Tenn.,  who  is 
President  of  the  Southern  Retailers'  Association,  and 
Mr.  J.  T.  Twaddell,  of  Philadelphia,  Secretary  of  the 
National  Shoe  Retailers'  Association  of  the  United 
States  of  America. 

Mr.  Hess  expresses  his  gratification  upon  learning 
of  the  organization  of  an  Ontario  association  and 
hopes  it  will  be  of  much  benefit  to  the  members  and 
the  trade  in  general.  Mr.  Meadors  also  expresses  his 
pleasure  upon  learning  of  the  organization  of  the  trade 
in  the  Province  of  Ontario.  He  states  that  he  con- 
siders the  resolutions  passed  at  the  first  convention  to 
be  of  vital  interest  to  the  retail  trade  and  that  they 
speak  well  for  the  business  discernment  and  foresight 
of  those  who  drew  them  up.  He  believes  that  the  shoe 
merchants  have  urgent  need  for  co-operation  to  com- 
bat the  various  evils  affecting  their  trade  and  that  it 
would  be  to  the  advantage  of  both  Canadian  and 
United  States  associations  to  work  together,  for,  as 
he  put  it  "in  strength  only  can  we  hope  to  win  out,  in 
certain  matters." 

We  give  in  full  below  the  interesting  letter  received 
from  the  Secretary  of  the  National  Shoe  Retailers'  A>- 
sociation  of  the  United  States,  who  points  out  clearly 
the  benefits  to  be  derived  from  a  National  Association 
of  Shoe  Retailers. 

Philadelphia,  October  2,  1912. 

The  Editor,  "Footwear  in  Canada" 

Dear  Sir: — Was  very  much  interested  in  the  re- 
port, in  the  September  number  of  your  journal,  of  the 
conference  of  the  retail  shoemen  in  Canada. 

My  opinion  is  very  strong  in  regard  to  a  National 
Association,  and  my  opinion  is  that  a  federation  of 
societies  is  not  so  strong  as  a  National  Association,  f 
believe  there  should  be  local  associations  in  various 
towns,  and  in  those  local  associations,  which  should 


handle  local  questions,  should  be  gathered  those  from 
the  surrounding  community.  But  the  National  As- 
sociation should  be  a  gathering  of  the  entire  clan,  and 
at  least  one  year  of  the  educational  advantages  and 
fellowship  are  of  such  vast  value  in  such  a  gathering 
that  they  more  than  pay  for  the  additional  expense 
of  belonging  to  the  National  Association. 

And  then,  national  questions  must  be  handled  by 
a  National  Association.  If  the  work  is  done  through 
the  federated  body  and  the  Executive  Committee 
recommends  any  action,  it  must  be  referred  back  to 
the  local  units  for  action,  and  the  time  taken  is  too 
long  to  accomplish  good  results.  For  instance,  the 
bill  which  was  recently  introduced  in  the  United 
States  House  of  Representatives,  compelling  manu- 
facturers to  stamp  their  names  and  addresses  on  all 
shoes,  if  passed,  would  have  been  of  great  injury  to 
the  retail  shoe  merchants.  We  got  into  action  im- 
mediately and  literally  flooded  Congress  with  letters 
and  petitions.  The  bill  was  allowed  to  die  a  peace- 
ful death.  1  tried  to  interest  various  State  associa- 
tions of  retail  shoemen  in  fighting  this  bill  but  so  far 
as  I  can  remember  not  one  State  association  took  any 
action. 

We  are  now  proposing  to  have  a  national  law  en- 
acted, compelling  merchants  to  tell  the  absolute  truth 
regarding  goods  which  they  offer  in  advertising,  and 
making  it  a  criminal  offence  to  do  otherwise.  This 
will  have  to  be  done  by  the  National  Association. 
The  spirit  of  fraternity  in  the  National  Association 
is  being  developed  to  a  marked  degree. 

If  at  any  time  I  can  be  of  service  to  you,  I  shall  be 
delighted  to  do  so. 

Yours  very  truly, 

J.  P.  Twaddell,  Secretary, 
National  Shoe  Retailers'  Association  of 
the  United  States  of  America. 


Soft  Sole  Prices  Raised 

The  soft  sole  business  has  grown  to  immense  pro- 
portions, and  most  merchants,  recognizing  the  fact 
that  it  pays  to  sell  the  best  styles,  are  paying  more 
than  they  used  to  for  baby  shoes,  and  are  getting  75 
cents  to  $1  a  pair,  where  the  "set  price"  used  to  be  50c. 

The  advance  in  leather  and  materials  lias  affected 
the  soft  sole  manufacturers  seriously  and  an  inspec- 
tion of  any  first-class  line  will  readily  disclose  the  rea- 
sons why  merchants  must  pay  more  for  standard 
styles.  Until  this  season  soft  sole  prices  had  not  ad- 
vanced in  twenty  vears. 


The  more  lines  your  store  sells  well,  the  bigger  will 
be  your  business.  Add  variety  as  fast  as  it  can  be 
properly  handled. 


\\  hen  you  contemplate  a  business  building  plan, 
do  not  talk  about  it  until  it  is  ready  to  spring.  Other- 
wise you  are  apt  to  be  forestalled  by  your  competitor. 
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A  Weil-Known  Traveller 

No  one  knows  Eastern  Ontario  better  than  Mr. 
Frank  W.  Bnrrell,  who  represents  the  Canadian  Con- 
solidated Rubber  Company,  Limited,  in  that  district, 
being  attached  to  the  Ottawa  branch  of  the  company. 
He  is  an  exceptionally  good  traveller,  and  for  many 


Mr.  Frank  W.  Burrell,  Canadian  Consolidated  Rubber 
Company 

years  covered  the  territory  for  Messrs.  L.  H.  Packard 
&  Company,  Limited.  When,  therefore,  he  joined 
the  Consolidated  early  in  the  year  lie  had  the  ad- 
vantage of  being  well  acquainted  with  the  boot  and 
shoe  retailers.  He  is  exceedingly  popular  with  the 
trade  and  is  one  of  the  best  travellers  on  the  staff 
of  the  Canadian  Consolidated  Rubber  Company. 


X-Rays  and  Shoe  Fitting 

To  insure  a  perfect  fit  for  soldiers'  shoes  the  plan 
of  using  X-rays  has  been  adopted  by  the  United 
States  Army  Board.  The  investigations  carried  on 
by  the  board  were,  according  to  The  Scientific  Ameri- 
can, of  the  most  complete  and  painstaking  character, 
and  X-ray  photographs  resulted  in  some  interesting 
information  as  to  the  effect  on  the  feet  of  standing  in 
certain  positions,  and  marching  in  both  heavy  and 
light  equipment. 

The  heaviest  tests  were  made  with  the  soldier  in 
his  full  uniform  and  carrying  the  maximum  amount  of 
equipment  of  forty  pounds.  In  the  course  of  these  in- 
vestigations the  tendency  of  the  feet  to  spread  as  the 
weight  was  thrown  on  them  was  fully  studied,  and 
the  X-ray  showed  the  position  taken  by  the  various 
bones  of  the  feet  as  affected  by  the  changing  position 
and  weight. 

Photographs  showing  some  remarkable  experi- 
ments have  been  taken  of  the  feet  in  the  old  style 
shoe  with  forty  pounds  of  pressure  on  the  soldier's 
back,  and  the  same  foot  in  the  new  shoe.  Invariably 
in  the  old  shoe  some  of  the  toes  were  pushed  com- 
pletely out  of  their  proper  position,  but  in  the  narrow 
shoe  each  toe  has  plenty  of  room,  thus  making  march- 
ing with  full  equipment  as  easy  as  possible. 

The  board  during  its  labors  examined  thousands  of 
soldiers'  feet  under  varying  conditions,  carefully  tak- 
ing note'and  making  report  on  each  foot  where  trouble 


Avas  caused  by  a  shoe.  These  feet  were  also  measured 
and  photographed  in  every  conceivable  position,  rang- 
ing from  the  most  complete  repose  to  the  severest 
possible  strain  under  the  conditions  of  service. 

In  the  final  tests  at  Fort  Leavenworth  the  new 
shoe  proved  beyond  doubt  the  success  of  the  board's 
arduous  work.  A  march  of  nine  days,  covering  118 
miles,  was  made  by  375  men.  Part  wore  the  old-style 
shoe  and  the  others  the  new  shoe.  The  latter  finished 
the  tramj)  easily,  while  a  great  percentage  of  those 
equipped  with  the  old-style  foot  wear  were  forced  to 
quit  on  account  of  foot  trouble1. 


Our  Reeking  Footwear 

The  Boot  and  Shoe  Trade  Journal,  of  London,  says: 
"Boots  and  shoes  are  the  least  sanitary  portions 
of  the  dress  of  civilized  mankind,  and  in  many  cases 
the  innersoles  and  linings  are  in  an  unclean  and  un- 
healthy condition  long  before  the  boots  are  worn  out. 
The  boot  with  a  detachable  and  washable  lining  is  yet 
to  be  found.  Strange  it  is  that  many  men  who  arc 
scrupulously  clean  in  regard  to  every  part  of  their 
linen  boast  of  possessing  boots  which  they  have  worn 
for  upwards  of  a  year  or  two,  whilst  others  delight  in 
the  number  of  new  soles  they  have  had  put  on  to 
old  uppers. 

"Perhaps  as  time  goes  on  they  will  grow  wiser 
and  agree  with  us  that  the  perfect  boot  is  not  the 
one  that  can  be  mended  the  greatest  number  of  times, 
hut  the  one  in  which  the  durability  of  sole  and  up- 
per so  synchronize  that  when  the  sole  is  worn  through, 


Mr.  Fred  A.  Lovell,  Superintendent  Cook-Fitzgerald 
Company,  Limited,  London,  Ont. 

the  boot  can  be  thrown  away.  The  average  boot  re- 
pairer will  not,  of  course,  agree,  but  not  a  few  of  them 
have  admitted  that  many  of  the  boots  received  by 
them  for  repairs  are  in  such  a  filthy  state  as  to  sug- 
gest the  need  of  all  repairing  shops  being  visited  by  a 
sanitary  inspector." 


Sweet  oil  forms  a  good  dressing  for  patent  leather. 
Apply  it  with  a  small  piece  of  flannel  and  then  polish 
the  leather  with  a  soft  cloth. 
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The  Cost   of   Manufacturinir  Footwear 


Creates  Serious  Problems-  Two  Methods  of  Meeting  Conditions 
Statistics  Showing  Increase  in  Cost  of  Making  and  Retailing 


"Costs  of  making  shoes  make  a  problem  with  which 
shoe  men,  employers  and  employees,  are  struggling. 
These  costs  are  up  to  record  high  prices,  being  greater 
in  some  respects  than  during  abnormal  times  of  the 
United  States  Civil  W  ar,"  says  Shoe  Topics. 

"The  public  is  demanding  lower  costs  of  living,  in- 
cluding lower  prices  on  boots  and  shoes.  How  to 
satisfy  the  public  demand,  and  at  the  same  time  make 
a  profit  and  pay  a  good  wage  is  the  most  serious  prob- 
lem confronting  the  shoe  trade. 

"There  seems  to  be  open  to  the  shoe  trade  two 
methods  of  meeting  existing  conditions.  One  is  to 
make  better  grade  shoes  and  to  sell  them  at  better 
prices.  This  method  was  successfully  followed  by  a 
number  of  manufacturers  during  the  past  five  years. 
But  it  is  not  so  easy  now,  because  buyers  obstinately 
refuse  to  pay  advances,  even  for  better  grade  shoes. 
There  are  some  exceptional  buyers,  however,  who  will 
pay  the  advances.  They  are  men  situated  in  most  for- 
tunate circumstances. 

"The  other  method  consists  of  making  cheaper 
-hoes  and  selling  them  at  the  market  prices.  It  is  im- 
possible to  maintain  grades  in  shoes,  with  leather  up 
to  Civil  War  prices,  and  sell  shoes  at  market  prices. 
Either  prices  must  be  advanced  or  quality  lessened. 

"It  is  a  much  more  difficult  task  to  cheapen  a  shoe 
and  at  the  same  time  maintain  the  sale  of  it,  than  it 
is  to  improve  a  shoe,  and  get  a  better  price  for  it. 
'1 'he  cheaper  shoe  is  likely,  unless  very  skilfully  hand- 
led, to  come  back  to  the  manufacturer  like  a  boomer- 
ang. 

"ff  prevailing  conditions  force  manufacturers  to 
take  up  the  manufacture  of  cheaper  grade  shoes,  as 
circumstances  now  indicate,  manufacturers  will  have 
to  make  important  changes  in  their  purchase  of  mer- 
chandise, particularly  leather,  and  in  their  manufac- 
turing systems,  and  they  will  necessarily  use  all  the 
labor  saving  methods  and  devices  they  can  obtain. 

"One  of  the  most  serious  problems  that  they  will 
have  to  handle,  should  they  undertake  the  making  of 
cheaper  grade  shoes,  is  that  of  finishing  the  shoe.  It 
is  the  finish  of  the  shoe  that  sells  it. 

"Shoe  workers  naturally  prefer  to  handle  the  bet- 
ter grades  of  shoes,  because  such  shoes  show  the  best 
results  from  skilfull  workmanship  and  yield  the  best 
results  in  pay  envelopes.  If  the  manufacture  of 
cheaper  grades  of  shoes  is  attempted  some  means  will 
have  to  be  found  to  allow  shoe  workers  to  maintain 
their  full  week's  wage.  Of  course,  the  best  means 
would  be  the  development  of  factory  systems,  so  that 
the  processes  of  shoemaking  may  be  simplified  and 
shortened  and  the  appearance  of  shoes  maintained, 
and  wages  maintained. 

Increased  Costs  of  Making  Shoes 

"Some  idea  of  the  astounding  increases  that  have 
taken  place  in  the  costs  of  shoes  during  the  past  few 
years  may  be  gained  by  a  study  of  the  following  sta- 
tistics, which  were  compiled  by  the  Hoot  and  Shoe 
Recorder.  They  show  the  increases  in  the  costs  of 
manufacturing  and  selling  a  popular  grade  shoe,  that 
costs  the  retailer  $3.50.    The  statistics  were  compiled 


from  figures  obtained  from  several  manufacturers,  and 
do  not  indicate  conditions  prevailing  in  any  one  fac- 
tory, but  general  conditions. 

The  first  group  of  figures  show  the  increases  in  the 
costs  of  making  shoes  from  1905  to  1912,  and  are  as 
follows : 

1905  1912 

Upper  stock  $0.60  $0,735 

Sole  leather  23  .295 

Innersole  12  .11 

Heel  09  .1075 

Toplift  04  .0425 

Welt  06  .06 

Royalty  05  .046 

Counter  057  .0625 

Lining  044  .0569 

Trimming  062  .073 

Labor  .  602  .6144 

Findings  173  .2158 

Manufacturing  expense  201  .2226 


$2,379  $2.6412 

Increase — 11  per  cent. 

Increased  Cost  of  Retailing 

"  The  second  group  of  figures  shows  increases  in 
costs  of  retailing  shoes  from  1905  to  1912.  They  are 
based  on  figures  obtained  from  an  average  large  city 
store,  efficiently  and  successfully  managed.  Shoe 
workers  may  find  these  figures  of  much  interest, 
for  they  show  that  the  cost  of  getting  shoes  from  the 
factories  to  the  feet  of  the  people  are  considerable. 
The  figures  are  as  follows: 

1905  1912 

Rent  and  heat   $  780.  $1120. 

Light   180.  292. 

Express   16.  74. 

Equipment   46.  128. 

Advertising   420.  720. 

Postage   60.  70. 

Insurance   72.  76. 

General  expense   112.  256. 

Salaries   2480.  2850. 

Depreciation   350.  820. 


15  per  cent,  increased  trade 


Increase — 23  1/3  per  cent. 


$4516.  $6406. 
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$5193.  $6406. 


People  will  not  object  to  paying  you  more  money 
for  goods  than  other  stores  charge — if  the  goods  are 
worth  the  difference. 


Impress  upon  the  salesman  the  fact  that  if  he 
does  his  best  to  please  the  customer,  he  is  doing  his 
best  for  the  store. 


In  attempting  to  sell  something  in  the  place  of  the 
articles  asked  for,  never  use  the  words  "just  as  good." 
They  have  become  too  unpopular  with  the  public. 
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Blames  Customer  for  Clbaoges  in  Style: 

Prominent  Shoe  Manufacturer  Expresses  Opinions- 
Last  Maker  Not  to  Blame — Demand  Latest  Footwear 


J.  Marry  Selz,  of  Selz,  Schwab  &  Company,  Chic- 
ago, lias  been  talking  to  a  reporter  about  the  chang- 
ing shoe  styles.    We  quote  : 

"It's  plain  psychology,"  said  Mr.  Selz,  throwing 
himself  back  in  his  chair  with  a  perplexed  frown, 
"and  it  offers  us  a  problem  that  has  been  troubling  us 
for  years.  It's  foolish  to  say  that  we  are  responsible. 
You  must  go  still  farther  to  place  the  blame.  It's 
something  intangible  and  indefinite  that  we  have  been 
trying  to  locate  for  years.  It  hurts  us  more  than  I 
can  say.  For  every  thousand  dollars  that  the  retail 
dealer  loses  when  the  style  changes  and  leaves  dead 
wood  on  his  shelves,  it  means  a  loss  of  hundreds  of 
thousands  to  the  manufacturers.  Why?  Because  we 
have  to  keep  right  on  making  them.  Then  the  change 
comes.  Whence  it  comes  or  why  it  comes  we  don't 
know.  We  can't  see  it  coming.  But  it  comes,  and  then 
we  have  thousands  of  pairs  of  shoes  that  no  retail 
dealer  would  look  at.   They  have  'gone  by.' 

They  All  "Pass  the  Buck." 

"Here  is  the  psychology  of  the  problem  as  I  re- 
gard it.  The  dealer  'passes  the  buck'  back  to  the  man- 
ufacturer. But  listen!  The  man  who  makes  the  last 
comes  to  the  shoe  manufacturer  with  a  new  design. 
He  tells  him  it  is  going  to  be  the  'big  thing'  the  com- 
ing season.  The  shoe  manufacturer  knows  that  his 
competitors  are  going  to  snap  it  up.  Is  the  shoe  man- 
ufacturer going  to  be  left  out?  Is  he  going  to  face 
the  current  and  continue  building  shoes  that  have 
gone  by?  Of  course  he  will  not  do  that.  He  accepts 
the  offering  of  the  last  manufacturer  and  sets  about 
making  the  new  type,  whether  it's  bulldog,  beak  or 
pinched  tips." 

"Then  the  last  man  is  to  blame?" 

"It  looks  that  way  for  a  minute,  doesn't  it?  But 
keep  . on.  Where  does  the  last  man  get  his  new  de- 
sign? Why,  he  goes  into  the  store  of  the  retail  shoe 
dealer.  He  sees  what  the  consumer  is  asking  for. 
Say  that  last  year  the  consumer  wore  a  long,  narrow 
toe  with  a  plain  tip.  He  tells  the  shoe  clerk  that  he 
wants  something  new.  That  clerk  has  to  give  him 
something  new  or  he'll  think  he  has  strayed  into  a 
store  with  a  back  number  on  it.  Then  the  last  man 
who  has  been  hovering  around  runs  back  to  his  shop 
and  creates  'the  latest  thing.'  If  last  year's  shoe  has 
been  long  and  narrow  this  year's  must  be  short  and 
blunt.  If  last  year's  shoe  has  been  plain  and  de- 
mure, this  year's  must  be  gaudy  and  pronounced  both 
in  architecture  and  decoration.  The  consumer  must 
have  'something  new.' 

Come  Back  to  the  Starting  Point 

"So,  you  see,  they  keep  passing  the  buck  around 
until  you  find  yourself  gyrating  in  a  vicious  circle. 
The  consumer  belabors  the  retail  dealer  for  cruelty 
to  unoffending  feet.  The  dealer  points  piteously  to- 
ward his  shelves  groaning  with  the  creations  of  yester 
year.  He  calls  down  maledictions  upon  the  head  of 
the  manufacturer. 

"Come  with  me,"  said  Mr.  Selz,  jumping  up.  "I'll 
show  you  whether  we  are  to  blame  or  not."  He  led 
the  way  to  a  long  table  labelled  "Snaps." 


"These,"  he  said,  "are  samples  of  shoes  that  are 
'passing.'  A  moment  ago  they  were  in  the  height  of 
style.  I  was  in  Paris  last  year.  I  went  to  the  races 
and  saw  new  styles  break  out  like  measles  on  a  school 
boy.  Gowns,  hats,  shoes  and  jewels  never  exhibited 
before  lined  the  tracks  and  filled  the  stands.  The  next 
day  the  news  had  been  cabled  all  over  the  world." 

Once  a  Sensation;  Now  a  "Snap" 

He  picked  up  a  wonderful  black  and  white  shoe 
from  amid  the  "snaps." 

"This  was  one  of  the  sensations  of  that  day  at  the 
races,"  he  declared.  "Now  it  is  here  with  the  'snaps.' 
It  is  just  'passing.'  " 

"Haven't  you  any  of  the  old  standard  shoes  that 
our  grandfathers  wore?"  he  was  asked. 

"They  won't  buy  them  any  more.  There's  an  old 
man  over  there,  and  he's  heavy,  too.  He  should  be 
wearing  a  shoe  like  this.  But  he  is  not — he  is  wear- 
ing the  latest  thing  in  footgear.  No  wonder  he  limps 
when  he  walks.  The  trouble  to-day  is  that  your  old 
man  wants  to  look  like  a  college  boy.  Women  over 
sixty  years  to  be  mistaken  for  blushing  graduates 
from  Wellesley.  They  wear  high  heel  shoes  and  diet 
to  keep  their  figures  slender. 

"And  that's  right  where  the  blame  belongs — not 
with  the  dealer,  not  with  the  manufacturer,  not  with 
the  last  designer,  but  with  the  consumer  himself.  He 
wants  something  new.  It  is  our  business  to  give  it 
to  him,  willy  nilly.  He  won't  be  happy  till  he  gets  it, 
and  then  he  doesn't  seem  to  be  very  happy.  If  he 
didn't  want  the  new  things,  do  you  think  we  would 
make  them,  or  do  you  think  he  would  buy  them?  Not 
a  bit  of  it !" — Shoe  and  Leather  Weekly. 


Prospector's  special     Made  of  white,  tan,  black  or  brown 
elk,  calf  or  com.  grain— Goodyear  welt,  rivet  or  peg 
sole— The  Williams  Shoe  Co. 
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Yolution     of    Style    in  Footwear 

Early  Shoes  were  Crude    Machines  Brought  Standard  Patterns 
Has    Development   of    Machinery   Produced    too    Many   Styles  ? 


In  the  early  days  of  the  American  shoo  trade,  styles 
in  footwear  were  crude.  Some  of  the  earlier  shoe- 
makers of  Europe  had  succeeded  in  making  elaborate 
footwear,  richly  adorned  with  jewels,  and  of  shapes 
that  were  grotesque,  But  their  shocmaking,  though 
rich,  was  not  fine.  The  colonial  cordwainers,  who  had 
an  insufficient  supply  of  lasts,  commonly  made  one 
last  serve  for  shoes  of  several  different  sizes,  length- 
ening or  widening  the  last  by  tacking  on  pieces  of 
leather.  Sometimes,  they  whittled  down  a  last,  to 
make  it  shorter  or  narrower.  Shoes  made  on  such 
lasts  could  not  possibly  be  good  style  shoes. 

Patterns  for  cutting  uppers  were  made  of  hoards, 
a  quarter  or  a  half  inch  thick.  No  cutter  could  hope 
to  do  fine  work  with  such  patterns.  Soles  were  made 
by  laying  a  side  of  leather  on  the  factory  floor,  and 
cutting  the  leather  with  a  keen  edge  knife.  Cord- 
wainers of  eighty  and  ninety  years  of  age  took  pride 
in  their  ability  to  cut  and  shape  and  trim  a  sole  "by 
the  eye;"  that  is,  the  accuracy  of  their  eye  was  their 
sole  guide.  Soles  were  buffed  with  a  piece  of  glass, 
and  finished  witli  a  bit  of  shark  skin,  a  substitute  for 
sandpaper.  Edges  were  stained  witli  lamp  black. 
.Many  other  crude  methods  were  commonly  practiced. 

The  clicking  machine,  commonly  called  the  upper 
leather  cutting  machine,  has  come  into  tise  in  Ameri- 
can factories.  It  is  leading  manufacturers  to  stand- 
ardize their  patterns  as  much  as  they  possibly  can, 
because  standard  patterns  means  a  reduction  in  the 
large  cost  for  dies,  which  is  now  sustained  by  those 
who  use  the  machine.  The  machines  cut  more  finely 
and  more  accurately  than  ever  the  hand  cutters,  who 
used  board  patterns,  dreamed  of  cutting.  The  mach- 
ines lay  the  foundation  for  fine  and  accurate  work 
throughout  the  factory. 

Uppers  of  shoes  were  formerly  stitched  by  hand. 
Now,  they  all  are  stitched  by  machinery.  The  stitches 
arc  finer  than  hand  stitchers  could  sew,  and  they  are 
straight  and  uniform,  qualities  which  are  beyond  even 
the  most  skillful  "binders"  of  shoes. 

Shoes  once  were  lasted  by  hand.  The  laster  per- 
formed his  work,  according  to  his  individual  notions, 
or  as  lie  was  taught.  There  was  very  little  uniform- 
ity to  the  lasting,  because  each  laster  did  his  work 
as  he  pleased.  Now,  the  pulling  over,  the  consolidat- 
ed and  the  bed  lasting  machines  are  commonly  used 
for  lasting  shoes,  and,  being  mechanical  contrivances, 
they  work  with  unvarying  uniformity. 

Shoes  were  formerly  finished  by  hand.  The  cord- 
wainers made  good  stout  shoes,  and  put  a  poor  finish 
on  them.  To-day,  the  finishing  department  is  one 
of  the  most  important  departments  of  the  shoe  factory. 
Valuable  machines  have  come  in  to  use  for  perfecting 
the  appearance  of  shoes,  and  a  multitude  of  waxes, 
inks,  stains  and  blackings,  shellacs  and  polishes  art' 
at  the  command  of  manufacturers.  The  most  reliable 
recent  improvements  in  methods  for  finishing  shoes 
are  the  various  machines  of  which  electric  irons  are 
the  chief  tools.  They  have  very  much  simplified  and 
improved  the  processes  of  finishing  shoes.  Yet  scarce- 
ly a  person,  who  puts  on  fine  finished  shoes  in  retail 
stores  to-day,  realize  that  electricity  is  in  any  war 
responsible  for  their  goodly  appearance. 


Shoes  once  were  packed  in  barrels,  and,  later,  in 
boxes.  They  were  laid  heel  to  toe.  The  best  looking 
shoes  were  placed  on  top.  C  ommonly,  there  were  72 
pairs  in  a  box.  'I 'he  barrels  held  more.  Retailers  sold 
shoes  from  the  box  or  the  barrel,  or  dumped  the  shoes 
into  a  drawer,  and  pulled  them  out  as  customers 
wanted  them.  Pairs  of  shoes  were  strung  together 
with  a  cord  that  passed  through  the  counters.  This 
was  an  effectual  way  of  preventing  mis-mates.  Now, 
each  pair  of  shoes  is  wrapped  in  soft  paper,  or  cloth, 
and  is  packed  in  a  carton,  and  the  carton  is  packed  in 
a  wooden  case. 

This  adds  several  millions  of  dollars  to  the  ex- 
pense of  shoes.  But  people  are  pleased  with  the  neat 
appearance  of  shoes  in  cartons,  and  cheerfully  pay  the 
price. 

Lasts  used  to  be  made  "straight,"  that  is,  neither 
"rights  nor  lefts."  A  person  "broke  in"  shoes  to 
the  right  and  left  foot.  Lasts  were  made  "slim," 
"medium"  or  "full."  Now,  lasts  are  made  according 
to  standard  sizes.  Last  makers  claim  that  they  mea- 
sure their  models  as  fine  as  l-64th  of  an  inch.  Pattern 
makers  claim  that  they  measure  patterns  as  fine  as 
l-10th  of  an  inch.  These  fine  measurements,  which 
are  made  possible  by  improvement  in  tools  and  in- 
crease in  skill,  assure  fitting  shoes.  Even  finer  ac- 
curate measuring  is  done  in  the  making  of  shoe  ma- 
chinery, by  the  way,  for  expert  machinists  measure 
down  to  l-10,000th  of  an  inch.  This  fine  measuring 
assures  smooth  running  machinery. 

There  are  now  so  many  machines,  and  lasts  and 
patterns  at  the  command  of  shoe  manufacturers,  that 
it  is  impossible  for  any  one  manufacturer,  or  firm,  to 
use  them  all.  .And  the  manufacturer,  being  compelled 
to  limit  his  use  of  machines  and  patterns,  is  conse- 
quently compelled  to  limit  the  number  of  styles  of 
shoes  that  he  may  offer  to  his  customer.  This  limita- 
tion of  styles  is  carried  in  a  few  cases  to  a  fixed  num- 
ber of  lasts,  and  a  fixed  price  for  a  few  grades  of  shoes. 

The  manufacturers  who  have  adopted  this  limita- 
tion of  styles  are  conducting  their  factories  according 
to  what  is  called  "the  mill  system."  This  system  re- 
quires that  shoemakers  work  for  less  price  per  pair 
than  do  shoemakers  in  other  shops.  Rut  it  provides 
them  with  more  steady  employment,  and  with  a  larger 
annual  wage  than  is  gained  by  shoemakers  in  other 
factories. 

The  manufacturers  who  run  "the  mill  system"  fac- 
tories, refuse  to  change  their  styles  in  order  to  please 
customers.  Shoe  buyers  take  what  they  offer,  or  pass 
their  orders  to  other  manufacturers.  These  manufac- 
turers can  afford  to  maintain  this  arbitrarv  policy. 
They  are  flourishing. 

They  furnish  a  most  excellent  example  of  the  limit- 
ations of  the  production  of  styles  in  footwear. 

It  is  now  an  open  question  in  the  shoe  trade  whe- 
ther or  not  the  development  of  machinery  has  led  to 
too  great  a  multiplication  of  styles  in  footwear.  Some 
shoe  men  think  that  it  has,  and  they  recommend  a 
regulation  in  styles,  corresponding"  to  that  practiced 
by  "the  mill  system"  men.  Rut  other  manufacturers 
keep  producing  new  styles,  and  keep  introducing  and 
using  new  machinery. — American  Shoemaking. 
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©  Y©u  Want  Fibre  or  W©@d©e  Cases  ? 

Shoe  Merchant  Asks  What  is  Fair  Price  for  Empty 
Case — Loss  on  Every  Fibre  Case — Points  to  Consider 


A  recent  letter  received  from  a  shoe  retailer  illus- 
trates the  fact  which  is  often  overlooked  in  the  box 
business,  that  the  "ultimate  consumer"  as  well  as  the 
primary  consumer  is  a  factor  worth  considering.  The 
dealer  wrote  as  follows : 

"Please  inform  us  through  the  columns  of  your 
paper  what  prices  are  received  for  wooden  shoe  cases 
by  retailers  in  different  localities.  We  are  receiving 
15  cents  per  case  at  the  present  time.  Fiber  cases  we 
throw  away  as  being  of  no  value.  Thanking  you  in 
advance  for  any  information  you  or  your  readers  can 
give  us,  we  beg  to  remain,"  etc. 

Several  associations  of  dealers  in  various  consum- 
ing centres  have  taken  up  the  question  of  prices  for 
shoe  cases,  and  that  it  has  been  decided  that,  condi- 
tions being  equal,  25  cents  a  case  is  a  fair  price.  In 
one  place,  for  example,  small  cases  containing  rubbers 
bring  20  cents,  while  48-pair  cases  used  for  carrying 
shoes  sell  for  30  cents.  The  condition  of  the  case  has 
a  great  deal  to  do  with  the  price  secured  for  them, 
and  that  if  extra  care  is  taken  in  removing  the  covers 
and  if  the  covers  are  replaced  after  the  shoes  are  with- 
drawn, a  larger  price  can  be  secured  for  them.  The 
subject  is  one  of  wide  interest  to  the  retail  shoe  trade. 
The  dealers  appear  to  be  keenly  interested  in  this  op- 
portunity to  reduce  the  expense  of  operating  their  es- 
tablishments, and  to  note  with  disappointment  that 
some  manufacturers  are  using  fiber  boxes,  which  are 
thrown  away  "as  being  of  no  value."  Does  it  not  ap- 
pear that  here  is  an  opening  wedge  which  the  box  man 
should  drive  a  little  further,  with  a  probability  of  get- 
ting results  that  would  be  worth  while? 

It  may  be  suggested,  of  course,  that  the  box  manu- 
facturer is  not  interested  in  encouraging  the  use  of 
second-hand  boxes,  and  that  this  simply  cuts  down 
the  amount  of  business  to  be  had.  On  the  other  hand, 
it  should  be  remembered  that  the  used  package  trade 
is  already  here,  is  now  being  handled,  and  will  con- 
tinue to  be  taken  care  of,  no  matter  whether  the  box 
man  happens  to  be  in  favor  of  used  boxes  being  util- 
ized or  not.  It  is  simply  a  question  of  turning  this 
condition,  which  already  exists,  to  good  advantage, 
or  allowing  it  to  remain  a  negative  factor. 

Suppose,  for  example,  that  every  shoe  dealer  in 
the  country  were  to  write  to  his  manufacturer  or  job- 
ber, saying,  "Please  ship  my  goods  in  wooden  boxes. 
Fiber  containers  are  frequently  broken  and  give  an 
opportunity  for  the  shoes  to  be  damaged  in  transit, 
and,  in  addition,  are  worthless  after  they  reach  me. 
I  would  like  to  get  a  case  that  I  can  use  or  sell  again 
after  I  have  taken  the  shoes  out  of  it." 

If  that  happened,  do  you  suppose  that  the  manu- 
facturers would  look  with  more  or  with  less  favor  on 
the  substitue  box?  They  know  at  present  that  the 
substitute  is  not  a  certain  and  safe  container,  and 
that  its  chief  recommendation  is  that  it  can  be  had 
somewhat  more  cheaply  than  a  wooden  box.  But  if 
the  dealers  preferred  to  get  the  latter,  and  made  their 
preference  known  in  unmistakable  terms,  the  manu- 
facturers would  appreciate  the  fact  that  the  slight 
saving  made  by  using  an  inferior  package,  worthless 


after  initial  use,  would  be  more  than  oft  set  by  the  loss 
of  prestige  among  the  dealers  resulting  from  the  failure 
to  pack  the  goods  in  wooden  cases. 

The  dealer,  as  a  matter  of  fact,  pays  the  difference 
between  the  wooden  box  and  the  fiber  package.  The 
manufacturer  does  not  reduce  the  price  of  shoes  be- 
cause he  ships  them  in  a  cheaper  container.  The 
dealer  simply  fails  to  get  the  value  that  he  formerly 
got,  and  the  loss  falls  on  him  alone.  He  probably 
has  not  realized  that  the  price  charged  against  him 
heretofore  has  included  the  cost  of  the  package,  and 
that  the  price  is  proportionately  the  same,  even  though 
the  manufacturer  may  be  using  a  cheaper  package 
than  formerly.  If  he  did,  it  is  likely  that  he  would 
make  use  of  the  information. 

While  25  cents  a  case  is  not  a  great  reduction  in 
the  price  of  shoes,  it  is  enough  to  make  a  showing  in 
the  course  of  a  year.  The  average  shoe  store  in  a 
large  community  sells  at  least  10,000  pairs  a  year. 
Figuring  fifty  pairs  to  the  case,  for  purposes  of  con- 
venience, 200  cases  are  used.  If  each  of  these  can  be 
sold  for  25  cents,  $50  is  realized.  That  is  not  enough 
to  change  the  fortune  of  the  store,  but  it  is  sufficient 
In  interest  the  average  shoeman. 

Profits  in  the  shoe  business  have  not  been  and  are 
not  now  excessive.  In  fact,  it  is  the  difficulty  about 
making  commercial  ends  meet  that  has  aroused  the 
interest  of  the  shoemen  in  standard  prices  for  cases. 
That  means  that  they  are  in  a  position  to  appreciate 
an  argument  directed  toward  the  fact  that  the  manu- 
facturers are  not  giving  them  exactly  a  fair  deal  by 
taking  25  cents'  worth  of  value  out  of  every  case  of 
goods  and  giving  nothing  in  its  stead.  And  $50  a 
year  is  the  profit  on  a  good  many  pairs  of  shoes,  too. 
Some  Points  to  Consider 

"Do  you  sell  your  wooden  shoe  cases? 

"How  much  a  year  do  you  get  for  them? 

"How  many  manufacturers  ship  shoes  to  you  in 
fiber  boxes? 

"Do  you  get  a  reduced  price  on  account  of  the 
cheaper  box? 

"Does  the  fiber  container  give  as  good  service,  as 
far  as  carrying  the  shoes  is  concerned,  as  the  regula- 
tion wooden  box? 

"Do  you  prefer  using  wooden  boxes  or  fiber  ones? 

"If  you  prefer  the  former  write  to  your  jobber  or 
manufacturer  and  tell  him  so.  The  wooden  box  is 
best,  safest  and  worth  more  to  you.  It  is  to  your 
interest  to  have  goods  come  to  you  in  the  reliable, 
standard  package,  instead  of  the  flimsy,  unsafe  paper 
box,  which  is  not  only  subject  to  unusual  risk,  but  at 
the  same  time  brings  you  nothing  whatever. 

"Ask — and  get — wooden  cases." 

In  order  to  avoid  offending  the  shoe  manufacturers 
it  might  be  a  good  idea  to  go  after  them  in  much  the 
same  way,  by  pointing  out  that  they  are  overlooking 
a  valuable  talking  point  in  approaching  dealers  in  not 
showing  them  the  difference  in  value  between  a  ship- 
ment of  shoes  packed  in  wood  and  one  moving  in 
paper.  It  could  be  demonstrated,  by  references  to  the 
discussions  in  the  trade  papers,  that  the  dealers  are 
interested  in  getting  wooden  boxes. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


A  party  consisting  of  fourteen  members  of  the  St. 
Thomas  Hoard  of  Trade  recently  paid  a  visit  to  the  factory 
of  E.  T.  Wright  &  Company,  at  Rockland,  Mass.  They 
arrived  on  a  special  train,  and  were  entertained  by  E.  T. 
Wright  &  Company  at  a  banquet  on  Friday,  September  27th, 
and  to  a  luncheon  and  automobile  tour  along  the  south 
shore  on  the  following  Saturday.  A  most  friendly  and  opti- 
mistic feeling  prevailed,  and  the  result  of  the  visit  was  bene- 
ficial to  all.  The  party  was  composed  of  the  following: 
E.  E.  Donovan,  manufacturer,  Just  Wright  Shoe  Company; 
Alderman  E.  C.  Sanders;  L.  H.  Dingman,  proprietor  of  "The 
Times";  Alderman  and  ex-Mayor  S.  Chant;  Alderman  W. 
Trott,  representing  Council  of  City  of  St.  Thomas,  and  Ger- 
rard  Noble,  manufacturer,  and  the  following  members  of  the 
Board  of  Trade:  E.  Horton,  President;  Dr.  C.  R.  Taylor, 
Secretary;  ex-Mayor  G.  Giddes,  B.  F.  Honsinger,  E.  S.  An- 
derson, A.  E.  Ponsford,  A.  E.  Hamilton  and  Ardah  Gilbert. 

Irwin  &  Company,  boot  and  shoe  retailers,  of  Listowel, 
Out.,  have  sold  out. 

Peter  Y.  Anderson,  shoe  retailer,  of  Wyoming,  Ont.,  has 
sold  out. 

Mrs.  Jodoin  has  been  registered  to  carry  on  a  shoe  re- 
tailing business  in  Montreal  under  the  style  of  Jodoin  &  Cie. 

J.  F.  Humphrey,  shoe  retailer,  of  Oakville,  Ont.,  has 
sold  out. 

Morin  &  McKenzie,  shoe  retailers,  of  Port  Arthur,  Ont., 
have  been  succeeded  by  Harry  Arthurs. 

Word  has  just  been  received  that  a  firm  from  Notting- 
ham,  England,  has  decided  to  open  up  a  factory  for  the 
manufacture  of  boots  and  shoes  in  Swift  Current,  Sask. 
for  the  manufacture  of  boots  and  shoes  in  Swift  Current, 
Sask. 

At  a  general  meeting  of  the  Canadian  Credit  Men's  As- 
sociation (Quebec  Division)  held  in  Montreal,  Messrs.  D.  S. 
Benvie,  of  James  Robinson,  and  John  Hammill,  of  Ames- 
Holden-McCready,  Limited,  have  been  elected  governors. 
The  ticket  to  be  submitted  to  the  members  for  ballot  con- 
tains the  following  boot  and  shoe  men  for  the  various  com- 
mittees: Convenor  of  the  Clearing  House  Committee,  A. 
Brunet,  of  The  Eagle  Shoe  Company.  Entertainment  Com- 
mittee— L.  D.  Shaw,  assistant  foreman  of  Canadian  Con- 
solidated Rubber  Company,  Limited;  Mr.  Glass,  Comptroller 
of  the  Slater  Shoe  Company.  Legislation  Committee — A. 
Lambert,  of  A.  Lambert  Inc.;  C.  Dufresne,  of  Dufresne  & 
Galipeau;  and  A.  A.  Bradley,  Sec.-Treas.,  J.  &  T.  Bell.  Ad- 
justment Bureau  Committee — Mortimer  Packard,  of  L.  H. 
Packard  &  Company;  Mr.  Doig,  of  Kirvan-Doig,  Limited, 
and  Mr.  Paul  J.  Valentine,  the  secretary-treasurer. 

With  a  view  of  securing  some  of  the  latest  styles  in 
footwear,  Mr.  H.  Thompson,  of  the  Thompson  Shoe  Com- 
pany, Montreal,  has  been  on  a  buying  visit  to  Boston.  Mr. 
T.  S.  Pettes  and  Mr.  J.  E.  Deslaurier,  of  the  same  firm,  have 
been  working  in  Toronto  and  Quebec  respectively.  Mr.  J. 
M.  Peterman  reports  that  business  is  good  in  the  West.  A 
permanent  sample  room  has  been  opened  at  189  Church 
street,  Toronto,  under  the  charge  of  Mr.  E.  Boulter. 

Mr.  Louson,  sales  manager  of  Ames-Holden-McCready, 
Limited,  Montreal,  has  been  on  a  business  visit  to  St.  John, 
N.B. 

In  order  to  meet  the  increasing  business,  and  to  pro- 
vide for  further  expansion,  the  Canadian  Consolidated  Rub- 
ber Company,  Montreal,  will,  after  the  close  of  the  financial 
year  on  December  31,  make  new  financial  arrangements. 
Further  capital  will  be  raised,  and  the  sum  of  $2,000,000  is 
mentioned  as  the  probable  sum  to  be  issued. 

A.  R.  McCleave,  shoe  retailer,  of  Halifax,  N.S.,  has  sold 

out. 

Simpson  &  Vair  have  dissolved  partnership.  J.  P.  Vair 
will  continue  to  run  the  boot  and  shoe  and  men's  furnish- 
ings business  at  New  Michel,  B.C. 

The  Tebbutt  Shoe  and  Leather  Company  have  recently 
installed  three  lasting,  one  pull  over  and  several  other 
machines. 

Simpson  &  Vair,  dealers  in  boots  and  shoes  and  men's 


furnishings,  of  Calgary,  Alta.,  have  dissolved  partnership. 
The  business  will  in  future  be  carried  on  by  C.  J.  Simpson. 

The  C.  N.  W.  Shoe  Company,  of  St.  Thomas,  Ont.,  has 
been  formed,  the  partners  being  Messrs.  G.  H.  Nichol,  W. 
E.  Wilson  and  E.  W.  Cumming.  The  new  firm  will  manu- 
facture women's  Goodyear  welt  shoes  only  and  have  their 
samples  already  on  the  road.  The  latter  are  being  received 
by  the  trade  in  general  very  favorably  and  the  four  travellers 
of  the  firm  have  booked  considerable  business  for  spring 
during  the  short  time  they  have  been  out.  The  machinery 
has  been  secured  from  the  United  Shoe  Machinery  Company 
and  will  be  installed  at  once. 

The  Wood-Paige  Shoe  Company,  North  Vancouver, 
B.C.,  has  dissolved  partnership,  Mr.  Paige  retiring  from 
the  business. 

Henry  Hatch,  formerly  with  the  Ames-Holden-McCready 
Company,  has  taken  the  position  as  superintendent  of  the 
Tetreault  Shoe  Company,  of  Montreal. 

The  new  store  premises  of  Bogue  &  Colling,  Moose 
Jaw,  Sask.,  will,  when  completed,  be  occupied  as  a  depart- 
mental store  by  Allen  &  Cummings,  both  of  whom  have 
been  prominently  identified  with  the  J.  F.  Cairns  depart- 
mental store  at  Saskatoon. 

Information  has  been  received  that  after  many  months 
of  consideration  the  Swift  Packing  Company  will  open  a 
branch  at  Saskatoon.  With  a  seven-storey  warehouse  the 
storage  plant,  which  will  serve  the  northern  part  of  the  pro- 
vince will  be  erected.  Operations  on  this  new  building  will 
be  commenced  at  once.  It  is  stated  that  this  building  will 
be  larger  than  any  of  its  kind  already  in  the  city,  and  will 
even  surpass  anything  of  its  nature  in  the  province. 

Richardson  &  Hunker  have  opened  a  shoe  store  in  Elk- 
horn,  Man. 

Ferdinand  Durand,  shoemaker,  of  North  Bay,  Ont.,  has 
sold  out. 

Schell  &  Riehme,  shoe  retailers,  of  Listowel,  Ont.,  have 
sold  out. 

The  Rock  Island  Boot  &  Shoe  Company,  manufacturers, 
have  registered  at  Rock  Island,  Que. 

Trethewey,  Karn  &  Company,  wholesale  boots  and 
shoes,  of  London,  Ont.,  have  sold  out. 

Thomas  L.  Morris,  president  of  the  Lucy  Company, 
clothing  and  shoes,  of  Fredericton,  N.B.,  is  dead. 

It  is  reported  that  the  Canadian  Swift  Company  con- 
template erecting  a  $50,000  warehouse  and  packing  plant  at 
Ottawa,  Ont. 

Bertha  Marcotte  has  been  registered  to  carry  on  busi- 
ness as  R.  J.  Boucher  &  Cie,  boots,  shoes,  tailors,  etc.,  in 
Montreal,  Que. 

The  Slater  Shoe  Company,  Montreal,  are  sending  out 
to  their  agents  some  very  attractive  literature  featuring 
"the  big  five  for  1913."  These  are  the  Slater  shoes  retailing 
from  $4.00  to  $7.50.  The  company  are  also  sending  window- 
cards  which  briefly  set  out  the  selling  points  of  the  goods. 

At  St.  John,  N.B.,  the  Ames-Holden-McCready,  Lim- 
ited, are  constructing  a  new  warehouse  and  offices  at  the 
corner  of  Duke  and  Canterbury  streets.  It  is  now  nearing 
completion,  and  its  erection  is  due  to  the  expansion  of  the 
company's  business  in  that  district.  The  building  is  six 
storeys,  of  brick  with  stone  trimmings,  70  feet  high,  and 
the  lot  is  100  feet  by  50  feet. 

W.  F.  McNeil,  shoe  dealer,  of  Rossland,  B.C.,  has  sold 

out. 

Clairoux  &  Richer,  slice  manufacturers,  of  Montreal, 
have  dissolved  partnership. 

Richardson  &  Hunker  have  opened  a  shoe  store  in  the 
Clement  Block,  Brandon. 

$20,000  has  been  donated  towards  the  site  of  the  new 
Roman  Catholic  Seminary  at  London,  Ont.,  by  Philip  Po- 
cock,  president  of  the  London  Shoe  Company. 

The  United  Co-Operative  Stores,  Limited,  have  been  in- 
corporated with  a  capital  stock  of  $500,000.    Their  chief  place 
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of  business  is  to  be  in  the  city  of  Montreal.  Their  charter 
permits  of  their  engaging  in  the  shoe  manufacturing,  whole- 
sale and  retail  trades  and  also  to  buy,  sell  and  manufacture 
hides. 

The  Cash  Shoe  Store,  of  Amherst,  N.S.,  has  been  thor- 
oughly renovated  and  remodelled.  It  presents  a  very  at- 
tractive appearance. 

The  McCaul  Shoe  Company,  Toronto,  have  opened  a 
store  at  846  College  street.  They  now  have  three  stores  in 
that  city.  The  new  store  is  under  the  management  of  Wil- 
fred Draffin,  and  is  handsomely  fitted  up  and  up-to-date  in 
every  respect. 

M.  Zavitz  has  purchased  the  business  of  Endacott  & 
Company,  shoe  retailers,  of  Strathroy,  Ont. 

The  Nugget  Shoe  Polish  Company  have  found  their  old 
quarters  at  67  Adelaide  street  east,  Toronto,  too  constricted 
for  their  rapidly  increasing  business  and  have  moved  into  a 
larger  warehouse  and  office  on  the  corner  of  Yonge  street 
and  Davenport  road.  They  have  2,500  square  feet  of  floor 
space  in  their  new  warehouse. 

Mr.  "Pink"  Gerrish,  of  the  P.  J.  Harney  Shoe  Company, 
Lynn,  Mass.,  is  in  Canada  on  a  five  weeks'  trip.  He  is  call- 
ing on  the  trade  in  Toronto,  Hamilton,  London  and  other 
principal  cities  in  Ontario.  Later  on,  he  is  planning  a  trip 
to  the  Maritime  Provinces.  He  is  carrying  185  samples  with 
him  on  this  trip,  including  six  new  lasts.  These  samples 
show  a  wide  range,  including  all  leathers  and  fabrics,  and 
retail  at  from  $3.50  to  $6.00.  Mr.  Gerrish  reports  business 
with  him  as  exceptionally  good.  The  P.  J.  Harney  Shoe 
Company  employ  their  own  designers  and  pattern-makers, 
and  so  show  original  styles,  which  for  snap  and  attractive- 
ness cannot  be  surpassed  anywhere.  This  is  only  the  fourth 
season  since  these  shoes  were  introduced  by  Mr.  Gerrish  to 
the  Canadian  trade,  but  already  the  name  is  well  known 
and  there  is  a  large  demand  for  them. 

Mr.  Martin,  sales  manager  of  the  Kingsbury  Footwear 
Company,  Maisonneuve,  has  visited  Ontario,  where  he  se- 
cured large  orders  from  the  jobbers. 

Mr.  A.  Lambert,  of  Montreal,  and  Mr.  J.  A.  Adams,  of 
the  Rideau  Shoe  Company,  Maisonneuve,  were  present  at 
the  meetings  of  the  Manufacturers'  Association  at  Ottawa. 

Mr.  R.  C.  Holden,  of  Ames-Holden-McCready,  Limited, 
Montreal,  has  been  presented  with  a  clock  by  the  directors 
of  the  Montreal  Y.  M.  C.  A.  on  the  formal  opening  of  the 
new  building  on  Drummond  street.  Mr.  Holden  is  chair- 
man of  the  building  committee  and  also  of  the  board  of  man- 
agement, and  the  directors,  in  making  the  presentation, 
desired  to  show  their  appreciation  of  his  work. 

Mr.  A.  C.  Carey,  of  the  Carey  Shoe  Company,  Toronto, 
Barrie  and  Chatham,  who  had  been  on  a  health  trip  through 
Western  Canada,  returned  to  Toronto  the  early  part  of 
September,  feeling  very  much  better. 

Mr.  P.  M.  Goff,  sales  manager  of  the  O.  B.  Shoe  Com- 
pany, Limited,  of  Drummondville,  Que.,  returned  from  a 
flying  visit  to  Calgary,  Winnipeg  and  Vancouver  the  early 
part  of  September.  He  reports  business  throughout  the 
West  as  being  brisk. 


Mr.  A.  W.  Ault,  of  Ottawa,  has  been  on  a  purchasing 
visit  to  Montreal  and  Quebec. 

Kirvan-Uoig,  Limited,  have  moved  into  their  new  factory 
at  Maisonneuve.  It  is  a  very  substantial  building  of  con- 
crete, three  storeys  being  occupied  by  the  firm,  which  have 
now  treble  the  capacity  as  compared  with  their  former 
premises.  New  machinery,  most  of  it  supplied  by  the  United 
Shoe  Machinery  Company,  has  been  installed,  and  the  firm 
are  now  busy  on  their  spring  orders.  The  first  floor  is 
occupied  by  the  offices  and  stock,  while  the  two  other  floors 
are  devoted  to  the  manufacturing  end.  The  factory  is  well 
arranged  and  very  convenient  for  the  efficient  manufacture 
of  boots  and  shoes.  Mr.  Doig  has  returned  from  a  visit  to 
the  West,  going  as  far  as  Vancouver,  and  reports  that  busi- 
ness is  excellent,  the  firm  having  obtained  a  large  number 
of  orders. 

C.  C.  Cronk  &  Company,  boot  and  shoe  retailers,  of 
Moose  Jaw,  Sask.,  have  been  succeeded  by  N.  H.  Carswell 

The  Central  Shoe  Company,  jobbers,  of  Montreal,  have 
registered. 

The  Star  Quick  Shoe  Repairing  Company  has  register- 
ed at  Montreal. 

The  Rideau  Shoe  Company,  Limited,  of  Maisonneuve, 
Que.,  have  secured  a  license  to  do  business  in  British 
Columbia. 

The  Solid  Leather  Company,  of  Preston,  Ont..  have  their 
eight  travellers  on  the  road  and  report  business  as  excep- 
tionally brisk.  This  company  make  men's,  women's  and 
children's  oak-tanned,  solid  leather  shoes.  The  last  season 
was  their  first  experience  of  going  to  the  retail  trade  direct, 
and  the  number  of  repeat  orders  they  are  getting  testifies  to 
the  success  of  this  policy. 

James  Albert  Linton  and  Hugh  C.  Knox  have  registered 
to  carry  on  business  as  boot  and  shoe  dealers  at  Montreal, 
under  the  style  of  Hugh  C.  Knox  &  Company. 

J.  Goody,  shoe  retailer,  of  Regina,  Sask.,  has  sold  out. 

G.  E.  Fraser  Sons,  Limited,  have  been  organized  in 
Ontario  with  capital  of  $75,000.  The  head  office  of  the  com- 
pany will  be  in  the  town  of  Picton.  Their  charter  permits 
their  entering  the  boot  and  shoe  field  as  manufacturers, 
wholesalers  and  retailers. 

J.  Shifton  has  opened  a  boot  and  shoe  store  in  Winnipeg. 

Mr.  Daoust,  of  Daoust,  Lalonde  &  Company,  Montreal, 
has  been  on  a  business  visit  to  Vancouver  and  other  points 
in  the  far  West,  and  is  returning  by  way  of  Seattle  and 
other  United  States  cities. 

Mr.  Harry  McKellar,  of  the  McKellar  Shoe  Company, 
Berlin,  Ont..  spent  the  greatr  part  of  last  month  on  a  busi- 
ness trip  to  Western  Canada.  He  reports  trade  as  excep- 
tionally brisk  and  that  orders  are  pouring  in  at  a  rate  that 
will  keep  the  factory  hands  humping  all  they  know  to  fill 
them. 

The  Swift  Canadian  Company  are  building  a  $60,000 
warehouse  at  Edmonton,  Alta. 

The  Mathews  Laing  Company  are  building  a  large  pack- 
ing house  at  Fort  William,  Ont. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

A  general  store  has  been  opened  at  Youngstown  by 
Hart  Bros. 

Gibb  &  Brown  have  started  a  general  store  at  Hanna. 
The  Williston  Trading  Company  have  commenced  busi- 
ness in  Hanna. 

T.  J.  Moore  has  started  a  general  store  at  Beaver  Mines. 

British  Columbia 

Hardy  &" Company  have  sold  their  general  store  at  Mid- 
way to  J.  G.  McMynn. 

D.  M.  Brown  has  opened  a  general  store  at  Arrow  Park. 
Manitoba 

A  general  store  has  been  opened  at  Ethelbert  by  G. 
Marantz. 


Eidsness  Bros,  have  opened  a  general  store  at  Gladmar. 
The  Kennedy  Mercantile  Company,  Limited,  has  opened 
a  general  store  at  Sifton. 

W.  Sutherland  has  opened  a  general  store  at  Clandeboye. 
R.  Sofrin  has  commenced  a  general  business  in  Winni- 
peg. 

Saskatchewan 

Mr.  Rotstein  has  opened  a  general  store  at  Yorkton. 
Mrs.  N.  Olenazek  has  opened  a  general  store  at  Norquay. 
J.  Van  de  Sompely  is  starting  a  general  store  business 
at  Veregin. 

The  Dilke  Trading  Company,  Limited,  has  been  incor- 
porated at  Dilke. 

R.  B.  Atkinson  has  completed  his  new  general  store  at 
Melfort. 
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Wanted  and  For  Sale  Department 


Publishers  Notice: —  Positions  Wanted,  2  cents  a  word  per  insertion:  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Positions  Vacant 


WANTED— SfiOE  SALESMAN,  must 
he  experienced.  Apply  to  Box  618, 
Footwear  in  Canada,  Toronto,  Ont.  10 

LEATHER  CUTTER  MAX.  ACCUS- 
tomed  to  shoe  trade.  Apply  to  Box 
010,  Footwear  in  Canada,  Toronto, 
Ont.  10 

WANTED  —  SHOE  UPPER  CUT- 
tcrs' — heavy  leather  preferred.  Apply 
to  Box  60!),  Footwear  in  Canada.  To- 
ronto, Ont.  10 

SHOEMAKER  WANTED  AT  ONCE 
— must  be  sober;  steady  work;  good 
wages.  Apply  to  Box  608,  Footwear 
in  Canada,  Toronto,  Ont.  10 

WANTED— A  SMART  YOUNG  SHOE 
Salesman  for  reliable  Toronto  store. 
Must  have  experience  and  have  good 
references.  Apply  to  Box  611,  Foot- 
wear in  Canada,  Toronto,  Ont.  10 

WANTED  —  EXPERIENCED  SHOE 
Salesman,  good  wages  and  permanent 
situation.  Apply  to  Box  616,  Footwear 
in   Canada,  Toronto,  Ont.  10F 

SHOE  FACTORY  WORKERS  — 
Hand  lasters  on  men's  Goodyear  welts 
and  on  men's  and  boys'  MsKay;  also 
sole  stock  cutter  and  heel  builder.  Ap- 
ply to  Box  596,  Footwear  in  Canada, 
Toronto,  Ont.  10 

SHOE  SALESMAN  WITH  GOOD 
connection  wanted  by  large  American 
linn  now  doing  some  Canadian  busi- 
ness. Applications  treated  confidenti- 
ally. Box  594,  Footwear  in  Canada, 
Toronto,  Ont.  10 

SHOE  CUTTERS  WANTED  —  AC- 
customed  to  men's  fine  work.  All 
sixty  pair  cases.  Good  wages.  No 
lost  time.  Can  commence  work  at 
once.  Reply  to  Box  607,  Footwear  in 
Canada,  Toronto,  Ont.  10 

SHOE  TRAVELLER  WHO  IS  COV- 
ering  Ontario  east  of  Toronto  with  a 
line  of  shoes  which  will  not  conflict, 
to  carry  line  of  men's  and  boys'  high 
grade  shoes  on  commission.  Apply  to 
Box  606,  Footwear  in  Canada,  Toronto, 
Ont.  10 

SHOE  TRAVELLER  FOR  GROUND 
in  Ontario;  to  sell  a  well-established 
line  of  men's  and  boys'  staple  and  fine 
shoes;  could  be  carried  with  another 
non-conflicting  line  of  shoes;  state  if 
have  connection  east  or  west  of  To- 
ronto; satisfactory  references  required. 
Apply  Box  595,  Footwear  in  Canada, 
Toronto,  Ont.  10 


SALESMAN  WANTED  —  LARGE 
United  States  firm  making  soft  sole 
shoes  and  moccasins  wants  Canadian 
salesman  with  good  connection  to 
carry  their  goods  as  a  side  line.  Will 
pay  10  per  cent,  commission.  Sample 
case  weighs  only  8  lbs.  Apply  Box 
579,  Footwear  in  Canada,  Toronto, 
Ont.  9-10 


Positions  Wanted 

YOUNG  MAN  WITH  RETAIL  Ex- 
perience desiring  change  wishes  posi- 
tion as  traveling  salesman;  can  furnish 
best  of  references.  Age  26.  Address 
Box  575.  Footwear  in  Canada,  Toron- 
to, Ont.  9 

BO<  >T  AND  SHOE  TRAVELLER  DE- 
sires  position  in  same  line.  Best  of 
reasons  for  wanting  a  change;  well 
known  in  Quebec  province,  especially 
in  eastern  townships,  Beauce,  Megan- 
tic  and  Huntingdon  districts.  Perfect 
knowledge  of  languages.  No  objec- 
tion to  any  other  territory.  Address 
Traveller,  Box  550,  Footwear  in  Can- 
ada, Toronto,  Ont.  8F 

A  THOROUGH  AND  RELIABLE 
shoe  man  desires  important  position  in 
shoe  or  rubbers'  business;  five  years' 
experience  as  bookkeeper  and  travel- 
ler, six  years  as  manager  and  buyer 
in  wholesale  business.  Both  langu- 
ages. Best  of  references.  Well  known 
in  Montreal.  Age  27.  Address  D.  S., 
'.it!)  Laurier  Ave.  East.  Montreal,  Que. 

10 


For  Sale 


Agents  Wanted 


SALESMAN  WANTED— TO  CARRY 
as  a  side  line  a  legitimate  and  good 
selling  article.  Good  commission.  See 
advertising  page — this  issue.  The  Os- 
car Onken  Co..  Cincinnati,  Ohio.  9 

I ! A R E FOOT  S A N D ALS— M ANUFAC- 
turer  with  large  facilities  desires  to 
connect  with  local  or  travelling  sales- 
man, acquainted  with  Jobbers  and  Re- 
tailers. Address  Box  602,  Footwear  in 
Canada,  Toronto,  Canada.  10 

LARGE  WISCONSIN  FIRM  OF 
manufacturers  doing  extensive  busi- 
ness throughout  the  United  States 
and  putting  out  a  particularly  attrac- 
tive fine  quality  line  of  shoes  and  slip- 
pers, desires  to  arrange  with  good  re- 
liable jobber  in  Toronto  or  Montreal 
for  Canadian  representation.  The 
goods  are  well  known,  have  a  high 
reputation  and  are  extensively  adver- 
tised. An  attractive  proposition  is  of- 
fered to  reputable  firm.  Reply  Box 
569,  Footwear  in  Canada.  Toronto, 
Ont.  9 


FOR  SALE— 1  McKAY  MACHINE,  1 
Channel  Laying  Machine,  1  Herculus 
Leveller.  1  Julian  Rounder  Machine, 
1  Roller  for  sale  Dept. 
All  these  machines  in  perfect  order. 
Box  605,  Footwear  in  Canada,  Toron- 
to, Ont.  10 

NOTICE— IN  THE  MATTER  OF  PA- 
tent  No.  126771,  being  for  a  detanning 

process. 

Notice  is  hereby  given  in  compliance 
with  the  Canadian  Patent  Act.  that 
Albert  O.  Trostel,  of  the  City  of  Mil- 
waukee in  the  State  of  Wisconsin, 
one  of  the  United  States  of  America, 
the  owner  of  Canadian  Patent  No. 
126771  for  a  detanning  process  is,  and 
has  been  prepared,  to  apply  the  said 
process  to  all  materials  submitted  to 
him  or  his  representatives  or  agents 
at  the  factory  of  the  Robson  Leather 
Company,  situated  in  the  Town  of 
Oshawa  in  the  Province  of  Ontario 
and  Dominion  of  Canada,  and  that  in 
addition,  the  said  Robson  Leather 
Company  has  been  licensed  to  apply 
the  said  process  to  all  materials  ten- 
dered to  it. 

The  said  Albert  O.  Trostel  is  also 
prepared  to  enter  into  agreements  with 
parties  desiring  to  make  use  of  the 
said  process, 

Dated  at  the  City  of  Ottawa  this  29th 
day  of  July,  1912. 

Ewart,  Scott,  Maclaren  &  Kelley, 
10-11  Solicitors  for  Patentee. 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T.  J.  EDWARDS,  bostot 


mmer  Street 
BOSTON,  Mass.,  U.S.A. 


We  want  to  BUY  for  CASH  all 
the  PIECED  HEEL  STOCK  you 
make 

Brockton  Heel 
Company 

BROCKTON,  MASS. 
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"Yamaska  Brand" 

and  Big  Profits. 


"Yamaska  Brand'-'  are  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  back- 
bone of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


'Home    I1AI  Tr\/^VIT10  Carried 


Comfort" 


BOUDOIRS 


in  Stock 


Just  what  hundreds  ot  your  women  buyers 
want    for   a  comfortable  and  attractive  house 
slipper. 

Made  in  many  colors, 
^  with  silk  pompoms, 


Tan,  Blue,  Pink,  Red,  Black. 

Price  75c.  per  pair.    Heels  10c.  extra. 

Discount  6  per  cent,  in  ten  days. 

We  make  these  Boudoirs  in  popiline  as  well  as 
leather  and  with  bows  in  place  of  pompoms.  This 
line  is  a  great  seller  and  a  profit  maker. 

Our  Canadian  Salesman  is  now  visiting  the  trade.    Would  you  like 
to  see  him.    Jobbers  write  for  prices. 


Let  us  send  you 
a  few  sample 
dozens    for  a 
trial  order. 


Home  Comfort  Shoe  Co. 

Haverhill,  Mass. 


Our  newest  shoe  for  children 
The 

"  FAIR 
PLAY  " 

May  be  had  in  all 
leathers  at  popu- 
lar prices. 

Jorolemorv-Oliver  Co, 

ROCHESTER,  N.  Y. 


A  Large  Stock  of 
Men's, Women  s  and  Children's  Shoes 

in  every  line  including  shoes  for  Late  Winter 
Wear   and    The    Newest   Styles    For  Spring 


Our  Special  Brands  of  High-Grade 
Shoes  the 

"New  York  Style" 

For  Men 

"The  Albani  Shoe" 

For  Women 


are  always  in  stock  ready  to  ship  on  receipt  of 
order.   We  can  save  you  money  on  Shoe  Packs. 

See  Our  Prices 

Samples  of  all  Shoes  will  be  expressed  free  of  charge 
at  our  expense,  on  request. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 

Fraserville  Shoe  Co., 

LIMITED 

Manufacturers  and  Wholesalers 
FRASERVILLE        -        -  QUEBEC 


When  you  come  to  Rochester  you'll  be  made  welcome  at 

Hotel  Eg'g'leston 

ROCHESTER,  N.  Y. 


EUROPEAN  PLAN 

Excellence  without  extravagance.  Splendid  rooms 
$1  00  and  upward.  Rooms  with  private  bath  and  toilet 
$1.50  and  $2.00  per  day. 

Moderate  price  in  restaurant. 

A.  H.  McGreal,  W.  Cf.  Gilbert,  Proprietors 
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Are  you  prepared  for  the  biggest  rubber  selling  season  you  have  ever 
had  ?  Already  sales  are  active.  Now  is  the  time  to  look  over  your 
stock,  and  see  if  you  are  well  covered  on  all  lines. 

Rubber  Footwear  is  a  necessity ;  therefore  it  behoves  you  to  place 
before  intending  purchasers  a  brand  that  will  give  the  best  value. 


GRANBY  RUBBERS 

"WEAR  LIKE  IRON" 


That  is  the  secret  of  "GRANBY"  success.  More  retailers  than 
ever  are  carrying  this  brand  of  Rubber  Footwear ;  and  remember 
we  are  carrying  large  stocks  for  you  at  all  our  branches,  and  can  give 
you  a  rush  service  when  you  need  it  most. 


Holden 


Limited 


Exclusive  Selling  Agents 


Write  our  nearest  branch 


GRANBY 
RUBBER 

CO. 


Montreal         Toronto         St.  John,  N.  B.  Winnipeg 
Edmonton  Calgary  Vancouver 


GRANBY 
RUBBER 

CO. 


FOOTWEAR    IN  CANADA 


83 


Miner  and  Shefford 
Brands  of 

Rubber 
Footwear 


The  standards  for  style,  fit  and 
quality  in  Rubber  Footwear 


M 


INER 
EANS 
ERIT 


Do  not  fail  to  notify  us  in  good  time, 
if  in  need  of  any  of  our  celebrated 
lines  which  you  may  run  short  of. 

In  keeping  our  lines  in  stock,  you  are 
assured  of  being  able  to  offer  your 
customers  the  most  reliable  rubber 
eoods  manufactured. 


Order  Now 
Highest  Quality 


And  Remember 
All  Lines  Cartoned 


These  are  some  of  the  reasons  why 
you  should  place  your  order  with  us 


M 


INER 

EANS 

ERIT 


The  Miner  Rubber  Company,  Limited 


Head  Office  and  Factory 
GRANBY,  QUE. 


MONTREAL 
75  Peter  Street 


QUEBEC 
21  Notre  Dame  Street 


Ontario  Branch 
93  to  99  Spadina  Avenue 
TORONTO 
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C-87  $4-50 


per  doz. 


Oh!  You 
Genesee  Soft -Sole  Shoes 


Mr.  Retailer — our  Soft-Sole  Shoes  are  so  popular  that  we  have  been 
compelled  to  enlarge  our  Factory  three  times  during  the  past  three 
years.  We  lead  all  others  in  STYLE,  QUALITY  and  WORKMAN- 
SHIP and  the  surest  way  for  you  to  increase  your  sales  on  soft-soles 
is  to  please  the  Mothers  by  carrying  the  "Genesee"  Brand.  The 
Babies  cry  for  a  second  pair. 

Genesee  Baby-Shoe  Company 


Manufacturers 


ROCHESTER,  NEW  YORK 


Ontario  Representatives:  Hardie  &  Moore— 187  Church  Street,  Toronto,  Ont. 


C-55 


$4.50  per  doz. 


C-116  $4.50  per  doz.  C-55  $4.50  per  doz. 


An  Enormous  Sale  of 
Sandals 

will  undoubtedly  take  place  in  the  Spring.  San- 
dals are  becoming  more  and  more  popular  as 
children's  footwear  for  the  Spring  and  Summer 
months.  It  will  pay  you  to  look  over  our  new 
line  of 

Non    Rip  Sandals 

for  Spring.  This  includes  a  complete  range  of 
the  most  perfect  sandals  on  the  market.  Made 
without  a  tack  or  nail  with  flexible  oak  soles  and 
soft  chrome  tanned  upper  leathers.  They  are 
soft  and  pliable  and 


Will   Never  Rip 

They  are  the  children's  favorite  footwear  and  will  command  an  enormous  sale  in  the 
Spring— try  them  on  your  Spring  order  of  children's  footwear.  If  your  jobber  does  not 
handle  them  send  his  name  and  address  direct  to 


Humberstone  Shoe  Co. 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  Phone  84 
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BOX  TOES 


HEELS 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
—any  kind.  WE  BUY  ALL  OFFAL  FOR  CASH 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co., 


102  Christophe  Colomb  Street, 
MONTREAL 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shoes,  Tanned 
so  as   to  Wear  Well  and  Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents:  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  GLO  VERSVILLE,  N.Y.  ST.  LOUIS,  MO. 
128  Summer  St  11  Cayadutta  St.  619  E.  Eighth  St. 


JlsK/  FOR/ 

So  Qosy 

TRADE  MARK 

SHOES 


Please  the  Baby's 

mother  first  by  show- 
ing a  variety  of  So;12osy 
baby  shoes  —  Then 
you'll  be  sure  to  sell  her 
a  pair  of  those  dainty 
So^osy  Boudoir  Slip- 
pers for  herself. 
SoJSosy  shoes  are  right. 
*  HURLBUT  Ciu™. 

PRESTON  CANADA 


A  Few  Reasons  why  H.  &  C.  Glazed  Kid 
is  becoming  more  Popular  Every  Day 

1st    It  has  a  fine,  fiat  grain 
2nd  It  has  mellow,  full  feel,  yet  tight 
3rd   It  is  uniform  in  weight  and  selection 
4th    It  makes  a  high  quality  shoe 

5th    You  can  get  the  same  selection  to-day,  to-morrow  or  next  year 
May  We  Send  You  a  Few  Sample  Dozens  ? 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory :  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFICE. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfif  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  .shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  ">7  inches  long  and  carries  the  follow  ing 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  W  heels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  cert  ain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  whicb  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  w  ith  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  We»t,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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OBERHOLTZER 

Solid  Leather  Shoes 

Are  Reliable 

The  Trade  Knows  the  Reason 


Make  a  Note  to  Send  Your  Spring  Orders  in  Early 

The  G.  V.  Oberholtzer  Co. 

BERLIN,  ONTARIO  Limited 


The  Acme  of  Perfection  in  Arch  Supports 

THE  E-Z  WALK 

(Trade  Mark) 

Self-Adjusting  Spring  Arch 
 Support  


Made  with  Spring  of  finest  Quality 
Steel — German  Silver  Bottom  Plate. 
The  most  satisfactory  Arch  Prop  ever 
made. 

Light,  Durable,  and  Comfortable. 
Specially  built  for  Cure  of  Flat  Feet, 
Fallen  Arches  and  Rheumatism  of  the 
Feet. 

Sold  by  all  Jobbers  in  Canada      Try  a  Sample  Order 
MADE  BY 

The  E-Z  WALK  MFG.  CO. 

153  W.  14th  Street  -  New  York,  N.  Y. 


The  Williams  Line 
for  Spring  1913 

will  supply  the  entire  requirements 
of  the  staple  shoe  trade  of  any  shoe 
store.  The  new  Spring  Styles  com- 
prise many  different  shapes,  all  solid- 
ly made  neat  shoes,  well  designed 
and  finely  finished. — The  shoes  for 
which  there  is  always  a  demand  at  a 
price  which  leaves  a  big  margin  of 
profit  for  the  retailer. 

Send  for  Samples  and  Prices,  or  a 
traveller  will  call. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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"Kantbrak"  The  Perfect  Last 


New  Tube  Construction  eliminates  all  dropping  of  the  heel 
or  side  motion  on  the  Pulling-over  cr  Leveling  Machine. 

We  are  the  only  Licensees  in  Canada 

Boston  Last  Company 


M  ANT  FA  <  T  I'ltliRS  OF 


Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 

Makers  of  Electric  Heating  and  Ironing  Outfits  for  Shoe  Factories 

(Simplex  System) 

Canadian  Factory    -     RICHMOND,  QUE. 

Charles  Campbell,  Manager 


Factories:    Boston,  Mass.,  44  Binford  St.,  Phone  Main  107 


Richmond,  Que.,  Phone  82 


Full 

Satisfaction 
to  the  Public 


Substantial 
Profits  to  the 
Trade 


Sell  the  Polish 
that  is 
Advertised 


Write  for 
Advertising 
Matter 
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in  all 
Colors  and 
Weights 


Chrome 

Velvet 

Splits 


Fine    Stock    for  Shoes, 
Slippers,  Quarter  Linings, 
Toppings,  Button  Fly,  etc. 
Write  for  Samples 

Wright  &  Wright 

109  Lincoln  Street, 
BOSTON,  MASS. 

Tannery :  LYNN,  MASS. 


Also  General  Agents  for 

A.  B.  HOFFMANN  &  SON  Inc.,  Lynn,  Mass. 

COLORED  KID  and  MATT  TOPPING 


"AULT" 

Specialties  For  Spring 

JNCLUDE  Styles  of  proven  use- 
fulness to  every  shoe  store- 
made  on  the  staple  shoe  plan,  but 
with  a  newness  of  style  and  a  fresh- 
ness of  design  that  will  gain  big" 
sales  wherever  shown. 

Order  Early 
Samples  Sent  on  Request 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa  Ontario 


The  Solid  Shoe 
That  Sells  Itself 


Because  it  is  well  known  and  is  always 
in  demand.  You  are  more  than  safe 
in  stocking 

Ahrens'  Solid  Shoes 

You  are  not  only  sure  of  sales  but  you 
are  sure  of  brisk  sales  and  repeat 
orders.  Good  honest  quality  has  won 
for  these  Shoes  a  reputation  that  will 
always  make  sales. 

Test  them  yourself  with  a  trial  order 


(|arks  A 


*      and  (ompany 

BERLIN,  ONT. 


If  You  Are  a  Shoe  Manu- 
facturer, READ  THIS! 

New  Pump  Form 

This  season  we  have  made  a  form  especially 
adapted  for  pumps  from  bass  wood.  Weighs 
h  ounce,  others  weigh  about  3  ounces.  All 
shoe  manufacturers  have  been  looking  for 
this  style  form.  Can  be  used  to  display  pumps 
or  low  cut  shoes. 

Pyralin  Finished  Form 

Our  new  Pyralin  Finished  Form  is  fast  re- 
placing our  Satin  Covering.  Looks  neater 
and  guarantees  a  great  saving. 
It  can  be  washed  with  soap  and  water.  No  acid 
or  grease  will  affect  it.  Made  in  any  shades  to 
match  any  colored  shoes  you  make.  We  are 
also  making  17  shades  on  our  satinette  polish- 
ed form. 

Send  us  a  right  foot  last  with  innersole  pattern  f  nd  we 
will  give  you  prompt  attention. 

We  see  110  reason  why  we  cannot  be  favored  with 
apart  of  your  business,  as  we  have  a  24  lathe  plant 
with  a  capacity  of  1200  pairs  per  day — latest  styles 
and  superior  workmanship. 

LYNN  LAST  COMPANY 

Manufacturers  of  Last  Patterns  and  I  VMM  lVAaee 

Hollow  Forms  of  Latest  Design  Li  1  lYldSiS. 
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Are  You  Selling  Shoes 
Bearing  This  Stamp? 


I 


F  YOU  have  not  in  your  store  a  complete  line  of  men's, 
women's  and  children's  footwear  hearing  the  Union 
Label,  you  are  missing  one  of  the  greatest  possible 
opportunities  for  business  growth. 


Practically  every  line  of  business  is  represented  by  Union 
Labor.  This  does  not  apply  to  any  one  locality  but  to  every 
section  of  the  country;  as  a  result,  Union  Made  goods  are  in 
demand  in  every  city  and  town,  and  every  retailer  should  cater 
to  this  army  of  buyers  by  selling  Union  Stamp  Footwear. 

The  Union  Stamp  stands  as  a  guarantee  of  honest  quality 
and  honest  prices  ;  it  is  an  assurance  that  the  goods  are  made 
in  the  right  manner  and  tinder  proper  conditions. 

Here,  Mr.  Retailer,  is  the  opportunity;  this  large  field  of  pos- 
sible customers  is  before  you;  if  you  will  act  you  can  add  this 
desirable  trade  to  your  business  and  reap  a  harvest  of  profit 
that  can  be  secured  in  no  other  way. 

Let  us  send  you  a  complete  list  of  manufacturers  who  use 
this  stamp.     It  is  yours  for  the  asking. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street,  Boston,  Mass. 

JOHN  F.  TOBIN,  President  CHARLES  L.  BAINE,  Sec.-Treas. 
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DIES 


Being  without  question  the  largest  manufacturers  of  Cutting 
Dies  and  consequently  employing-  the  largest  force  of  skilled 
workmen,  enable  us  to  make  prompt  deliveries  of  high  grade 
dies  on  terms  that  will  save  you  money. 

BROCKTON   DIE  CO.,  INC. 


Main  Office:  BROCKTON,  MASS. 


Brockton,  Mass. 


FACTORIES  : 
Haverhill,  Mass. 


Chicago,  111. 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting*  Dies 

of  Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


MOHLENE  "A" 


Best  for  Play — Best  for  School 
Best  for  Every  Day 


17  SIZES  IN  STOCK 

Sizes,  4-8  8A-12 


1400  Patent  Pla-Mate  .  .  Lace 
1403  Tan  Russ.  Pla-Mate  .  Lace 

1440  Patent  Pla-Mate     .  . 

1441  Dull  Calf  Pla-Mate  .  . 

1443  Tan  Russ.  Pla-Mate  . 

1444  Glased  Kid  Pla-Mate  . 
H40  Patent  Pla-Mate  Hi-Cut 
H41  Dull  Calf  Pla-Mate  Hi-Cut  Button 
H43  Tan  Russ.  Pla-Mate  Hi-Cut  Button 

1460  Patent  Pla-Mate    ....  Pump 

1461  Dull  Calf  Pla-Mate  .  .  .  Pump 
1463  Tan  Russ.  Pla-  Mate  .  .  .  Pump 
1140  Patent  Baby  Pla-Mate  .   .  Button 

1143  Tan  Russ.  Pla-Mate  .   .   .  Button 

1144  Glazed  Kid  Pla-Mate    .   .  Button 


Send  for  illustrated 
folder  and  Samples. 


1401  Dull  Calf  Pla-Mate  .  Lace 
1104  Glazed  Kid  Pla-Mate  .  Lace 
Button 
Button 
Button 
Button 
Button 


1441 

4-8  $1.25 
8^.12  1.45 


WILLIAMS,    HOYT  &  CO. 

No.  6  Commercial  St.       -       -        ROCHESTER,  N.  Y. 


adds  the  Quality  that  makes  your  leather  a 
little  better  than  the  rest.    Ask  us  about  it. 


Marden,  Orth  &  Hastings 


ESTABLISHED  1837 


All  Oils,  Greases,   Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 


NEW  YORK  OFFICE: 
82  Wall  Street. 

SAN  FRANCISCO 
OFFICE   AND   WAREHOUSE  : 
340  Clay  Street 


BRANCH    STORES  : 

CHICAGO 

1030  North  Branch  Street. 


201-225  Purchase  Street, 
73  High  Street, 

BOSTON,  U.S.A. 
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Metal  Shoe  Fixtures 

These  Represent  Our  Cheapest  Lines  of  Shoe  Stands 

will  always  be  pop- 
ular, they  have  so 
many  points  in 
their  favor.  There 
is  Strength,  Dur- 
ability, Multiplicity 
of  Adjustment  and 
Beauty  of  Finish 
all  combined. 


We  make  wood 
fixtures  for  those 
who  will  have  them, 
but  very  strongly 
recommend  the 
metal. 

Write  for  our  new 
supplement. 


No.  717  Shoe  .Stand,  price  per  do/.  $o.."> 1 
Made  in  4  sizes,  c,  in..  12 in.,  18  in.,  21  in. 
high 

We  make  stands  from  $5.50  to  $18.0(1 
per  dozen 


Clatworthy  &  Son,  Limited 

161  King  Street  West,  TORONTO,  ONT. 


Woodright 


While  you  are  talking  about  Shoe  Styles 
Keep  your  mind  on  "Woodright"  Lasts 


Over  50  years  experience  in  producing  "WOOD- 
RIGHT"  lasts  absolutely  guarantees  Fit. 

Correct  fitting  must  prevail  over  all  "else. 

"  WOODItlG-HT"  original  styles  always  fit  perfectly. 

Dealers,  you  are  entirely  safe  in  buying  any  new 
style  offered  by  shoe  manufacturers,  it  it  is  a  "WOOD- 
RIGHT"  model. 

You  take  a  long  chance  it'  it  isn't  a  "WOODRIGHT." 

Flay  safe,  specify  "WOODRIGHT"  lasts  to  your 
manufacturer. 

"WOODRIGHT"  models  have  been  the  style 
makers  lor  many  seasons. 

When  in  Boston,  drop  in  at  our  Boston  office, 
207  LSssex  Street,  and  look  over  some  new  models 
•'  WOODRIGHT." 


Woodard  &  Wright  Last  Co. 

Brockton,  (  Campeiio  )      -  Massachusetts 
Last  Making  Leaders  Over  50  Years 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  -  dealer- and  -  clerk  shoe  journal  in 
the  Linked  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
lea tu res  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 

tne. 

183  Essex  St.,  Boston,  Mass.,  U.  S.  A. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


CHIMIM  0tt 


r«*wuu.v  ri manual. annua al  & 

4LWLAL  THAU  M.wSfAFTJ_^<-  t»*  CUAI  w  I  ST, 

Over  29  years  in  its  field. 

"  CANADA'S    GREA  TEST   TRADE  PAPER." 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
OMMERCIAL." 

Branches  at 

Vancouv  er,  Toronto,  Montreal,  Chicago.  New  York,  London,  Enc. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 

#  C  MP* 

TRADE     ■     B^^^nl  MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving',  Heel  Compressing-,  Loading  and  Attaching 
Machines,  Heel  Trimming",  Breasting",  Scouring"  and  Finishing" 
Machines  ;  Loose  Nailing"  and  Slugging"  Machines  ;  Cementing"  Burl- 
ing" and  Skiving  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO.  MONTREAL,  QUE. 


492  St.  Valier  Street,  QUEBEC. 
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Canadian   Credit   Men's   Association  Limited 


Suite  1,  2,  3  Edifice  Coristine 


PAUL  J.  VALENTINE,  Sec.-Treas.,  MONTREAL 


President,  S.  C.  Matthews,  de  Matthews-Towers  &  Co.;  Vice-President,  B.  W.  Grigg,  de  Jas.  Coristine,  Ltd.; 
Directeurs,  J.  L.  A.  Racine,  de  A.  Racine,  et  Cie;  H.  Delorme,  de  Laporte,  Martin  et  Cie;  D.  Benoit,  de  Jas. 
Robinson;  J.  A.  Gunn,  de  Gunn,  Langlois  et  Cie;  M.  Milligan,  de  Debenhams,  Canada,  Ltd.;  John  Hamill, 
de  Ames,  Holden,  McCready  Co.;  S.  D.  Joubert,  de  Lamontagne  Ltee.;  Allan  Parson,  de  Brophy  Parson  et 
Rodden,  Ltd.;  H.  Vineberg,  de  H.  Vineberg  et  W.  S.  Moore,  de  A.  McDougall  &  Co. 


SUCCURSALES  A 

Winnipeg  Vancouver  St-Jean,  N.  B.  Calgary 


Toronto 


Regina 
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Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 


Are  you  Looking  for  Help? 

The  surest  and  quickest  way  to  secure 

SHOE  FACTORY  HELP  RETAIL  SALESMEN 

TRAVELLING  SALESMEN         OFFICE  ASSISTANTS 

is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 

Try  one  next  issue. 

Footwear  in  Canada  220  Ss5few- 


Over  One -Third 

of  the  entire  popidation  of  this 
country  is  troubled  to  a  greater 
or  less  extent  with  bunions. 

Just  think  of  that  a  moment, 
Mr.  Shoe  Dealer.  These  de- 
formed feet  must  be  fitted  t" 
shoes  and  there  is  only  one  way 
you  can  do  it. 

The  market  and  the  device  are 
at  your  disposal. 

That  means  profit  for  you. 

Write 

The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


PHOTOGRAPH  Or 
OVER  A  BUNION 

ey  *  fiscme»  eu 


A  SHOE  WORN 
*OT  PROTECTED 
HON  PROTECTOR 
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To  get  results,  YOU  must  have  the 

best  material. 

That  is  why  the  Wise  Foremen 

insist  on  getting 

C#    Bt  Ct 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 


Made  in  Canada  by 


Canadian  Blacking  & 
Cement  Company 

Hamilton,  Ontario 
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THERE  IS  A 
WORLD  OF  DIFFERENCE 

BETWEEN  the  Fast  Color  Eyelet  and  the  imitations  that  are  made  of  it,  there 
is  a  wearing  difference  as  strong  in  contrast  as  black  is  from  white.  CJ  Fast 
Color  Eyelets  have  nickeled  barrels  with  celluloid  tops  of  solid  color,  which  cannot 
chip  or  wear  brassy.  <J  The  imitations  have  nothing  but  the  rolled  top  of  brass 
with  a  thin  coating  of  enamel  or  japan  to  protect  it  from  the  constant  abrasion  of 
trousers  and  skirts.  <J  The  results  are  too  obvious  to  require  comment.  <J  So  close- 
ly has  the  surface  appearance  of  Fast  Color  Eyelets  been  imitated  that  it  is  almost 
impossible  to  distinguish  them  after  they  are  in  the  shoes.  <J  Even  the  nickeled 
barrels,  which  have  heretofore  been  exclusively  characteristic  of  Fast  Color  Eye- 
lets, is  a  feature  of  some  imitations,  but  there  are  two  features  of  Fast  Color  Eye- 
lets that  cannot  be  imitated.  <J  First,  their  wear  ;  and  second,  the  Diamond  <^^> 
Trade  Mark  which  appears  on  the  tops  of  Fast  Color  Eyelets.  €fl  It  is  the  distin- 
guishing mark  of  the  only  kind  of  shoe  eyelets  that  never  wear  brassy  and  cannot 
be  used  on  any  imitation.  C|  There  can  never  be  any  doubt  when  you  look  for  the 
Diamond  <^t>  Trade  Mark.      Only  the  genuine  Fast  Color  Eyelets  have  it. 


United  Shoe  Machinery  Company  of  Canada 


Lagauchetiere  and  St.  Monique  Streets 


MONTREAL,  QUE. 


122  Adelaide  Street  West,  TORONTO 


492  St.  Valler  Street,  QUEBEC 
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Paper 
r  o-I-l 
always  avail- 
able for  listing, 
whensheetsare 
not  wanted. 


Print- 
ing Point  at 
scientifically- 
proper  distance 
and  angle 
from  eye. 


The  Carriage — A  Vital  Part  of 

the  Wonderful  Burroughs  Visible 

Don't  be  misled  by  generalities  in  adding  machine  advertising  or 
selling     Get  specific  facts  and  comparisons  on  specific  points. 

Particularly  notice  the  carriage  construction,  for  the  carriage  makes  or 
mars  adding  machine  convenience  and  visibility. 


The  carnage  of  the  Burroughs  Visible 
is  so  arranged  that  it  gives  greater  visibility 
of  printing  with  less  effort  by  operator  than 
any  other  adding  machine  m  the  world 

It  brings  the  printing  point  at  just  the 
proper  distance  from  the  eye  and  at  the 
proper  angle  j 

It  is  the  only  adding  machine  that  gives 
the  same  convenience  of  seeing  all  'work 
at  a  glance  as  the  most  approved  visible 
typewriter. 

In  the  Burroughs  Visible  carriage  every 
lever  and  key  is  arranged  for  easy  and  di- 
rect manipulation.  The  carriage  is  only 
three  inches  from  the  keyboard  —  no 
stretching  nor  shifting  necessary. 

The  paper  drops  into  place  in  the  car- 
riage automatically — like  a  typewriter  A 
twirl  of  the  platen  knob  and  you  are  ready 
for  work! 

The  carriage  leaves  the  whole  sheet  ex- 
posed to  view;  no  danger  of  coming  to  end 
of  paper  roll  without  knowing  it  Con- 
struction permits  interchangeabihty  from 
12%"  to  20"  carriage  and  -vice  versa 


Automatically  adjusts  itself  to  any  thick- 
ness of  paper  without  interfering  with 
uniformity  of  feed.  A  unique  friction- 
stop  locks  carriage  in  any  position. 
The  bell  counts  items  listed,  warns  the 
operator  when  end  of  sheet  is  neared,  and 
locks  the  carriage  so  headings  are  uniform. 
These  are  exclusively  Burroughs  points. 
Remember  that  Burroughs  Visible  ma- 
chines are  built  in  the  Burroughs  factory, 
of  the  same  material,  with  the  same  won- 
derful machine  tools,  and  by  the  same 
workmen  who  have  built  a  reputation 
for  lifetime  service  into  other  Burroughs 
machines. 

The  Burroughs  factory  is  not  a  new  one, 
built  just  to  make  this  one  type  of  ma- 
chine. It  has  been  running  20  years  and 
even  the  first  adding  machines  turned  out 
are  still  in  use 

The  Burroughs  reputation  and  prestige 
are  being  built  into  every  one  of  these  ma- 
chines'and  every  word  of  the  Burroughs 
guarantee  and  of  the  Burroughs  Service 
pledge  goes  with  it 


Write  for  valuable  systems  literature  applying  to  your  own  business. 

BURROUGHS  ADDING   MACHINE  COMPANY 
20     B  u  r  r  o  u.  g  h  s     Bio  Q  k  ,.     Detroit,  Michigan 


ij^r  Paper 

drops  in- 
to p  1  a c e  as  in 
typewriter.  Two 
rows  of  rubber 
friclion  rollers  hoi  d 
paper  to  very  last 
line. 

Easy,  handy  ar- 
range m  e  nt  of 
various  shifts  and 
levers  for  spacing,  etc. 


Carriage  on  top  of 
machine  only 
three  inches  from 
keyboa.d. 


Carnage  automatic- 
ally adjusts  itself  to  any 
thickness  of  paper  or  any 
nurr.ber  of  carbons.  Ca.- 
iiage  lemovable  1.1  one 
minute — 3l4  1254  or  20- 
inch  width  as  desired. 


Not  merely 
Points  of 
Merit— but 
Points  of 

Superiority 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 

Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Brass  Shoe  Fixtures 
For  Your  Windows 

Make  *n  Artistic  Showing 


Manufactured  by  experienced  work- 
men, who  have  a  thorough  know- 
ledge of  how  a  display  fixture 
should  be  made. 


Make  Your  Windows  Sell 
Your  Shoes 


Use  Our  Fixtures 


IV RITE  TO-DAY  FOR  OUR 
CATALOGUE 


Toronto  Brass  Mfg.  Co. 


17-21  Temperance  St. 


Toronto 


LEATHER 

and 
NOTHING 

but 
LEATHER 


is  employed  in  the  manufacture  of  the  World- 
Famous  CROWN  and  CASTLE  Brand 
of  Children's  Footwear.  ^  It  is  a  line  you 
will  ultimately  carry,  tj  Footwear  that 
has  stood  the  test  of  time.  ^  It  will  satis- 
fy your  customers.  <J  It  will  more  than 
please  you.  IJ  We  have  many  years  stand- 
ing in  S.  America,  Australia  and  South 
Africa,  etc.,  and  mean  to  capture  the  Child- 
ren's shoe  trade  of  Canada. 

Write  our  representatives,  us  below,  /ot  sam- 
ples, quotations,  etc.  No  store  is  complete 
without  a  stock  of  Crown  and  Castle  Products. 

WRITE  NOW  -  Care  FOOTWEAR  IN  CANADA 
220  King  Street  West  Hutchison  Block, 

Toronto  Vancouver 
F.  G.  Mann,  Eastern  Rep.         J.  E.  Carpenter,  Rap. 

Head  Offices  and  Works  : 

Denmark  Works,   Norwich,  England 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes.  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street      •      NEW  YORK 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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At  the  Reception  on  September  23rd  given 

to 

SIR  R.  L.  BORDEN 

Prime  Minister  of  Canada 

The  number  present  was  Nine  Thousand 

Over  Eight  Thousand  pairs  of 

Patent  Leather 

Shoes 

were  worn  by  prominent  people  of  Toronto 

PROVING 

the  increasing   popularity  of  this  leather. 

We  are  Largest  Makers  in  the  British  Empire 

A.  R.  Clarke  &  Co. 


MONTREAL 


ESTABLISHED  1852 


Toronto,  November,  1912 


"  Miner  "  and  "  Shef f ord  " 

Brands 

Rubber  Footwear 


are  marks  of  quality,  indelibly  branded  (where  it 
won't  wear  off)  on  each  line  of  rubbers  we  make. 


The  Miner  Rubber  Co.,  Limited 


GRANBY 


MONTREAL 


TORONTO 


QUEBEC 


Selling  Agents : — 

Jackson  &  Savage        J.  M.  Humphrey  &  Co.       Blachford  Davies  &  Go. 

MONTREAL  ST.  JOHN,  N.B.  Limited  TORONTO 

R.  B.  Griffith  &  Go.     Goates,  Burns  &  Wanless     Dowling  &  Greelman 

HAMILTON  LONDON  BRANDON,  MAN. 

The  William  A.   Marsh  Company 
Western  Limited 

WINNIPEG      CALGARY  EDMONTON 

(See  special  announcement  page  9) 


Alphabetical  Index  to  Advertisers  Page  78 


So-Qosy 

TRAOE  MARK 

BOUDOIR 
SLIPPERS 

are  strong  sellers  the  year 
around  :  but  you'll  surely 
need  a  goodly  supply  for 
your  Xmas  Trade. 

In  January  we  contracted 
for  the  factory  output  ot 
$°,-®osy  slippers  at  prices 
then  quoted  which  enables 
us  to  still  supply  this 
"Quality"  slipper  at  191 1 
prices.  Black,  Chocolate 
and  Red  87^0.,  Blue  and 
Pinkoj^c,  regular  terms. 

Don't  delay  in  placing  your 
order  for  this  line.  Orders 
will  be  filled  in  their  turn, 
from  stock  or  just  as  fast 
as  they  come  from  the  fac- 
tory. Place  your  order 
now  and  you  won't  be  dis- 
appointed later  on. 


Philip  Jacobi 

Toronto,  Ont. 
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Increase  Your  Sales  By 

Watching  your  Stock  closely  and 
keeping  it  well  assorted  in  the 
following  lines 

Fine  and  Staple  Footwear 

Rubbers 

Felt  Shoes 

Oil  Tans,  Lumberman's 
and  Sheepskin  Socks 

Immediate  attention  given  to  all  orders 


The  Big  IN  STOCK  Shoe  House 

Ames,  Holden  McCready 

Limited 

MONTREAL  ST.  JOHN  WINNIPEG  EDMONTON 

TORONTO  CALGARY  VANCOUVER 
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THE  BULL  MOOSE 
One  of  7  new  lasts  for  Spring 

The  Ralston  proposition  offers  you  the  right  styles  at  the  right  prices  with  the  right  sales 
co-operation  to  give  you  the  right  profits— and  quick  ones.    May  we  show  you  the  reas- 
on why  we  are  known  throughout  the  trade  as  "  Salesmakers  as  well  as  Shoemakers"  ? 
We  shall  be  pleased  to  have  our  Canadian  representative  call  on  you. 


CHURCHILL  &  ALDEN  CO.  (Ralston  Health  Shoemakers) 

CAMPELLO,  (BROCKTON),  MASS. 
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Mr.  Retailer 

CJ  A  man  well-shod  is  a  man  well 
dressed. 

Cfl  In  this  twentieth  century  no 
man  can  afford  to  neglect  his 
personal  appearance.. 

CJ  If  you  wear  Astoria  or  Liberty 
models  you  are  certain  to  be  in 
perfect  shoe  taste. 

(J  They  give  the  complete  satis- 
faction that  comes  with  the 
knowledge  that  you  are  Right. 

^  For  sale  everywhere  in  Can- 
ada by  LIVE  retailers.  The 
Dead  ones  can't  afford  to  stock 
them. 

The  Cook-Fitzgerald  Company 

Limited 

London  -  Ontario 

Made  to  retail  at  $4.50  to  $7.00  and  higher. 
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All  Leathers  Bearing 
This  Mark  Are  Right 

in  Quality,  Appearance  and  Price 


THE  EMBLEM  OF  QUALITY  BEHIND  ALL  LAWRENCE  PRODUCTS 

Gun  Metal  Calf  Nubuck  (White,  Imperial,  Grey,  Brown  and  Red) 

Black  Diamond  Patent     Weilda  Calf  (24  shades) 


Sheep  Leather  for  every  purpose,  Hub  Pigskin  Sole 
Leather,  Reliable  Welting,  Cut  Soles  and  Counters. 

A.  C.  Lawrence  Leather  Co, 

95  South  Street  -  -  Boston 


8  FOOTWEAR    IN  CANADA 

Mr.  Retailer,  Look  at  this 

for  a  Felt  Shoe  Guarantee 


THE   BRAND  THE   FIRM  THE  PLANT 


Ames  Holden  McCready,  Limited 

Exclusive  Selling  Agents  Kimmel  Felt  Footwear 

Write  our  nearest  branch 

Montreal  Toronto  St.  John,  N.  B.  Winnipeg 

Edmonton  Calgary  Vancouver 


THE    PLANT    BEHIND   THE  PRODUCT 
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Special  Sale  Announcement 

of 

Factory  Seconds 

\X/E  are  offering  to  the  Trade 
through  our  Selling  Agents 
at  attractive  prices  this  season's 
output  of  Factory  Seconds  in  the 
Miner  and  Shefford  Brands  of 
Rubber  Footwear.  As  there  is  a 
limited  quantity  those  interested 
should  communicate  without  de- 
lay with  our  agents  who  will  be 
glad  to  supply  complete  lists  of 
same  with  full  particulars  on 
request — or  write  us  direct — 

The  Miner  Rubber  Company,  Limited 

G.  CAIN,  General  Sales  Manager. 

GRANBY,  QUE.  MONTREAL  QUEBEC  TORONTO 

For  list  of  Selling  Agents  see  front  cover 


to 
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Be 
Abreast 
of  the 

Demand  in  Your  Town! 

Your  own  people  are  so  eager  to  obtain  EDUCATOR  and 
ALL  AMERICA  SHOES,  that  they  are  taking  the  trouble 
to  write  all  the  way  to  Boston  !  Yes,  sir,  from  every  part  of 
Canada,  we  are  receiving  letters,  asking  where  our  shoes 
may  be  obtained.  Where  we  can,  we  are  giving  this  business 
to  the  local  dealer.  Are  you  "  one  of  the  chosen  " — or  are 
you  sitting  on  the  fence,  waiting  for  your  neighbor  to  handle 
this  trade  and  its  profits? 

Your  people  have  been  reading  our  advertisements  in  the 
international  weeklies,  and  they  are  convinced. 

May  we  have  the  privilege  of  helping  you  keep  abreast  of  the  foot- 
wear demands  and  of  helping  you  lay  aside  increased  profits  ?  We 
shall  be  mighty  glad  to  answer  your  questions. 


Men's 
All  America 
Dull  Calf 
Button 
Boot 
"  Humpo  " 
Last 


These  three  of  our  nine  distributing  houses 
are  nearest  you.  The  same  day  that  your 
order  is  received,  EDUCATORS  and 
ALL  AMERICAS  will  be  shipped  you. 

The  Rice  &  Hutchins  Chicago  Co. 
The  Rice  &  Hutchins  Cleveland  Co. 
The  Atlas  Shoe  Co.,  Boston 


Rice  & 
Hutchins,  Inc. 

Boston,  U.  S.  A. 
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McKellar  Brand 

means 

Solid  Leather  Shoes 


WITH  the  Retailer  who  has  had 
experience  in  the  sale  of  Mc- 
Kellar Brand  Shoes  there  is  no  dispute. 

He  knows  McKellar  Brands  are  abso- 
lutely dependable  for  hard  wear,  genuine 
solidity  and  real  comfort. 

He  offers  them  to  his  customers  firm 
in  the  knowledge  that  they  will  prove 
the  most  serviceable  shoes  for  hard 
wear. 

Thus  he  serves  his  customers  best  in- 
terests and  secures  their  confidence. 
Why  not  you  also  ? 

McKellar  solid  leather  shoes 

are  made  in  our  own  up-to-date  factory 
by  up-to-date  methods. 

Send  us  a  trial  order. 


McKellar  Shoe 

Company 

Berlin    -  Ontario 


McKellar  Brand 
solid  leather  shoes 

are  made  just  smart 
enough  to  suit  the 
customers  who  buy 
serviceable  shoes.  But 

the    main    feature  is 

Honest  Solid  Leather 
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The  Doctors 


What  is  the  Nairn 


That  is  a  question  you  often  hear  in  your  store, 
but  have  you  ever  considered  its  significance  ? 
Do  you  realize  the  importance  contained  in  it  to 
your  store,  or  the  opportunity  it  represents? 

The  customers  who  ask  that  question  are  very 
likely  particularly  careful  in  the  purchase  of  their 
footwear.  The  chances  are  that  they  have  been 
satisfied  with  a  certain  make  of  shoe  and  they  are 
desirous  of  getting  the  same  again. 

Here  is  a  Point  to  Remember 

Thousands  of  men  have  been  fully  satisfied  with 
"The  Doctors"  and  "The  Professor"  shoes,  and 
retailers  throughout  the  country  are  receiving  re- 
peated calls  for  these  lines.  That  is  where  the 
man  who  stocks  "The  Doctors"  and  "The  Pro- 
fessor" shoes  has  the  pull. 


ANTI-SEPT/C 
Ar  '906  1909  ^/?5P\^ 


The  "  Doctors  " 
Cock  o9  the  North  Shoe 

is  a  neat,  high-class,  plain  design 
shoe — strongly  made  of  the  best 
grade  leatheronly — stylish  enough 
for  city  streets — strong  for  country 
roads.  A  patented  waterproof 
non-perspiro  shoe  made  on  hygie- 
nic lines  to  keep  the  feet  health) 
— always  dry  and  comfortable. 


Tebbutt  Sho< 

Company 

THREE  RI\ 
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>f  the  Manufacturer? 


It  is  an  advantage  to  be  able  to  show  the  very 
shoes  asked  for  and  on  top  of  that  to  give  with 
them  an  honest  recommendation.  By  doing  so 
you  will  complete  many  a  difficult  sale — make 
many  a  valuable  friend  of  your  store  and  make 
customers  of  the  class  of  people  who  are  not  eas- 
ily satisfied  but  when  satisfied  come  back. 

You  will  secure  such  valuable  custom  if  you  can 
say  "we  always  keep  them  in  stock,  they  are  ab- 
solutely dependable,  their  quality  never  varies, 
they  are  as  good  as,  or  even  better  to-day  than 
they  have  ever  been." 

That  is  what  you  can  say  of  "The  Doctors"  and 
"The  Professor"  shoes — and  you  will  be  asked 
for  them  for  sure. 


Hadn't  You  Better  Stock  Them? 


The  "Professor " 
Gold  Cross  Shoe 

is  specially  made  to  suit  the  re- 
quirements of  a  particular  section 
of  the  clientelle  of  every  good  class 
shoe  store.  The  section  that 
wants  a  good  looking — good  feel- 
ing and  good  wearing  shoe.  To 
people  who  demand  a  shoe  for 
comfort  first. 


md  Leather 

limited 

S,  QUEBEC 


PAT.  N.°- ■  119409 


GOLD  CROSS 
SHOE 
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Make  the  Most  ol 

My  letter  order  department 
will  help  you 

You  will  increase  your  Trade  if  you 
take  Advantage  of  every  Opportun- 
ity of  doing  Business. 

When  people  come  into  your  store 
with  a  request  for  something  you 
haven't  got  in  stock,  what  do  you 
do?  Do  you  turn  such  requests 
down  content  with  the  knowledge 
that  you  can't  stock  everything? 

Do  you  realize  that  every  time  you 
do  this  you  lose  an  opportunity  of 
doing  business  ? 

Here  is  a  suggestion 

When  you  get  a  call  for  anything 
you  haven't  in  stock  say  you  will 
get  it  for  certain  within  two  days. 
Then  write  or  wire  my  Letter 
Order  Department — the  goods  will 
he  shipped  within  24  hours,  or  you 
will  be  promptly  notified  if  not 
obtainable. 

JAMES  I 

MONTF 
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[very  Opportunity 

Sorting  orders  of  the  best  Rub- 
bers for  prompt  delivery 

Do  it  every  time — you  can  rely  on 
my  service  for  promptness  and  punc- 
tuality. With  my  help  you  can 
supply  every  demand — you  need  not 
turn  a  single  customer  down — you 
will  sell  more  goods,  make  more 
profit,  increase  your  regular  custom- 
ers and  generally  enlarge  your  trade 
— and 

My  Letter  Order  Department 
will  help  you 

Very  soon  you  will  have  your  stock 
of  rubbers  cut  into  and  you  will  need 
more  to  fill  up  gaps.  Remember  I 
can  supply  you  with  the  most  com- 
plete line  of  the  best  rubbers  on  the 
market. 

I  am  always  ready  to  ship  you  an 
entire  range  for  complete  stocks, 
sorting  orders  to  fill  up  the  gaps  or 
a  single  pair  for  a  special  sale. 

Write  me  your  requirements, 

DBINSON 

L,  P.Q. 
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Never  lose  a 
sale  in  boys' 
shoes.  Stock 
the  "Boy 
Scout  "  Shoe 
it  satisfies 
all  comers. 


Made  in 
Box  Calf  and  in 
Heavy  Tan  and 
Black  Grain 
Leathers  with 
Plump  Metallic 
Sole 

Boys'  Sizes  1-5/4 
$2.25 

Young  Men's 
Sizes  6-8  $2.55 


The  Boy 

Makes  Better  Sale: 


Sell  a  Boy  Scout  Shoe  every  time  you  have  a  call 
for  a  boy's  shoe  and  you  will  find  your  young 
men's  trade  will  present  a  steady  increase. 

This  shoe  is  made  especially  to  suit  a  boy's  wants. 
It  is  neat  and  shapely,  comfortable  to  a  degree  and 
will  wear  through  before  it  wears  out. 


Jack 


acKsoi 

Sales  Agen 

Montrea 
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5cout  Shoe 

nd  Bigger  Profits 


Hyman's  Metallic  Chrome  Sole  is  made  up  in  all 
Boy  Scout  Shoes.  These  soles  have  three 
times  the  Wear  of  any  oak  tan  sole — tell  that 
to  your  boy  customers. 

When  they  have  proved  the  truth  of  that  statement 
they  will  come  back  for  another  pair. 


k  Savage 


iner  Rubber  Co. 

Canada 


In  Stock  Three 
Leathers  Tan, 
Patent  and  Gun 
Metal 

Boys'  Sizes  1-5)4 

Young  Men's 

Sizes  6-8 


For  every  boy 
who  wants  a 
shoe  there  is  a 
"Boy  Scout" 
Shoe  to  suit— 
and  a  good 
shoe  at  that. 
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Are  your  Rub- 
ber Footwear 
stocks 


com  - 


plete  for  early 

MACDONALD.    2  Buckle  Duck  Fall      Sorting  P 


PEARY.   2  Buckle  Excl. 


Delivery  of  your  Placing  Order  may  have  been  delayed  or  you  may  find  difficulty  in 
procuring   prompt   attention   to  your    Sorting   wants.      If  this   is   the  case,   write  us. 


You  cannot  procure  a  super- 
ior line  of  Rubber  Footwear  to 


KAUFMAN'S 


Life -Buoy 


Brand 


In  regard  to  absolutely  Perfect  Fit,  Hon- 
est   Wear   and    Neatness    of  Construction 

Our  Branch  Warehouses  have  complete  stocks  and  goods  are  in  transit  to  them  daily. 

They  will  be  in  a  position  to  rush  goods  out  to  you  the  same  day  your  order  is  received. 

Direct  your  sorting  orders  to 

The  Kaufman  Rubber  Company,  Limited 

BERLIN,  Head  Office  and  Ware- 
house. TORONTO,  76  York  St. 
MONTREAL,  310  Craig  St.  West. 
OTTAWA,  281  Wellington  St.  E. 


GRIPSOLE 


VANCOUVER,  EDMONTON, 
SASKATOON,  WINNIPEG, 

FREDERICTON,  N.B., 
TRURO,  N.S.,  CHARLOTTE- 
TOWN,  P.E.I. 


TEMPEST 
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WINNERS 


Here  are  two  samples  of  our  new  Spring  line — for 
style  and  fit  these  two  shapes  cannot  be  equalled  ;  nor 
can  they  be  duplicated  anywhere  in  the  trade. 

They  are  our  own  special  shape  and  the  quality  put 
into  every  part  of  their  manufacture  is  of  that  unfailing 
high  standard  that  has  made  our  name  and  founded  our 
slogan 

" Where  Quality  Counts  We  Win" 

These  styles  are  attracting  great  attention  and  will 
certainly  become  fashion  leaders  for  Spring  wear — styles 
that  will  be  looked  for  and  asked  for.  You  will  certainly 
need  them.  Hadn't  you  better  see  them  ?  Send  us  a 
card — we  will  have  our  traveller  show  them  to  you. 

Mail  orders  delivered  within  twenty-one  days. 

Our  Brands  are:    MONARCH,  BRANDON  and  DR.  BRANDON 
PATENT  CUSHION  SHOES. 


The  Brandon  Shoe  Company,  Limited 

Brantford,  Ontario 
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One  Great  Big  Selling  Feature  in  the 

Thompson  Line 


It's  hard  selling  shoes  at  retail  when  you  have  nothing  to 
talk  about  except  "Style." 

What  you  want  and  should  have  is  some  special  feature 
that  your  customers  will  appreciate  and  want. 

You  want  something  extra  that  will  appeal  to  a  customer 
and  save  time  and  talk  on  the  part  of  yourself  or  your  clerks. 

And  here  it  is: — 

The  Thompson  Kushion  Sole — a  new  idea  in  women's  shoes. 

A  Selling  Feature  which  every  woman  who  buys  shoes  will 
want  the  moment  you  show  it. 

The  Thompson  Kushion  Sole  is  a  new  idea  in  shoes.  It 
means  Ease  and  Comfort  and  Pleasure  in  a  shoe. 

It  means  Salvation  for  tender  feet,  and  almost  every  woman 
has  tender  feet. 

The  Thompson  Kushion  Sole  is  a  soft,  springy,  cushion  of 
resilient  cotton-felt  skillfully  placed  between  the  inner  and 
outer  soles  extending  all  the  length  of  the  shoe  from  toe  to 
heel. 

It  feels  soft  and  responsive  and  easy  under  the  foot  and 
takes  away  the  hard  stiff  feeling  of  leather-to-foot  as  in  the 
ordinary  shoe. 

It  acts  as  a  pneumatic  cushion  between  the  weight  of  the 
body  and  the  rough  surface  of  sidewalk  or  road. 

It  conserves  nerve  force — 
— saves  shock 
— resists  impact 
— feels  fine 

This  Thompson  Kushion  Sole  feature  should  double  your 
sales  of  women's  shoes.  If  you  work  it  for  all  it  is  worth 
it  will  attract  new  trade  to  your  store  from  women  who 
want  Comfort  in  their  shoes  that  they  couldn't  get  before. 

The  Thompson  Kushion  Sole  has  been  the  greatest  and 
quickest  selling  feature  ever  introduced  in  a  woman's  shoe. 

Merchants  who  have  tried  it  out  on  their  customers  pro- 
nounced it  a  huge  success.  They  telephone  or  telegraph  for 
them  every  day. 

Try  a  sample  order  of  these  Thompson  Kushion  Sole  Shoes. 
They  are  Sure  Sellers. 
You  will  make  no  mistake. 

You  will  be  surprised  at  how  quickly  your  customers  gobble 
them  up  and  how  much  more  demand  you  will  find  for  them 
than  ordinary  shoes. 

A  Post  Card  will  get  our  Catalogue 

Thompson  Shoe  Co.,  Ltd. 

38  St.  Genevieve  St.  -  MONTREAL 


Woman's  Dongola  Lace  Oxford,  Patent 
Tip,  Kushion  Sole — The  Thompson 
Shoe  Company.    No.  391. 


Woman's  Dongola,  Whole  Quarter  Lace 
Oxford,  Plain  Toe,  No  Box,  White 
Kid  Lining,  Kushion  Turn  Sole. 
No.  392 
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$325. 


The  Carriage 

the  Wonderful  Burroughs  Visible 

Don't  be  misled  by  generalities  in  adding  machine  advertising  or 
selling     Get  specific  facts  and  comparisons  on  specific  points. 

Particularly  notice  the  carriage  construction,  for  the  carriage  rnakes  or 
mars  adding  machine  convenience  and  visibility. 


The  carriage  of  the  Burroughs  Visible 
is  so  arranged  that  it  gives  greater  visibility 
of  printing  with  less  effort  by  operator  than 
any  other  adding  machine  in  the  world 

It  brings  the  printing  point  at  just  the 
proper  distance  from  the  eye  and  at  the 
proper  angle 

It  is  the  only  adding  machine  that  gives 
the  same  convenience  of  seeing  all  nuork 
at  a  glance  as  the  most  approved  visible 
typewriter. 

In  the  Burroughs  Visible  carriage  every 
lever  and  key  is  arranged  for  easy  and  di- 
rect manipulation  The  carriage  is  only 
three  inches  from  the  keyboard — no 
stretching  nor  shifting  necessary. 

The  paper  drops  into  place  in  the  car- 
riage automatically — like  a  typewriter  A 
twirl  of  the  platen  knob  and  you  are  ready 
for  work! 

The  carriage  leaves  the  whole  sheet  ex- 
posed to  view ;  no  danger  of  coming  to  end 
of  paper  roll  without  knowing  it  Con- 
struction permits  interchangeabihty  from 
12%n  to  20"  carriage  and  -vice  'versa 


Automatically  adjusts  itself  to  any  thick- 
ness of  paper  without  interfering  with 
uniformity  of  feed.  A  unique  friction- 
stop  locks  carriage  in  any  position. 
The  bell  counts  items  listed,  warns  the 
operator  when  end  of  sheet  is  neared,  and 
locks  the  carnage  so  headings  are  uniform. 

These  are  exclusively  Burroughs  points. 

Remember  that  Burroughs  Visible  ma- 
chines are  built  in  the  Burroughs  factory, 
of  the  same  material,  with  the  same  won- 
derful machine  tools,  and  by  the  same 
workmen  who  have  built  a  reputation 
for  lifetime  service  into  other  Burroughs 
machines. 

The  Burroughs  factory  is  not  a  newone, 
built  just  to  make  this  one  type  of  ma- 
chine. It  has  been  running  20  years  and 
even  the  first  adding  machines  turned  out 
are  still  in  use 

The  Burroughs  reputation  and  prestige 
are  being  built  into  every  one  of  these  ma- 
chines and  every  word  of  the  Burroughs 
guarantee  and  of  the  Burroughs  Service 
pledge  goes  with  it 


Paper 
drops  in- 
to place  as  in 
typewriter.  Two 
rows  of  rubber 
friction  rollers  bold 
paper  to  very  last 
line. 


[£]     Easy,  handy  ar- 
rangementof 
various  shifts  and 
levers  for  spacing,  etc. 


Carriage  on  top  of 


Write  for  valuable  systems  literature  applying  to  your  own  business 

BURROUGHS  ADDING   MACHINE  COMPANY 
20     Burroughs     Block,      Detroit,  Michigan 


three  inches  from 
keyboa.d. 


Carriage  automatic- 
ally adjusts  itself  to  any 
thickness  of  paper  or  any 
number  of  carbons.  Ca>- 
.  lage  removable  i  1  one 
minute— 3lA  IZH  or  20- 
inch  width  as  desired. 


Not  merely 
Points  of 
Merit— but 
Points  of 

Superiority 
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Shoes  that  hold  Olc 


Minister  Myle 

Toronto 
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lYade  and  attract  New 


Shoe  Company 

Canada 
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RUBBERS 
"KANT-KRACK" 
"DAINTY-MODE" 
"ROYAL" 
"BULL-DOG  " 


Real  Sorting  Service 


for 


Fall  and  Winter 


Lumbermen's 
Knit  Socks 


Oil  Tan 
Larrigans 


Elmira 
Felts 


Moose 
Moccasins 


English 
Slippers 


Miners'  and 
Prospectors' 
Boots 


A  real  Sorting  Service  is  what  you  want  and  a 
real  sorting  service  is  what  we  are  prepared  to 
give  you. 

By  a  real  service,  we  mean  a  service  where  by 
you  get  the  goods  you  require  for  sorting  right 
when  you  want  them. 

And  it  is  because  of  the  complete  stock  in  all 
lines  we  always  carry  and  our  facilities  for  shipping 
quickly  that  we  are  enabled  to  give  you  such  a  service. 

Let  us  handle  this  sorting  business  for  you. 
We  are  sure  we  can  satisfy  you  right  down  to  the 
ground. 


Now  about  your  Spring  Buying.  If  you  hav- 
en't placed  your  orders  there  is  no  better  time  than 
right  now. 

There  is  no  possibility  of  a  decrease  in  prices 
but  owing  to  conditions  there  is  a  chance  of  an 
increase. 

Under  such  circumstances  you  can  judge  what 
is  best  to  do. 

Our  travellers  are  showing  Spring  and  Summer 
lines.     Let  us  know  if  you  haven't  seen  them  yet. 


McLaren  &  Dallas 

Wholesale  Distributers 

Boots  Shoes  Rubbers 

30  FRONT  ST.  WEST,  TORONTO 
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A  Good  Profit 
Yielding  Shoe 

To  Retail  at  $3.50 


Tan  Calf  §4  fox  Button  $2.55 

"    St.  fox  Blu  Bal  $2.50 

Gun  Metal  %  fox  Button  $2.35 

"     St.  fox  Blu  Bal  $2.30 

Patent  Colt,  Dull  Calf  top  %  fox  Button  $2.35 

"     St.  fox  Blu  Bal  $2.30 

White  Buck  %  fox  Button  $2.70 

"     St.  fox  Blu  Bal.  $2.65 

Patent  Colt  ^  fox  Button,  Silk  top  $2.35 


All  the  above  lines  are  "Goodsense"  grade.  That 
is — Solid  Oak  Inner-Counter  and  Box  Toe.  Gen- 
uine Oak  Outsole  and  Solid  Leather  Heel — also 
Leather  Sock  Lining. 


Send  in  a  Trial  Order 


Our  Patricia  Last 


Kirvan  -  Doig  Limited 

Manufacturers  of  the  Goodsense  Shoe 

Maisonneuve,  Montreal 
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Not       00  per  cent. 

but    ^00    Per  cent. 

more  shoes  sold  in  the  last  two  months  than 
previously  sold  in  a  whole  year. 

That  is  the  record  of  our  salesman  W. 
E.  Gerrish  in  the  South  Eastern  provinces 
of  Canada. 


Stock  No.  903 
Price  $2.25 

Mat  Top  Gun  Metal  Button  Boot 


Stock  No.  902 
Price  $2.25 

Mat  Top  Patent  Button  Boot 


HIGH  GRADES  at 

MEDIUM  PRICES 

are  bringing  increased  business  to  us  and  to 
the  dealers  selling  our  shoes. 

Write  for  our  New  Catalogue  of  shoes 
in  stock  for  immediate  Delivery. 


P.  J.  HARNEY  SHOE  CO. 


LYNN, 
MASSACHUSETTS 
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"Fashion  Last  " 


Two  Rideau  Models 
for  Spring  Trade 

We  know  we  have  never  offered  the  Shoe 
Merchants  better  lines  or  better  values,  for 
his  store  and  his  customer,  than  we  are  now 
showing  in  our  new  Spring  samples. 

We  draw  special  attention  to  the  two  styles 
shown  on  this  page.  Both  these  styles  are 
made  for  comfort  and  ease  and  at  the  same 
time  touch  the  top-notch  in  Spring  fashions. 

The  "City  Last"  in  Men's  Tan  Russian  Calf 
Blucher  Bal  is  a  style  in  laced  shoes  which  is 
fast  finding  favor  throughout  the  high-class 
trade — absolutely  without  frills  and  built  to 
the  natural  shape  of  the  foot. 

The  "Fashion  Last"  in  Ladies'  Patent  But- 
ton Oxfords  is  a  plain  design  which  will  un- 
doubtedly prove  a  tremendous  attraction  to 
all  fashionable  and  high  class  ladies'  trade. 

Our  special  fitting  range  is  given  in  these 
two  styles — three  widths  to  each  size  and  a 
narrow,  medium  and  wide  toe  to  each  width. 
These  advantages  your  customers  will  ap- 
preciate— points  that  will  draw  trade. 

We  will  send  samples 
or  a  salesman 

Rideau  Shoe  Company 

Limited 

MONTREAL,  CANADA 
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Plaza 


Blazer 


FOUR 


Have  you  heard  that  Meehan 
&  Regan,  our  dealers  in  St. 
Thomas,  have  contracted  for 
the  first  six  days  output  of 
the  new  factory? 

They  and  the  citizens  of  St. 
Thomas  have  thus  expressed 
their  liking  for  "Just  Wright" 
shoes. 


E.  T.  Wrighl 


St.  Thomas, 
Ont. 
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LEADERS 


Agencies  are  now  being  estab- 
lished altho'  you  may  have  the 
shoes  under  your  own  name 
if  you  prefer. 

The  most  popular  line  in  Can- 
ada to  retail  at  $5.00,  $6.00 
and  $7.00. 


&  Co.,  Inc. 


Rockland, 
Mass. 


"Gink" 


"  Goinsutn  " 


3° 
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R&&d*S  CV(md  ^  Shoes  you  need—deliv- 

*  ered  when  you  need  them" 

GREAT  GUNS! 

Get  Them  From  Our  Stock 


F538.  Gun  Metal,  f  fox,  cloth  top,  15-8 
heel.  In  stock  Rochester  only.  Price 
$2.35. 


F549.  Gun  Metal,  %  fox,  mat  top,  F548.  Gun  Metal,  '1  fox,  mat  top,  11-8 
11-8  heel.    Welt.    Price  $2.35.  heel,  16  buttons,  Welt.    Price  $2.50. 


F521.  Gun  Metal,  f  fox,  mat  top,  14- 
heel,  Welt,  Price  $2.35. 


F508.    Gun  Metal,    v  fox,  button,  F503.    Gun  Metal,  f  fox,  mat  top,  13-8 

mat  top,  14-8  heel,  McKay.    Price  heel,  Welt.    Price,  $2.35. 

$2.15 

STOCK  DEPARTMENTS 


E.  P.  REED  &  CO.,  Rochester,  N.  Y.  and  Chicago,  111. 
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The  High  Values 

that  every  buyer  of  good  quality 
footwear  is  always  on  the  lookout 
to  secure  are  found  in  the  new 
Corbeil  shoes  for  Spring-  1913. 

The  improved  appearance  of  our 
samples  is  being  noticed  with  con- 
siderable effect  and  the  snap  and 
style  we  have  put  into  our  new  sea- 
son's line  is  receiving  the  most  fa- 
vorable response  from  the  trade. 

Corbeil  Shoes  for  Spring  1913  show 
the  same  high  quality  that  we  have 
always  given  our  customers  in  the 
past  and  the  many  new  up-to-date 
lasts  and  patterns  included  in  this 
line  make  a  completeness  and  at- 
traction that  merits  the  attention  of 
every  buyer  who  is  looking  for  high 
values — Is  that  you  ? 


A.  Corbeil 

Manufacturer 

Maker  of  Good  Shoes  to  retail  at 
from  $3.00  to  $5.00 

Leader  and  Landover  Brands 

Warehouse  and  Office 
71  St.  Paul  St.,  Montreal 
Factory,  63  to  71^  St.  Paul  St. 


Let  us  send  you 
Samples  and  prices 
of  our  New  Spring 
Line  —  these  will 
show  you  at  a  glance 
the  perfection  and 
saleability  of  our 
shoes 


You  •  can  study  for 
yourself  the  manu- 
facture, examine 
the  material  and 
admire  the  style 
— you  will  not  get 
better  values  than 
those  we  offer  you 
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"Bilt  for 
Boys" 

"For  Healthy 
Exercise1' 


From  the  manager  in  the  office  right  down  to  the  shipper  our  staff  has  been 
selected  for  their  job  on  account  of  their  experience  and  ability  to  produce  results. 

This  is  one  reason  why  "Canadian  Boy  Shoes"  are  selling  so  well. 

Are  you  selling  them,  or  are  you  satisfied  to  let  your  competitor  across  the 
street  get  the  boy's  trade  ? 

GET  BUSY  —  STOCK  CANADIAN  BOY  SHOES. 

Reliance  Shoe  Co.,  Ltd.,  122  Adelaide  st.  west  Toronto,  Canada 


NOTICE 

Four  of  our  latest 
nobby  and  attractive 
styles. 


«,  no  w      •  p,      10l7 ,  i-       „  They   will   be   Trade    oV«me»r  ah  £w 

$1.00   Women  s  Plaid  no  h.el  slipper.  Pompom 

Ornament.    Red  and  Black,  Red  and  Green,  Gray  117* 

and  Wine,  Champagne  and  Black,  Grey  and  Black.  W  mnefS. 


Now  is  the  time  to  place  your 
order  for  Fall  delivery.  Send 
for  our  new  trade  catalogue,  just 
off  the  press,  fully  illustrating  our 
Line  for  1 9 1  2. 


No.  1271 

$1.00  Women's  Silk  Bound  no  heel  Slipper.  Pompom 


No.  1064 
Little  Gents  $1.00 
Red  Bootee,  Figured  Ornamentation. 


No.  1206 

Miss-s'  80c.  Child's  75c.  Infant's  70c. 
Firfelt  Trimmed,  Juliette,  Red  and 
Black  Plaid. 


Worcester  Slipper  Company,  j.  p.  grosvenor,  Prop. 

360  to  370  Park  Avenue,  Worcester,  Mass. 
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Rockbottom 
Pegged  and 
Standard  Screw 
Manufactured  in 
No.  1  Factory 


Paris  Brand  in 
Goodyear  Welts 
and  High-class 
McKays  Manufac- 
tured in  No.  2 
Factory 


Successful  Shoes 
For  Spring 


Make  preparation  for  a  good 
start  for  next  year  by  selecting 
now  a  good  selling  line  of  shoes 
for  early  spring  trade.  The  lat- 
est makes  in 


"Paris" 


and 


Rockbottom 


shoes  offer  to  the  retailer  just  that 
combination  of  fineness  and 
strength  that  makes  for  brisk 
sales  throughout  the  season  and 
the  complete  satisfaction  of  every 
customer. 

Our  salesmen  are  now  in 
their  territories — a  card 
will  bring  one  to  you— 
Write  now. 


Daoust  Lalonde  &  Co. 

Limited 

Shoe  and  Leather  Manufacturers 

Montreal,  Quebec 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 

- 

Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO.,  BROCKTON.  MASS.,  U.S.A..  CAPACITY  17.000  PAIR  A  DAY 
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Representative,  Mr.  F.  P.  Beemer,  is  on  his  way  to  you 


Turned 
Footwear 
Only 


With  the  daintiest  line  of 
Turned  Footwear  on  the 
market. 

You  cannot  afford  to 
place  your  Spring-  busi- 
ness until  you  have  seen 
the  GUPTILL  line. 


Guptill  Slippers  are  the  easiest  to  sell  because  they  appeal  to  women,  on  appearance 
when  shown,  on  daintiness  when  on  the  feet,  and  qualities  of  comfort  and  durability. 


Write  for  Catalogue 
or  Samples 


HERVEY  E.  GUPTILL 


Would  you  like  to 
see  our  Salesman  ? 


HAVERHILL,  MASS. 


Solid  Shoe  Success 

To  complete  your  stock  of  Spring-  lines  you  need  a  solid  shoe  that  is  sure 
to  make  good  sales  for  the  staple  shoe  section  of  your  trade. 

The  success  of  your  season's  business  will  be  greatly  increased  if  you  stock 
a  staple  shoe  that  is  really  popular. 

The  Everyday  Shoe  is  a  popular  priced,  good  quality  line,  that  shoe  re- 
tailers can  handle  with  the  certainty  of  securing  every  solid  shoe  demand 
that  is  made  in  their  store. 

T.  Sisman  Shoe  Company,  Limited 


Aurora 


Ontario 


Winnipeg  Representative:  Geo.  G.  Lennox 
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The  Fischer  Manufacturing  Com- 
pany Wins  Patent  Suit 

Patent  for  Bunion  Protectors  Valid 


Gilbert  Bunion  Protector  Found  to  an  Infringement 


A  very  carefully  prepared  opinion  handed  clown  by 
United  States  District  Judge,  F.  E.  Geiger,  of  the  Eastern 
District  of  Wisconsin,  upholds  the  validity  of  the  Bronnenk- 
ant  Patent  No.  739824,  dated  October  25,  1902,  under 
which  the  Fischer  Manufacturing  Company  manufacture 
the  Fischer  Bunion  Protector. 

The  suit  was  brought  against  a  dealer  to  restrain  him 
from  selling  the  so-called  Gilbert  Bunion  Protector,  and 
was  hotly  contested.  The  Defendant  endeavored  to  show 
that  the  Schultz  Bunion  Protectors,  made  at  Buffalo,  N.Y., 
antedated  the  Fischer  Company's  Protector,  and  also  relied 
on  various  prior  patents  and  publications,  but  by  the  Court 
found  against  the  Defendant  on  ALL  POINTS. 

The  Fischer  Manufacturing  Company  will  now  pro- 
ceed against  the  manufacturers,  the  E.  T.  Gilbert  Manu- 
facturing Company  of  Rochester,  N.  Y.,  for  accounting  and 
damages,  and  against  any  other  dealers  who  persist  in 
assisting  them  in  disposing  of  the  infringing  goods. 


The  Fischer  Mfg.  Co-,  Milwaukee,  Wis. 
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To  Make  a  Few 
Leathers  and  to 
Make  Them  Well 


That 


is 


Our   Aim.  Our 


Volume  of  Business  Proves 
that  we  are  Succeeding. 


Brown  Russet  Sides 

(Economical) 


You  cannot  get  a  finer  leather 
at  the  price. 

It  has  made  good  with  lead- 
ing manufacturers  in  United 
States. 


Nechro  Plain  and  Box 

(Near  Chrome) 


For  medium  cost  shoes. 
Looks  well  and  wears  well. 
A-i  substitute  for  high-priced 
Chrome  Leather.  Topping 
Nechro  can  be  used  to  replace 
Mat  Calf. 


These  two  Leathers  will  save  you  money  and 
enable  you  to  make  better  shoes.  May  we 
submit  samples  and  prices. 


C.  MOENCH  SONS  CO. 

117  Beach  St.       BOSTON,  MASS. 


Gowanda,  N.Y. 
Salamanaca,  N.Y. 
Alpena,  Mich. 


Boston,  Mass. 
Chicago,  111. 
St.  Louis,  Mo. 


ESTABLISHED  1865 


4b\ 


Glazed  Kid 
Leather 


You  want  a  bright, 
silky  finished  leather 
with  a  mellow,  kiddy 
feel. 

These  values   are  of- 
fered   in    K  O  S  M  O 
KID,    because    it  is 
exceptionally  uniform, 
splendidly  finished 
and  so  well  tanned 
that     good  tops 
and  vamps  may 
be  cut  from 
the  edges 
and  ex- 
t  rem  it- 


We 
main- 
t  a  i  n 
system 
double 


les. 


of 

pass- 


<5> 


ing  and  inspec- 
tion which  in- 
sures the  nearest 
approach  to  absolute 
uniformity  ever 
effected  by  any  tan- 
ner of  kid  leather. 


Let  us  prove  it. 


Manufactured  by 


L.  Agoos  &  Co. 

Wilmington,  Del. 

Main  Office  and  Salesroom  : 

68-72  South  St.,  BOSTON 

 Agencies  


Rochester 

Cincinnati 


Philadelphia 

San  Francisco 
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Hundreds 

Jq/C  ^etters 

Like  This 

are  Received 


Unsolicited  from  Purchasers  of  My  Interchangeable  YOU- 
NIT  Window  Fixtures.  The  Most  Wonderful  set  of  Pat- 
ented Interchangeable  Window  Fixtures   Ever   Made   for  the 

Shoe  Store  Window  Displays 

For  Your  Own  Satisfaction  Read  These  Letters 


WATERBURY  &  RISING 
Boots,  Shoes,  Rubbers,  Overshoes,  Etc. 

St.  John,  N.B.,  Can.,  April  19,  1911. 
Messrs.  Oscar  Onken  Co.,  Cincinnati,  Ohio. 

Gentlemen, — We  are  in  receipt  of  the  Wood 
Window  Fixtures  ordered  from  you,  and  must  say 
that  we  are  VERY  MUCH  pleased  with  them.  We 
have  had  two  or  three  different  trims  in  our  win- 
dow, and  realize  the  opportunity  for  change  of  styles 
in  dressing  windows. 

No  doubt  you  will  continue  to  do  a  large  busi- 
ness, as  the  window  fixture  feature  is  a  constantly 
growing  one  in  every  line  of  business,  which  has 
heretofore  meant  a  very  heavy  expense  in  window 
dressing.  We  do  not  see  why  a  fixture  like  yours 
would  not  LAST  a  LONG  TIME,  and  give  sufficient 
changes  to  make  a  window  attractive,  and  be  quite 
a  saving  on  the  EXPENSE  ACCOUNT. 

Yours   truly,    WATERBURY   &  RISING. 


ONKEN 

YduNrrs 


(Patented  1911     in  United 
States    and    Foreign  Coun 
tries). 


VANCE  SHOE  COMPANY 

Gadsden,  Ala.,  Sept.  5,  1912. 
The  Oscar  Onken  Company,  Cincinnati,  Ohio. 

Gentlemen, — We  have  received  the  set  of  "ON- 
KEN" Wood  Window  Fixture  "YOUNITS,"  and 
bag  to  advise  that  we  are  delighted  with  them. 

We  are  sure  we  could  find  nothing  in  fixtures 
that  would  give  us  the  satisfaction  your  fixtures 
have.  Our  windows  now  are  attracting  much  at- 
tention,  which   will   bring   additional  trade. 

The  one  set  we  purchased  filled  both  of  our  win- 
dows. The  trimming  of  our  windows  is  now  simpli- 
fied, and  we  can  heartily  recommend  them  to  our 
friends  in  the  shoe  business. 

Enclosed  we  send  you  photograph  of  our  first 
trim — we  will  send  you  others. 

Very  respectfully,  VANCE  SHOE  CO. 


Now  Understand,  I  Can  Do  Just  as  Much  for  Your  Show  Windows. 
My  Set  of  No.  1  Wood  Window  Fixtures  Will  Put  Your  Windows  on  a  100%  Efficiency  Basis. 

I  Make  Sets  for  the  following  lines : 

Set  No.  1  For  exclusive  shoe  store  windows,  for  2  large  windows,  220  YOUNITS,  Price  *50.00 
Set  No.  1-1/2  For  exclusive  shoe  store  windows,  for  1  large  window,  HO  YOUNITS,  Price  $28.00 
Set  No.  1-1/4  For  exclusive  shoe  store  windows,  for  1  small  window,  55  YOUNITS,  Price  $17.50 
Set  No.  18  For  exclusive  shoe  store  windows,  for  any  size  window,  72  YOUNITS,  Price  *15.00 
Freight  and  duty  allowed  to  Winnipeg  and  to  all  ports  of  entry  east  of  Winnipeg  on  the  Southern  Canadian  Border. 

Finick  Made  °f  select  oak  in  three  stock  finishes.  Weathered,  Golden 
1  llllall  or  Antique  Oak,  all  in  a  soft,  mellow,  waxed  finish. 

Ctn-9  tTtx  Phoet  Each  set  is  put  up  in  a  hardwood,  hinged-lid  stor- 
Jiuidgc  v^iicsn  age  chest  (oiled  finish*.  A  place  to  keep  the  unused 
YOUNITS.   Set  No.  18  is  put  up  in  a  corrugated  carton. 

Rr»r»L-  r»f  DA«i«yn«  A  beautiful  book  of  photographs  showing  large 
sized  trims  made  with  my  YOUNITS  sent 

Every  set  guarantee!  absolutely 


FREE  with  each  set. 
Shipments  made  at  once. 


The  Full  Set 

The  above  illustration  shows  entire  set  of  No.  1  SHOE 
YOUNITS  comprising  220  YOUNITS  to  the  set.  There  are 
25  oval  display  slabs  made  of  well-seasoned  oak.  All  slabs 
are  fitted  with  tilting  metal  adjustments  on  back  and  front  for 
holding  them  in  different  positions.  The  remaining  195  YOU- 
NITS consist  of  BASE  BLOCKS,  UPRIGHTS,  CROSS 
ARMS,  and  EXTENSION  YOUNITS,  in  assorted  lengths  and 
sizes  which  will  enable  you  to  make  HUNDREDS  and  HUN- 
DREDS of  Window  Trims  and  as  many  odd  and  standard 
fixtures. 

You  Never  Need  A  Tool 


Stock  carried  in  Toronto  by  MR.  PHILIP  JACOBI. 

THE  QSCAR  ONKEN  Q0. 

Established  32  Years.  ^jfi 

697  Fourth  Avenue 
Cincinnati,  Ohio, 
U.  S.  A. 


4> 


0*c 


4o 


FOOTWEAR    IN  CANADA 


Our  Newest  Styles  in 

Rubber  Footwear 


MEN'S  "HAGUE"  MEN'S  "HAGUE" 


I  I 

Write  our  nearest  branch 

Canadian  Consolidated  Rubber  Co. 

sales  branches  Limited 
ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Que- 
bec, Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good   ot  the 
Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS   S.   YOUNG,   General  Manager. 

HEAD   OFFICE  -  -  220  King  Street  West,  TORONTO 
Telephone  Main  2362 

MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  404  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 

BOSTON  Main  1024    643  Old  South  Building 

CHICAGO  -  Graceland  3748  -  4059  Perry  Street 
LONDON,  ENG.    ------    3  Regent  St.,  S.W. 


SUBSCRIPTION  RATES 

Canada  and 

Great  Britain,  $1.00.    U.  S.  and 

Foreign,  $1.50. 

Single  copies  15  cents 

Vol.  2 

November.  1912 

No.  11 

The  Frequent 
Style  Changes 


One  of  the  most  discussed  evils 
that  affect  the  shoe  trade — that  is 
the  shoe  manufacturers'  and  shoe 
retailers'  end  of  it — is  the  frequent  changes  in  styles. 
The  retailer  is  constantly  complaining  that  he  has  to 
buy  nearly  every  innovation  that  is  foisted  upon  him 
by  the  manufacturer  or  else  lose  a  certain  portion 
of  his  trade  who  are  on  the  look  out  for  "something 
new,"  and  who  will  only  patronize  a  store  where  this 
can  be  found.  On  the  other  hand,  if  the  retailer  does 
not  exercise  a  considerable  amount  of  caution  in  buy- 
ing, he  is  sure  to  have  a  lot  of  these  freaks  left  upon 
his  hands  and  the  next  season  they  will  probably  be 
as  "dead  as  coffin  nails"  and  consequently  be  almost 
a  total  loss  to  him.  Many  shoe  manufacturers  also 
find  the  frequency  of  style  changes  a  great  source  of 
expense  and  inconvenience.  They  must  put  in  the 
newest  lasts  in  order  to  be  considered  up-to-date,  but 
the  very  next  season  these  may  be  dead  ones  and  fit 
only  for  fuel  with  which  to  feed  the  furnace.  The 
blame  for  this  state  of  affairs  is  generally  placed  with 
the  last  maker  and  designer,  although  retailer,  manu- 
facturer and  ultimate  consumer  are  pointed  to  by  some 
of  the  trade  as  the  cause  of  these  fluctuations.  We 
consider  that  it  is  the  ultimate  consumer  who  is  the 
most  responsible  for  this  state  of  affairs  as  he — or 
she — is  always  on  the  look  out  for  "some  new  thing." 
If  the  public  did  not  wish  new  styles  they  would  not 
purchase  £bem  and  manufacturer,  last  maker  and  de- 


signer would  soon  cease  to  produce  what  would  not 
sell,  as  they  are  in  the  business  to  make  money,  not 
for  the  fun  of  it. 

There  is  another  side  to  the  question,  however, 
which  we  do  not  hear  commented  upon  so  frequently. 
Some  of  the  leading  manufacturers  and  retailers  con- 
sider that  a  certain  amount  of  style  change  and  inno- 
vation in  design  is  necessary  and  works  for  the 
benefit  of  the  trade  in  general.  On  another  page  will 
be  found  expressions  of  opinion  on  this  subject,  from 
leading  retailers,  wholesalers,  manufacturers  and  last 
makers,  both  in  Canada  and  the  United  States.  Many 
are  the  arguments  advanced  for  and  against  the  fre- 
quency of  style  changes  and  opinions  differ  as  to 
whom  the  responsibility  for  these  changes  is  due. 
Every  up-to-date  shoeman  should  read  the  article  on 
the  subject  in  this  issue  and  can  hardly  fail  to  profit 
by  it  and  gain  new  ideas  on  the  matter.  We  would 
be  pleased  to  receive  any  comments  on  the  article 
from  any  of  our  readers. 

*      *  * 

One  of  the  greatest  dangers  that 

Getting  Out       besets  the  path  of  the  average 
of  the  Rut         ,  .         .     ,  .s 

business  man  is  that  of  getting 

into  a  rut.  "The  daily  round,  the  common  task,  will 
furnish  all  we  need  to  ask."  So  run  the  lines  of  the 
well-known  hymn.  But  this  beautiful  theory  has  no 
place  in  modern  successful  business.  The  world 
never  has  a  great  deal  of  use  for  the  man  who  is 
content  to  stagnate  in  mediocrity — its  highest  prizes 
are  not  for  him  who  allows  his  ambitions  to  be  stifled 
by  sleepy  contentment,  and  the  call  nowadays  is  for 
the  man  who  is  up  and  doing  all  the  time. 

Once  in  a  while  it  behooves  everyone  of  us  to 
take  stock  of  ourselves,  to  shake  things  up,  as  it 
were,  and  to  ascertain  whether  we  are  actually  mak- 
ing progress,  day  by  day,  or  whether  we  are  allow- 
ing ourselves  to  remain  "in  statu  quo."  And  the 
danger  is  that  we  may  find  we  have,  all  the  time,  been 
getting  deeper  in  the  rut  than  we  could  have  im- 
agined possible.  Habits  of  business,  office  routine, 
stereotyped  methods  of  passing  the  day,  all  must  in- 
evitably tend  to  get  a  man  into  a  rut,  and  fie  who 
refuses  to  be  lulled  into  mediocrity  by  these  seductive 
influences — who  is  big  enough  and  strong  enough  to 
get  busy  and  shake  himself  free  from  custom  and 
tradition — is  the  surest  gatherer  of  the  plums  in  the 
modern  business  orchard. 

Business  life  to-day  is  a  keen,  hustling  competi- 
tive fight  for  supremacy,  and  no  man  is  big  enough 
to  retire  within  his  shell,  and  shut  himself  away  from 
the  new  ideas  and  view-points  which  are  continually 
cropping  up.  There  is  a  whole  lot  of  wisdom  in  the 
words  of  the  successful  business  man,  who  said  Lhat 
one  of  the  best  pieces  of  advice  he  knew  of  was  "Take 
a  day  off,  and  think." 

Just  that.  A  day  off  to  get  an  unbiased  survey 
of  the  past — a  candid  review  of  past  accomplishments 
and  failures — a  clearer  insight  into  the  most  simple 
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and  vapid  method  of  getting  out  of  the  rut  and  of 
getting  a  fair  start  on  the  highway  that  leads  to  ac- 
complishment and  success. 

If  you  feel  you  are  getting  into  a  rut  in  your 
business,  shake  yourself  and  get  out,  or  you  are  fore- 
doomed to  failure.  But  better  still,  by  giving  your 
initiative  full  play — by  absorbing  the  new  ideas  and 
methods  of  those  with  whom  you  come  in  contact, 
and  keeping  abreast  of  the  times,  give  the  rut  such 
a  wide  berth  that  it  will  never  have  a  chance  of  en- 
gulfing you. 

*  *  * 

It  may  be  laid  down  as  a  prin- 
System  ciple  that  successful  store-keep- 

ing  is  quite  impossible  in  these 
strenuous  days,  without  exact  information  regarding 
the  trend  of  things  of  vital  concern  to  the  business. 
This  refers  principally  to  the  financial  and  account- 
ing matters  and  it  is  desirable  and  important  that  the 
retailer  should  have  some  system  that  will  enable  him 
to  keep  a  check  on  the  stock.  Big  stores  can  afford 
to  keep  such  a  close  tab  on  the  stock  movements 
that  the  quantity  of  each  item  of  stock  on  hand  can 
be  ascertained  at  any  time,  and  at  once.  Perhaps 
small  stores  cannot  give  such  elaborate  attention  to 
this  detail  but  they  should  have  a  system  which 
would  continually  afford  an  approximate  idea  of  the 
sale  of  their  stock. 

System  is  a  most  excellent  thing,  but  of  course 
the  small  dealer  must  be  careful  not  to  strangle  him- 
self with  red  tape,  and  a  very  much  detailed  system 
requires  much  attention  and  its  value  is  determined 
by  a  consideration  as  to  whether  it  is  worth  to  the 
business  the  cost  of  running  it.  Simple  systems  are 
the  only  ones  that  can  be  run  in  a  small  store.  If 
the  proprietor  and  one  or  two  clerks  comprise  the 
staff,  there  will  probably  be  enough  duties  without 
adding  the  burden  of  an  intricate  card  index  system, 
and  so  forth.  The  most  practical  systems  for  small 
merchants  are  those  which  have  been  specially  de- 
vised to  meet  their  needs  and  are  comprised  in  ma- 
chines like  the  cash  register,  the  account  register  and 
similar  items  of  store  equipment.  By  the  use  of  these 
things  the  dealer  has  continuously  available  all  the 
information  he  needs  for  the  intelligent  conduct  of 
his  business. 

*  *  * 

Do  you  concentrate  your  pur- 
Concentration      chases  as  much  as  possible?  The 

advantages  to  be  secured  from  so 
doing  are  worthy  of  your  consideration.  It  is  said 
that  some  merchants  are  prone  to  scatter  their  or- 
ders too  much,  so  that  no  one  of  their  sources  of 
supply  receives  a  large  volume  of  business,  though  the 
aggregate  purchases  of  each  of  these  merchants  is 
quite  large.  The  suggestion  is  offered  that  shoe  re- 
tailers patronize  as  few  firms  as  possible  in  each  line, 


so  that  their  accounts  with  the  houses  they  do  busi- 
ness with  may  be  as  large  as  possible,  thus  reducing 
the  cost  of  doing  business,  which  reduction  is  likely 
to  be  felt  in  prices. 

There  i^  another  side  to  this  question.  The  mer- 
chant who  scatters  his  purchases  and  plays  one  man 
against  another,  may  think  he  is  a  shrewd  buyer. 
But  he  is  less  likely  to  gain  advantage  than  he  who 
concentrates  his  purchases  as  much  as  possible  and 
so  makes  his  account  a  valuable  one  to  the  seller. 
Every  wholesaler  and  manufacturer  has  bargains  to 
dispose  of  in  limited  quantities;  he  has  often  a  Iiitle 
special  something  that  he  can  only  offer  to  a  few  and 
in  this,  that  and  the  other  way,  he  can,  consciously 
or  unconsciously,  do  something  extra  for  only  a  por- 
tion of  his  customers. 

The  man  who  concentrates  his  purchases  is  going 
to  be  the  recipient  of  these  favors  and  not  he  who 
buys  a  little  here  or  a  little  there  and  much  of  no 
one  firm.  It  means  real  benefit  to  concentrate  your 
purchases  as  much  as  possible. 

*      *  * 

Do  you  pride  yourself  upon  your 
Competition  capabilities  in  writing  advertising 
copy  or  do  you  know  good  copy 
when  you  see  it?  In  our  December  number  will  ap- 
pear the  announcement  of  a  competition  which  all  our 
retail  readers,  whether  proprietors  or  employees,  are 
invited  to  enter.  The  prizes  will  be  awarded  for  let- 
ters proving  most  conclusively  that  the  advertisement 
selected  by  the  competitor  is  the  best  in  that  issue  of 
"Footwear." 


Get  permission  to  print  in  your  advertising  the 
testimonials  of  the  people  who  have  used  your  goods 
and  liked  them.  There's  no  better  advertising  when 
the  users  are  known  to  your  trade. 


^ET  the  gold  out  of  your  quartz. 

Business  means  net  sales — not  output. 

Money  made  is  net  profit — not  income. 

Salaries    climb    on    net    results  —  not 
prospects. 

Dividends  are  paid  by  net  earnings— 
not  gross  revenues. 

Know  the   gross  —  the    cost  —  the  ex- 
pense. 

But  work  for  the  net. 
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Opinions  of  Retailers,  Shoe  Manufacturers  and  Last  Makers — Some 
Condemn   Frequent   Changes  —  Others   Say  Trade   is  Benefited 


The  subject  of  the  frequent  changes  in  footwear 
styles  is  one  that  interests  vitally  everyone  in  the 
trade,  whether  he  be  a  last  maker,  designer,  manufac- 
turer, wholesaler  or  retailer.  The  manufacturer  and 
retailer,  generally  speaking,  are  very  much  opposed  to 
these  frequent  changes  which  mean  considerable  ex- 
pense and  loss  to  them,  although  now  and  then  one 
of  these  may  be  found  who  claims  that  these  changes 
and  innovations  bring  him  trade  and  put  money  in  his 
pocket.  With  a  view  to  having  this  subject  discussed 
freely  by  all  branches  of  the  trade  in  order  that  some 
good  may  result,  we  are  opening  the  columns  of 
"Footwear"  this  month,  to  expressions  of  opinion  from 
all  branches  of  the  trade. 

Mr.    C.    R.    LaSalle  of 

Messrs.  F.  X.  LaSalle  & 
Fils,  Montreal,  writes  us  as 
follows :  "Who  is  to  blame 
for  the  frequency  of  changes 
in  footwear  styles?  Neither 
last  maker,  pattern  maker, 
manufacturer  or  retailer !  In 
our  humble  opinion  we  are 
all  more  or  less  guilty  in 
respect  to  these  constant 
changes.  We  are  always 
asking  for  something  new 
and  trying  to  have  some- 
thing that  our  neighbor  has 
not,  and  often  times  we 
make  big  changes  from  the 
samples  we  look  at. 
"Of  course  this  no  doubt  forces  the  manufacturers 
to  do  the  same  towards  the  pattern  and  last  makers. 
However,  this  is  a  great  annoyance  for  us,  because 
everything  falls  back  on  the  retailer. 

"I  believe  the  manufacturer  could  be  firmer  in  his 
opinion  and  refuse  to  make  changes  in  samples  as 
well  as  to  not  spread  out  to  such  an  extent  styles, 
patterns  and  lasts,  and  by  so  doing  he  would  protect 
to  a  much  larger  point  the  retailer — the  poor  retailer. 

H.  &  C.  Blachford,  shoe  retailers,  Toronto,  con- 
sider that  the  blame  for  the  frequent  changes  in  foot- 
wear styles  and  for  the  creation  of  the  freak  belongs 
chiefly  to  the  last  maker,  although  the  manufacturer 
and  designer  are  also  greatly  at  fault.  "A  new  style," 
said  Mr.  H.  Blachford,  jr.,  "seldom  reaches  its  high- 
est stage  of  perfection  the  first  year.  The  last  is  new 
to  the  pattern  makers  and  designers  and  they  seldom 
succeed  in  building  so  graceful  and  serviceable  a  shoe 
upon  it  the  first  year  as  in  the  second  when  they  have 
had  time  to  observe  the  weaknesses  of  their  earlier 


Mr.  C  R.  LaSalle 


efforts.  By  this  time,  however,  the  style  is  no  longer 
new,  and  we  are  troubled  with  a  fresh  freak." 

"Then  again,  there  are  many  new  styles  made  that 
are  not  necessary,  the  designers  intention  apparently 
being  simply  to  produce  something  new.  Take  the 
toe  cap  on  a  pump  for  instance.  We  bought  a  line 
of  these  last  season,  and  they  did  not  sell  well,  con- 
sequently we  are  stuck  with  the  greater  part  of  this 
order  on  our  hands." 

Styles  Should  be  Passed  by  Experts 
Dillon  &  Moore,  shoe  retailers,  St.  Catharines,  Ont., 
say : — ■ 

"In  our  opinion  the  last  manufacturer  is  primarily 
responsible  for  the  too-frequent  changes  in  styles  of 
footwear.  This  problem  is  one  which  may  or  may 
not  be  agreed  to  by  the  general  run  of  retailers,  but 
as  nearly  as  we  can  figure  it,  the  advantages  are  only 
to  be  reaped  by  the  last  maker.  The  shoe  manufac- 
turer, the  retailer  and  the  actual  consumer  may  be 
censured  to  some  extent  for  allowing  themselves  to 
be  too  easily  influenced  by  those  to  whose  advantage 
the  change  may  be,  yet,  the  difficulty  could  be  over- 
come by  the  unanimous  adoption  of  certain  styles, 
chosen  and  passed  upon  by  expert  shoe  buyers,  as  we 
believe  is  the  undertaking  now  in  its  infancy  in  the 
United  States.  It  is  only  by  this  means  that  the  re- 
tailer can  be  reasonably  sure  of  not  having  a  thousand 
or  more  dollars  per  season  tied  up  in  stock  that  he 
must  needs  let  go  at  cost  or  little  over,  in  order  to 
realize  anything  at  all.  As  it  is  now,  the  average 
shoe  dealer  is  in  a  constant  dilemma  as  to  what  lasts 
will  be  in  vogue  "next  season,"  with  the  result  that, 


THEREfttREROON. 


Who  is  to  Blame? 


44 


FOOTWEAR    IN  CANADA 


if  they  would  admit  it,  just  about  nine  out  of  every 
ten  buy  'a  line  or  so  that  did  not  move  as  well  as 
we  anticipated.' 

"We  are  quite  sure  the  retailer  would  be  well 
pleased  if  he  could  continue  to  buy  the  lines,  season 
in  and  out,  that  he  has  the  heaviest  call  for  and  also 
the  good  profit,  but  here  the  wolf  in  the  guise  of  a 
travelling  salesman  appears,  with  such  a  tempting 
array  of  models  that  the  buyer  is  instantly  bewildered 
and  if  he  indulges  in  novelties  to  any  extent,  he  lies 
awake  more  nights  than  one,  turning  over  in  his 
own  mind  the  probability  of  such  and  such  a  fancy 
pattern  proving  'pay  dirt.' 

"Of  course,  it  is  good  business  for  the  manufac- 
turer, for  it  means  a  dozen  new  styles  going  to  the 
retail  store,  as  well  as  the  staples  for  those  who  art- 
more  conservative.  With  the  manufacturer,  it  is  the 
same ;  he  has  to  have  the  newest  and  snappiest  sam- 
ples in  order  to  get  the  orders,  but  every  change  in 
style  costs  him,  according  to  the  change,  enough  to 
set  up  a  small  store  in  business. 

"The  loss  is  universal  for  wearer,  dealer,  maker, 
patterner  and  last  maker  each  depends  upon  the  man 
higher  up  to  tip  them  off  as  to  what  is  "right."  A 
ring  within  a  ring  is  thus  amply  demonstrated.  The 
man  on  the  street  has  to  he  in  style,  his  dealer  has 
to  have  the  latest  styles  to  get  his  trade,  the  manu- 
facturer has  to  spend  to  meet  'the  other  fellows,'  the 
last  maker  gets  the  credit  and  the  money.  In  very 
few  cases  will  it  be  found  that  the  'latest  out'  was 
brought  around  by  a  store  patron  designing  some- 
thing original  and  setting  the  pace.  Hail  to  the  king, 
the  last  maker,  who  holds  the  fortunes  of  the  shoe 
trade  in  the  hollow  of  his  hand." 

The  Public  Pays 
Mr.  J.  H.  Bell,  shoe  retailer  of  Charlottetown,  1'. 
E.I.,  states  that  in  his  opinion  it  is  the  masses  who 
are  responsible  for  the  frequent  changes  in  shoe 
styles,  as  well  as  in  many  other  lines.  If  the  style  is 
new,  the  people  must  have  it  at  any  cost  and  if  you 
as  a  retailer  have  not  got  it,  someone  else  has,  so 
you  are  bound  to  stock  it  if  the  manufacturer  puts 
up  a  sample.  It  looks  to  him  as  if  the  manufacturer 
leads  in  the  move,  assisted  by  the  pattern  maker  and 
endorsed  by  the  retailer  because  the  public  demands 
innovations.  As  to  the  retailers  loss  in  profits  the 
public  has  to  pay  for  it,  because  larger  margins  are 
demanded  on  novelties  than  are  asked  for  in  staple 
lines. 

Manufacturers'  Opinions 
Getty  &  Scott,  Limited,  Gait,  Out.,  consider  that 
the  question  is  a  somewhat  difficult  one  to  answer. 
From  a  manufacturing  standpoint  changes  in  style  are 
an  added  expense  and  must  be  taken  care  of  in  the 
price  of  the  product.  Therefore  it  follows  that  less 
frequent  changes  would  mean  lower  production  prices. 
The  difficulty  comes  however,  that  those  firms  who 
get  the  business  and  are  the  most  successful,  are  the 
ones  who  are  producing  that  which  the  public  de- 
mands. After  all  it  is  the  public  who  demand  the 
style  and  the  successful  manufacturer  in  the  higher 
grades  of  shoes  is  the  one  whose  instinct  tells  him 
the  drift  of  things  in  the  world  of  fashion.  There  is 
a  tendency  no  doubt  in  the  matter  ot  styles,  to  run 
to  extremes  at  times,  but  the  most  successful  manu- 
facturer does  not  do  this. 

Last  and  Pattern  People  Responsible 
The   Hartt   Boot   and   Shoe   Company,  Limited, 

Fredericton,  N.B.,  believe  the  pattern  and  last  manu- 


facturers are  responsible  for  these  changes.  Once  the 
changes  are  offered  to  the  manufacturer,  there  are 
many  manufacturers  who  will  adopt  them,  feeling  that 
if  they  do  not,  their  competitors  very  likely  will  and 
that  they  should  be  in  a  position  to  compete  with 
them.  The  same  thing  follows  right  straight  down 
the  line.  The  retailer  looks  at  this  question  from  the 
same  point  of  view,  so,  to  get  back  to  the  basis  of  it, 
the  pattern  and  last  people  are  the  responsible  parties. 

Blames  Retailer 
Elie  Jobin,  Limited,  shoe  manufacturer-,  Quebec, 
P.Q.,  write: — "The  last  manufacturer  comes  in  with 
new  lasts,  other  shoe  manufacturers  buy  them  and 
we  have  to  do  the  same  or  lose  our  trade.  Tf  we  send 
our  travellers  out  with  samples  made  on  the  same 
lasts  as  last  year,  customers  would  say,  as  they  have 
already  said,  "You  have  the  same  lasts  as  last  season. 
You  don't  make  any  change.  We  have  seen  goods 
made  on  new  lasts  and  if  we  can't  get  them  from 
you  we  will  have  to  buy  where  we  can  get  them." 

The  Jorolemon-Oliver  Company,  Rochester,  X.Y.. 
say  that  they  believe  the  retailer  is  frequently  the 
primary  cause  of  the  numerous  changes,  for  it  is  very 
often  his  first  question,  "What  have  you  new  this 
time?  Tin's  of  course,  leads  the  salesman  to  be  con- 
tinually looking  for  new  things  to  take  out  and  so 
the  staple  numbers  are  pushed  aside. 

They  most  emphatically  state  that  the  staple  line 
is  by  far  the  better,  for  the  lasts  and  patterns  are  more 
uniform  and  one  would  not  have  the  many  left-overs 
which  occur  with  the  novelty  line.  Until  each  manu- 
facturer ceases  trying  to  outdo  the  other  fellow  and 
all  work  together,  they  do  not  see  how  the  matter 
will  be  much  benefitted. 

The  Slater  Shoe  Company,  Limited,  of  Montreal. 

state  that  they  do  not  consider  that  frequent  changes 
in  footwear  styles  are  profitable  either  to  the  manu- 
facturer or  retailer.  The  last  and  pattern  makers  are 
responsible  for  the  multiplicity  of  styles,  but,  as  man- 
ufacturers, they  would  certainly  prefer  to  adhere  to 
more  staple  lines. 

Prevents  Trade  Becoming  Stagnant 
E.  T.  Wright  &  Co.,  Rockland,  Mass.,  and  St. 
Thomas,  Out.,  believe  that  the  average  shoe  retailer 
can  find  at  any  time  staple  styles  enough  to  profit- 
ably carry  on  his  business  if  he  wishes  to  do  so,  but 
that  the  same  time  he  likes  to  have  modern,  snappy, 
up-to-the-minute  styles  for  his  trade.  Unless  the 
shoe  manufacturers,  in  conjunction  with  the  leather 
men  and  retailers,  keep  everlastingly  at  the  problem 
trying  to  have  modern  styles  and  new  ideas  to  present 
to  the  trade,  it  would  soon  become  stagnant. 

To  their  mind  it  was  the  bringing  out  of  these  ad- 
vance novelties  that  has  added  much  to  the  prosperity 
of  the  business  for  the  past  eight  or  ten  years,  many 
of  which  have  become  as  staple  as  wheat. 

Fisk,  Limited,  leather  manufacturers,  Montreal, 
say  that  as  they  are  neither  shoe  manufacturers  nor 
shoe  buyers  they  are  not  in  a  position  to  give  an 
expert  opinion  on  who  is  responsible  for  the  freakish 
nondescripts  called  shoes  which  we  see  about.  Thev 
can  only  wonder  how  people  of  seeming  intelligence 
can  bear  to  be  seen  with  such  silly  atrocities  on  their 
feet. 

The  General  Public  Causes  Style  Changes 
The  Robert  Taylor  Company,  Limited,  wholesal- 
ers of  Halifax,  N.S.,  say: — "With  reference  to  fre- 
quent changes  in  footwear  styles,  we  would  say  that 
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we  think  these  frequent  changes  are  very  unprofitable 
to  the  manufacturer  as  well  as  the  retailer.  They 
cost  the  manufacturer  a  lot  of  money  to  fit  up  for 
them  and  he  just  about  gets  well  organized  to  make 
shoes  on  this  style  and  lasts,  when  along  comes  an- 
other change,  necessitating  a  further  outlay ;  while 
the  retailer  hardly  gets  stock  of  one  style  or  line  be- 
fore the  other  one  is  on  top  of  him,  and  it  is  a  very 
difficult  matter  for  him  to  sell  the  old  style  once  he 
has  got  the  new. 

"In  our  opinion  the  general  public  is  to  a  certain 
extent  responsible  for  the  many  sudden  changes  in 
style,  as  the  demand  in  all  wearing  apparel  is  for 
constant  change.  Last  makers  are  also  responsible 
for  a  good  deal  of  it,  as  by  inducing  the  manufac- 
turers to  make  these  changes  they  do  a  very  much 
larger  business. 

"Speaking  for  ourselves,  we  certainly  would  prefer 
the  introduction  of  a  good  staple  last  and  style  in 
footwear,  a  last  .that  would  give  comfort  and  ease  to 
the  wearer  and  something  less  freakish  in  the  way 
of  styles.  That  is  a  very  difficult  question  of  course 
to  handle,  as  every  manufacturer  and  pattern  maker 
has  his  own  idea  as  to  what  he  would  like  to  put  out, 
and  even  if  manufacturers  could  get  together  to 
a  certain  extent  on  this  question,  it  would  still  be  a 
pretty  difficult  one." 

The  Last  Maker's  Side  of  the  Argument 

The  Boston  Last  Company,  of  Richmond,  Que., 
say  that  the  fixing  of  the  blame  for  the  frequent  foot- 
wear style  changes  is  a  very  complex  question  and 
would  require  considerable  analyzing  to  give  a  defin- 
ite and  intelligent  answer.  They  are  last  makers  and 
willingly  take  any  blame  for  being  able  to  produce  a 
style  that  brings  grist  to  their  mill,  at  the  same  time 
they  can  only  get  the  grist  by  producing  something 
that  meets  the  requirements  of  the  trade  and  becomes 
a"  popular  seller  for  the  manufacturer  and  retailer. 

The  progressive  and  up-to-date  manufacturers  are 
continually  looking  for  new  styles  and  will  even  try 
to  patch  up  an  old  last  to  product  something  a  little 
different  from  what  they  have  been  running  on.  It 
is  a  known  fact  that  to  some  considerable  extent  the 
volume  of  shoe  business  is  done  on  style.  Two  boots 
equal  in  stock  and  finish,  the  one  made  on  a  last  of, 
say  two  years  ago,  the  other  on  a  new  up-to-date  one. 
The  new  last  will  sell  nine  times  out  of  ten,  even  at 
an  advanced  price,  while  the  other  remains  on  the 
shelf  and  this  is  becoming  more  and  more  the  case 
as  time  goes  on.  The  tendency  seems  to  be  as  the 
country  becomes  more  prosperous  to  demand  changes, 
not  always  more  style,  but  something'  new.  If  they 
cannot  get  it  in  lasts,  they  look  for  new  colors  in 
leathers,  new  styles  in  upper  patterns,  etc.  This 
means  business  all  around  to  the  retailer,  jobber,  man- 
ufacturer and  last  maker.  They  do  not  pretend  that 
the  last  makers  do  not  get  perhaps  more  than  an  equal 
share  of  the  business  when  changes  are  frequent,  nor 
do  they  pretend  that  more  boots  are  worn  when 
changes  are  continually  being  made,  but  they  do  con- 
sider that  the  up-to-the-minute  manufacturer  gets  the 
volume  of  trade  and  increases  his  output,  at  the  ex- 
pense, perhaps,  of  the  manufacturer  who  is  not  on 
the  look-out  for  new  styles. 

All  this  may  work  to  the  disadvantage  of  the 
smaller  dealer  and  manufacturer,  largely  from  the  fact 
that  when  new  styles  are  put  out  by  the  larger  mak- 
ers, they  get  the  business  and  the  other  man  has  to 
follow  at  this  extra  expense,  or  confine  his  business  to 
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a  lower  and  cheaper  grade  of  work.  His  output  being 
small  makes  the  percentage  of  cost  larger  than  it  is 
to  the  larger  manufacturer,  but  the  only  way  to  be- 
come large  is  to  get  after  the  new  styles  and  keep 
as  near  as  possible  up-to-date. 

There  are  factories  where  there  are  thousands  of 
pairs  of  lasts  dead,  not  a  pair  of  boots  being  made 
on  them  and  two  years  ago  they  could  not  get  enough 
of  them.  This,  of  course,  is  a  loss  and  increases  the 
cost  of  manufacturing,  but  this  firm  hardly  think  the 
consumer  has  much  of  it  to  pay.  The  loss  is  largely 
borne  by  the  manufacturer.  The  increase  in  price  of 
boots  to-day,  they  are  satisfied,  is  largely  owing  to  the 
advance  in  prices  of  leather  and  other  material,  all  of 
which  has  gone  up  in  price  ;  in  fact,  they  do  not  be- 
lieve that  the  increased  price  in  boots  covers  this 
extra  cost  of  material  without  one  cent  being  allowed 
to  cover  any  of  the  extra  cost  of  lasts  as  com- 
plained of. 

The  same  applies  to  all  lines  of  trade.  To-day 
the  demand  is  for  something  new,  dress  fabrics  and 
all  wearing  material  must  be  new.  If  you  are  look- 
ing for  a  fountain  pen,  or  safety  razor,  or  a  tie,  you 
want  the  very  newest,  and  surely  a  man  or  woman 
wearing  a  hat  in  style  five  years  ago  would  be  a  sight, 
in  fact  we  cannot  think  of  wearing  anything  that  is 
not  the  very  latest  production  and  the  same  applies 
to  boots  and  shoes. 

In  a  way  and  to  some  extent  the  last  maker  may 
be  considered  a  party  to  the  changes  in  the  boot  and 
shoe  styles  caused  by  the  demand  of  the  general  pub- 
lic for  something  new  and  he  would  soon  be  out  of 
business  if  he  were  not  able  and  did  not  supply  this 
demand.  These  changes  in  style  are  a  source 
of  expense  to  the  manufacturer,  but  are  his  principal 
means  of  increasing  his  business  and  establishing  him- 
self as  a  progressive  and  up-to-date  manufacturer, 
which,  in  the  end,  makes  his  output  profitable. 

The  firm  is  of  the  opinion  that  the  desire  of  the 
consumer  has  everything  to  do  with  the  changes  in 
lasts ;  it  is  based  as  is  everything  else  on  supply  and 
demand. 

Beneficial  to  the  Trade 

The  Mawhinney  Last  Company,  Brockton,  Mass., 
write  us  as  follows : — "We  are  very  much  aware  of 
the  fact  that  the  last  maker  frequently  receives  the 
blame  for  frequent  changes  in  styles  of  footwear.  We 
do  not  consider,  however,  that  the  last  manufacturer 
is  responsible  for  the  multiplicity  of  styles,  for  the 
reason  that,  while  he  undoubtedly  produces  these 
styles,  he  does  so  in  response  to  the  continual  demand 
of  his  customers  to  show  them  something  new  and 
snappy. 

"We  believe  that  the  great  variety  of  styles  is  the 
direct  result  of  the  activity  and  competition  in  the 
shoe  manufacturing  industry,  taken  as  a  whole,  and 
do  not  think  that  the  blame  could  be  placed  on  any- 
one connected  with  this  industry  unless  it  is  the  pur- 
chaser of  the  goods.  In  this,  as  in  other  lines  it  is  the 
effort  of  the  designer  to  produce  something  that 
would  be  satisfactory  to  the  consumer,  and  if  the  con- 
sumer wished  only  one  style  of  shoe  there  would  be 
no  market  for  the  variety  of  styles  now  produced. 
If  the  consumer  wishes  a  large  variety  of  shoes,  which 
is  manifestly  the  case,  it  would  be  a  very  poor  busi- 
ness policy  for  any  merchant  or  manufacturer,  or  last 
maker  to  try  and  sell  him  something  that  he  did  not 
want. 

"We  believe  that  the  frequent  changes  in  style  are 
beneficial  to  the  trade  in  general  although  there  are 
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undoubtedly  individual  cases  where  some  stock  has 
become  unsaleable  and  perhaps  closed  out  at  a  loss, 
such  cases,  however,  we  believe  to  be  more  than  over- 
balanced by  the  activity  imparted  to  the  shoe  trade 
by  the  variety  of  styles.  We  have  heard  of  specific 
cases  where  during  dull  times  practically  the  only 
business  was  on  some  radical  shape,  and  this  business 
although  it  may  have  expensive  features  is  surely 
better  than  idleness. 

"As  above  stated  we  believe  the  desire  of  the  ulti- 
mate consumer  to  have  something  new  or  novel  is 
the  real  force  which  results  in  the  conditions  which 
form  the  subject  of  these  remarks.  The  last  maker 
is  only  a  'spoke  in  the  wheel,'  he  frequently  receives 
blame  for  unpleasant  features  which  develop  from 
time  to  time.  It  seems  to  be  a  rather  common  prac- 
tice when  misfortunes  occur  to  blame  someone  for 
them  whether  they  deserve  it  or  not,  and  in  this  way 
the  last  maker  is  censured  for  matters  that  are  entirely 
beyond  his  control,  although  to  be  sure  he  does  make 
the  new  styles  which  are  being  unjustly  criticized. 

"It  would  be  a  very  odd  state  of  affairs  if  the  last 
maker  should,  when  approached  by  the  shoe  manufac- 
ture for  new  styles,  tell  him  that  he  had  decided  there 
were  too  many  styles  now  on  the  market  and  had  de- 
cided not  to  make  any  new  ones.  This  would  be 
ridiculous  and  the  result  would  be  that  the  shoe  man- 
ufacturer would  go  to  a  more  enterprising  last  manu- 
facturer who  had  an  attractive  line  of  new  samples. 
The  same  thing  would  be  true  of  the  shoe  manufac- 
turer in  his  dealings  with  the  retailer.  If  he  were  un- 
able to  keep  up  with  the  procession  the  retailer  would 
probably  take  his  business  to  someone  who  was  able 
to.  The  way  to  avoid  the  multiplicity  of  styles  is  to 
educate  the  consumer  of  shoes  to  believe  that  he  de- 
sires only  one  style. 

Manufacturer  Must  Buy  New  Lasts  Continually 

Robin  Bros.,  last  manufacturers,  Montreal,  express 
the  following  opinions  on  the  subject: — "We  have 
never  heard  anyone  complain  because  of  the  frequency 
of  style  changes,  but  we  are  willing  to  take  it  up 
and  give  our  opinion  about  it,  if  it  is  only  to  try 
and  remove  from  those  concerned  the  idea  that  we 
are  to  blame  for  it. 

"To  start  with  we  will  first  specify  that  all  those 
changes  of  style  don't  really  affect  the  shoe  manuiac- 
turer.  It  costs  quite  a  lot  of  money  to  put  in  new 
lasts,  new  dies,  new  patterns,  etc.,  but  they  must  have 
these  if  they  want  to  make  shoes  and  these  lasts  and 
dies  are  not  made-for-ever-goods — there  comes  a  time 
when  they  have  to  join  the  scrap  pile.  It  does  not 
cost  the  manufacturer  any  more  for  a  new  style  tast 
than  it  would  for  an  old  style  if  they  had  to  have  it 
made.  The  retailer  does  not  probably  know  that  some 
boots  and  shoes  factories  in  Canada  have  as  many  as 
five  thousand  pairs  of  lasts  on  a  one  style  and  width, 
and  if  they  have  so  many  lasts  as  that  on  one  style 
it  is  easy  to  understand  that  they  wanted  that  many 
to  fill  out  their  orders,  while  if  they  had  had  orders 
to  use  this  amount  of  lasts  on  three  or  four  styles  it 
wouldn't  have  cost  any  more  money  for  lasts. 

"To  our  point  of  view  this  is  a  mighty  good  thing, 
as  it  sometimes  saves  the  trade  to  the  shoe  manufac- 
turer. When  the  factory  has  been  busy  a  whole  sea- 
son specially  on  a  few  lasts,  all  the  patterns,  dies  and 
lasts  have  stood  a  very  severe  test,  in  some  cases  the 
curves  has  been  partly  scraped  off  by  the  knife  of  the 
cutter  on  the  patterns.  Some  of  your  readers  have 
probably  often  heard  of  a  foreman  in  a  cutting  de- 
partment ordering  to  cut  half  a  size  up  on  some  pat- 


terns, although  they  were  coming  out  fine  when  first 
in  use;  the  dies  are  sprung  in  some  cases,  on  the  last 
the  style  has  been  hammered  off  very  often.  Then 
everything  has  paid  for  itself,  so  it  is  a  very  good 
thing  that  a  new  last  comes  along  as  all  the  old  stuff 
is  discarded. 

"Now,  the  retailer  himself  is  the  first  to  call  for  a 
new  style.  If  the  firm  that  supplies  him  hasn't  got 
it  he  will  go  somewhere  else  to  buy  it,  even  to  the 
United  States.  We  therefore  believe  it  is  useless  to 
blame  anybody  for  that  state  of  affairs  as  the  manu- 
facturer will  get  a  new  style  because  he  is  in  need  of 
lasts,  the  retailer  will  buy  it  to  promote  his  sales 
and,  in  the  end,  the  consumer  will  be  more  satisfied, 
as  he  is  the  fellow  that  does  not  care  about  paying, 
if  he  gets  what  he  thinks  is  more  suitable  to  his  com- 
fort and  taste ;  so  better  let  the  things  stand  thai 
way.  We  presume  that  the  matter  of  standardizing 
in  anything  was  never  done  and  won't  be  done  for  a 
good  while,  or  as  long  as  the  women  have  their  word 
to  say." 

Manufacturer  Most  to  Blame 
Mr.  A.  E.  Cumming,  proprietor  of  the  Lyn  Last 
Works,  Lyn,  Ont.,  considers  that  both  the  last  manu- 
facturer and  shoe  manufacturer  are  responsible  for 
the  frequency  of  footwear  style  changes,  but  that  the 
latter  is  most  to  blame.  When  the  big  shoe  manu- 
facturers in  the  United  States  want  to  get  up  some- 
thing new,  the  last  makers  are  very  willing  to  assist, 
and  then  the  other  smaller  shoe  manufacturers  have 
to  follow  suit  in  order  to  be  up  to  the  much  adver- 
tised goods  of  the  big  makers.  The  big  shoe  manu- 
facturers of  the  United  States  dictate  what  shall  be 
new  and  "up-to-date." 

The  Granby  Rubber  Company,  Limited,  of  Gran  by, 
Que.,  manufacturer  lasts  over  which  rubber  boots  and 
shoes  are  made.  They  are  not  creators  of  styles,  but 
followers  of  those  which  are  made  for  leather  shoes. 
They  are  obliged  to  make  a  last  over  which  to  make 
a  rubber  that  will  fit  the  greatest  number  of  styles  in 
leather  footwear  and  do  not  pretend  to  make  rubber 
lasts  that  would  fit  every  style  of  leather  shoe  pro- 
duced. 

A  Hard  Question  to  Answer 
The  Dominion  Last  Works,  Quebec,  P.Q.,  when 
interviewed  expressed  themselves  as  follows: — "This 
is  a  hard  question  to  answer.  Nearly  all  last  factor- 
ies have  one  or  more  model  makers  whose  business  it 
is  to  work  out  new  styles  for  the  shoe  manufactur- 
ers and  these  are  always  high  priced  men.  New 
styles  are  submitted  to  the  shoe  manufacturer,  who 
tries  them  out  and  shows  them  to  the  retailer.  If 
the  latter  approve  of  the  style  he  orders  shoes  made 
on  them  and  then  the  manufacturer  has  to  order  the 
lasts.  You  can  thus  see  that  it  is  pretty  hard  to 
place  the  blame.  The  last  maker,  shoe  manufacturer 
and  retailer  are  all  anxious  to  get  out  something  new 
that  will  sell.  Personally  we  think  the  last  maker  a 
little  more  to  blame  than  the  others,  but  this  is  only 
our  opinion." 


If  you  do  not  read  the  advertising  pages  in  your 
trade  paper  you  miss  a  part  that  is  as  valuable  as  any- 
thing in  it. 


Everybody  connected  with  the  store  forgets 
once  in  a  while  and  nobody  ever  forgets  so  that  the 
store  makes  money  by  it.  Get  a  check  on  your  cash 
system. 
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JAMES    ROBINSON  — WHOLESALER 


It  will  be  hard  to  find  any  more  busy  man  in 
Montreal  than  Mr.  James  Robinson,  boot  and  shoe 
jobber,  manufacturer  of  rubbers,  alderman,  and  di- 
rector of  numerous  companies.  It  is  manifest  that  a 
man  with  so  many  varied  interests  has  not  much 
leisure  time,  and  as  a  fact  the  same  restless  energy 
which  has  resulted  in  the  building  up  of  a  big  busi- 
ness is  shown  in  the  departments  of  civic  and  com- 
mercial life  in  which  he  is  engaged.  Mr.  Robinson 
was  born  in  Montreal  in 
1856,  and  has  resided  in 
that  city  all  his  life.  His 
father  and  mother  were 
Canadians  of  English  an- 
cestry. After  being  edu- 
cated in  Montreal,  he 
early  set  to  work,  and 
joined  the  staff  of  Ames 
Holden  and  Company. 
From  there  he  went,  as 
a  traveller,  to  the  firm  of 
the  late  Hon.  G.  Bresse, 
of  Quebec,  and  in  1885 
started  for  himself  in  the 
boot  business  in  Montreal 
by  opening  an  office  in 
his  own  home.  Then,  as 
trade  increased,  he  se- 
cured a  small  store,  and 
in  1896  removed  to  his 
present  premises  at  184 
and  186  McGill  street, 
which,  with  some  of  the 
adjoining  property,  he 
now  owns. 

His  business  of  jobber 
is  a  large  and  growing 
one,  and  Mr.  Robinson 
has  substantial  interests 
in  the  manufacture  of 
boots  and  shoes  as  well 
as  rubbers.  He  organ- 
ized the  Maple  Leaf  Rub- 
ber Company,  of  Port 
Dalhousie,  Ont.,  of  which 
he  was  president  14  years, 
up  to  the  time  it  was  sold 
to  the  Canadian  Consoli- 
dated Rubber  Co.  He 
then,  in  conjunction  with 

leading  wholesalers  in  Toronto,  Winnipeg,  and  Lon- 
don organized  the  Independent  Rubber  Co.  of  Mer- 
riton,  Ont.,  and  is  president  of  that  concern. 

As  an  indication  of  the  wideness  of  Mr.  Robin- 
son's interests  it  may  be  mentioned  that  he  is  presi- 
dent of  the  following :  Minndie  Coal  Company,  Nova 
Scotia ;  Dorchester  Electric  Light  Company,  Quebec ; 
Wholesale  Boot  and  Shoe  Association  of  Canada ;  Rub- 
ber Jobbers  Association  of  Canada ;  Royal  Realty 
Company,  Montreal,  and  Securities  Realty  Company, 
Montreal.  He  is  a  life  member  of  the  Montreal  Ama- 
teur Athletic  Association  and  of  the  St.  Denis  Club, 
a  life  governor  of  the  Montreal  General  Hospital  and 
of  the  House  of  Industry  and  Refuge,  and  vice-presi- 


Mr.  James  Robinson 


dent  of  the  Laurentian  Sanitarium.  Mr.  Robinson  is 
also  a  member  of  the  Protestant  School  Board,  was 
twice  elected  president  of  the  Dominion  Commercial 
Travellers'  Association,  and  is  Honorary  Vice-presi- 
dent of  St.  Luke's  Hospital. 

For  several  years  Mr.  Robinson  has  been  a  mem- 
ber of  the  Montreal  City  Council,  sitting  for  the  St. 
Lawrence  ward,  and  at  the  last  election  the  candidate 
who  opposed  him  lost  his  deposit — a  strong  testimony 

to  the  popularity  of  the 
sitting  member.  He  is  a 
strong  fighter  for  the 
pure  administration  of 
civic  affairs,  and  took  a 
determined  stand  against 
those  elements  in  the 
council  which  favored  the 
patronage  system,  with 
its  corrupting  influence. 
In  him  the  agitation  for  a 
cleaner  civic  government 
found  a  strenuous  sup- 
porter, and  he  did  much 
to  rid  the  city  of  a  party 
whose  operations  were 
not  above  suspicion.  In 
politics  Mr.  Robinson  is 
a  Conservative,  but  has 
declined  to  stand  for  Par- 
liament, having  quite 
enough  to  do  without  en- 
tering upon  the  thorny 
path  which  a  member  of 
the  Federal  House  has  to 
walk. 

Thus  business,  muni- 
cipal affairs  and  local  pol- 
itics have  claims  on  his 
time,  and  it  is  not  too 
much  to  say  that  he  has 
made  his  mark  in  all 
three,  although  in  politics 
he  does  not  cut  a  very 
big  figure,  except  at  elec- 
tion times,  when  he  is  al- 
ways in  the  thick  of  the 
fight.  Mr.  Robinson  has 
had  the  advantage  of  be- 
ing a  fairly  wide  traveller, 
and  recently  paid  a  pro- 
longed visit  to  the  European  Continent,  partly  on  ac- 
count of  his  health,  which  for  a  time  was  not  very 
satisfactory.  Montreal  is  now  having  a  real  estate 
boom,  and  Mr.  Robinson  is  credited  with  being  a  very 
shrewd  buyer  of  property  and  with  having  made  a 
nice  little  sum  out  of  many  deals.  He  is  the  proud 
possessor  of  a  nice  auto,  without  which  he  would 
probably  find  it  difficult  to  fulfil  his  numerous  en- 


The  mail  order  houses  get  their  business  by  ask- 
ing the  farmers  to  buy  from  them.  Are  you  asking 
the  farmers  for  their  trade  as  often  as  the  mail  order 
houses  are? 
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What  the  Shoemen  of  the  "Ambitious  City"  are  Doing  and 
Saying — Up-to-date  Business  Methods  that  Bring  Results 


A  representative  of  Footwear  in  Canada  was  in 
Hamilton  recently  and  looked  in  upon  a  number  of  the 
retail  shoe  merchants.  He  found  trade  very  brisk, 
and  the  retailers  in  general  enthusiastic  and  optimis- 
tic over  the  prospects  for  the  coming  season. 

The  first  store  visited  was  that  of  Mr.  J.  D.  Climie, 
who  is  one  of  the  best  known  of  Hamilton  shoe  re- 
tailers, having  been  in  the  business  for  over  thirty 
years.  As  would  naturally  be  supposed,  the  bulk  (if 
his  business  is  family  trade,  carried  on  with  regular 
customers,  who  have  dealt  with  him  for  years.  He 
has  a  very  modern  and  up-to-date  store.  The  shelving 
is  on  the  two  carton  system,  and  is  carried  to  the 
ceiling,  bicycle  ladders  being  used  for  reaching  the 
upper  shelves.  Two  rows  of  settees  run  down  the 
centre  of  the  floor  and  the  metal  ceiling  is  painted 
white. 

Mr.  Climie  believes  in  displaying  shoes  inside  the 
store,  as  well  as  in  the  show  windows  and  along  the 


wall  on  both  sides,  on  the  vertical  carton  divisions,  are 
attached  shoe  stands  upon  which  the  shoes  displayed 
in  the  windows  are  shown.  Thus,  if  a  customer  sees 
something  that  attracts  his  attention  in  the  window, 
upon  entering  the  store  and  looking  around  he  can 
readily  show  it  to  the  clerk.  Mr.  Climie  does  a  con- 
siderable repair  trade,  but  does  not  derive  much  profit 
therefrom,  this  being  considered  merely  as  an  accom- 
modation to  his  customers.  He  reports  business  this 
season  better  than  ever  before  in  his  history. 

Shoe  Prices  Vary 

Speaking  of  shoe  prices,  Mr.  Climie  stated  that 
practically  every  Canadian  firm  whose  lines  he  hand- 
led, had  increased  their  prices,  though  there  was  some 
difference  in  the  percentage  of  increase.  One  concern 
that  makes  both  medium  and  high  grade  shoes,  sold 
him  shoes  at  the  same  rate  as  last  season,  but  made 
the  proviso  that  he  must  purchase  more  of  the  higher 
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grade.  One  thing  that  he  cannot  understand  is  that 
although  shoe  prices  have  been  increased  by  the  Can- 
adian firms,  those  from  the  United  States,  whose  lines 
he  handles,  have  not  been  increased. 

"One  of  the  partners  in  a  prominent  firm  of  United 
States  shoe  manufacturers  whose  lines  I  handle,  call- 
ed at  my  shop  the  other  day,"  stated  Mr.  Climie,  "and 
I  expressed  my  surprise  that  although  the  prices  of 
leather  and  all  materials  that  go  to  make  up  a  shoe, 
together  with  wages,  rent,  etc.,  had  all  increased,  and 
that  notwithstanding  the  fact  that  it  was  generally 
reported  that  the  shoe  manufacturers  were  increasing 
their  prices,  he  offered  his  lines  at  the  same  rate 
as  last  season.  I  told  him  that  I  could  not  understand 
this,  and  asked  him  point  blank,  if  he  was  not  taking 
something  from  the  shoe,  which  would  perhaps  not  be 
apparent,  but  which  would  lessen  its  value  as  well  as 
its  cost  to  the  firm.  He  replied  that  his  shoes  were 
the  same  standard  of  value  as  before,  and  that  no- 
thing had  been. taken  out.  There  were  one  or  two  lit- 
tle differences  in  some  lines,  however,  which  he  point- 
ed out  to  me,  by  which  he  effected  a  small  saving.  For 
instance,  some  of  the  shoes  which  arrived  formerly 
fitted  with  silk  laces  had  only  cotton  ones,  and  in  one 
line  the  calf  skin  top  had  been  changed  to  matte  calf, 
which  comes  cheaper  to  the  manufacturer,  and  wears 
and  looks  just  as  well.  These  were  the  only  differ- 
ences I  could  find,  and  was  assured  by  the  manufac- 
turer that  the  shoes  were  up  to  the  same  standard  as 
formerly." 

Uneven  Prices 

Mr.  Climie  believes  in  uneven  prices  and  uses  them 
extensively.  He  finds  he  can  make  a  good  profit  and 
sell  more  shoes  that  way.  People  are  fond  of  bargains, 
and  the  sight  of  a  price-ticket  on  a  pair  of  shoes  mark- 
ed at  an  uneven  price  leaves  the  impression  of  a  bar- 
gain. He  does  an  extensive  trade  in  his  findings  de- 
partment. 

Shoe  Business  Requires  Capital 
Mr.  Robert  Wilson,  King  street  east,  is  the  oldest 
of  all  Hamilton  shoe  retailers,  having  been  in  this 
business  for  forty-nine  years.  His  son,  Mr.  A.  L. 
Wilson,  is  in  partnership  with  him.  Their  present 
store  is  the  fifth  they  have  been  in  in  Hamilton.  This 
firm  makes  a  specialty  of  the  "Invictus"  shoe  and  sells 
more  of  this  particular  brand  than  does  any  other  Ham- 
ilton shoe  store  of  any  one  line.  They  have  big  sales 
in  their  findings  department  and  say  that  it  pays  to 
give  space  to  findings  displays.  Over  the  store  they 
have  a  large  stock  room.  Mr.  A.  L.  Wilson  says  that 
it  is  impossible,  now-a-days,  for  a  man  with  less  than 

$4,000  capital  to  succeed  in 
the  retail  shoe  business ;  and 
that  even  with  this  he  must 
have  experience  and  the 
necessary  business  qualities 
to  win.  It  costs  more  in  ex- 
nenses  in  every  way  than 
formerly,  rents,  etc.,  are 
double  what  they  were  four 
years  ago.  A  great  deal  of 
the  profits  of  their  firm  are 
made  in  discounts. 

A  New  Store 

The  City  Hall  Shoe  Store, 

36  James  street  north,  which 
has  only  been  opened  two 
Mr.  H.  Hanes  months,    being    formerly  at 


30  James  street  north,  have  a  fine,  commodious 
and  well  fitted  store  and  carry  medium  grades  of  foot- 
wear. Mr.  H.  Hanes,  the  manager,  reports  that  the 
wet  weather  they  have  had  recently  has  been  bringing 
them  in  a  large  increase  in  trade.  This  store  is  one  of 
a  group  owned  by  Mr.  J.  Leslie. 

Good  Cartoning  System 
The  Cash  Shoe  Store,  King  Street  East,  is  one  of 
the  most  scientifically  managed  shoe  stores  in  Can- 
ada.   The  shelving  is  on  the  two  carton  system  with 
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bicycle  ladders.  The  cartons  are  all  in  white,  which 
harmonizes  perfectly  with  the  white  metallic  ceiling 
and  makes  the  interior  of  the  store  lighter  than  would 
be  the  case  with  a  duller  hue.  A  ledge  runs  round  the 
store  for  convenience  in  placing  cartons  when  fitting 
on  shoes.  The  interior  of  the  store  is  lighted  with 
twenty-four  large  tungsten  lights  and  the  floor  space 
is  twenty-five  feet  wide  by  one  hundred  and  twenty- 
three  feet  deep.  The  windows  are  lighted  with  four 
large  tungsten  lights,  these  being,  as  are  also  those 
in  the  interior  of  the  store,  of  one  hundred  and  fifty 
candle  power.  Five  tables  are  placed  crosswise  down 
the  length  of  the  store  and  on  these  footwear  and  find- 
ings are  displayed.  Suitable  show  cards  are  used  to 
attract  attention.  Between  the  tables  are  double  rows 
of  chairs.  In  the  basement  is  an  exceptionally  large 
stock-room  where  everything  is  stored  under  a  system 
which  enables  the  goods  wanted  to  be  located  and  got 
at,  at  once. 

The  footwear  in  this  establishment  is  under  a  most 
convenient  system  of  cartoning,  rubbers  being  placed 
under  the  shoes  they  will  fit.  All  the  men's  footwear 
is  in  one  section,  and  the  women's,  misses',  boys'  and 
children's,  etc.,  have  sections  of  their  own.  The  men's 
section  is  divided  up  into  other  subdivisions,  the  first 
containing  men's  gunmetal,  which  is  still  further  di- 
vided into  buttons,  blucher,  etc.,  which  are  again 
graded  according  to  price.  This  system  also  pertains 
to  the  other  departments  and  a  clerk,  if  asked  for  a 
men's  gunmetal  blucher,  a  women's  patent  pump,  or 
any  other  grade  or  style  of  footwear,  knows  where  to 
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place  his  hand  on  it  at  once,  and  also  can  locate  the 
rubbers  suitable  to  it.  The  prices  also  run  from  the 
front  to  the  back,  the  higher  priced  shoes  being  placed 
in  that  part  of  their  section  which  is  nearest  to  the 
entrance  and  the  lowest  towards  the  further  end.  The 
sizes  run  in  the  same  way  from  front  to  hack  in  their 
sections.  The  numbers  on  the  carton  gives  the  style  of 
shoe  and  price,  while  the  system  of  numbering  is  so 
simple  and  comprehensive  that  it  saves  considerable 
book-keeping  and  the  company  are  able  to  give  the 
public  the  benefit  of  this  saving.^They  do  not  send 
nut  goods  on  approbation. 

Big  Sale  for  Spats  and  Gaiters 

Smith  &  Rickards  opened  their  store  at  22  King 
street  west  about  a  year  ago,  being  near  the  site  of 
the  old  Slater  Shoe  Store.  A  great  feature  is  made 
of  club  bags  and  suit  cases,  which  Mr.  Smith  says  are 
very  profitable  investments,  indeed.  Their  findings 
department  also  adds  considerably  to  the  store's  in- 
come. Findings  are  displayed  on  a  table  near  the 
entrance  to  the  store  as  well  as  a  show  case  on  the 
wall  outside  the  entrance.  At  this  store  they  have  a 
big  sale  for  spats  and  gaiters,  which  are  worn  largely 
with  oxfords,  which  the  customers  buy  cheap  at  the 
break  of  the  season.  They  have  a  large  children's 
trade  and  carry  many  beautiful  lines  of  soft  sole  foot- 
wear. The  firm  finds  that  while  the  old  saying  that 
accessories  will  sell  themselves  if  properly  displayed, 
is  true,  considerable  may  be  added  to  the  income  of  the 
store  if,  when  a  customer  comes  in  to  be  fitted  for 
shoes,  the  salesman  brings  to  his  notice  accessories 
suggested  by  convenience,  foot  trouble,  or  deformity; 
for  instance,  if  a  customer  is  flat-footed,  the  mere  sug- 
gestion of  an  arch  support,  coupled  with  an  explana- 
tion of  the  benefits  to  be  derived  therefrom,  usually 
brings  about  a  sale.  This  is  also  the  case  with  bunion 
pads,  foot-ease,  and  other  aids  to  foot-comfort,  while 
if  the  customer  is  fastidious  and  is  buying  a  fine  line 
of  footwear,  he  is  generally  easily  induced  to  purchase 
a  pair  of  shoe  trees  to  keep  them  in  shape.  The  mot- 
to of  the  firm  is  "Push  the  Accessories,  for  it  pays  to 
do  so."  Mr.  Smith,  the  senior  partner,  is  an  enthusi- 
astic supporter  of  "Footwear  in  Canada,"  and  inform- 
ed our  representative  that  he  would  not  be  without  it 
for  many  times  the  subscription  price.  The  firm  has 
another  up-to-date  store  on  King  street  east. 
Combines  Forcing  Prices  Up? 

Mr.  John  F.  Shea,  25  King  street  east,  is  one  of 
Hamilton's  oldest  shoe  retailers  and  probably  knows 
the  business  as  well  as  any  man  in  the  "Ambitious 
City,"  and  certainly  gets  at  least  its  fair  share  of  the 
footwear  trade.  The  principal  lines  handled  are  the 
1  lartt,  Queen  Quality,  Astoria  and  Classic  brands.  Mr. 
Shea,  in  common  with  most  other  shoe  retailers,  is 
having  no  trouble  getting  his  rubber  orders  filled  this 
year,  which  is  a  decided  improvement  over  last  fall. 

Mr.  Shea  is  a  man  of  considerable  force  of  char- 
acter, holds  strong  opinions  and  is  not  afraid  to  ex- 
press them.  He  claims  that  combines  and  trusts  are 
the  main  cause  for  the  instability  of  the  leather  market, 
and  the  phenomenal  prices  ruling. 

Big  Profit  in  Leather  Goods 

Mr.  E.  W.  Squires,  the  popular  manager  of  the 
Footwear  Department  of  the  Stanley  Mills  Depart- 
ment Store,  reports  business  brisker  than  it  ever  has 
been  during  the  history  of  the  firm.  There  was  an 
increase  not  only  in  the  footwear  sales,  but  the  de- 
mand for  club  bags  and  suit  cases,  which  are  also  car- 
ried in  this  department,  greatly  exceeded  that  of  pre- 


vious years.  In  fact,  Mr.  Squires  says  that  already 
this  year,  they  have  sold  more  leather  goods  than  in 
any  previous  three  years,  and  about  twenty  per  cent, 
of  the  profit  of  his  department  is  derived  from  this 
source. 

Repairing  is  handled  by  this  department,  but  it  is 
not  done  on  the  premises.  It  is  sent  out  to  a  very 
competent  firm  and  about  twenty  per  cent,  profit  is 
charged.  Mr.  Squires  says  that  although  shoe  prices 
have  gone  up,  they  have  no  trouble  in  getting  their 
prices  from  customers.  He  finds  this  increase  general 
with  all  shoe  manufacturers,  and  considers  that  any 
manufacturer  who  is  selling  at  the  same  prices  as  last 
season  must  of  necessity  be  robbing  the  shoe  and 
skimping  it  in  some  manner  or  other,  in  order  to 
maintain  a  profit.  While  our  representative  was  in 
the  shop  a  letter  came  to  Mr.  Squires  with  regard  to 
a  repeat  order  which  he  had  sent  to  a  manufacturer 
for  shoes  that  had  formerly  cost  him  $2.50.  This 
stated  that  they  could  not  be  supplied  this  season  at 
less  than  $3.00. 

The  shoe  department  is  at  the  present  time  on  the 
first  floor  and,  of  course,  has  no  show  windows,  al- 
though an  occasional  shoe  trim  is  displayed  in  the 
windows  of  the  store.  This  state  of  affairs  is  to  be 
altered,  however,  next  summer,  when  a  shoe  depart- 
ment will  he  built  in  that  part  of  the  building  facing 
on  James  street,  which  will  have  the  appearance  of  a 
separate  shoe  store.  The  windows  of  this  new  addi- 
tion will  belong  exclusively  to  the  department.  The 
section  of  the  store  to  be  remodelled  is  at  present  de- 
voted to  the  hardware  department.  It  will  be  refitted 
in  the  most  practical  manner  and  the  firm  are  devot- 
ing considerahle  time  and  making  enquiry  in  order  that 
this  department  will  be  as  up-to-date  as  possible,  and 
provided  with  all  the  appurtenances  that  go  to  make 
up  a  modern  and  progressive  shoe  store. 

Premium  for  Sale  of  Findings 
The  Dorothy  Dodd  Shoe  Store,  67  King  street  east, 
handles  almost  exclusively  footwear  made  in  the 
United  States,  which  retails  from  $3.00  to  $7.00,  al- 
though a  few  Canadian-made  shoes  retailing  at  $5.00 
are  carried.  This  store  is  one  of  the  best  planned  and 
fitted  of  its  kind  in  Hamilton,  and  its  manager,  Mr. 
Geo.  Skerrett,  is  one  of  the  most  capable  and  energetic 
young  shoemen  of  that  city.  He  believes  in  pushing 
the  sale  of  his  findings,  and  with  this  in  view  gives  a 
premium  every  month  to  the  clerk  who  makes  the 
biggest  sale  in  this  department.  He  finds  that  this 
method  has  boosted  sales  tremendously  and  produced 
a  healthy  rivalry  among  clerks. 

The  higher  grades  of  footwear  exposed  for  sale  in 
this  store  are  all  made  on  the  English  last,  while  the 
cheaper  qualities  still  retain  the  high  toe.  The  win- 
dows of  this  store  were  exceptionally  well  laid  out 
and  dressed,  and  are  the  only  advertising  employed. 

The  two  carton  system  is  employed  in  this  store, 
bicycle  ladders  being  used  to  reach  the  top  shelves. 
The  metallic  ceiling  is  painted  white,  which  reflects 
the  light  downwards.  The  interior  of  the  store  is 
lighted  with  twenty-four  large  tungsten  lamps.  The 
floor  has  a  cork  carpet  which  is  much  cleaner  than 
rugs  and  has  the  advantage  of  being  sound  proof. 
There  are  no  ledges  attached  to  the  shelving.  The 
front  of  the  store  is  devoted  to  the  hosiery  depart- 
ment. The  greatest  amount  of  business  is  done  in 
women's  and  children's  shoes,  although  men's  are  also 
carried.  This  store  is  fitted  out  with  the  latest  equip- 
ment and  is  up-to-the-minute.  An  illustration  of  the 
interior  will  be  found  on  page  48. 
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Does  it  Pay  to  Have  a  Department  for  This  Purpose  ? — 
Shoemen  Differ  on  This  Point — The  Various  Opinions 


hant 


The  subject  of  shoe  repairing  is  one  upon  which 
shoe  retailer  differ,  many  of  the  leading  men  in  the 
trade  holding  diametrically  opposed  views  in  the  mat- 
ter. Some  consider  that  it  brings  trade  to  the  store, 
to  establish  a  department  for  this  purpose,  while 
others  are  of  the  opinion  that  this  space  can  be  util- 
ized to  better  purpose  if  devoted  to  the  extension  of 
the  retail  end  of  the  business.  On  the  subject  of 
whether  it  is  profitable  or  not  to  do  repairing  at  all, 
opinions  again  differ,  some  shoemen  claiming  that  a 
good  profit  should  be  charged  which  adds  consider- 
able to  the  store's  income,  others  again  treat  the  mat- 
ter as  merely  an  accommodation  to  their  trade  and 
are  quite  satisfied  if  expenses  are  covered,  while  a 
few  maintain  that  they  have  after  careful  trial  of  this 
department,  proved  it  to  be  an  item  of  loss  with 
them,  and  have  therefore  been  compelled  to  abolish  it. 
The  following  opinions  are  from  leading  men  in  the 
trade  from  all  parts  of  Canada  and  should  be  full  of 
interest  and  information  to  our  readers. 

Make  a  Good  Profit 

Carscallen  &  Company,  1267  Bloor  West,  Toronto, 
carry  on  a  large  repairing  business.  They,  however, 
have  not  a  department  in  the  store  for  this  purpose, 
but  send  the  work  out.  Mr.  Carscallen  says  that  he 
finds  the  repairing  end  of  the  business  very  remuner- 
ative. It  adds  no  expense  and  produces  from  $15  to 
$30  a  week  clear  profit.  He  does  one  of  the  largest 
repairing  businesses  in  Toronto  and  gets  twenty  per 
cent,  of  the  profit  from  the  person  to  whom  the  work 
is  sent. 

Mr.  A.  Wellwood,  1250  Bloor  Street  West,  Toron- 
to, has  recently  installed  a  finishing  machine  in  his 
repair  department.  A  section  of  the  basement  is  re- 
served for  this  department  which  produces  a  nice  little 
addition  to  the  profits  of  the  business. 

Small  Man  Should  Send  Work  Out 

Mr.    S.    Corber,    of  the 

Broadway  Shoe  Store,  St. 
Catherine  street  west,  Mon- 
treal, considers  that,  for  the 
smaller  merchant,  it  pays  to 
send  the  work  out,  unless 
he  can  see  his  way  clear  to 
invest  in  a  set  of  machin- 
ery. Many  merchants,  he 
considers,  are  handicapped 
by  lack  of  room  and  are 
therefore  unable  to  instal 
machinery.  Until  such  time 
as  it  is  convenient  to  instal 
a  repairing  department,  he 
is  in  favor  of  receiving  work 
and  sending  it  out,  as  this 
prevents  loss  of  sales  and  customers.  One  point  that 
Mr.  Corber  mentions  in  favor  of  sending  out  repairing 
is  that  when  the  store  has  a  department  of  its  own, 
customers  frequently  come  in  and  wish  all  sorts  of 
minor  repairing  done  gratis,  which  takes  up  time  and 
of  course  brings  in  no  profit. 


Mr.  S.  Corber 


Mr  George  H.  Kembar 


A  Paying  Proposition 

Mr.  Geo.  H.  Kem- 
bar, Creemore,  Ont., 
has  always  carried  on 
a  repair  shop  in  con- 
nection with  his  shoe 
store,  and  finds  it  a 
paying  proposition,  as 
he  gets  the  same  price 
as  if  it  were  done  out- 
side and  very  often 
when  a  customer  is 
waiting  to  have  repairs 
done,  he  can  be  shown 
some  of  the  lines  car- 
ried and  if  a  sale  is  not 
consumated  at  once, 
the  customer  is  at 
least  interested  in  the 
shop  and  the  goods 
carried,  which  may  re- 
sult in  a  purchase  later 
on.  Then  again,  customers  frequently  bring  in  shoes 
that  are  past  repairing  and  when  this  is  pointed  out 
and  suitable  lines  shown  with  a  view  to  replacing 
them,  a  sale  is  generally  the  result. 

"The  most  successful  salesmen,"  says  Mr.  Kembar, 
''are  those  who  have  some  knowledge  of  the  build- 
ing of  a  shoe  or  who  are  in  a  position  to  advise  what 
repairs  are  necessary,  and  this  class  of  clerk  can  only 
be  educated  by  getting  in  touch  with  the  work  when 
it  is  being  done."  On  the  first  of  October  he  advanced 
his  prices  for  repairing  and  now  gets  from  75c.  to 
$1.00  for  half-soling  men's  shoes,  50c.  to  75c.  for 
ladies;'  30c.  for  heeling  men's  and  25c.  for  women's; 
for  nailing  only,  men's' 20c.  to  25c,  ladies'  15c.  "The 
shoe  repair  men,  as  well  as  the  merchants,"  says  Mr. 
Kembar,  "should  not  be  so  jealous  of  each  other,  but 
should  come  together  closer  in  arranging  prices,  and 
so  get  a  fairer  figure  for  their  work,  as  is  the  case  in 
other  trades."  He  has  no  sole  finishing  repairing  ma- 
chinery yet,  but  as  soon  as  he  can  get  continuous 
electric  power  he  will  instal  one.  . 

-     Get  All  You  Can  of  It 

Mr.  L.  C.  Lockett  of  the  Lockett  Shoe  Store,  King- 
ston, Ont.,  says  "I  think  the  best  thing  a  merchant 
can  do  would  be  to  get  all  the  repair  Avork  he  can 
get  hold  of,  do  it  well,  and  see  that  it  is  sent  back 
when  promised.  Whether  or  not  it  is  necessary  to 
keep  a  man  or  to  instal  expensive  machinery  to  do 
this  work,  is  I  think  governed  by  conditions  to  a 
great  extent.  About  fourteen  years  ago  our  shoe- 
maker left  us  to  start  in  business  of  his  own  and  lo- 
cated very  near  us.  Since  that  time  we  have  sent  him 
all  our  work  which  he  has  handled  to  our  entire  sat- 
isfaction, very  often  doing  it  before  that  of  his  own 
customers.  W e  do  not  make  much  on  this  way  of 
repairing,  but  keep  our  customers  from  taking  it  else- 
where.   We  call  for  and  deliver  repairing  work. 

"As  we  do  a  cash  business,  we  have  no  accounts  to 
collect  nor  bad  debts  and  so  do  not  lose  anything. 
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If  we  were  not  situated  as  we  are,  we  would  cer- 
tainly have  a  shoemaker  in  the  store  and  would  do 
our  best  to  keep  him  busy,  and  if  conditions  war- 
ranted it,  would  put  in  one  of  the  repairing  outfits 
manufactured  by  the  United  Shoe  Machinery  Com- 
pany. This  is  the  up-to-date  way  of  doing  repairing, 
but  on  the  other  hand,  the  machinery  would  require 
some  space.  We  would  have  to  find  this,  however,  if 
we  had  work  to  make  it  pay.  We  are  well  satisfied 
with  the  conditions  we  are  working  under  at  the  pres- 
ent time,  and  are  not  looking  forward  to  make  any 
changes.  Good  shoemakers  are  hard  to  obtain,  as  the 
industry  does  not  seem  to  be  growing,  although  there 
seems  to  be  any  amount  of  repairing  work." 

A  Profitable  Business 

Mr.  W.  C.  Forman,  of  Ingersoll,  Ont.,  writes: — 
"We  believe  the  repairing  of  shoes  can  be  made 
a  profitable  business,  when  well  looked  after  by  a 
practical  man,  and  the  more  thought  and  effort  put 
into  it  the  better  will  be  the  success.  Let  me  suggest 
some  of  the  things  that  ought  to  help  in  winning 
out. 

"First  have  a  neat,  clean,  tidy  shop,  keep  an  order 
book  entering  date,  name  of  customer,  repairing  to  be 
done,  price  if  stated,  and  time  promised  for  delivery, 
do  the  best  work,  do  it  promptly,  having  work  always 
ready  at  time  promised,  make  reasonable  charges,  and 
insist  on  cash  payment.  We  would  arrange  to  call 
for  and  deliver  work  if  necessary.  We  would  adver- 
tise and  push  a  repair  store  just  as  well  as  a  shoe 
store.  As  machinery  turns  out  neater  and  higher 
finished  work,  and  saves  labor  and  time,  we  would 
use  machinery  if  in  a  town  where  we  could  buy  cheap 
power  and  do  enough  business  to  make  it  pay. 

"Of  course  a  repair  business  can  be  thus  carried 
on  in  connection  with  a  retail  shoe  store,  but  if  so 
conducted  it  ought  to  command  sufficient  business  to 
entitle  it  to  separate  management. 

"In  small  villages,  or  towns,  where  the  retailer  may 
not  have  business  enough  to  occupy  Ins  entire  time, 
a  repair  department  may  be  profitable,  where  the  pro- 
prietor is  capable  of  attending  to  the  work  himself 
and  he  could  make  each  work  to  the  benefit  of  the 
other.  Where  it  is  possible  to  do  a  retail  shoe  trade 
requiring  the  time  of  one,  two,  or  more  salespeople, 
1  think  the  repairing  of  shoes  may  well  be  left  to 
an  outside  man,  or  carried  on  under  entirely  separate 
management.  The  retailer  could  have  an  arrangement 
with  the  repairer  whereby  all  work  furnished  by  him 
should  be  charged  at  same  prices  to  the  customer,  the 
retailer  getting  a  discount  off  for  his  trouble. 

"Our  reasons  for  thinking  it  better  to  keep  the 
retailing  and  repairing  of  shoes  separate  are  that  both 
require  capable  management  and  oversight,  and  one 
department  would  often  have  to  suffer  neglect  while 
proper  attention  was  being  devoted  to  the  other. 
Again  many  customers  of  a  retail  store  would  expect 
small  repairs  to  be  done  free,  and  those  charged  for 
to  be  done  at  a  merely  nominal  price  and  there  would 
be  little  if  any  profit  resulting. 

"Still  further,  the  retail  store  requires  salesman- 
ship, while  the  repair  shop  calls  for  mechanical  abil- 
ity and  not  often  are  both  requisites  found  at  their 
best  in  the  one  individual." 

Gibson  &  Ross,  Woodstock,  N.B.,  believe  it  is  bet- 
ter for  many  reasons  for  a  retailer  to  send  out  his 
repairing  rather  than  to  have  it  done  in  the  shop. 
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Should  Only  Cover  Expenses 
Jones  &  Grant,  of  Clavet,  Sask.,  believe  in  operat- 
ing a  repair  department  but  figure  on  a  very  small 
profit  for  this  class  of  work.  In  fact,  they  believe  that 
if  this  department  makes  enough  to  pay  expenses,  it 
is  helping  the  boot  and  shoe  end  of  the  business  to 
much  better  advantage  than  if  higher  prices  were 
charged.  For  instance,  a  customer  that  has  purchased 
shoes  from  the  store  and  is  not  satisfied  with  the 
wear  for  the  money  invested,  naturally  would  expect 
to  be  let  off  comparatively  easy  on  the  repairs  and 
by  doing  this  you  hold  your  customer;  whereas  by 
charging  a  higher  price  for  repairs  to  goods  that 
should  have  given  better  satisfaction  he  is  very  likely 
to  trade  elsewhere  in  future.  The  same  inducements 
can  be  used  in  securing  new  customers.  Get  them 
in  the  habit  of  having  their  repairs  done  at  a  modest 
priced  shop,  and  you  soon  will  have  their  trade,  not 
only  in  the  repairing  line,  but  also  when  they  wish 
new  footwear.  They  have  found  this  method  a  great 
help  to  them,  and  consider  it  especially  valuable  where 
there  is  active  competition.  They  have  found  that 
having  a  repair  department  in  connection  with  the 
store  saves  time  and  inconvenience.  For  instance,  a 
customer  buying  a  pair  of  boots  wishes  rubber  heels 
put  on,  and  wishes  the  job  done  at  once.  If  the  re- 
pairing is  taken  outside  you  hasten  across  the  street 
to  the  shop  that  handles  your  work  and  find  that  they 
cannot  possibly  do  the  job  for  twenty  or  thirty  min- 
utes. On  the  other  hand  if  you  have  your  own  repair 
department  the  work  can  have  immediate  attention 
and  you  will  have  gained  another  satisfied  customer. 

No  Place  in  Retailing  Business 
The  J.  J.  Haines  Shoe  Houses,  which  have  stores 
at  Belleville,  Napanee  and  Trenton,  carried  on  repair- 
ing in  connection  with  their  business  for  a  number  of 
years  and  employed  one  or  two  men  on  this  work  in 
each  store.  They  charged  up  to  this  department  all 
cash  paid  out,  and  placed  to  the  credit  of  same  all 
cash  received.  In  the  case  of  the  Belleville  store,  for 
instance,  they  found  that  this  department  was  being 
run  at  annual  loss  of  $300  or  over,  also  that  many 
people  were  so  unreasonable  as  to  expect  repairs  for 
nothing  which  caused  constant  friction,  so  about  fif- 
teen years  ago  this  department  was  given  up.  The 
firm  consider,  however,  that  if  the  business  is  small 
and  the  proprietor  is  dealing  individually  with  each 
customer,  some  of  this  friction  and  loss  might  be 
avoided,  but  in  their  experience  shoe  repairing  has  no 
place  in  the  shoe  business. 

Mr.  William  Conroy,  proprietor  of  the  Conroy  Shoe 
Store,  Charlottetown,  P.E.I.,  does  not  think  a  repair- 
ing department  would  pay  unless  the  proprietor  un- 
derstands the  trade.  If  so,  it  should  be  quite  a  help 
to  bring  customers  to  the  store.  He  would  figure  on 
a  paying  profit  for  all  the  work  done.  "No  man," 
says  Mr.  Conroy,  "has  any  business  to  work  for  noth- 
ing." If  the  proprietor  has  the  necessary  qualifica- 
tions, capital  and  room,  Mr.  Conroy  is  in  favor  of 
installing  machinery.  Otherwise,  he  thinks  it  should 
be  left  alone.  As  he  is  a  practical  shoe  repairer  him- 
self, Mr.  Conroy's  words  carry  some  weight. 

Mr.  A.  Chisholm,  Dundas  street,  Toronto,  does  a 
certain  amount  of  repairing,  which  he  sends  out.  Al- 
though he  makes  a  little  profit  on  these  transactions 
he  does  not  seek  to  extend  this  part  of  his  business 
and  considers  it  rather  in  the  way  of  a  nuisance.  He 
carries  it  on  for  the  accommodation  of  certain  of  his 
customers. 
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November  Good  Month  for  Shoe  Retailer — Take  Advantage  of 
Weather  Probabilities — A  Sign  for  Wet  Weather — Attractive  Cards 


November  should  be  one  of  the  shoe- 
dealer's  good  months.  Several  factors 
contribute  toward  this.  The  usual  wet 
weather  and  consequent  bad 
roads  will  cause  a  demand  for 
rubbers,  both  light  and  heavy. 
Your  out-of-town  customers 
will  need  heavy  boots  and  other 
rubber  lines  while  the  town 
trade  will  need  regular  lines. 

Another  contributing  ele- 
ment that  should  make  this  a 
?ood  month  is  the  fact  that 
the  social  season  is  pretty  well 
in  full  swing  now.  This  will 
create  a  demand  for  evening 
and  party  footwear  for  both  men  and  women.  All 
these  various  factors  should  be  taken  advantage  of 
and  used  in  your  advertisements  in  the  newspapers 
and  in  your  window  displays.  Then  there  are  your 
regular  lines  which  must  not  be  forgotten,  and  your 
heavy  goods  for  fall  and  winter.  You  can  boom  these 
all  this  month.  Dress  your  windows  with  one  line 
of  men's  for  a  few  days,  then  change  it  to  fine  goods, 
slippers,  etc.,  for  a  day  or  two.  Make  attractive  cards 
for  each  window  display.  A  little  humor  in  your 
cards  this  month  may  not  be  out  of 
place.  The  usual  dull  dreariness  of 
November  will  stand  a  little  bright- 
ening up,  and  a  humorous  card  will 
help  things  along  occasionally  when 
not  overdone  by  using  too  fre- 
quently. 

Did  you  ever  think  of  watching 
the  weather  probabilities  and  take 
a  trade  advantage  of  them?  If  rain 
is  predicted,  get  a  window  of  rub- 
bers in.  We  do  not  approve  of 
heaping  a  promiscuous  quantity  of 
rubbers  into  boxes  at  your  door  as 
soon  as  rain  comes.  You  can  make 
an  attractive  window  of  rubbers  by  displaying  carton 
goods.  You  may  put  all  kinds  in,  that  is  men's,  wo- 
men's and  children's.  We  also  suggest  that  you  get 
a  small  sign  to  hang  at  the  door,  painted  in  oil  colors, 
with  some  such  wording  as 

RAIN!   THE  WEATHER  MAN  SAYS,  RAIN! 
YOU  NEED  RUBBERS,  RUBBERS  INSIDE  75c. 
OUR  RUBBERS  WILL 
KEEP  YOUR  FEET  DRY 

These  signs  can  be  painted  on  galvanized  iron  and  may 
be  hung  at  the  door  when  a  rain  comes  on  and  taken 
in  when  the  storm  is  over.  A  real  good  live  rubber 
advertisement  for  a  few  days  should  bring  you  some 
good  business  at  this  season  of  the  year.  If  you  can 
secure  a  special,  buy  in  some  one  line  and  boom  it 
at  or  near  cost,  for  a  leader.  If  it  be  only  a  hundred 
pairs  of  men's  rubbers  that  you  can  run  off  close  to 
cost,  they  will  be  sure  to  attract  attention  and  bring 


you  some  good  sales.  You  can  hold  regular  prices 
on  all  other  lines  and  as  you  have  advertised  only  one 
hundred  pairs,  as  soon  as  these  are  gone  you  can  put 
your  price  back  to  the  regular.  But  it  would  be  bet- 
ter to  get  a  special  line  of  one  hundred  or  more  and 
sell  them  all  out  at  the  reduced  price  and  be  done 
with  them. 

The  cards  suggested  this  month  are  a  little  away 
from  the  ordinary  and  somewhat  unique  in  character. 
They  are  all  in  black  and  white,  our  intention  being 
to  show  the  possibilities  of  black  and  white.  They 
could  however,  be  worked  in  colors  if  desired.  The 
"All  Ready"  card  is  somewhat  humorous.  It  is  done 
in  black  only  on  a  white  card.  Observe  closely  the 
shading  of  the  figures.  You  will  see  it  is  straight  black 
lines  only.  The  picture  is  the  shadow  effect  which 
is  a  strong  and  effective  type.  If  you  wish  to  do  this 
in  color,  the  coat  may  be  any  dark  color,  and  the 
figures  in  red  shaded  with  a  tint.  The  "Five  Dollar" 
card  is  particularly  humorous.  Cards  of  this  char- 
acter used  occasionally  will  attract  much  attention. 
This  is  in  black  on  a  white  card.  This  class  of  card 
is  somewhat  difficult  to  make.  The  pictures  must  be 
drawn  first  and  then  cut  around  with  a  sharp  knife. 
When  painting  it,  always  be  careful  to  paint  the  edges 
whatever  color  the  surface  is  at  that  part.  This 
would  be  a  very  attractive  design 
in  colors.  The  hat  could  be  black, 
the  coat  red  with  black  shading,  and 
letters  in  black  with  a  big  figure 


five  in  red. 

The  $3.25  card  is  done  on  a  wood 
veneer  card.  These  cards  are  cov- 
ered with  real  wood  veneering. 
They  work  up  prettily  with  a  brush 
but  are  hard  to  work  with  a  pen  on 
account  of  the  open  grain.  The 
lettering  is  done  in  white  with  black 
shading.  The  slipper  is  cut  from 
an  advertisement  and  pasted  on  to 
the  card.  The  rubber  card  is  very 
similar  to  this  one.  The  card  is  simply  a  different 
kind  of  wood  veneering.  The  rubber  is  cut  from  an 
advertisement  and  fastened  on  the  same  as  the  slip- 
per. The  wood  in  this  card  being  lighter  in  color, 
the  lettering  is  black.  Both  of  these  cards  are  strong 
and  attractive. 


Sure  £o  /ooTc  &/e3^s&/7^ 


1 


The  man  who  thinks  that  because  he  buys  or  in- 
herits a  store  with  a  good,  established  trade,  he  in- 
herits or  buys  the  trade,  too,  is  doomed  to  disappoint- 
uent.  You  must  do  something  to  make  the  trade  stick 
with  you.  Advertise. 
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Trade  Should  Understand  Situation — Population  Increasing  and 
Number  of  Cattle  Decreasing  —  The  Same  the  World  Over 


It  would  be  well  if  all  members  of  the  trade  thor- 
oughly comprehended  the  cattle  situation.  It  is  un- 
fortunate that  here  and  there  are  persons  who  assume 
that  the  scarcity  of  cattle  is  only  a  transitory  condi- 
tion  and  larger  supplies  will  soon  be  forthcoming. 
Much  of  the  confusion  of  thought  results  from  the 
methods  of  shippers  who  watch  the  markets  and  hurry 
their  cattle  to  market  whenever  there  seems  an  oppor- 
tunity to  get  a  little  higher  price.  Immediately  a  shout 
goes  up  that  the  receipts  of  cattle  are  larger  and  that 
the  scarcity  of  hides  will  soon  come  to  an  end.  Of 
course  the  influx  of  beeves  ends  as  quickly  as  it  began 
and  the  false  prophets  are  compelled  to  wait  for  an- 
other spurt  of  cattle  receipts  to  renew  their  talk  of 
plenty  of  cattle. 

The  plain  fact  of  the  matter  is  that  the  large  supply 
of  cattle  in  proportion  to  the  population  no  longer 
exists  and  mere  juggling  with  day  to  day  or  even  week 
to  week  statistics  will  not  change  the  situation.  For- 
eign markets  are  suffering  from  the  same  conditions. 
Buyers  and  consumers  of  hides  are  in  duty  bound  to 
use  all  proper  efforts  to  hold  prices  down.  Naturally 
they  should  not  be  expected  to  be  anxious  bulls  boost- 
ing the  rates  for  raw  material  upon  themselves.  But 
there  is  an  urgent  necessity  of  forcing  prices  to  a 
higher  level  all  along  the  line  of  leather  and  leather 
products.  The  whole  structure  of  advancing  rates  is 
costly  and  that  this  higher  cost  does  not  result  from 
manipulation  but  from  natural  causes  beyond  the  reach 
of  anyone. 

Cattle  Fewer 

The  following  table,  which  only  refers  to  the 
United  States,  throws  some  light  on  the  reasons  for 
the  advances,  in  the  decrease  in  the  number  of  cattle, 
and  it  might  incidentally  be  remarked  here,  too,  that 
this  condition  is  one  of  the  reasons  for  the  advance 
in  beef  prices : 

Per  cent. 

Year  1907  1912  decrease. 

Population  87,320,533  95,410,503 

Milch  cows   20,968,265  20,699,000 

Per  1,000  population.  .  240  217  9.6 

All  other  cattle   51,565,731  37,260,000 

Per  1,000  population.  .  592  391  34.0 

Total  cattle   72,533,996  57,959,000 

Per  1,000  population.  .  832  608  27.0 

All  Lines  Affected 

Tanbark  now  costs  in  the  neighborhood  of  $10  per 
cu'd  piled  in  the  yards,  a  considerable  advance  over 
the  prices  of  recent  years.  The  increase  in  the  over- 
head charges  of  manufacturing  houses  by  the  advanced 
cost  in  carrying  hides  and  supplies  is  serious. 

Same  the  World  Over 

A  circular  issued  to  the  Canadian  trade  by  the  Na- 
tional Association  of  Leather  Belting  Manufacturers 
in  the  United  States,  contains  considerable  informa- 
tion on  the  leather  situation  the  world  over,  and  re- 
gards the  present  rise  in  prices  in  leather  industries 
as  not  momentary  or  a  passing  fluctuation,  but  a  com- 
plete revolution. 

Mr.  F.  G.  Morley,  secretary  of  the  tanners'  section 


of  the  Toronto  Board  of  Trade,  has  received  notice 
from  one  of  the  largest  tanners  belonging  to  the  sec- 
tion that  in  consequence  of  the  increase  in  cost  of 
hides  it  becomes  necessary  to  advance  the  price  of 
harness  leather  on  all  selections. 

Consul-General  Ethelbert  Watts,  Brussels,  Bel- 
gium, reports  on  the  advance  of  leather  prices  in  Eu- 
rope as  follows : — 

"The  high  price  of  raw  skins  is  about  to  cause  an 
increase  in  prices  of  shoes  manufactured  in  Belgium. 
The  Association  of  Shoe  Manufacturers  of  Belgium 
is  aroused  because  of  this  situation  and  is  considering 
remedial  measures.  Not  only  are  the  skins  held  at 
inflated  prices,  but  they  are  also  scarce  and  the  high- 
est prices  ever  known  are  anticipated." 

Wholesale  houses  have  advanced  the  price  of  shoe 
leather.  From  34  to  35  cents  per  pound  is  being  asked 
of  the  trade  for  No.  1  Spanish  sole  for  jobbing;  an  ad- 
vance of  1  cent,  while  for  No.  1  slaughter  sole  heavy 
39c  to  40c  is  paid,  which  is  an  advance  of  1  to  2  cents. 
Heavy  uppers  are  going  at  60c  to  65c  an  upward  move 
of  3  to  5  cents. 

The  prices  of  some  standard  lines  of  leather  are  as 
follows : 

No.  1  Spanish  sole,  for  jobbing,  per  lb.  $    34  to  $  40 

No.  1  slaughter  sole,  heavy   39  to  40 

Harness,  No.  1  R   40  to  41 

do       No.  2   39  to  40 

Heavy  upper   65  to  65 

French  kid  1.15  to  1.25 

Canada  calf   75  to  85 

French  calf,  firsts  1.38  to  1.42 

Saddlers,  russets,  dz  11. OOto  13.00 

Facts  Cannot  be  Disputed 

The  Shoe  &  Leather  Record,  of  Great  Britain,  says: — 
We  are  quite  aware  that  to  many  readers  the  sub- 
ject is  an  unpleasant  one.  In  fact,  many  boot  buyers 
appear  to  consider  that  any  reference  to  dear  hides, 
and  consequently  dear  leather,  is  offensive  and  quite 
outside  the  scope  of  our  duty.  They  aver  that  they 
are  getting  supplies  at  old  rates  and  that  most  of  the 
statements  made  respecting  higher  cost  of  materials 
are  without  foundation.  Of  course,  those  who  protest 
most  loudly  know  exactly  what  the  position  is,  al- 
though they  affect  to  believe  that  it  would  be  folly  to 
admit  as  much.  But  the  most  hardened  skeptic  can- 
not dispute  the  facts.  And  it  is  a  fact  that  the  supply 
of  the  tanners'  raw  material  is  getting  scarcer  and 
dearer,  with  the  inevitable  result  that  the  boot  manu- 
facturer is  finding  leather  prices  increasing  at  what  he 
deems  to  be  an  alarming  rate.  The  allegation  that 
this  state  of  things  is  due  to  the  rigging  of  the  mar- 
ket by  some  unnamed  persons  need  hardly  be  con- 
sidered. What  is  troubling  all  concerned  is  an  actual 
scarcity,  and  so  far  as  can  be  seen  there  is  little  pros- 
pect of  immediate  relief.  Nobody  believes  that  tan- 
ners would  continue  week  after  week  and  month  after 
month  to  pay  famine  prices  for  hides  except  under 
the  stress  of  sheer  necessity. 

Tell  me  what  you  get  out  of  your  trade  papers  and 
I  will  tell  you  what  kind  of  business  man  you  are. 


FOOTWEAR    IN  CANADA 


Systematic  Plan  in  Use  by  Chain  Stores  Assures 
Profit — Eliminates  Over-Buying — Simple  and  Sure 


as  low  as  $1.60  and  $1.65,  and  also  that  it  was  neces- 
sary to  pay  $2.25  to  get  certain  shoes  to  make  a  show- 
ing at  this  price.  Wherever  possible,  the  $1.85  price 
was  adhered  to  in  buying,  but  it  was  found  necessary 
to  buy  three  lines  of  shoes  at  $1.90,  then  three  other 
lines  of  shoes  were  purchased  at  $1.80  to  strike  the 
average.  If  one  line  of  shoes  was  bought  at  $2.25, 
another  was  bought  at  $1.60. 

The  following  lines  of  figures  were  constantly  be- 
fore the  buyer  while  purchasing,  the  upper  row  show- 
ing the  price  and  the  lower  the  number  of  styles 
bought. 

$1.60  $1.65  $1.70  $1.75  $1.85  $1.90  $2.00  $2.05  $2.10  $2.25 
1       2      2       3     11       3       2       1       1  1 

With  but  $2,000  to  invest  in  shoes,  it  required 
some  careful  planning  in  the  selection  of  sizes,  widths, 
styles  and  leathers.  By  the  use  of  the  accompanying 
table  they  found  that  the  average  line  would  include 
about  thirty  pairs.  Some  lines  ran  over  this  and 
others  were  smaller.  As  good  samples  could  be 
bought  at  $1.50  net,  150  pairs  were  purchased  and 
were  made  to  cover  feet  which  would  run  under  the 
following  sizes:    Zy2  and  4B ;  2]/2,  3,  Z]/2  and  4C ; 


3 

4 

5 

6 

7 

8 

B 

1 
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1 
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1 

1 
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i 

1 

1 

1 
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In  buying,  these  runs  of  sizes  were  strictly  adhered  to 


2y2,  3,  3J/2D ;  2,  2y2  and  3E.  A  very  few  lines  were 
purchased  to  include  6y2  and  7B,  7  and  7y>  C,  or  7y> 
and  8  D  and  E. 

To  get  the  greatest  variety  and  still  have  sizes, 
50  per  cent,  of  all  shoes  were  purchased  on  D  width 
exclusively.  Ten  per  cent,  were  purchased  on  B,  C 
and  D  widths,  according  to  the  schedule,  fifteen  per 
cent,  were  purchased  on  C  and  D  widths,  ten  per 
cent,  were  purchased  on  D  and  E  widths,  and  fve 
per  cent,  on  C  and  E  widths.  This  gave  them  27 
different  styles  with  an  average  of  30  pairs  to  each 
style. 

This  same  firm,  now  buying  for  several  stores, 
mapped  out  their  plans  this  spring  for  a  new  store 
of  the  same  size  as  the  original  one.  There  were 
purchased  ten  styles  of  dull  calf,  five  styles  of  tan 
calf,  four  styles  of  patent  leather,  three  styles  of  kid 
and  five  styles  of  miscellaneous  materials. 

How  Can  This  be  Applied  to  Your  Line? 

You  know  about  how  much  business  you  will  do 
next  season.    There  should  be  an  increase  over  last 


Buying  this  year  will  be  more  difficult  than  ever, 
Nearly  every  line  of  shoes  and  all  different  grades 
show  increases  in  price.  There  will  have  to  be  a  re- 
adjustment of  retail  prices  just  the  same  as  there  has 
been  a  re-adjustment  of  prices  at  wholesale. 

The  merchant  who  has  a  fixed  plan  of  buying,  who 
knows  that  he  must  pay  over  a  certain  price  for  a 
shoe  to  retail  at  $2.50,  $3.00  or  $5.00  has  no  difficulty 
in  placing  his  orders  at  any  time  during  the  season. 

The  best  buyers  are  now  mapping  out  their  stocks 
in  advance.  They  know  exactly  how  many  styles 
they  are  going  to  put  in  to  retail  at  each  price.  They 
know  the  conditions  in  their  territory  and  can  gauge 
the  run  of  sizes  so  that  the  stocks  will  run  out  clean 
at  the  end  of  the  season. 

We  were  recently  shown  the  figures  of  the  begin- 
ning of  what  is  now  a  very  successful  chain  of  retail 
stores  selling  women's  shoes  to  retail  at  $2.50.  These 
figures  represent  the  basis  on  which  the  first  store 
was  opened,  and  shows  how  the  shoes  were  bought 
so  as  to  show  a  profit.  The  cost  of  doing  business  in 
this  store  was  20  per  cent,  because  it  was  located 
in  an  office  building  and  the  expenses  were  low.  Most 
stores  will  find  the  cost    of    doing  business  to  run 


closer  to  25  per  cent,  and  instead  of  paying  $1.85  for 
a  $2.50  shoe,  will  find  that  their  average  price  must 
not  run  over  $1.65. 

With  the  cost  of  doing  business  and  the  average 
price  at  which  shoes  must  be  bought  to  retail  at  any 
certain  price  established,  this  same  idea  can  be  used 
for  every  run  of  prices.  The  capital  of  the  store  was 
$2,000;  the  rent  was  $75;  the  salary  of  the  proprietor 
was  $20  per  week;  the  salary  of  a  boy  helper  was  $15 
per  month ;  the  incidentals  brought  the  cost  of  doing 
business  to  $200  per  month.  It  was  accurately  esti- 
mated that  the  business  would  run  close  to  $12,000 
per  year.  As  a  matter  of  fact,  it  ran  between  $11,000 
and  $12,000.  This  made  the  cost  of  selling  20  per 
cent.,  or  50c.  on  every  pair  of  shoes  retailing  at  $2.50. 
To  make  any  profit,  they  found  that  the  average  cost 
of  shoes  must  not  be  over  $1.85.  With  this  price  es- 
tablished, it  was  found  that  between  1,000  and  1,100 
pairs  of  shoes  could  be  bought. 

From  $1.60  to  $2.25 

It  was  found  that  a  few  shoes  could  be  bought  at 
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spring's  business.  You  know  about  how  many  grades 
of  shoes,  that  is,  about  how  many  shoes  at  $4,  $4.50 
and  $5  you  will  need  for  the  next  spring.  You  should 
sell  more  high  grade  shoes,  as  prices  will  be  higher. 
From  your  last  year's  records  you  can  tell  how  many 
shoes  you  will  need  to  retail  at  each  one  of  these 
prices.  Then,  considering  each  one  of  these  prices, 
get  the  average  price  you  are  going  to  pay  for  each 
one  of  them.  With  this  established,  you  can  easily 
decide  on  the  number  of  styles,  widths  and  sizes  you 
will  need. — Shoe  &  Leather  Gazette. 


Hints  on  Window  Trimming 

Don't  allow  the  windows  to  get  stale,  full  of  dust 
and  flies  and  faded  trimmings. 

Don't  overcrowd.  The  shoes  will  stand  out  with 
more  individuality  and  result  in  more  sales  if  you 
give  each  shoe  a  chance  to  show  itself. 

The  color  combination  should  be  pleasing  and  har- 
monious. The  fewer  number  of  colors  used  in  a  win- 
dow the  better.  Too  many  colors  are  apt  to  produce 
a  discordant  note. 

Be  up-to-date  always.  Take  advantage  of  every 
local  or  current  event,  public  holiday  or  celebration 
that  gives  an  excuse  for  a  window  display.  Keep  the 
windows  up  with  the  spirit  of  the  season. 

We  would  urge  upon  every  one  having  any  win- 
dow work  in  charge  the  importance  of  careful  work- 
manship in  building  designs.  Pins  and  tacks  should 
never  show.  Designs  covered  flat  should  be  tree 
from  wrinkles  and  puckers.  Take  particular  pains  in 
arranging  the  shoes  on  display. 

Good  windows  in  which  to  work  are  essential. 
Most  shoe  merchants  are  alive  to  this  fact,  and  as  a 
rule  shoe  store  fronts  compare  favorably  with  those 
of  stores  in  other  lines.  If  you  are  handicapped  with 
an  old  style  front,  resolve  to  have  it  remodeled  at 
once. 

Work  your  windows,  work  them  steadily,  work 
them  daily  if  need  be,  but  work  them.  Change  their 
dress  so  materially  that  they  cannot  be  recognized. 
Keep  constantly  changing  their  appearance  so  as  to 
make  them  attract,  and  do  not  lose  that  big  percent- 
age of  passersby  who,  having  once  become  accustomed 
to  your  display,  never  give  it  a  second  glance,  even 
though  it  be  months  afterwards. 


Glean  Finishing  Tools 

Dirt  is  one  of  the  greatest  enemies  of  high  grade 
shoe  finishing.  It  is  bad  enough  to  have  dirty  con- 
ditions on  the  bottom  or  edges  of  the  shoes.  It  is 
still  worse  when  the  tools  that  are  depended  upon  to 
actually  do  the  finishing  work  are  allowed  to  become 
dirty  through  carelessness.  If  the  tool  itself  is  dirty, 
it  carries  dirt  to  those  portions  of  the  sole  or  edges 
that  were  not  dirty  before,  and  to  this  extent  is  worse 
than  if  the  only  dirt  on  the  soles  or  edges  was  that  ac- 
cumulated by  accident  rather  than  by  carelessness. 

One  way  of  accumulating  dirt  upon  finishing  tools 
is  by  the  heating  of  these  tools  by  gas  or  oil,  in 
which  case  the  tool,  which  is  laden  with  smoke  from 
the  flame,  picks  up  and  holds  a  portion  of  the  black- 
ing or  stain  and  thus  becomes  gummed  up.  The 
foundation  of  this  gumming  Up  process  comes  from 
the  open  gas  or  oil  flame  coming  in  contact  with 
the  tube.  It  has  been  stated  by  some  who  were  as- 
sumed to  be  experts  that  this  gummed  up  condition 
of  the  finishing  tool  is  needed  to  produce  first-class 


results,  but  this  theory  is  entirely  out  of  point  with 
old  hand  finishing  methods,  under  which  the  finisher 
always  cleaned  the  tool  when  removing  it  from  the 
fire  and  before  using. 

One  advantage  of  electric  heat  in  the  heating  of 
finishing  tools  is  that  it  is  clean  heat  and  does  not 
offer  any  basis  for  the  collection  of  dirt  on  the  tools 
similar  to  that  allowed  when  tools  are  heated  by  gas. 
With  clean  tools  making  for  clean  work  and  with 
even  heat  making  for  the  most  perfect  work,  the  ad- 
vantages of  electric  heat  for  heating  finishing  tools 
are  forcibly  apparent.  Probably  there  is  no  other 
place  in  a  shoe  factory  where  electric  heat  can  be 
applied  with  greater  benefit  than  on  heel  finishing 
machines,  which  suffer  most  from  improper  heating. 
Electric  heat  on  these  machines  makes  it  possible  for 
the  wax  pot,  the  iron  and  the  bead  to  work  together 
in  such  harmony  and  with  such  certainty  as  to  re- 
lieve the  operator  of  all  anxiety  regarding  the  degree 
of  heat  of  each  of  the  heated  parts  of  the  machine, 
and  leaves  him  free  to  give  his  whole  attention  to 
the  manipulation  of  the  shoe.  The  degree  of  heat  is 
governed  by  a  rheostat  and  remains  absolutely  uni- 
form, which  is  another  decided  advantage  of  electric 
heat  over  any  other  form  of  heat  in  finishing  room 
matters. 


The  "  Demandments"  of  an  Employer 

Rule  I. — Don't  lie — it  wastes  my  time  and  yours. 
I'm  sure  to  catch  you  in  the  end  and  that's  the  wrong 
end. 

Rule  II. — Watch  your  work,  not  the  clock.  A 
long  day's  work  makes  a  long  day  short,  and  a  day's 
short  work  makes  my  face  long. 

Rule  III. — Give  me  more  than  I  expect  and  1  11 
pay  you  more  than  you  expect.  I  can  afford  to  in- 
crease your  pay  if  you  increase  my  profits. 

Rule  IV. — You  owe  so  much  to  yourself  that  you 
can't  afford  to  owe  anybody  else.    Keep  out  of  debt 

Rule  V. — Dishonesty  is  never  an  accident.  Good 
men,  like  good  women,  can't  see  temptation  when 
they  meet  it. 

Rule  VI. — Mind  your  own  business  and  in  time 
you'll  have  a  business  of  your  own  to  mind. 

Rule  VII. — Don't  do  anything  here  which  hurts 
your  self-respect.  The  employee  who  is  willing  to 
steal  for  me  is  capable  of  stealing  from  me. 

Rule  VIII. — It's  none  of  my  business  what  you  do 
at  night,  but  if  dissipation  affects  what  you  do  next 
day  and  you  do  half  as  much  as  I  demand,  you'll  last 
half  as  long  as  you  hoped. 

Rule  IX. — Don't  tell  me  what  I'd  like  to  hear,  but 
what  I  ought  to  hear.  I  don't  want  a  valet  to  my 
vanity,  but  I  need  one  for  my  dollars. 

Rule  X. — Don't  kick  if  T  kick — if  you're  worth 
while  correcting,  you're  worth  while  keeping.  I  don't 
waste  time  cutting  specks  out  of  rotten  apples. 


A  Bright  Production 

The  October  number  of  "Footprints,"  issued  by 
the  Canadian  Consolidated  Rubber  Company,  Lim- 
ited, Montreal,  is  a  very  bright  production.  In  addi- 
tion to  articles  of  a  trade  character,  there  is  one  re- 
lating to  the  history  of  rubber  which  is  of  more  than 
passing  interest.  Portraits  of  the  staff  of  the  Toronto 
division  of  the  company  are  given.  Particular  atten- 
tion is  drawn  to  the  tan  rubbers  manufactured  by  the 
company,  the  various  styles  being  well  illustrated. 


FOOTWEAR 
Mud  Guard  for  Shoes 

A  recent  issue  of  the  British  Patent  Office  Gazette 
contains  an  announcement  of  the  invention  of  a  mud 
guard  for  shoes.  The  guard  only  protects  the  heel 
of  the  shoe,  but  it  is  said  to  afford  the  most  ample 


Boot  fitted  with  patent  mud  guard  on  heel 

protection  to  the  heel.  It  is  a  properly  shaped  piece 
of  leather  or  rubberized  fabric  permanently  attached 
to  the  shoe  between  the  heel  and  the  upper. 

It  is  so  made  that  it  juts  out  from  the  heel  and 
keeps  the  mud  from  being  plastered  on  the  shoe.  In 
fine  weather  the  guard  may  be  turned  up  and  it  is 
provided  with  a  snap  like  a  glove  fastener  to  hold  it 
in  place  when  not  in  use. 


Look  Out  for  These 

An  ambitious  swindler  is  at  work  in  Toronto, 
raising  one  dollar  United  States  bills  to  fives,  and  the 
fraud  is  being  so  cleverly  perpetrated  that  more  than 
a  casual  glance  is  necessary  to  discover  it. 

At  a  quick  glance  a  person  not  expert  in  handling 
money  would  not  detect  the  fraud.  Every  place 
where  there  was  a  figure  "1"  has  been  covered  with 
a  figure  "5"  taken  from  the  government  seal  bands 
on  a  cigar  box.  The  scroll  work  in  the  design  jibed 
almost  perfectly  with  the  engraver's  scroll  around  the 
figures  on  the  bill.  At  the  right  hand  side  of  the 
eagle  where  a  large  blue  "1"  was,  a  larger  "5"  was 
pasted  on.  Wherever  the  word  "one"  was  printed  it 
was  obliterated  with  grey  ink,  and  the  words  "one 
silver .  dollar"  beneath  the  eagle,  were  doctored  to 
read  "five  silver  dollar,"  by  an  adroit  use  of  the  pen 
which  converted  the  "N"  in  "one"  to  a  "v"  and  the 
letters  "f-i"  were  supplied  from  lettering  on  a  tobacco 
package.  The  paste  used  was  of  an  excellent  thin 
variety,  which  rendered  it  difficult  to  get  under  the 
edges  with  a  sharp  knife.  The  same  measures  were 
taken  to  alter  the  back  of  the  bill. 


What  looks  like  luck  in  business  is  not  really  luck 
at  all.  It  is  just  the  right  kind  of  push  in  the  right 
kind  of  place. 


Don't  give  out  any  information  about  your  busi- 
ness that  you  will  want  to  get  back.  It's  easier  to  keep 
it  back  now. 


Buying  more  goods  than  you  need  just  to  make 
enough  for  a  shipment  is  beating  yourself  out  of  dol- 
lars to  beat  the  railroad  out  of  cents. 
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Western  Canada  Overboomed 

Mr.  Joseph  Daoust,  of  Daoust,  Lalonde  &  Com- 
pany, Montreal,  has  just  returned  from  a  trip  to  the 
far  West.  He  visited  the  principal  towns,  with  a 
view  to  spying  out  the  land  and  noting  business  pros- 
pects. As  the  result  of  his  tour,  he  is  of  opinion 
that  the  West  is  being  overboomed,  and  that  the  re- 
ports, so  far  at  any  rate  as  the  shoe  business  is  con- 
cerned, are  unduly  optimistic.  He  found  business 
good,  but  competition  is  extremely  keen,  and  in  his 
view  it  will  not  pay  an  Eastern  manufacturer  to  culti- 
vate the  West  at  the  expense  of  neglecting  trade  in 
the  East.  The  competition  of  United  States  houses 
is  undoubtedly  stronger  in  the  West,  some  of  the 
firms  offering  spring  goods  at  the  old  prices,  notwith- 
standing the  advance  in  leather,  findings  and  wages. 
Then,  too,  some  of  the  stores  are  refusing  to  handle 
Canadian  productions,  confining  themselves  to  Ameri- 
can goods.  The  exaggerated  reports  of  Western  pros- 
perity have  led  too  many  Eastern  firms  into  the  field, 
with  the  result  that  competition  is  extremely  active 
not  only  from  Eastern  houses,  but  from  American 
and  also  from  jobbers.  This  means  reduced  profits, 
and  in  Mr.  Daoust's  opinion  there  is  as  much,  if  not 
more,  money,  to  be  made  in  the  East  as  in  the  West. 


Button  Shoes  in  Fashion 

Button  shoes  will  be  in  greater  favor  this  fall,  both 
for  men  and  women,  than  ever  before.  Button  gun- 
metal  calf  and  tan  effects  will  be  particularly  popular 
from  all  accounts,  and  in  certain  quarters  it  is  believed 
that  these  two  leathers  will  be  seen  in  street  shoes  to 
the  practical  exclusion  of  all  others.  Patent  leathers, 
which  have  been  used  more  or  less  heretofore  for 
business  and  street  wear,  will  be  reserved  for  social 
functions  entirely  by  smart  dressers.  Soft  kid  shoes 
are  expected  to  be  popular  to  a  certain  extent  as  are 
orthopedic  styles,  with  their  slightly  wider  toes.  High 
shoes  will  come  into  general  use  this  fall. 


"Tongue-Tied"  Shoes 

The  leather  tongues  of  laced  shoes  have  a  bad  habit 
of  slipping  down  into  the  shoe  by  wrinkling.  The 
wrinkles  cause  more  or  less  pain  and  sometimes  raise 
a  blister  on  the  ankle  and  instep. 

To  keep  the  tongue  always  in  place  have  a  shoe- 


Device  to  keep  tongue  of  boot  in  shape 


maker  fix  a  hook  like  those  used  in  lacing  the  shoe, 
in  such  a  position  that  the  lacings  cross  under  it  near 
the  top  of  the  shoe.  If  the  lacings  are  always  caught 
under  this  hook  in  lacing  up  the  shoe  the  tongue  will 
never  slip. 
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The  Store  Wiedow  is  for  Selling  Good 

Make  it  Do  Its  Work — The  Value  of  Team 
Work — The  Shoe  Retailer's  Best  Advertisement 


What  is  the  purpose  of  window  trimming?  To 
please  art-lovers?  To  keep  idle  clerks  busy?  To 
imitate  competitors?  To  take  care  of  superfluous 
stock?    Or  just  to  sell  goods? 

Any  window  that  does  not  sell  goods  is  a  space, 
time  and  money  waster.  A  clerk  who  sells  no  goods 
is  summarily  dealt  with.  Why  be  more  tender  to  a 
show  window  that  refuses  to  earn  its  pay?  Ladle 
out  justice  equitably.  Don't  have  all  your  kicks  aimed 
at  unproductive  clerks  and  none  at  the  window  which 
fails  to  pay  its  own  rent. 

It  would  not  be  far  from  the  truth  to  say  that 
windows  are  as  important  as  human  salesmen.  They 
are  the  advance  guards  of  the  store's  forces;  the  first 
representative  seen  by  a  passer-by.  They  are  as  mo- 
mentous as  the  first  volley  in  a  battle;  as  vital  as  the 
opening  words  of  a  salesman's  "approach."  They 
should  always  sound  the  key-note  of  the  store's  sel- 
ling system  and  say  nothing  that  is  not  borne  out  by 
the  evidence  produced  by  the  interior  of  an  estab- 
lishment. 

Their  merchandise  contents  should  always  be 
seasonable  and  adapted  to  the  needs  of  the  prospec- 
tive customer,  and  every  item  should  be  plainly  price 
ticketed.  To  most  consumers  the  most  interesting 
thing  about  merchandise  is  its  price.  Therefore  a 
simple  card  heralding  a  special  price  is  often  more 
effective  than  a  whole  window  full  of  unpriced  goods. 

Windows  should  not  resemble  warehouses.  To 
fill  them  with  goods  is  to  lessen  the  appeal  of  each 
separate  item.  One  item  in  a  window  is  seen  because 
it  has  no  competition.  Nevertheless,  no  merchant 
should  go  to  extremes.  All  people  do  not  like  the 
same  kind  of  goods.  Therefore,  to  maintain  a  trim- 
ming policy  where  moderate  variety  is  emphasized  is 
a  very  safe  path  to  follow. 

Since  the  purpose  of  a  window  is  the  selling  of 
goods,  a  merchant  should  carefully  check  the  lines 
placed  on  show.  A  wise  plan  is  to  try  out  several 
different  items,  which  can  be  seen  only  in  the  win- 
dows. Display  them  nowhere  else  in  the  store.  Allow 
no  salesman  to  talk  about  them.  Place  the  whole 
burden  on  the  window.  Then,  if  no  sales  result,  your 
methods  need  investigation. 

Team  Work 

Not  long  ago  the  writer  saw  a  newspaper  adver- 
tisement of  a  store  with  the  following  words  under- 
neath the  central  panel :  "As  shown  in  our  window, 
facing    street."    Looking  in  the  window  he  no- 

ticed a  card  reading:  "As  advertised."  Going  into 
the  store  he  found  the  merchandise  advertised  and 
displayed  in  the  window,  ticketed:  "As  advertised 
and  shown  in  our  window." 

Here  is  a  lesson  in  team  work  that  every  window 
trimmer  can  follow  to  his  advantage  and  to  the  ben- 
efit of  the  store  he  works  for.  He  should  see  that 
whenever  it  is  at  all  possible  the  advertisements,  show 
windows  and  store  display  all  work  together  toward 
the  common  end,  more  sales.  A  window  display  by 
itself  is  a  fine  thing;  so  is  a  newspaper  advertisement; 
so  is  interior  display.  But  all  three  of  them  working 
together  make  each  more  effective. 


It  is  team  work  that  counts.  If  the  clerks  pay 
little  attention  to  what  is  in  the  show  window  and  are 
not  able  to  turn  instantly  to  the  actual  goods,  then 
when  the  customer,  attracted  by  the  display,  comes  in 
and  asks  for  the  merchandise,  he  or  she  will  not  form 
a  good  impression  of  the  store  and  its  workings.  Each 
clerk  should  be  able  to  show  that  he  is  thoroughly 
familiar  with  the  goods  in  question  and  knows  that 
they  are  in  the  window.  So,  Mr.  Trimmer,  let  your 
relations  with  your  fellow  employees  be  of  such  a  na- 
ture that  they  will  not  only  be  neutral,  but  will  boost 
for  you  and  your  work  whenever  the  occasion  allows. 

Never  be  too  proud  to  receive  and  act  upon  sug- 
gestions that  are  offered  by  even  the  greenest  clerk. 
That  clerk  may  have  the  germ  of  an  idea  that  will  be 
of  many  dollars  value  to  the  store  you  draw  your 
salary  from,  and  to  you  also,  in  that  adoption  will 
render  your  efforts  more  resultful.  And  results  are 
what  we  are  all  after. 

The  Best  Advertisement 

Any  up-to-date  retailer  who  knows  his  business 
does  not  regard  his  show  window  as  a  sort  of  vermi- 
form appendix  wherein  to  display  so  many  chaste 
exhibits  as  appeal  to  the  customer  on  the  still  hunt 
for  anything  in  his  line.  On  the  contrary,  the  show 
window  is  his  brass  band,  his  press  agent,  his  big- 
gest-of-all  advertisement.  It  does  not  wait  for  the 
customer  to  come  in  but  reaches  out  through  the 
plate  glass,  grasps  its  man  by  the  arm  and  leads  him 
into  the  store,  where  he  belongs. 


To  Enter  Canadian  Market 

The  Hanover  Heel  &  Tnnersole  Company,  Han- 
over, Pa.,  contemplate  entering  the  Canadian  market, 
and  their  secretary  Mr.  E.  Henderson  will  visit  Can- 
ada this  month.  This  firm  is  very  prosperous  and  has 
doubled  its  business  since  1911,  while  the  volume  of 
the  business  this  month  is  50  per  cent,  ahead  of  that 
of  any  other  month  they  ever  had.  They  are  cutting 
a  fine  line  of  bark  tanned  innersoles,  and  using  the 
heavy  portions  of  the  sides  for  strong  outersoles. 
They  also  make  a  line  of  box  toes  cut  from  bends 
which  is  something  new  in  box  toes  which  are  usu- 
ally cut  from  offal.  The  advantage  of  the  innova- 
tion they  claim  is  that  the  fibre  is  much  stronger  than 
the  average  toe  and  permits  of  much  neater  skiving, 
which  makes  the  toes  desirable  for  exacting  work. 
They  also  manufacture  heels  of  all  leathers,  whole 
and  piece  lists  and  all  leather  board  combinations. 


A  shoe  repairer  attracts  trade  to  his  shop  by  the 
use  of  a  simple  device  which  enables  the  passer-by  to 
brush  his  shoes  by  merely  placing  his  foot  in  contact 
with  a  revolving  brush  operated  by  a  belt ;  the  brush 
is  six  inches  above  the  pavement,  and  may  then  be 
used  with  the  minimum  effort. 


The  man  who  will  not  work  to  build  up  team  play 
in  your  store  organization  is  a  man  who  can  well  be 
spared  to  make  room  for  some  fellow  who  is  thinking 
less  of  himself  and  more  of  the  success  of  the  business. 


FOOTWEAR    IN  CANADA 


59 


Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


The  average  retail  merchant,  though  he  may  recog- 
nize the  importance  of  advertising,  cannot  afford  to 
employ  a  competent  advertising  man.  He  does  not 
do  enough  advertising  to  make  this  possible.  That 
man  is  in  the  strongest  position,  therefore,  who  in  ad- 
dition to  sound  judgment  and  a  good  knowledge  of 
his  business  can  write  his  own  advertisements.  He 
will  get  the  best  results. 

Capital  in  dollars  is  desirable,  and  is  more  neces- 
sary to  the  beginner  to-day  than  at  any  time  in  the 
past.  Capital  in  brains  is  a  still  more  decisive  factor 
in  modern  business  success.  And  while  good  business 
methods  and  resourceful  salesmanship  in  the  store  and 
behind  the  counter  will  assuredly  influence  individu- 
als and  gain  business  little  by  little,  similar  methods, 
when  backed  up  by  the  positive  salesmanship  of  well 
planned  advertising,  may  be  made  to  appeal  success- 
fully to  a  much  wider  business  connection. 

To  gain  the  goodwill  and  business  of  the  retail 
dealer  and  to  increase  the  demand  for  their  own  goods 

many  manufacturers  to-day, 
in  all  lines  of  business,  are 
willing  to  supply  the  dealer 
with  ready-made  advertising 
matter  free,  or  at  only  nom- 
inal cost.  Usually  it  is  pre- 
pared by  advertising  men 
who  know  what  they  are  do- 
ing. It  is  not  always  as 
helpful  to  the  retailer  as  it 
might  be,  however,  and  for 
this  reason  many  dealers  re- 
fuse to  avail  themselves  of 
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such  material  on  the  ground 
that  the  advertisements  do  not  advertise  the  local 
merchant  and  his  store  so  much  as  the  manufacturer 
and  his  goods. 

A  Ready-Made  Advertisement 

The  advertisement  of  the  Rannard  Shoe  Company, 
Winnipeg,  reproduced  as  our  first  illustration  this 
month,  evidently  is  an  example  of  such  supplied  ad- 
vertising, and  it  is  typical  of  much  of  the  advertising 
of  this  kind. 

The  plate  is  well  designed.  The  description  is 
terse, — it  makes  many  good  points  in  few  words.  But 
why  introduce  the  name  and  address  of  the  manufac- 
turer where  that  of  the  local  shoeman  handling  Cros- 
sett Shoes  should  properly  appear?  Instead  of  mak- 
ing it  necessary  for  this  information — vital  informa- 
tion from  the  standpoint  of  the  Rannard  Shoe  Com- 
pany— to  be  tacked  on  like  an  afterthought,  cut  off 
from  the  body  of  the  announcement  by  a  border  of 
parallel  rules,  the  plate  should  have  been  mortised  to 
allow  its  insertion  in  the  proper  place.  To  do  this  lit- 
tle more  space  would  have  been  needed,  and  it  would 
then  have  been  a  much  more  effective  and  valuable 
advertisement  for  the  local  merchant. 

The  Matthews  &  MacGregor  advertisement  is  a 


general     announcement    of  "Here  With  The  Goods? 

Fall  lines,  though  it  also  il- 
lustrates and  refers  to  foot- 
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not  very  fortunate,  however, 
nor  in  the  choice  of  head- 
ings, or  in  typographical  ar- 
rangement. To  box  in  the 
whole  body  of  the  advertise- 
ment with  heavy  rules,  cut- 
ting it  off  both  from  head- 
ing and  signature,  shows 
poor  arrangement.  The  dis- 
played catalogue  of  lines  in 
stock,  once  so  popular,  is 
no  longer  considered  good 
use  of  space;  while  of  the  Matthews  &  MacGregor 
various    headings,    "  Here 

With  the  Goods,"  is  unnecessary.  It  serves  only  to 
fill  up  space — and  it  does  not  require  the  question 
mark;  while  the  phrase  "Grand  Exhibition,"  reads 
more  like  tht  announcement  of  a  vaudeville  "stunt" 
than  an  advertisement  of  winter  clothing. 

As  a  declaration  of  store  policy  on  a  modern  "ser- 
vice" basis  the  paragraph  beneath  the  illustration  is 
admirable,  however,  and  might  have  been  worked  up 
to  form  an  effective  part  of  a  really  strong  announce- 
ment. 

Real  Selling  Description 

Richardson's  Big  Shoe  House,  Calgary,  Alta.,  has 
used  space  enough  in  the  third  advertisement  that 
we  reproduce  to  say  a  great  deal,— and  much  of  what 
it  has  to  say  is  well  said.  The  description  of  a  "Dor- 
othy Dodd"  is  real  selling  description,  while  for  the 
men  there  is  just  the  kind 
of  information  they  would 
be  likely  to  want  as  to  the 
new  styles  for  all  sorts  of 
occasions. 

The  special  offer  in  the 
closing  paragraphs  also  is 
good  business,  —  which 
should  have  been  made 
more  of,  however,  by  some- 
what better  display.  In- 
deed, the  whole  advertise- 
ment would  have  been 
strengthened  by  rigid  prun- 
ing, by  the  use  of  some 
larger  type  and  stronger 
display  lines. 

Calgary  is  getting  to  be  a 
busy  place,  and  busy  people 
want  to  get  to  the  heart  of 
things  just  as  easily  and  as 
quickly  as  possible. 

"W e  invite  you  to  come 
and  see  our  display  of  the 
latest  styles  in  fall  and  win- 
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tcr  footwear,"  might  have  been  made  the  opening 
sentence.  The  sentences  preceding  add  nothing  to 
the  strength  of  the  appeal,  and  take  up  space  that 
could  have  been  used  to  better  advantage  for  stronger 
display. 

Careful  revision  would  also  have  cut  down 
the  remaining  matter  considerably,  while  adding 
thereby  to  its  effectiveness. 

We  would  also  suggest  that  a  mure  pleasing  ar- 
rangement would  have  been  obtained  if  the  same 
space  had  been  used,  but  twice  the  width  and  only 
half  the  length  of  the  present  setting.  This  would 
have  allowed  of  a  really  bold,  striking  heading  and 
signature,  more  pleasing  arrangement  of  descriptions 
and  cuts,  and  an  effective  display  line  beneath  calling 
attention  to  the  interesting  special  offer. 

A  Well-Planned  Folder 

We  received  for  criticism  a  very  good  example  of 
a  folder  got  out  by  Russell  Bros.,  the  popular  shoe 
retailers,  of  Fort  William.  Results  are  the  best  proof 
<if  the  effectiveness  of  advertising,  and  the  fact  that 
this  folder  brought  in  good  results  is  of  all  things  the 
most  useful  criticism  that  could  be  offered  in  con- 
nection with  it. 

It  might  be  improved,  however,  by  more  careful 
wording  and  a  little  more  business  thinking  along  the 


lines  we  have  again  and  again  pointed  out  on  this 
page.  The  front  page  is  well  laid  out  and  excqjt 
for  a  point  or  two  in  wording,  no  exception  can  be 
taken  to  it.  One  weak  point  about  the  advertisement 
is  that  it  makes  certain  statements  about  certain  lines 
of  shoes  which  it  claims  are  "known  by  every  body 
as  the  best  children's  boots  made."  Anybody  can 
make  the  same  kind  of  statement  about  almost  any 
other  brand  of  shoes  upon  the  market,  and  a  great 
many  other  merchants  do,  This  does  not  make  it 
good  advertising,  however,  nor  do  statements  of  this 
kind  offer  one  single  reason  why  these  makes  are  good 
value  for  the  money,  nor  do  such  statements  offer  any 
possible  reason  why  the  reader  should  buy  from  Rus- 
sell Bros.,  rather  than  from  anyone  else  in  town. 
These  arc  the  most  important  weak  points  in  a  folder 
that  is  as  a  whole  creditable,  and  has  proved  its 
worth. 

Russell  Bros,  ask  which  would  be  likely  to  yield 
the  best  results,  the  folder  or  a  circular  letter.  We 
consider  the  choice  of  the  folder  shows  the  better 
judgment  and  is  likely  to  yield  better  results.  Let- 
ters, unless  really  well  done,  do  not  command  the  at- 
tention of  a  tastefid  folder  such  as  the  one  under  con- 
sideration, and  a  really  strong  letter,  well  reproduced, 
is  not  commonly  met  with. 
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etailers   and  Mail    Order  House 


The  question  of  the  competition,  and  in  many 
cases,  unfair  competition  of  the  mail  order  houses  and 
the  favors  shown  them  by  manufacturers  and  postal 
authorities  is  much  discussed  by  shoe  merchants,  in 
common  with  all  the  rest  of  the  retail  trade.  Wher- 
ever our  sympathies  may  be,  it  is  sometimes  advan- 
tageous to  hear  the  other  side  of  the  argument,  and 
we  present  the  following  article  sent  in  to  us  by  a 
travelling  man,  to  our  readers,  for  what  it  is  worth. 

The  Reason  for  Success 

Did  you  ever  stop  and  study  out  the  real  underly- 
ing reason  for  the  success  of  the  mail  order  house? 
Many  merchants  do  not.  They  accept  the  fact  that 
these  concerns  exist,  deplore  the  competition  they 
create  but  do  not  try  to  find  out  how  they  can  apply 
some  of  the  things  the  catalogue  houses  do  and  benefit 
thereby. 

It  does  not  take  very  long  to  discover  the  one  big 
point  that  the  mail  order  houses  bear  down  upon 
heaviest.  It  is  printed  in  special  type  on  the  front 
cover  of  the  catalogue;  it  is  interwoven  into  the  read- 
ing matter  and  the  reader  is  never  allowed  for  a  mo- 
ment to  forget  that 

"WE  GUARANTEE 

"That  each  any  every  article  in  this  catalogue  is 
exactly  as  described  and  illustrated. 

"We  guarantee  that  any  article  purchased  from  us 
will  satisfy  you  perfectly;  that  it  will  give  the  ser- 
vice you  have  a  right  to  expect;  that  it  represents  full 
value  for  the  price  you  pay. 

"If  for  any  reason  whatever  you  are  dissatisfied 
with  any  article  purchased  from  us,  we  expect  you  to 
return  it  to  us  at  our  expense.  We  will  then  exchange 
it  for  exactly  what  you  want,  or  will  return  your 
money,  including  any  transportation  charges  you  have 
paid." 

The  foregoing  is  an  exact  copy  of  what  is  found 
on  the  front  page  of  the  catalogue  of  one  of  the 


largest  retail  mail  order  houses  in  the  country.  Is  it 
anything  very  wonderful  that  a  concern  can  get  busi- 
ness on  such  a  basis?  Just  to  read  the  guarantee  is 
to  become  imbued  with  confidence. 

The  mail  order  houses  are  here.  It  looks  as  if 
they  had  come  to  stay.  The  parcels  post  scheme  has 
carried  in  the  United  States,  and  will  come  into  force 
the  beginning  of  the  new  year.  This  is  an  example 
which  Canada  is  likely  to  follow,  because  modern  ten- 
dencies are  irresistible,  and  although  a  stiff  fight  will 
be  put  up  against  it,  it  is  pretty  sure  to  pass  event- 
ually, because  people  in  general  are  not  interested  in 
the  trials  of  the  merchant,  but  only  in  lessening  the 
cost  of  living.  Yet  there  are  concerns  owned  by  men 
who  call  themselves  merchants,  who  rail  at  the  out- 
of-town  competitors,  but  are  unwilling  to  put  their 
own  business  on  a  strictly  "money  back"  basis. 

Not  long  ago  the  writer  was  in  a  country  store, 
which  carries  an  almost  complete  line  of  merchandise. 
A  customer  brought  in  a  combination  lock  he  had 
purchased  some  week  or  ten  days  previous  which  re- 
fused to  lock,  and  wanted  it  exchanged  or  his  money 
back. 

He  received  scant  courtesy  from  the  proprietor, 
the  lock  was  not  exchanged  and  he  did  not  get  his 
money  back.  The  treatment  he  received  will  send  him 
to  the  mail  order  houses  and  no  one  can  blame  him. 

On  the  other  hand,  in  another  store  the  writer 
heard  a  complaint  of  a  pair  of  rubber  boots  that  had 
not  given  satisfaction.  "George,"  said  the  proprietor, 
"bring  those  boots  back  next  time  you  are  in  town 
and  I  will  make  it  right." 

Now  these  two  examples  are  actual  occurrences 
and  illustrate  the  right  and  the  wrong  way  of  mer- 
chandising. It  would  pay  every  reader  of  these  lines 
to  have  a  large  sign  painted  giving  an  unlimited  guar- 
antee on  all  merchandise  purchased  in  the  store,  and 
placed  in  the  most  conspicuous  place. 
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©me  Attractive  Winnipeg  Window 

Seasonable  Trims  Bring  Trade — Good  Example  of  Win- 
dow Dresser's  Art — Retailers  Adopt  Footwear's  Suggestion 


One  of  the  most  attractive  shoe  store  window  dis- 
plays of  the  many  which  have  been  on  view  in  Winni- 
peg during  a  considerable  period  was  undoubtedly  that 
which  the  Avenue  Shoe  Store  had  recently.  It  pos- 
sessed all  the  essentials  of  effective  window  dressing, 
being  at  once  arresting,  artistic  and  seasonable,  while 
the  range  of  samples  on  view  was  well  chosen  and 
representative  of  the  stock  carried. 

The  scheme  of  decoration  was  expressive  in  every 
detail  of  Autumn.  The  sides  of  each  window,  which 
are  of  the  converging  "V"  type,  were  entirely  covered 
with  a  screen  composed  of  a  combination  of  corn  and 
wild  grasses.  Wheat,  oats,  barley  and  wild  hay  were 
woven  alternately  into  the  fabric  of  these  screens,  in 
the  centres  of  which  suitable  inscriptions  were  de- 
veloped in  large  letters  composed  of  twisted  strands 
of  purple  and  yellow  cording.  The  inscriptions  were 
"Autumn"  and  "Thanksgiving"  respectively  on  the 
right  and  left  sides. 

The  backs  of  the  windows,  which  give  onto  the 
interior  of  the  store,  were  covered  to  half  their  height 
by  screens  similar  to  those  on  the  sides,  the  remain- 
ing upper  panels  being  covered  with  natural  autumn- 
al leaves  pasted  in  a  thick  layer  over  the  glass.  The 
words  "Autumn,  1912,"  were  worked  out  against  this 
background  in  purple  letters,  which  harmonized  well 
with  the  reds  and  browns  of  the  leaves. 

The  floors  of  both  windows  were  covered  with  a 
deep  layer  of  autumn  leaves,  and  several  specimens 
of  stuffed  ducks  and  prairie  chicken  were  introduced 
among  the  samples  on  view  to  lend  an  added  sugges- 
tion of  seasonableness  to  the  display. 

The  window  to  the  left  exhibited  samples  of  ladies' 
boots  and  shoes,  and  that  to  the  right  showed  the  lines 
of  men's  wear.  In  each  the  goods  were  displayed  on 
oval  glass  adjustable  pedestals,  and  were  arranged  in 
the  usual  tiered  formation  which  brings  each  exhibit 
under  the  notice  of  the  public.  There  was  no  over- 
crowding of  the  window  space,  and  the  effect  of  the 
tasteful  display  in  such  an  ambitious  setting  was  very 
striking  and  effective. 

Another  Attractive  Exhibit 

Another  very  striking  exhibit  was  that  afforded  by 
the  windows  of  the  Moyer  Shoe  Company  in  their 
Portage  avenue  store.  In  this  case  attention  was  at 
once  rivetted  by  the  strikingly  novel  idea  on  view  in 
the  window  of  the  men's  department.  Here  the 
background  of  the  window  was  composed  of  the  real- 
istic reproduction  of  a  brick  garden  wall.     In  the 


centre  of  this  an  open  wicket  gate  was  situated, 
flanked  by  two  pillars  which  were  crowned  with  elec- 
tric light  globes.  From  this  gate  an  imitation  gravel 
path  ran  down  to  the  front  of  the  window,  while 
guarding  the  gate  was  a  ferocious  looking  bulldog, 
which  had  been  characteristically  endowed  with  a  full 
compliment  of  boots.  A  few  withered  leaves  scatter- 
ed throughout  the  window  space  completed  a  very  at- 
tractive setting,  in  which  a  few  pair  of  boots  and 
shoes  were  shown.  A  drawing,  with  description,  of  a 
window  background  similar  to  this  one  was  published 
in  the  September  issue  of  "Footwear  in  Canada,"  and 
since  that  time  the  idea  has  been  used  by  leading  re- 
tailers in  different  Canadian  centres. 

The  window  dressing  displayed  in  the  ladies'  de- 
partment, if  less  conspicuous  than  that  already  des- 
cribed, lacked  nothing  in  art.  The  background  in  this 
instance  was  composed  of  the  polished  oak  panels 
which  divided  the  window  from  the  store.  These  were 
adorned  with  sprays  of  imitation  maple  leaves,  while 
other  sprays  were  scattered  over  the  floor  of  the  win- 
dow. At  the  back,  to  the  left  hand  side,  a  rustic  tri- 
pod supported  a  cauldron  over  a  camp  fire,  while  in 
the  right  hand  corner  a  rough  log  cabin  was  erected. 
In  these  surroundings,  which  were  eloquent  of  the 
Autumn,  a  well  selected  exhibition  of  the  new  season's 
wear  was  shown,  the  samples,  of  which  there  were  a 
fair  number  on  view,  being  very  effectively  arranged. 
These  included  some  of  the  very  smartest  examples  of 
fashionable  footwear,  and  made  a  display  which  proved 
an  excellent  business-getter. 


Attracts  Attention 

The  Brockton  Shoe  Store,  Yonge  street,  Toronto, 
has  a  unique  method  of  attracting  the  attention  of 
passers-by,  which  proves  very  efficacious.  On  the 
wall  of  the  show  windows  on  either  side  of  the  en- 
trance are  hung  picture  frames  with  glass.  In  these, 
are  inserted  illustrations  clipped  from  magazines  and 
periodicals  illustrating  prominent  current  events  that 
are,  or  have  been  lately  much  before  the  public  notice.. 
Underneath  these  frames  hang  smaller  ones  contain- 
ing a  description  of  the  picture  above  and  bearing  in 
large  red  type  an  announcement  to  the  effect  that  the 
public  should  watch  the  windows  in  order  to  be  up- 
to-date,  and  to  keep  in  touch  with  current  events. 
These  pictures  do  not  take  up  any  space  that  could 
be  devoted  to  the  display  of  shoes  and  the  fact  that 
two  or  three  persons  are  generally  to  be  seen  look- 
ing at  them,  attests  their  worth. 
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tracts  from  our 


Trade  Topics  of  Interest  to  the  Shoeman — Some  of 
the  Brightest  and  Best  from  the  Other  Trade  Journals 


U.  S.  and  English  Shoe  Styles  Similar 

A  comparison  of  English  and  United  States  shoe 
styles  is  made  in  a  recent  issue  of  the  Shoe  &  Leather 
Record,  of  London,  England.  The  article  points  out 
that  until  quite  recently  the  impression  was  generally 
held  that  the  British  shoe  manufacturer  derived  many 
of  his  ideas  from  his  United  States  competitors.  There 
was  some  ground  for  that  view,  owing  to  the  fact 
that  the  influence  of  United  States  last  makers  in 
England  lias  very  largely  determined  the  shapes  of 
both  men's  and  women's  footwear.  That  influence  is 
still  perceptible,  but  it  is  now  found  that  the  general 
features  of  lasts  used  in  both  countries  are  practically 
the  same.  There  are  some  differences  of  style,  but 
these  are  not  nearly  so  pronounced  as  formerly. 

The  United  States  shoe  producers  and  distributors 
are  wearying  of  the  freaks  which  we  discarded  after 
only  a  brief  run,  the  result  being  that  all  concerned 
either  lost  money  or  failed  to  reap  adequate  profit.  A 
comparison  of  the  illustrations  of  footwear  in  the  trade 
journals  of  both  countries,  the  article  points  out,  shows 
that  there  is  little  or  no  difference  between  English 
and  United  States  shoe  styles  at  the  present  moment. 
*     *  * 

High  Hides  Due  to  Trusts? 

The  phenomenal  height  to  which  the  price  of  hides 
has  soared,  is  the  subject  of  an  editorial  in  the  Boot 
&  Shoe  Trades  Journal,  of  London.  According  to  the 
view  taken  by  this  journal,  the  present  high  price  of 
hides  is  due  to  "the  avarice  of  the  gentlemen  who  for 
months  past  have  been  pulling  the  strings."  These 
persons  who  are  responsible  for  the  prices  ruling  have 
ordained  that  hides  must  go  still  higher,  being  of  the 
opinion  that  as  the  tanners  have  yielded  so  readily 
all  along,  to  their  demands,  they  can  be  squeezed  a 
bit  further ;  but  there  is  always  a  point  beyond  which 
human  nature  can  not  be  strained,  and  a  point  in  busi- 
ness expediency  beyond  which  men  cannot  go  with- 
out fear  of  disaster.  That  point  has,  in  the  opinion  of 
the  journal  been  reached,  and  it  would  be  well  if  the 
tanners  began  to  look  into  the  circumstances  and  real- 
ize the  peril  which  surrounds  them. 

The  article  further  points  out  that  although  tanner 
and  shoe  manufacturer  must  both  get  a  better  price 
for  their  products,  still  the  circumstances  have  re- 
cently changed.  Statistics  have  shown  that  there  are 
plenty  of  hides  in  the  country,  that  despite  high  prices, 
plenty  of  leather  is  going  on  the  market,  that  manu- 
facturers are  well  covered,  and  that  money  which  has 
been  too  cheap  is  very  likely,  in  fact,  certain  to  get 
dearer,  the  effects  of  which  must  be  obvious,  dear 
money  always  leading  to  a  cheapening  of  all  com- 
modities and  cheap  money  to  an  increase  in  value. 
Owing  to  the  war  in  the  Balkans,  the  journal  predicts 
a  bank  rate  of  5  per  cent.,  which  will  have  its  effect 
upon  all  kinds  of  stock  and  will  cause  unrest  among 
those  holding  up  material,  which  will  lead  many  to 
disgorge. 

Under  the  circumstances  it  would  be  well  for  the 
tanners  to  cry  "Halt,"  to  tell  the  British  dealers  they 


have  had  enough  and  leave  the  latter  to  dispose  of 
the  hides  which  they  say  are  wanted  for  America  and 
the  Continent,  where  they  can.  The  story  of  a  uni- 
versal demand  may  or  may  not  be  true.  It  does  not 
matter  if  it  is  or  not.  If  Continental  tanners  wish  to 
commit  commercial  suicide  that  is  not  any  reason 
why  the  Britisher  should  do  likewise.  It  is  predicted 
that  the  next  few  months  will  be  fraught  with  great 
happenings  and  the  cautious  man  will  have  less  to 
keep  him  awake  at  nights  than  he  who  plunges  on 
the  talk  of  those  who  imagine  that  prices  are  only  at 
the  foot  instead  of  near  the  top  of  the  ladder. 

The  writer  considers  that  the  position  of  both  the 
British  shoe  manufacturer  and  tanner  is  fairly  safe, 
although  that  of  those  on  the  Continent  is  not  so  cer- 
tain, which  is  attributed  to  the  gambling  spirit  which 
exists  both  on  the  Continent  and  in  the  United  States. 
The  fact  is,  he  points  out,  that  the  supplied  from 
both  parts  of  the  world  are  greater  than  ever,  and 
that  despite  all  the  talk,  stocks  can  be  had  at  a  price. 
It  is  only  when  shipments  are  small  that  any  real  re- 
liance can  be  placed  on  the  plea  of  shortage,  and  this 
is  not  now  the  case. 

*     *     *  j  ■   j  |      1   '  j 

It  Pays  to  Advertise 

Here  is  an  object  lesson  in  advertising,  for  some 
shoe  manufacturers  are  still  old-fashioned  enough  to 
believe  that  advertising  does  not  pay.  In  a  recent 
issue  of  The  Shoe  Retailer,  appeared  an  account  of  a 
shoe  factory  carrying  shoes  in  stock,  which  spent 
$1500  in  one  season  (thirteen  weeks)  to  see  if  trade 
journals  could  sell  any  goods. 

The  house  had  not  advertised  before,  because  the 
board  of  directors  had  always  opposed  advertising  as 
"money  wasted."  The  expenditure  of  $1500  was  in 
the  nature  of  an  experiment  and  nearly  every  director 
of  the  company,  excepting  one  or  two  wide-awake 
ones,  who  had  seen  other  manufacturer-advertisers 
grow,  considered  the  money  ill-spent.  However,  from 
the  start  the  advertising  began  to  "pull"  and  at  the 
end  of  the  season  it  was  seen  that  the  company's  trade 
paper  advertising  had  opened  over  315  new  accounts, 
the  average  cost  per  account  being  only  $4.00. 

A  salesman  is  frequently  sent  a  score  or  more  of 
miles  out  of  his  way  on  the  chance  of  opening  a  new 
account  for  his  house,  and  the  cost  is  considerable.  An 
advertisement  in  the  trade  journal  only  costs  a  frac- 
tion of  what  these  journeys  do  and  always  brings 
results.  Also,  thousands  of  dealers  who  do  not  buy 
through  the  advertising  are  impressed  by  it,  and  this 
inspires  confidence,  which  helps  the  sale  of  shoes  when 
the  salesman  comes  alona:. 


The  store  that  always  has  all  the  latest  goods  in 
its  line  that  are  advertised  in  the  magazines  gets  the 
trade  on  those  goods  and  on  its  other  goods  besides. 


Make  it  easy  for  the  people  to  have  the  Christmas 
gifts  they  buy  at  your  store  this  year  delivered  from 
the  store.    It  will  increase  vour  sales. 
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What  the  Shoe  Travellers  are  Doing  and  Saying — Footwear 
Solicits  Photographs  and  Other  Matter  for  this  Department 


Death  of  Shoe  Traveller 

Mr.  Bruce  McKellar,  the  popular  young  traveller 
of  the  W.  B.  Hamilton  Shoe  Company,  Toronto,  died 
suddenly  at  Echo  Bay,  Ont.,  on  Saturday,  October 
26th.  Mr.  McKellar  had  previously  enjoyed  good 
health,  but  was  taken  ill  at  Echo  Bay  on  the  Wednes- 
day before  his  death  and  was  found  delirious  in  bed 
in  his  hotel.  A  nurse  and  doctor  were  secured  and  the 
patient  appeared  to  be  on  the  road  to  recovery.  On 
Saturday  he  had  so  far  recovered  as  to  be  able  to 
go  for  a  short  walk  with  his  nurse,  after  which,  com- 
plaining of  feeling-  tired,  he  lay  down  to  rest,  and 
expired  in  his  sleep.  The  deceased  who  was  thirty 
years  of  age,  was  born  near  Sarnia,  Ont.,  and  had 
been  with  the  W.  B.  Hamilton  Shoe  Company  for 
over  two  years.  He  was  one  of  the  most  energetic 
and  successful  salesmen  on  the  staff  of  the  firm  and 
during  the  last  nine  months  had  increased  the  busi- 
ness of  his  firm  in  his  territory  by  over  $11,000.  The 
firm  state  that  he  was  the  best  man  they  ever  had 
covering  that  territory.  Previous  to  his  joining  the 
staff  of  the  Hamilton  Shoe  Company  he  was  in  the 
retail  shoe  business  in  Sarnia.    He  was  unmarried. 


Expansion  of  Kaufman  Rubber  Co. 

Owing  to  a  large  extension  to  their  plant  being 
completed  early  this  spring,  the  Kaufman  Rubber 
Company,  of  Berlin,  Ont.,  have  a  daily  output  now 
of  8,000  pairs.  Business  has  been  increasing  so  rapidly 
with  them  that  they  have  been  forced  to  make  a  large 
addition  to  the  selling  force  in  order  to  properly 
handle  their  customers.  They  will  have  seven  men 
covering  Ontario  during  the  coming  season,  in  addi- 
tion to  representatives  in  all  other  parts  of  the  Do- 
minion. Some  of  the  new  members  of  the  sales  staff 
are  Messrs.  J.  S.  Lovell,  G.  H.  Ansley,  and  S.  G. 


Amero,  who  are  all  widely  known  to  the  trade.  On- 
tario will  be  covered  as  follows :  T.  W.  Simpson, 
southwestern  Ontario,  S.  G.  Amero,  west  of  but  not 
including  the  G.  T.  R.  from  Berlin  to  Southampton,  J. 
S.  Lovell,  directly  north  of  Berlin,  Mr.  Himburg, 
northern  Ontario  to  Sault  Ste.  Marie,  W.  S.  Wood,  the 
Niagara  District,  G.  H.  Ansley,  east  of  Toronto,  and 
L.  B.  Hutchison,  manager  of  the  Toronto  branch,  the 
territory  surrounding  Toronto,  and  Hamilton. 

Before  joining  the  staff  of  the  Kaufman  Rubber 
Company,  Mr.  Amero  served  several  years  with  the 
United  Shoe  Machinery  Company,  and  possesses  a 
practical  acquaintance  with  shoe  manufacturing.  He 
entered  the  employment  of  a  large  shoe  concern  in 
Lynn,  Mass.,  about  fifteen  years  ago,  and  for  five  years 
was  with  the  firm  of  Williams  &  Clark,  where  he  be- 
came thoroughly  familiar  with  the  entire  Goodyear 
process.  He  left  this  firm  to  join  the  United  Shoe  Ma- 
chinery Company  at  Lynn,  Mass.,  where  he  occupied 
the  position  of  demonstrator  and  salesman.  He  was 
transferred  by  that  Company  to  Canada  in  1907,  and 
has  spent  some  months  in  the  Quebec  and  Montreal 
districts,  although  most  of  the  time  he  was  travelling 
for  the  Toronto  office.  He  possesses  the  rare  com- 
bination of  a  man  possessing  technical  knowledge  and 
mechanical  ability,  and  at  the  same  time  being  an 
able  salesman.  He  left  the  United  Shoe  Machinery 
Company,  to  the  great  regret  of  his  employers,  only 
because  he  felt  the  prospects  of  personal  advancement 
were  better  in  another  field. 

Mr.  J.  S.  Lovell  has  been  selling  shoes  in  Canada 
for  over  thirty  years,  and  is  therefore  one  of  the  vet- 
erans. He  was  one  of  the  organizers  of  the  Victoria 
Shoe  Company,  of  Toronto,  and  was  also  with  the 
firm  of  Cooper  &  Smith,  of  that  place.  For  some  time 
he  was  on  the  road  for  Ames-Holden-McCready.  He 
is  of  Irish  extraction  and  possesses  the  wit  and  genial- 


PICNICKING  ON  THE  ST.  JOHN  RIVER,  N.B. 


The  above  illustration,  which  was  sent -in  to  us  by  Mr.  Will  C.  Rising,  of  Waterbury  &  Rising,  St.  John,  N.B., 
is  of  a  group  of  travelling  salesmen  taken  at  an  outing  at  Carter's  Point,  on  the  St.  John  River.  According  to  the 
account  of  the  affair  in  the  St.  John  Daily  Telegraph,  the  boys  had  a  "whale  of  a  time,"  and  enjoyed  themselves  thor- 
oughly. About  live  hundred  travellers  were  present,  and  the  guests  included  His  Worship,  the  Mayor  of  St.  John.  The 
Artillery  Band  was  hired  for  the  occasion  and  rendered  a  fine  programme  of  music.  Some  of  the  sporting  items  of 
the  day  were  a  baseball  game,  boxing  matches,  and  foot  races,  among  which  was  included  the  fat  man's  race,  in  which 
there  were  some  fourteen  competitors.  In  the  evening  they  gathered  round  bonfires  for  a  clam  bake,  which  later  de- 
veloped into  an  all-round  sing-song  and  general  good  time.  Commercial  men  certainly  know  how  to  "get  together," 
and  enjoy  themselves  when  they  do  so. 
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ity  of  his  race.  He  knows  the  footwear  game  thor- 
oughly, is  held  in  high  estimation  with  the  trade  and 
enjoys  the  proud  distinction  of  being  the  first  Can- 
adian traveller  to  cross  the  water  and  sell  Canadian- 
made  shoes  in  England. 

Mr.  Ansley,  one  of  the  recent  additions  to  the  sales 
force,  possesses  a  strong  connection  with  the  retail 
shoe  trade.  For  the  past  twenty  years  he  has  been  on 
the  road  and  has  demonstrated  his  capability  with 
such  firms  as  J.  D.  King  Company,  Geo.  A.  Slater, 
The  Nursery  Shoe  Company,  and  the  Slater  Shoe  Com- 
pany. That  he  will  "make  good"  with  his  present  em- 
ployers is  a  foregone  conclusion. 

The  other  four  <  )ntario  salesmen,  Messrs.  Simpson, 
Hutchison,  Himburg  and  Wood,  have  been  with  the 
company  for  years  and  have  built  up  strong  connec- 
tions and  know  the  business  thoroughly. 


An  Up-to-Date  Shoe  Firm 

Ames  Holden  McCready,  Limited,  say  that  the 
conditions  of  the  trade  this  season,  from  their  exper- 
ience, are  in  every  way  satisfactory.  Business  has 
largely  increased  and  all  the  indications  point  to  a 
much  heavier  demand  for  a  finer  grade  of  goods  as 
the  season  advances.  On  men's  goods  they  find  a 
greater  demand  for  oxfords  than  heretofore,  not  of 
a  freakish  nature  but  plain  lines  and  closely  trimmed, 
on  a  medium  high  heel  and  toe.  Tan  goods  are  selling 
very  strong  for  spring  1913, — the  lighter  grades  pre- 
ferable. There  is  also  a  big  demand  for  cloth  tops, 
principally  the  black  cloth  and  gun  metal  calf  com- 
binations.   Button  boots  are  holding  their  own. 

The  leather  market  is  very  strong,  everyone  talk- 
ing high  prices.  There  does  not  seem  to  be  any  pros- 
pect of  shoes  being  lower  in  price,  in  fact,  a  possi- 
bility of  their  being  higher.  Since  September  1st, 
some  leathers  have  advanced  one  cent,  per  foot  over 
preceding  high  prices. 

They  have  recently  added  to  their  plant  a  thor- 
oughly equipped  and  up-to-date  cut  sole  factory  and 
heel  factory.  From  their  cut  sole  factory  they  are 
now  enjoying  a  production  of  eight  thousand  pairs  of 
outsoles  daily,  which  they  expect  to  increase  in  a  short 
time.  The  production  of  this  factory  supplies  their 
shoe  factories  No.  1  and  No.  2  with  their  require- 
ments. The  superintendency  of  this  factory  is  con- 
ducted by  a  competent  man  with  many  years  exper- 
ience in  the  manufacturing  of  cut  soles  in  the  United 
States. 

The  heel  factory  has  been  thoroughly  equipped 
with  Grover  heel  building  machine  and  the  United 
Shoe  Machinery  Company's  presses  and,  in  fact,  all 
up-to-date  heel  building  machinery,  to  turn  out  ex- 
cellent heels.  A  thoroughly  competent  man  is  in 
charge,  who  has  been  making  heels  for  years  past  for 
some  of  the  best  shoe  manufacturers  in  the  United 
States.  The  production  of  this  factory  also  supplies 
their  shoe  factories  No.  1  and  No.  2. 

Their  shoe  factories  have  undergone  operations 
which  will  enable  them  to  produce  a  capacity  of  eleven 
thousand  five  hundred  pairs  per  day,  in  divisions  of 
thirty-five  hundred  pairs  of  men's  and  boys'  fine  grade 
welts  from  Factory  No.  1,  and  thirty-five  hundred 
women's,  misses,'  childs,'  infants,'  youths'  and  little 
gents'  fine  welts,  and  McKays  in  Factory  No.  2;  also 
forty-five  hundred  pairs  of  men's,  boys,'  and  youths' 
medium  grade  welts,  McKay  and  standard  screw,  in 
Factory  No.  3. 
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Time  or  money  has  not  been  spared  in  securing 
competent  superintendents  and  foremen  for  their  shoe 
factories,  and  already  the  efforts  pf  the  firm  are  being 
rewarded,  as  they  are  continually  receiving  compli- 
ments from  their  trade  for  excellent  production  of 
fine  footwear.  Their  No.  3  factory  being  located  in 
St.  Hyacinthe,  cuts  its  own  stock  and  builds  its  own 
heels  in  the  factory. 


Are  Salesmen  First-Glass? 

The  following  advertisement  appearing  in  a  Boston 
daily  paper  leaves  the  reader  somewhat  in  doubt  as 
to  the  strata  of  society,  to  which  salesmen  belong. 
The  advertisement  reads:  "Rooms  to  let  at  $1.00  a 
day.  We  accommodate  only  first-class  people, — and 
traveling  salesmen." 

If  you  were  a  traveling  salesman,  would  you  ask 
for  accommodation? 


Salesmen's  Sayings 

It  is  not  enough  for  a  salesman  to  have  a  thorough 
knowledge  of  how  to  sell.  He  should  have  a  perfect 
knowledge  of  the  goods  as  well. 

Give  every  traveling  man  a  chance.  To  turn  him 
down  unheard  is  perhaps  to  lose  the  best  proposition 
of  the  season. 

It  is  profitable  to  have  friends  who  will  boost  your 
business,  but  it  is  not  profitable  to  boost  friendship 
for  business'  sake  alone. 

It  may  cost  you  more  in  wages  for  a  cheerful  sales- 
man, but  the  grouchy  man  will  be  far  the  more  ex- 
pensive in  the  long  run. 

The  oftener  you  make  your  competitors  mad,  the 
harder  they  will  work  to  get  ahead  of  you. 

Over-confidence  has  lost  almost  as  many  games  as 
inferiority.  No  game  is  finished  or  won  until  the  ninth 
inning  has  been  played. 

Be  careful  about  getting  into  position  where  the 
mistakes  of  other  people  may  cause  you  loss  and  in- 
convenience. 

You  can't  make  things  come  your  way  by  waiting 
for  them.  You  get  what  you  go  after  rather  than  what 
you  wait  for. 


SOME  OF  THE  HARTT  BOYS 


The  above  photograph  of  some  of  the  Hartt  Boot  &  Shoe 
Company's  travellers  was  taken  specially  for  "Footwear  in 
Canada."  Reading  from  left  to  right  the  names  are,  Messrs. 
John  G.  Settle,  Walter  Jardine,  Geo.  H.  Ferguson,  Harvey 
Graham,  and  A.  F.  Kierstead.  Two  of  the  company's  trav- 
ellers, Messrs.  C.  H.  McGee  and  L.  Farewell  are  not  included 
in  this  group. 
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Retailer  ©sm  Ontario  Org 


Secretary  of  Boston  Retail  Shoe  Merchants'  Associa- 
tion Discusses  Resolutions  Adopted  at  August  Meeting 


The  following"  letter  was  received  from  Mr.  Burke 
Rivers,  Secretary  of  the  Boston,  Mass.,  Retail  Shoe 
Merchants'  Association  too  late  for  publication  in  our 
last  issue.  Mr.  Rivers  is  one  of  the  most  up-to-date 
and  best  known  retailers  in  the  whole  of  the  United 
States,  and  the  comments  he  offers  upon  retail  shoe 
organization  and  the  resolutions  adopted  by  the  On- 
tario Boot  and  Shoe  Section  of  the  Retail  Merchants' 
Association  of  Canada,  are  worthy  of  consideration 
by  our  readers. 

Boston,  October  3,  1912. 
Editor,  "Footwear  in  Canada," 

Dear  Sir, — It  is  gratifying  to  learn  that  the  retail 
shoe  merchants  of  the  Province  of  Ontario  are  awake 
to  the  benefits  of  organization  and  concerted  action 
for  the  improvement  and  uplift  of  retail  shoe  condi- 
tions. Any  body  of  merchants,  working  "one  for  all 
and  all  for  one,"  can  accomplish  much  for  the  good  of 
each  individual,  as  well  as  for  the  trade  as  a  whole. 

Coming  to  a  consideration  of  the  resolutions 
adopted  at  the  first  convention  of  the  shoe  merchants 
of  Ontario  Province,  let  me  say  that  they  are  all 
good,  with  possibly  one  exception.  This  is  the  reso- 
lution referring  to  uniform  stock  cartons,  or  boxes. 
We  all  would  like  to  use  uniform  cartons,  but  unfor- 
tunately the  custom  of  dealers  having  their  own  boxes 
fit  the  measurements  which  they  think  best,  is  so  deep 
rooted  that  it  is  almost  impossible  to  accomplish  re- 
form in  this  respect. 

If  the  adoption  of  uniform  cartons  was  obligatory, 
I  venture  to  assert  that  it  would  be  necessary  for 
almost  every  dealer  to  rip  out  his  present  shelving 


and  install  new  fixtures  to  accommodate  the  uniform 
stock  boxes.  Manifestly  this  would  never  be  done. 
The  Boot  &  Shoe  Manufacturers'  Association  of  the 
United  States  several  years  ago  attempted  to  get  the 
dealers  in  the  States  to  adopt  uniform  cartons,  but 
nothing  much  resulted  from  it. 

The  other  resolutions  are  all  good,  for  they  con- 
sider vital  problems  that  all  have  a  bearing  upon  the 
profits  of  retail  shoe  merchants. 

On  general  principles  it  would  seem  that  a  nation- 
al organization  of  Canadian  shoe  retailers  would  be  of 
benefit  to  the  entire  trade — manufacturers  as  well  as 
retailers — because  the  work  of  such  an  organization 
benefits  manufacturers  in  just  the  proportion  that  it  is 
of  good  to  the  retailers. 

There  may  be  questions  of  mutual  interest  that 
a  national  association  of  Canadian  shoe  merchants 
could  take  up  with  the  national  association  in  the 
States,  and  vice  versa,  but  what  these  questions  are 
remains  for  the  future  to  bring  forth. 

The  spirit  of  organization,  as  it  has  developed  in 
the  States,  has  been  of  inestimable  value  in  promot- 
ing closer  friendship  between  competitors  in  their  lo- 
cal towns  and  cities ;  it  induces  an  interchange  of  busi- 
ness ideas ;  it  brings  co-operation  into  play  for  the 
elimination  of  evils  and  the  improvement  of  trade. 
These  are  only  a  few  of  the  great  benefits  derived 
from  organization. 

Very  truly  yours, 

BURKE  RIVERS, 
Sec,  Boston  Retail  Shoe  Merchants  Ass'n. 


Whj  Not  Make  a  Fair  Profit  on  Rubbers? 

By  Robert  W.  Woodruff 


This  subject  has  been  very  thoroughly  and  prac- 
tically discussed  at  various  meetings  of  the  Roches- 
ter Retail  Shoe  Dealers'  Association  and  it  might  be 
well  to  state  right  here  that  members  of  this  Asso- 
ciation have  enjoyed  a  good  business  and  a  good 
profit  on  rubbers,  a  condition  that  might  well  be 
brought  about  by  co-operative  effort  in  any  city  or 
town  in  the  United  States.  This  profitable  condition 
was  brought  about  by  Charles  E.  Young,  who  had 
been  in  charge  of  the  rubber  business  of  L.  P.  Ross, 
of  Rochester  for  fifteen  years,  until  his  death  last 
September,  but  could  not  have  been  carried  through 
without  the  co-operative  effort  of  practically  every 
dealer  in  the  city.  At  one  of  the  meetings  it  developed 
that  the  average  profit  was  40  per  cent.,  or  there- 
abouts, and  this  percentage  applies  to  both  first  and 
second  grade  rubbers.  One  of  the  dealers  made  a 
rattling  good  speech,  and  not  only  showed  where  his 
rubber  business  was  profitable,  but  also  made  every 
dealer  present  feel  proud  of  the  fact  that  he  was  ob- 
taining his  legitimate  profit  by  honest  and  straight- 
forward selling  methods. 

To  do  business  on  a  25  per  cent,  profit  basis  is  not 
necessary,  and  when  a  dealer  stoops  to  this  percent- 


age to  undersell  his  neighbor,  it  does  not  hurt  his 
neighbor,  but  injures  himself.  He  can  hang  on  to  this 
method  until  he  loses  enough  money  to  impair  his 
credit  and  then  can  work  for  someone  else  and  learn 
the  essentials  of  a  successful  business.  The  man 
who  is  getting  the  largest  profits,  is  doing  the  best 
business  and  will  enjoy  the  confidence  of  his  peo- 
ple, if  he  will  make  it  thoroughly  understood  to  his 
customers  that  he  cannot  sell  a  good  rubber  at  the 
price  which  his  neighbor  claims  to.  Any  dealer  who 
sells  a  rubber  for  98c.  that  cost  him  79c,  cannot  show 
the  right  profit,  as  this  rubber  should  sell  for  $1.15 
in  order  to  realize  a  reasonable  profit.  Many  dealers 
have  maintained  the  $1.15  price  for  this  rubber  re- 
gardless of  location,  whether  it  be  on  the  main  street 
of  a  city  or  in  the  suburbs,  and  they  have  gained  the 
respect  of  their  customers,  because,  in  spite  of  what 
can  be  said  to  the  contrary,  the  hard  thinking  cus- 
tomer will  realize  that  he  or  she  is  getting  the  best 
the  market  affords,  and  in  rubbers  especially,  the  best 
is  the  cheapest  in  the  long  run. 

The  Rochester  association  has  not  been  making  any 
public  outcry  but  they  have  been  getting  the  $1.15 
price,  and  when  the  public  buys  this  rubber  it  will  be 


66 


FOOTWEAR    IN  CANADA 


impossible  to  shop  around  and  obtain  it  for  less  than 
$1.15.  Even  the  department  stores  of  the  city  are 
glad  and  willing  to  uphold  the  association  in  its  ef- 
forts to  maintain  the  price,  as  the  heads  of  large  de- 
partment stores  are  always  willing  and  keen  to  ob- 
tain a  legitimate  profit.  A  few  of  the  dealers  carry  a 
second  grade  rubber  which  they  sell  for  this  same 
margin  of  profit,  but  it  has  been  found  by  experience 
that  the  customer  will  take  the  better  grade,  when 
the  difference  in  quality  is  explained  to  them.  From 
experience  many  dealers  have  found  that  it  was  good 
business  policy  to  carry  only  the  better  grade  and 
eliminate  second  grade  rubbers  entirely. — The  Shoe- 
man. 


Pay  Attention  to  Your  Store  Front 

Not  so  very  long  ago  the  writer  had  occasion  to 
go  to  one  of  the  prosperous  towns  of  Manitoba  to 
call  upon  two  merchants  whom  he  desired  to  see. 
That  town  had  five  general  stores,  with  two  exclusive 
hardware  stores  and  one  exclusive  implement  house. 

Not  one  of  those  places  of  business  had  a  name 
on  it  that  could  be  read  twenty  feet  away;  not  one 
of  them  made  any  effort  to  "connect  up"  with  the  ad- 
vertising he  was  doing ;  not  one  of  these  stores  stood 
out  from  the  rest  owing  to  the  fact  that  its  store  front 
was  better  and  cleaner  than  the  others  and  none  of 
them  had  anything  about  it  that  would  attract  at- 
tention. The  owners  of  these  stores  were  all  fairly 
prosperous;  their  advertising  by  newspaper  announce- 
ments, circular  letters  and  show  window  displays  was 
at  least  up  to  the  average  and  in  two  cases  a  good 
deal  better. 

Such  store  fronts  as  those  mentioned  are  a  dis- 
grace. That  is  putting  it  mildly,  for  the  neglect  of 
the  outside  of  the  store  is  to  be  condemned  in  the 
strongest  possible  way.  Those  merchants  are  not 
making  the  most  of  their  advertising  appropriation; 
they  are  not  making  the  most  of  the  advertising  value 
of  their  names;  they  are  not  making  their  stores  mag- 
nets that  will  draw  trade. 

"If  each  before  his  own  door  swept,  the  village 
would  be  clean,"  is  an  old  saying,  that  can  be  changed 
to  read  "If  each  man  cleaned  up  his  store  front,  the 
whole  town  would  be  more  attractive." 

It  would  seem  as  if  merchants  should  have  more 
pride  than  to  allow  their  store  fronts  to  be  dirty ; 
than  to  so  bury  their  lights  under  a  bushel  that  no 
one  knows  the  name  of  the  store  or  its  owner,  unless 
he  goes  inside  of  it  and  asks  the  question.  These 
may  seem  harsh  things  to  say,  but  they  are  needed 
if  merchants  are  to  wake  up  and  make  the  most  of 
their  opportunities.  The  conditions  mentioned  are 
not  found  only  in  isolated  cases.  They  are  general, 
it  is  sad  to  say.  The  writer  knows  of  not  a  few  stores 
that  are  excellent  inside,  with  good  displays  and  well 
arranged  stocks,  but  the  fronts  need  several  coats  of 
paint  to  make  them  presentable,  and  have  nowhere 
about  them  anything  to  indicate  who  owns  them. 

If  you  want  to  make  your  town  an  attractive  place 
for  the  farmers  to  trade  in,  get  busy  with  the  paint 
pot  and  brush.  The  man  who  starts  it  will  set  his 
neighbors  to  thinking  and  it  will  not  be  long  before 
civic  pride  is  aroused  and  this,  that  and  the  other 
improvement  started,  just  to  keep  pace  with  the  clean 
and  attractive  fronts  of  the  stores. 


If  you  can't  deliver  cheerfully  all  goods  ordered 
delivered,  cut  out  the  delivering  altogether. 


Foreign  Wages  and  Cost  of  Living 

The  following  is  a  statement,  recently  issued  by 
the  Boot  and  Shoe  Recorder,  showing  comparative 
prices  and  wages  in  the  United  States  and  in  six 
other  countries.  The  compiler  used  England  as  a 
standard,  taking  the  prices  of  food,  of  all  living  ex- 
penses, and  of  wages  there  at  a  basis  of  100,  and 
comparing  each  of  the  other  nations  with  that  stan- 
dard.   The  table  is  shown  herewith  : 


Food  All  Costs  Wages 


England  

 100% 

100% 

100% 

I  lelgium  

 98 

94 

63 

Germany  

 118 

119 

83 

France   

 118 

114 

75 

Austria  

 154 

155 

76 

Italy  

 159 

148 

67 

United  States  ...  . 

 138 

152 

230 

This  little  table  presents  in  most  graphic  and  re- 
markable form  the  reason  why  every  able-bodied  man 
in  Austria  and  Italy  who  is  not  especially  favored  at 
home  is  trying  to  lay  up  the  price  of  a  steamer  ticket 
to  America.  Each  of  these  columns  of  course  must 
be  considered  principally  in  comparison  with  the 
scale  of  100  at  the  top. 

It  can  be  seen  that  while  costs  of  living  average 
about  the  same  in  Italy  and  Austria  as  in  this  coun- 
try, the  wages  paid  are  less  than  one  third.  It  can 
be  seen,  too,  that  the  statement,  "You  can  live  so 
much  cheaper  abroad"  is  a  fiction  and  a  falsehood,  so 
far  as  these  two  countries  are  concerned,  and  that  in 
all  the  countries,  even  in  England,  the  discrepancy 
in  wages,  as  compared  with  wages  in  the  United 
States,  is  so  great  that  the  difference  in  cost  of  living 
is  no  advantage  to  the  worker. 

England  offers  the  most  advantageous  scale  to  the 
foreign  worker.  As  compared  with  that  country,  the 
United  States  worker  spends  $1.52  for  every  $1.00  the 
English  wrorker  spends;  but  he  receives  $2.30  for  every 
$1.00  the  English  worker  receives.  There  is  a  tremen- 
dous margin  in  favor  of  the  United  States  worker. 


End  of  Rubber  Company 

Shareholders  of  the  Peruvian  Amazon  Company, 
which  is  now  in  course  of  voluntary  liquidation,  pe- 
titioned the  Chancery  Court,  London,  Eng.,  recently, 
for  an  order  for  the  compulsory  winding  up  of  the 
concern  on  the  ground  that  the  cruelties  in  the  Putu- 
mayo  rubber  district  were  still  continuing,  and  also 
because  the  company's  transactions  with  Senor  Arano, 
who  is  the  liquidator,  needed  close  investigation. 

Counsel  for  the  company  stated  that  Arano  was 
now  in  Peru  settling  the  affairs  of  the  company.  He 
pointed  out  that  Sir  Roger  Casement's  report  on  the 
outrages  in  the  district  did  not  suggest  that  Senor 
Arano  was  aware  of  the  atrocities. 

The  hearing  was  adjourned  until  February  in  or- 
der to  get  Arano's  evidence. 


An  honest  debt  grows  no  less  for  being  postponed. 
Pay  every  creditor  as  fast  as  you  have  the  money  and 
learn  that  the  more  prompt  the  payment,  the  better 
the  credit. 


It  is  ambition  that  produces  the  big  results  in  busi- 
ness. Don't  let  your  ambition  wane  unless  you  are 
willing  to  see  your  business  wane  with  it. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.    The  Opinions 
of  Experts  on  Bettering  Business  Conditions 


Unfair  Competition 

"One  of  the  grievances  with  which  the  shoe  retailer 
has  to  contend  is  the  unfair  competition  of  the  job- 
bing houses,"  said  a  Toronto  retailer.  "You  can  go 
into  nearly  any  wholesale  house  in  the  city  to-da)'  and 
see  persons  being  fitted  for  footwear.  This  trade 
should  go  to  the  retailer,  who  is  the  man  that  the 
wholesaler  has  to  depend  on  for  a  living.  If  the  re- 
tailers would  only  get  together  and  boycott  those 
houses  which  persisted  in  carrying  on  this  dishonest 
retailing  business,  the  practice  would  soon  end.  It 
is  not  in  the  shoe  trade  alone  that  this  evil  exists.  I 
was  travelling  for  a  shoe  manufacturing  house  for  a 
number  of  years  before  entering  the  retail  business, 
and  I  had  an  opportunity  to  see  how  prevalent  this 
evil  was.  If  I  wished  clothing  or  nearly  any  article,  I 
would  speak  to  a  traveller  I  knew  in  that  line,  and 
could  then  buy  from  the  wholesale  house  at  wholesale 
prices.  When  I  was  once  known  at  this  jobbing 
house,  they  would  supply  any  relative  or  friend  that 
I  introduced.  Similarly  these  travellers  in  other  lines 
used  to  look  to  me  to  get  their  footwear  supplies  at 
wholesale  prices,  which  invariably  ended  in  their  rel- 
atives and  friends  purchasing  no  more  from  the  retail- 
er, but  getting  their  footwear  at  wholesale  prices  from 
the  wholesale  houses." 

*      *  * 

Should  Keep  Faith 

"There  is  a  certain  matter  in  which  we  retailers 
are  not  getting  dealt  with  fairly  by  the  shoe  manu- 
facturer," remarked  a  well-known  shoeman,  the  other 
day.  "I  refer  to  the  matter  of  ordering,  dating  and 
delivering.  A  traveller  comes  to  my  store,  and  gets 
my  order  some  six  months  ahead.  It  is  these  advance 
orders  that  keep  the  shoe  factories  running,  and  the 
price  they  pay  for  this  is  to  give  us  a  little  extra 
dating." 

"It  frequently,  I  might  say  usually  happens,"  he 
continued,  "that  the  goods  ordered  six  months  ahead 
and  promised  by  a  certain  time  do  not  reach  us  until 
from  two  weeks  to  a  month  elapses  from  the  time  they 
are  supposed  to  arrive.  The  manufacturer  has  not 
kept  his  promise  in  regard  to  delivery,  and  does  not 
even  give  us  a  later  dating  to  repay  us  in  some  mea- 
sure for  the  time  lost.  In  some  cases  I  have  even  re- 
ceived goods  after  the  time  of  dating,  which  would 
be  about  two  months  after  the  time  they  were  to  ar- 
rive." 

-  "This  hurts  us  in  another  way,  as  well.  We  will 
say  I  have  a  shipment  of  new  spring  styles  to  reach 
me  some  three  or  four  weeks  before  Easter  trade 
opens.  I  am  depending  on  this  stock  and  it  is  neces- 
sary to  supply  the  trade  at  this  season.  The  order 
does  not  reach  me,  however,  until  several  weeks  after 
Easter,  and  I  have  to  fill  up  the  deficiencies  in  my 
stock  from  the  jobbing  houses,  thus  buying  double 
the  quantity  I  intended  to.  Of  course,  I  understand 
that  the  manufacturers  are  piled  up  with  work,  and 
have  more  orders  than  they  can  fill.    I  don't  see  why 


I  should  be  made  to  suffer  for  it,  though.  I  am  a 
retailer  and  have  been  giving  my  patronage  to  certain 
houses  for  a  number  of  years,  and  should  get  just  and 
fair  treatment  from  them.  The  goods  I  order  six 
months  ahead  as  a  favor  to  them  should  be  delivered 
not  later  than  the  date  promised.  A  manufacturer 
should  not  take  more  business  than  he  can  handle,  or 
if  he  does,  he  at  least  should  keep  faith  with  his  old 
customers." 

*      *  * 

Price  Cutting  Disastrous 

"There  are  three  of  us  shoe  retailers  living  in  this 
section  of  the  town,"  remarked  a  shoe  retailer.  "Two 
of  us  get  along  admirably,  conferring  as  to  prices,  etc., 
and  are  always  friendly.  We  find  there  is  business 
enough  for  us  both  and  that  there  is  no  necessity  for 
jealousy  and  working  against  each  other.  It  seems 
impossible,  however,  to  work  with  the  other  confrere, 
as  he  is  not  a  man  of  his  word.  He  came  to  us  this 
spring  and  proposed  that  we  should  agree  to  get  a 
certain  price  for  our  rubbers  which  would  guarantee 
us  a  fair  profit.  We  eagerly  agreed  to  this  scheme, 
and  the  three  of  us  signed  a  written  guarantee  not 
to  sell  rubber  footwear  under  a  certain  price.  It  was 
not  long  before  we  found  that  the  man  who  proposed 
this  compact  was  the  first  to  break  it,  and  was  selling 
at  considerably  less  than  the  proposed  minimum  price. 
Then  ensued  a  rate  war  in  rubber  footwear  between 
the  three  of  us,  until  it  was  so  acute  that  not  only  were 
we  getting  no  profit,  for  this  branch  of  the  business, 
but  we  were  actually  selling  at  a  loss." 


Why  Give  Tips? 

One  of  the  most  disagreeable  problems  of  mod- 
ern city  life  is  the  problem  of  "tips."  It  is  a  fruitful 
theme  of  discussion.  Brown,  Jones  and  Robinson 
are  never  tired  of  complaining  about  it.  A  consider- 
able number  of  those  who  live  by  "tips"  are  radically 
opposed  to  the  system.  They  declare  that  they  would 
much  prefer  to  be  paid  wages. 

Constantly  the  letter  boxes  of  the  newspapers  con- 
tain letters  of  protest  against  the  growing  habit  of  tip- 
ping. Those  who  give  and  those  who  receive  are  dis- 
contented with  the  practice.  It  is  asserted  that  the 
giving  of  gratuities  is  an  unwarranted  tax  and  that 
the  receiving  is  destructive  of  self-respect.  The  cus- 
tom is  an  abominable  survival  of  a  time  when  class 
distinctions  were  sharply  drawn,  an  incentive  to  snob- 
bery and  an  encouragement  to  servility. 

Then  why  not  now  eradicate  the  evil,  if  it  is  an 
evil?  While  the  waiters  are  at  odds  with  the  hotel 
proprietors  ought  to  be  an  opportune  moment  to  abol- 
ish the  tipping  system.  Certainly  the  average  man 
resents  the  necessity  of  giving  a  waiter  and  a  coat 
boy  a  piece  of  silver  for  service  that  the  proprietor 
should  recompense.  He  would  prefer  to  pay  a  small 
additional  charge  for  his  food. 

It  would  be  an  interesting,  a  popular  and  probably 
a  profitable  enterprise  for  some  of  the  hotels  to  put 
an  end  to  this  abuse. 
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One  of  the  Most  Intricate  of  Modern  Manufacturing  Processes 
—Style  Essential    Last  Must  be  Passed  by  Shoe  Manufacturer 


Shoe  lasts  arc  made  in  New  England  for  shoes  for 
people  in  all  parts  of  this  country  and  of  many  for- 
eign countries.  More  than  1,500,000  lasts,  worth  about 
$1,000,000,  are  made  in  New  England  factories  each 
year.  More  than  200,000,000  pairs  of  shoes  are  made 
on  these  lasts  in  factories  in  this  country  and  abroad. 

The  manufactur  of  lasts  is  one  of  those  intricate 
and  interesting  modern  manufacturing  processes.  All 
lasts  arc  made  of  maple  wood.  Most  of  this  wood  is 
obtained  in  Vermont  and  Michigan.  Lately  a  New 
England  firm  has  purchased  maplt  groves  in  New 
Brunswick  and  will  bring  maple  logs  to  New  England 
in  coasting  vessels.  Last  makers  have  found  that 
maple  is  becoming  more  and  more  scarce. 

After  maple  trees  are  cut  the  logs  are  piled  to  dry 
out  of  doors.  Upon  this  seasoning  process  depends  in 
a  large  measure  the  fit,  comfort  and  durability  of  shoes 
for  the  wearer.  After  the  logs  are  seasoned  they  are 
cut  up  into  "blocks"  or  roughly  shaped  lasts.  They 
are  dried  in  kilns  and  are  shipped  to  the  last  factories. 
Here  they  are  dried  again. 

In  the  last  factory  the  blocks  are  set  into  turning 
lathes  and  shaped.  A  model  last,  made  by  hand,  is 
set  into  the  lathe.  It  guides  the  knives  of  the  lathe, 
and  they  cut  out  duplicates  of  it  as  long  as  the  lathe 
keeps  turning.  A  single  lathe  will  cut  from  forty  to 
eighty  pairs  of  lasts  in  a  day,  tht  output  depending 
upon  the  size  and  shape  of  the  last. 

Making  models  of  lasts  to  set  in  the  lathes  is  the 
real  secret  of  the  success  of  New  England  manufac- 
turers. There  are  only  a  few  men  in  the  country  who 
know  how  to  make  last  models.  Their  art  is  one  for 
which  there  are  no  written  rules.  Tn  former  times  the 
custom  shoemaker  made  lasts  as  well  as  shoes.  A 
person  went  to  him,  and  he  measured  his  feet,  and 
made  lasts  according  to  the  measurements  and  made 
shoes  upon  the  lasts,  doing  all  his  work  by  hand. 

The  last  maker's  classification  of  sizes  is  intricate, 
and  few  people  outside  the  shoe  trade  understand  it. 
It  is  plain  to  any  man  that  if  his  neck  measures  15 
inches  around  that  he  will  wear  a  No.  15  collar.  But 
it  is  beyond  him  to  understand  why  a  foot  that  mea- 
sures 11  inches  is  fitted  with  a  No.  8  shoe.  A  woman 
calls  for  a  No.  9  stocking,  but  would  feel  insulted  if 
a  clerk  offered  her  a  shoe  of  No.  9  size. 

Success  in  last  manufacturing  to-day  depends  much 
upon  the  ability  of  the  last  modeler  to  put  style  as 
well  as  the  correct  measurements  into  lasts.  The 
shape  of  lasts  varies  according  to  the  styles  in  foot- 
wear. One  season,  long  slim  shoes  are  fashionable, 
and  another  season  short  broad  shoes  are  the  rage. 
Toes  run  from  needle  narrow  to  toes  so  broad  and 


square  that  they  are  called  brick  toes.  Heels  range 
from  one-half  to  two  and  a  half  inches  in  height.  The 
last  modeler  must  adjust  the  various  measurements  of 
his  model  lasts  to  the  variations  in  the  width  of  toes, 
height  of  heels  and  length  of  shoes,  or  the  shoes  won't 
lit  the  feet  of  the  people. 

All  these  things  the  modeler  must  consider  and 
incorporate  in  his  model  as  may  be  required.  He 
makes  a  new  model,  shaping  it  by  hand,  chiefly  with 
the  aid  of  files  and  sandpaper.  After  the  model  is 
made  it  is  passed  upon  by  the  last  manufacturer,  and 
then  it  is  examined  by  shoe  manufacturers.  If  they 
think  it  a  good-fitting,  stylish-looking  model,  they  may 
order  anywhere  from  one  to  100  dozen  pairs  of  lasts 
like  it.  And  on  the  one  last  they  may  make  anywhere 
from  one  to  10,000  dozen  pairs  of  shoes. — The  Shoe 
Repairer  and  Dealer. 


The  New  Customer 

The  new  customer!  How  much  attention  are  you 
paying  to  the  impressions  created  in  him  by  that  first 
sale?  Every  retailer  will  admit  that  selling  just  for 
one  time  represents  a  mighty  shortsighted  policy.  No 
matter  how  big  the  initial  transaction,  if  it  is  not  the 
forerunner  of  other  business,  its  value  to  the  store  is 
limited.  Eew,  if  any,  stores  can  build  up  a  permanent 
success  on  merely  transient  business.  The  first  trans- 
action should  be  not  merely  a  sale,  but  an  object  les- 
son. It  should,  exemplify  and  drive  home  in  the  cus- 
tomer's mind  the  service,  the  courtesy,  the  intelligence 
and  the  merchandising  efficiency  of  the  establishment. 

Then  the  customer  is  pretty  sure  to  come  back, 
and  with  a  continuance  of  similarly  good  treatment 
will  become  one  of  the  hundreds  or  thousands  on 
whose  trade  the  future  of  the  store  securely  rests. 

"Sell  for  to-morrow  as  well  as  for  to-day"  is  a 
good  motto — one  well  worthy  of  adopting  and  living 
up  to.  Or,  put  it  a  little  differently,  "Sell  for  a  per- 
manent customer  and  for  an  established  trade." 


Industry  Better  Than  Genius 

One  of  the  century's  great  men  said  recently,  "I 
don't  despise  genius,  but,  after  a  great  deal  of  experi- 
ence and  observation,  I  have  become  convinced  that 
industry  is  a  better  horse  to  ride.  It  may  never  carrv 
any  one  man  as  far  as  genius  has  carried  individuals, 
but  industry — patient,  steady,  intelligent  industry — 
will  carry  thousands,  into  comfort,  and  with  absolute 
certainty,  whereas  genius  very  often  refuses  to  be 
managed." 
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Treasurer  Retires 

After  a  service  of  38  years,  Mr.  John  Hammill  has 
retired  from  the  position  of  treasurer  of  the  Ames- 
Holden-McCready,  Limited,  Montreal.  Out  of  these 
38  years  Mr.  Hammill  was  office  manager  for  31 
years  in  the  various  concerns  which  are  now  merged 
in  the  Ames-Holden-McCready,  Limited.  He  was,  in 
fact,  all  his  business  life  with  these  companies,  and 
now  retires  a  comparatively  young  man.  Mr.  Ham- 
mill first  joined  the  staff  of  J.  &  R.  McCready  & 


Mr.  John  Hammill 

Company,  later  becoming  associated  with  James  Mc- 
Cready &  Company ;  then  he  was  appointed  secretary 
treasurer  of  the  James  McCready  Co.,  Limited,  and 
on  the  amalgamation,  treasurer  of  Ames-Holden-Mc- 
Cready,  Limited.  Before  leaving,  in  the  presence  of  a 
large  number  of  the  staff  in  the  board  room,  a  solid 
silver  tea  service  was  presented  to  Mr.  Hammill  by 
Mr.  Clarence  F.  Smith,  the  general  manager,  who, 
with  Mr.  W.  A.  Matley,  expressed  the  general  regret 
at  Mr.  Hammill's  retirement. 

The  silver  service  is  of  a  particularly  beautiful 
character,  and  was  accompanied  by  the  following  ad- 
dress, on  behalf  of  the  staff  of  the  James  McCready 
Company  and  Amalgamated  Company:  "In  the  ordin- 
ary course  of  business,  changes  must  inevitably  come, 
yet  we  learn  with  sincere  regret  that  you  have  de- 
cided to  sever  your  connection  with  the  firm  of  Ames- 
Holden-McCready,  Limited.  About  thirty-eight  years 
of  continuous  service  with  one  firm  and  nearly  two 
years  with  the  amalgamated  companies  of  Ames- 
Holden,  Limited,  and  James  McCready,  Limited,  is  a 
record  of  which  any  one  might  be  justly  proud,  and 
is  itself  a  sufficient  proof  and  evidence  of  your  high 
integrity  and  ability.  We  desire,  however,  to  add  our 
tribute  to  your  worth  and  to  furnish  you  with  a 
memento  ever  recalling  agreeable  associations  con- 
nected with  your  long  term  of  service. 

"As  employees  of  Ames-Holden-McCready.  Lim- 
ited, we  ask  you  to  kindly  accept  this  service  of  sil- 
ver as  a  memento  of  our  esteem,  and  desire  you  to 
take  with  our  warmest  and  best  wishes  for  your  fu- 
ture well-being.  The  past  has  been  marked  with  in- 
variable courtesy  and  good-will,  and  the  future,  "we 
trust,  has  very  many  days  of  unalloyed  happiness  in 
store  for  you.    May  this  token  ever  recall  pleasant 


memories  and  remind  you  that  nothing  but  the  kind- 
est thoughts  accompany  it." 

In  the  course  of  his  reply,  Mr.  Hammill  spoke  of 
his  regret  at  severing  his  connection  with  the  com- 
pany, and  referred  in  appreciative  terms  to  the  co- 
operative spirit  which  obtained  among  all  classes  of 
the  company's  staff.  His  only  reason  for  resignation 
was  a  question  of  health,  and  he  felt  bound  to  take 
the  course  he  had  done  with  a  view  to  preserve  it. 

Consequent  upon  the  resignation,  some  changes  in 
the  staff  have  been  made.  Mr.  W.  A.  Matley,  con- 
troller and  secretary,  now  becomes  secretary-treasurer, 
and  Mr.  J.  R.  Mireault  adds  the  position  of  controller 
to  that  of  accountant. 


If  a  clerk  fails  to  make  money  for  you  it  is  largely 
your  own  fault.  Teach  him  how  to  work  and  give 
him  work  to  do  if  you  want  to  make  him  profitable. 


I  The  man  who  thinks  that  HIS  business  is  an  ex- 
ception to  the  general  rules  for  business  building  has 
not  tried  to  apply  those  rules  to  his  own  store. 


Advertising  isn't  like  buying  a  ticket  in  a  lottery 
and  then  waiting  to  draw  a  prize.  It's  like  buying 
a  bond  and  then  waiting  for  time  to  clip  a  coupon. 


A  New  District  Manager 

Mr.  G.  J.  Trudeau,  who  has  just  been  appointed 
district  manager  of  the  Slater  Company,  Limited, 
Montreal,  is  a  Californian  by  birth,  but  of  French 
Canadian  parentage.  Fie  comes  of  a  family  connected 
with  the  boot  and  shoe  business,  one  of  his  brothers 
being  the  manager  of  the  Brockton  Shoe  Company, 
Toronto.  Mr.  Trudeau  has  been  in  the  trade  14  years, 
and  started  with  the  Batchelder  &  Lincoln  Company, 
Boston,  the  largest  wholesale  jobbers  in  the  United 
States,  for  whom  he  travelled  for  8  years.  Montreal 


Mr.  G.  J.  Trudeau 


was  the  scene  of  his  next  position,  and  for  6  years 
he  represented  the  Tetreault  Shoe  Manufacturing 
Company,  covering  Montreal  and  western  Ontario. 
Now  he  has  joined  the  Slater  Shoe  Company's  staff, 
and  looks  after  the  entire  province  of  Quebec. 

Mr.  Trudeau  is  a  pretty  busy  man,  for  in  addition 
to  his  other  duties  he  is  director  of  the  Lionne  Var- 
nish &  Leather  Company,  who  are  manufacturing  a 
patent  leather  varnish.  He  is  also  director  of  the 
Dufresne  Shoe  Supply  Company,  who  are  the 
only  makers  of  shoe  hooks  in  Canada,  and  who 
own  the  Canadian  patent  rights  of  the  machines.  The 
factory  is  in  Maisonneuve. 
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Leisure  Laughs 


Waiters  Monarchs  of  All  They  Survey 

A  waiter  is  a  man  who  is  so  haughty  that  he  wears 
evening  clothes  in  the  daytime.  Very  few  people  are 
able  to  impress  a  waiter.  Napoleon  Bonaparte  was 
ahle  to  make  men  cower  before  him,  but  lie  never 
had  to  face  a  waiter.  If  a  waiter  had  spilled  ice 
water  into  his  lap  and  looked  on  with  cool  derision 
while  Bonaparte  tried  to  order  a  lunch  to  cost  less 
than  a  dollar,  Napoleon  would  have  ended  by  trem- 
bling' like  a  leaf. 

The  waiter  knows  instinctively  how  much  you  in- 
tend to  give  him  as  a  tip.  Immediately  he  treats  you 
so  coldly  that  you  double  the  amount. 

The  puzzling  question  about  waiters  is:  How  can 
men  of  such  royal  pride  and  regal  bearing  stoop  to 
arrange  the  change  on  the  tray  so  that  their  tip  is 
carefully  placed  at  one  side?  Or  do  they  have  a  men- 
ial fix  that  for  them? 

We  wonder  what  waiters  think  of  humanity. 


Both  Had  Ability 

A  man  left  his  umbrella  in  the  stand  in  a  hotel, 
with  a  card  bearing  the  following  inscription  attached 
to  it :  "This  umbrella  belongs  to  a  man  who  can  deal 
a  blow  of  two  hundred  and  fifty  pounds  weight.  1 
shall  be  back  in  ten  minutes." 

On  returning  to  seek  his  property  he  found  in  its 
place  a  card  thus  inscribed :  "This  card  was  left  here 
by  a  man  who  can  run  twelve  miles  an  hour.  I  shall 
not  be  back." 


The  Duke  Wondered 

Shortly  after  the  Duke  of  Connaught  arrived  at 
Ottawa,  he  was  taking  a  quiet  personal  walk  with  his 
secretary  in  the  retail  section  of  the  city,  when  he 
happened  to  take  a  look  at  a  retail  boot  and  shoe  store. 
At  this  particular  time  they  were  showing  the  very 
latest  in  block  toe  shoes.  After  viewing  the  display 
for  a  few  moments  he  turned  to  his  secretary  and 
said :  "By  Jove,  the  people  in  this  country  must  have 
funny  toes.    Mine  don't  turn  up  to  fit  that  shoe!" 


Mother — "Nellie  and  her  husband  are  still  quarrel- 
ling."    Father — "What,  does  he  still  object  to  her 


wearing  high  heels?"  Mother — "Yes,  and  why 
should  she  lower  herself  to  please  him?" 


Drunk? 

On  a  pleasant  Sunday  afternoon,  an  old  German 
and  his  youngest  son  were  seated  in  the  village  inn. 
The  father  had  partaken  liberally  of  the  home-brewed 
beer  and  was  warning  his  son  against  the  evils  of  in- 
temperance. "Never  drink  too  much,  my  son.  A 
gentleman  stops  when  he  has  enough.  To  be  drunk 
is  a  disgrace."  "Yes,  father,  but  how  can  I  tell  when 
I  have  enough  or  am  drunk?"  The  old  man  pointed 
with  his  finger.  "Do  you  see  those  two  men  sitting 
in  the  corner?  If  you  should  see  four  men  there  you 
would  be  drunk."  The  boy  looked  long  and  earnestly. 
"Yes,  father,  but — but — there  is  only  one  man  in  that 
corner." 


Quite  recently  a  woman  asked  for  a  warrant  against 
a  man  for  using  abusive  language  in  the  street.  "W  hat 
did  he  say?"  asked  the  magistrate.  "He  went  fore- 
ninst  the  whole  world  at  the  corner  of  Capel  street, 
and  called  me — yes,  he  did,  yer  worship — an  ould,  ex- 
communicated gasometer!" 


Humors  of  War 

Enemy  (at  manoeuvres):  "You  are  my  prisoner!" 
Sergeant  Binks:  "Nonsense!     How    did    you  get 
here?" 

Enemy :  "Over  that  bridge." 

Sergeant :  "Then,  my  dear  fellow,  you  are  drowned  ! 
We  blew  up  that  bridge  yesterday !" 


Some  of  the  true  stories  are  really  the  funniest.  A 
minister,  discoursing  on  the  transitory  nature  of 
earthly  things,  said:  "Look  now  at  the  great  cities  of 
antiquity.  Where  are  they?  Why,  some  of  them 
have  perished  so  completely  that  it  is  probable  they 
never  existed." 


The  lawyer  was  cross-examining  a  witness  in  a 
country  court  suit  which  had  arisen  out  of  the  pur- 
chase of  a  bullock  alleged  to  be  unsound.  "What 
was  the  matter  with  the  bullock?"  he  asked.  "He 
was  ailin',  "replied  the  witness.  "Yes,  I  know,"  said 
the  counsel,  "but  what  was  the  matter  with  it?"  "He 
was  jes'  ailin'."  "But  what  was  wrong,  sir?  From 
what  disease  was  it  suffering."  "Jes'  ailin',"  persisted 
the  witness.  The  lawyer  was  silent  for  a  moment. 
Then  he  seized  on  a  bright  idea.  He  would  try  to 
get  at  the  animal's  symptoms.  "Well,  how  do  you 
know  he  was  ailing?"  he  inquired.  "W  hy,"  answered 
the  witness,  "  'cos  he  died !" 


A  parvenu  subject  of  Louis  XV  laid  himself  open 
to  a  severe  snub  from  a  well  born  but  poverty  stricken 
officer  in  the  Swiss  Guards.  "I,"  said  he,  pompously, 
"serve  for  honor;  you,  for  money."  Each  for  what 
he  most  needs,"  replied  the  guardsman,  quietly. 


'Dear  me,'  said  the  kind  hearted  pedestrian,  paus- 
ing and  putting  on  his  pince-nez,  'have  you  fallen 
through  that  coal-hole?' 

'Not  at  all!'  replied  the  man,  who  was  still  en- 
deavoring to  extricate  a  leg  from  the  hole,  smiling 
winningly.  'As  you  seem  to  be  interested  in  the  mat- 
ter I  will  tell  you  what  happened.  I  chanced  to  be 
in  here,  and  they  built  the  pavement  round  me.' 
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Repair  Trade  Ought  to  be  on  Gash  Basis 

We  must  not  lose  sight  of  the  fact  that  shoe  find- 
ings jobbers  depend  largely  on  the  repairing  branch 
of  the  trade.  One  of  the  chief  causes  are  unnecessary 
competition,  and  being  over  anxious  to  secure  business 
at  any  cost. 

The  next  question  is :  How  to  avoid  the  risk  and 
how  to  keep  this  particular  branch  on  a  strictly  cash 
basis?  It  has  appealed  to  me  during  my  many  years 
in  shoe  findings  that  large  amounts  of  credit  are  given 
that  need  never  have  been  given  at  all,  and  I  speak 
from  facts.  One  of  the  chief  causes  are  unnecessary 
competition  and  being  over-anxious  to  secure  business 
at  any  risk  and  to  keep  the  other  fellow  out.  Jobbers 
need  to  be  more  open  and  frank  in  their  business  meth- 
ods, one  to  the  other,  co-operation  is  the  only  way 
to  fight  this  question  of  credit  referred  to  and  to  guard 
against  unnecessary  risk.  I  know  a  findings  man  who 
only  a  few  days  ago  interviewed  a  competitor,  respect- 
ing a  certain  individual  who  had  no  assets  to  back  him. 
They  became  mutually  agreed  that  neither  one  or  the 
other  would  give  credit  in  this  case,  thus  guarding 
the  interests  of  both  firms  and  placing  the  man  in  a 
position  to  buy  where  he  could  get  the  best  value  ac- 
cording to  his  own  judgment.  Co-operation  along 
these  lines  could  be  extended  by  a  little  mutual  under- 
standing between  the  jobbers  of  any  city.  It  would 
be  welcomed  and  become  a  safeguard  for  jobbers, 
and  the  customer  is  invariably  better  satisfied  if  he 
pays  cash. 

Would  say  here  that,  while  in  the  ordinary  course 
of  business  it  is  usual  to  look  up  Bradstreet's  or  other 
reliable  firm  for  references,  this  cannot  be  applied  to 
the  repairing  trade,  as  usually  this  community  are  not 
mentioned  therein. 

I  know  a  better  way  of  creating  good  feeling  and 
doing  better  service  to  the  man  in  a  small  way  of  busi- 
ness, than  by  pointing  him  to  his  own  independence. 
Encourage  him  to  pay  cash  and  he  can  do  it,  if  the  job- 


ber will  help  him  by  catering  for  his  small  needs  as 
first.  Give  the  man  with  a  few  dollars  a  chance  for 
your  mutual  advantage ;  it  means  good  service  and 
good  citizenship  for  both  sides. 

Jobbers'  Employees  Should  Encourage  Cash  Sales 

Every  employee  in  a  wholesale  house  should  make 
it  his  duty  and  pleasure  to  conduct  his  firm's  business 
as  near  a  strictly  cash  basis  as  possiblie,  even  if  it  does 
take  a  little  longer  to  bring  results.  It  can  be  done  by 
the  study  of  prospective  clients  and  by  pointing  out 
the  many  advantages  that  your  own  particular  firm 
may  have  to  offer,  to  induce  them  to  pay  cash.  There 
are  other  phases  in  dealing  with  this  very  broad  sub- 
ject, which  might  be  brought  out  at  a  later  date,  such 
as  the  ways  and  means  of  distinguishing,  at  the  time  of 
soliciting,  whether  a  prospect  is  entitled  to  credit. 
Much,  then,  depends  upon  how  much  knowledge  the 
shoe  findings  man  has  of  the  shoe  trade  itself. — Shoe 
Findings. 


The  Live  Shopkeeper  Asks  Himself 

Have  I  found  a  way  to  cut  expenses? 

Have  I  cleaned  up  any  of  the  old  stickers? — Have 
I  used  enough  for  leaders? 

Have  I  kept  the  store  clean  and  in  order? 

Have  I  marked  all  the  new — and  old — goods  in 
plain  figures? 

Have  I  done  everything  to  get  new  people  into  the 
store  ? 

Have  I  given  my  advertising  and  show  windows 
proper  attention? 

Have  I  overstocked  any  article? 

Have  I  really  placed  my  orders  where  price  and 
quality  are  best? 

Have  I  explained  the  talking  points  of  the  goods 
to  the  salespeople? 

Have  I  dealt  squarely  with  them? 

Am  I  a  better  merchant — and  a  better  man — than 
I  was  yesterday? 
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New  Styles  of  the  P.  J.  Harney  Shoe  Company 


No.  6143— Cloth  Top  Patent  Colt  Button 
Boot,  No.  350  Last,  Goodyear  Welt 
12/8  Heel,  Price    $2.25.  Carried, 
in  stock. 


No.  6145— Calf  Top,  High-cut,  Gunmetal 
Calf  Button  Boot  No.  44  Last,  Good- 
year Welt,    15/8   Heel,  Price 
$2.60.    Carried  in  stock. 


No.  6119— Mat  Top,  Gunmetal  Calf  Button 
Boot,  No.  44  Last,  Goodyear  Welt, 
15/8  Heel,  Price  $2.25.  Carried 
in  stock. 


No.  5944  -White   Nubuck,  Button  Boot, 
No.  44    Last,    Goodyear  Welt, 
15/8    Heel,  Price 
$2.60. 


No.  6144— Calf  Top  Patent  High-cut  But- 
ton Boot,  No.  44  Last,  Goodyear 
Welt,  15/8  Heel,  Price  $2.60. 
Carried  in  stock. 


FOOTWEAR 
A  Monograph  on  Loyalty 

Loyalty  is  the  greatest  thing  in  the  world. 

It  is  the  willing,  and  practical,  thorough-going  de- 
votion of  a  person  to  a  cause. 

Loyalty  is  social.  You  can  love  an  individual.  But 
you  can  be  loyal  only  to  a  tie  that  binds  you  and 
others  into  some  sort  of  unity,  and  you  can  be  loyal 
to  individuals  only  through  that  tie. 

A  man  is  loyal  when,  first,  he  has  some  cause  to 
which  he  is  attached;  when,  secondly,  he  willingly 
and  thoroughly  devotes  himself  to  this  cause,  and 
when,  thirdly,  he  expressed  his  devotion  in  some  sus- 
tained and  practical  way  by  acting  steadily  in  the  ser- 
vice of  his  cause. 

Loyalty  is  a  good  business  principle.  It  is  a  good 
moral  principle.  It  indicates  intelligence  and  force  of 
character.  It  is  the  keynote  of  the  arch  of  success. 
What  master  builder  dare  be  without  it? 

•Loyalty  has  found  expression  in  all  ages  in  count- 
less different  ways.  Arnold  von  Winkelreid,  when  he 
threw  himself  upon  Austrian  spears,  became  a  supreme 
exponent  of  one  kind  of  loyalty. 

The  Japanese  Samurai  in  our  own  time  have  help- 
ed to  raise  loyalty  to  the  dignity  of  a  religion. 

Whenever  a  man  dies  for  his  country  or  his  faith, 
he  enters  into  the  immortal  company  of  the  loyal. 

But  loyalty  is  far  from  being  dependent  upon  he- 
roic circumstances  or  spectacular  events.  It  should 
shape  every  action  of  our  lives. 

Morality  consists  in  loyalty  to  the  larger  social 
good.  It  is  only  in  our  relations  with  our  fellow  be- 
ings that  we  are  able  to  find  ourselves  in  any  real 
sense. 

Loyalty  makes  the  thing  to  which  you  are  loyal 
yours.    Disloyalty  removes  it  from  you. 

Success  is  not  an  accident.  Neither  is  failure.  If 
you  are  careless,  slipshod,  indifferent,  Nature  assumes 
you  wish  to  be  a  nobody  and  grants  your  request. 

Success  hinges  on  loyalty.  Be  true  to  your  art, 
your  business,  your  organization. 

You  need  trained  thinkers  and  experts  at  the  helm. 
Unless  you  have  them  you  do  not  gain  efficiency  from 
the  elements  of  which  big  business  is  built. 

In  all  your  experience  of  life  do  you  ever  remem- 
ber an  iconoclast  who  succeeded,  a  disorganizer  who 
could  create  anything  but  trouble,  a  sneak  who  held 
the  respect  or  confidence  of  a  single  man,  or  woman, 
or  child? 

Not  things,  but  the  opinions  of  imaginary  things, 
have  been  the  source  of  endless  trouble  in  the  world. 

There  are  people  who  never  make  mistakes  be- 
cause they  never  do  anything  worth  doing.  They  are 
like  the  bell  with  a  crack  in  it — it  rattles  but  it  does 
not  ring. 

If  you  want  to  get  the  best  out  of  your  business, 
put  the  best  you  have  into  it.  If  you  have  criticisms 
let  them  be  helpful,  not  antagonistic.  The  organiza- 
tion exists  solely  for  the  betterment  of  service  and 
the  general  good  of  all  the  members.  Take  an  active 
interest  in  all  its  plans.  Put  your  shoulder  to  the 
wheel  and  help. 

Don't  be  a  grouch.  Don't  be  a  blunderer.  It  is 
always  with  the  best  intentions  that  the  worst  work  is 
done.  There  is  an  old  story  of  a  widow  who  wished 
to  reduce  the  cost  of  keeping  her  mule;  so,  day  by 
day  for  a  year,  she  gave  it  less  and  less  oats,  and,  just 
as  she  had  the  mule  where  it  could  live  on  fifty-six 
oats  a  day,  it  died. 

Enthusiasm  is  of  the  greatest  value  so  long  as  we 
are  not  carried  away  by  it. 
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The  only  man  who  gets  unscathed  is  he  who  is 
loyal  to  himself  by  being  loyal  to  others. 

Loyalty  is  the  great  lubricant  of  life.  It  saves  the 
wear  and  tear  of  making  daily  decisions  as  to  what 
is  best  to  do. 

It  preserves  the  balance  and  makes  results  cumu- 
lative. 


Credit,  Its  Uses  and  Abuses 

By  George  E.  Girling 

This  article  by  no  means  suggests  that  the  wheels 
of  commerce  can  be  kept  turning  without  the  aid  of 
credit.  Shoe  findings  jobbers  will  understand  the  diffi- 
culty of  dealing  with  a  certain  portion  of  their  clientele 
and  our  criticisms  and  suggestions  refer  principally  to 
the  business  man  with  no  available  assets,  also  the 
man  starting  business  with  a  very  limited  capital.  In 
America  we  are  having  thousands  of  emigrants  com- 
ing in  yearly,  therefore  new  starters  in  the  shoe  re- 
pairing business  are  many  and  these  are  the  men  to 
whom  the  shoe  findings  jobber  must  look  for  a 
large  volume  of  its  business.  It  is  my  intention  to 
write  from  actual  facts  and  from  my  own  experience 
and  observation  in  dealing  with  the  shoe  trade  gener- 
ally, after  many  years  in  the  business.  Can  a  man 
make  good  with  a  few  dollars?  Or  is  it  essential  or 
necessary  for  him  to  obtain  credit?  What  stand  are 
the  jobbers  taking  to  avoid  this  class  of  credit,  and 
what  methods  are  being  used  to  fight  against  it,  and 
still  solicit  for  and  be  of  real  service  to  this  class  of 
our  business  community?  The  question  of  credit  is 
one  that  every  firm  sooner  or  later  will  have  to  take 
into  serious  consideration  and  for  their  own  protection 
and  reputation  must  firmly  and  with  co-operation 
mark  the  stamp  of  disapproval  upon.  The  following 
may  serve  as  an  illustration : 

Take  a  man  with  no  other  stock  but  his  patching, 
finishing,  and  stitching  machines ;  in  nine  cases  out 
of  ten  these  he  has  on  time,  so  that  they  are  not  his 
property,  therefore  he  has  no  available  assets.  The 
point  here  is  this :  many  are  doing  insufficient  business 
to  keep  their  installments  paid,  the  result  being  the 
jobber's  money  is  used  for  that  purpose  and  Mr.  Job- 
ber has  to  wait  for  an  indefinite  period  and  perhaps 
never  gets  his  money.  This  is  only  one  example  of 
many  that  are  taking  place  all  over  America  to-day 
and  the  usual  result  of  a  case  like  this  is  that  the 
credit  is  stopped.  What  happens  then?  Lie  complains 
very  bitterly  of  what  he  calls  unfair  treatment ;  some- 
times he  will  continue  as  a  cash  customer,  but  very 
often  goes  elsewhere  (thus  the  need  of  co-operation 
as  referred  to  later)  ;  in  any  case,  the  back  accounts 
drag  on  indefinitely  and  the  jobbers  can  do  little  be- 
cause the  man  has  nothing  to  lose.  We  had  a  similar 
case  to  deal  with  the  other  day ;  the  excuse  was  that 
his  money  was  tied  up  in  real  estate  and  the  party 
was  very  sore  on  being  told  that  all  future  transactions 
would  be  for  cash.  These  are  the  cases  where  the  use- 
fulness of  credit  becomes  an  abuse,  and  unfortunate- 
ly they  are  too  frequent. 


When  you  have  a  clerk  who  cannot  be  uniformly 
polite  to  all  classes  of  customers,  you  have  one  whose 
services  you  can.  spare  very  well. 


When  a  customer  is  in  a  hurry,  help  him  to  make 
his  purchases  quickly  and  you  will  accommodate  him. 
But  when  a  customer  is  not  in  a  hurry,  never  hurry 
him  for  a  hurried  buyer  never  buys  very  much. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


The  United  Co-operative  Stores,  Limited,  Montreal,  has 
been  formed  with  the  object  of  opening  a  chain  of  retail 
boot  and  shoe  stores  in  the  principal  cities  and  towns  of 
Canada.  The  company  propose  to  purchase  their  goods  in 
the  best  markets,  and  to  sell  a  high  class  of  boot  and  shoe. 
Four  existing  stores  in  Montreal  have  been  purchased — 
those  belonging  to  Ronanye  Bros.,  corner  of  Notre  Dame 
and  Inspector  streets;  ().  P.  Demontigny,  672  St.  Catherine 
street  east;  Nap.  Dorval,  95  St.  Lawrence  Boulevard;  and 
Phillippe  Moise,  825  St.  Catherine  street.  The  stocks  have 
been  sold  off,  and  new  stocks  purchased.  It  is  intended  to 
open  almost  immediately  two  or  three  stores  in  Toronto 
and  one  in  St.  John,  N.B.  Mr.  F.  A.  Guinivan.  of  the  Walk- 
over Boot  Store,  St.  Catherine  street  west,  Montreal,  is  the 
manager  of  the  new  company,  while  a  son  of  Mr.  G.  E. 
Keith,  of  the  Walkover  Company,  is  one  of  the  directors. 

Mr.  J.  M.  Stobo,  shoe  manufacturer,  of  Quebec  City, 
while  on  a  business  visit  to  Montreal,  complained  of  the 
great  difficulty  of  obtaining  hides.  He  also  stated  that  the 
agreement  with  the  operatives  as  to  prices  of  labor  has  now 
expired,  and  the  manufacturers  were  taking  up  the  question 
of  a  future  scale  of  prices. 

Owing  to  increasing  business,  the  Thompson  Shoe 
Company,  Limited,  Montreal,  are  enlarging  their  office  ac- 
commodation. The  company  report  that  orders  are  coming 
in  at  a  big  rate. 

Mr.  J.  Hammill,  formerly  of  Ames-Holden,  McCready, 
Limited;  Mr.  D.  S.  Benvie,  of  James  Robinson;  and  Mr.  S. 
D.  Joubert,  of  Lamontagne,  Limited,  were  present  at  a  din- 
ner of  the  Canadian  Credit  Men's  Association  (Quebec  Divi- 
sion), held  in  Montreal.  Mr.  C.  J.  Doherty,  Minister  of 
Justice,  was  the  principal  speaker,  drawing  attention  to  the 
want  for  a  uniform  law  dealing  with  business  men  who  ob- 
tained goods  under  false  pretences.  Mr.  B.  W.  Grigg,  who 
presided  at  the  dinner,  pointed  out  the  advantages  of  the 
association,  particularly  in  the  direction  of  supplying  infor- 
mation about  creditors  which  was  not  given  by  established 
agencies.  In  addition  to  their  exchange  department  for 
news  relative  to  the  standing  of  trade,  they  had  a  fund  to 
be  used  for  prosecuting  fradulent  debtors,  which  was  having 
a  salutary  effect.  They  hoped  to  get  the  law  changed  which 
at  present  allowed  false  statements  to  be  made  to  a  com- 
mercial agency  without  power  of  redress.  They  have  now 
an  assignee  department  in  Montreal.  Mr.  Hammill  has  now 
resigned  from  the  governing  board. 

Mr.  Cain,  the  sales  manager  of  the  Miner  Rubber  Com- 
pany, Montreal,  is  on  a  business  visit  to  the  West,  going- 
right  through  to  the  Pacific  Coast. 

J.  Richer  &  Company,  shoe  manufacturers,  have  regis- 
tered at  St,  Henri,  Que. 

C.  F.  Vandrock,  dry  goods  and  boots  and  shoes,  of 
Listowel,  Ont.,  has  sold  out. 

M.  C.  Quaig,  clothing  and  shoe  merchant,  at  Sault  Ste. 
Marie,  Ont.,  has  sold  out  to  Lyttle  &  Company. 

The  Medicine  Hat  Clothing  Company,  men's  furnish- 
ings and  boots  and  shoes,  have  started  business  at  Medi- 
cine Hat,  Alta. 

E.  Beale,  shoemaker,  of  Stratford,  Ont.,  has  sold  out. 

The  Laurentide  Shoe  &  Leather  Company,  of  Grand 
Mere,  Que.,  have  obtained  a  charter. 

J.  Abramson  is  opening  a  dry  goods  and  boot  and  shoe 
store  in  Saskatoon. 

The  F.  E.  Guppy  Harness  &  Leather  Goods  Company, 
Limited,  has  been  incorporated  with  headquarters  in  Sas- 
katoon. 

S.  A.  Parsons  is  retiring  from  the  clothing  and  boot  and 
shoe  business  at  Chilliwack,  B.C. 

Mr.  J.  M.  S.  Carroll,  district  manager,  Montreal,  Can- 
adian Consolidated  Rubber  Company,  Limited,  paid  a  busi- 
ness visit  to  the  company's  branches  in  Ottawa  and  Que- 
bec during  the  month. 

Ed.  M.  Zavitz,  the  popular  Ottawa  manager  of  the  Can- 
adian Consolidated  Rubber  Company,  Limited,  has  now 
quite  recovered  from  the  effects  of  a  badly  ulcerated  eye. 


"Ed."  would  not  lay  off  and  attended  to  business  each  day 
as  usual. 

Mr.  A.  J.  Healey,  manager  Quebec  branch  Canadian 
Consolidated  Rubber  Company,  Limited,  visited  the  com- 
pany's head  office,  Montreal,  during  last  month,  on  business. 

The  firm  of  R.  J.  Younge  &  Company,  financial  agents, 
have  opened  an  office  in  the  Metropolitan  Building,  179  St. 
James  street,  Montreal.  Their  object  is  to  promote,  pur- 
chase and  re-organize  and  consolidate  high  class  Canadian 
industries  and  enterprises.  They  recognize  the  fact  that 
many  Canadian  linns  are  hampered  in  their  progress  by 
lack  of  sufficient  capital  and,  by  affiliating  themselves  with 
leading  capitalists  and  groups  of  capitalists  in  Canada  and 
Great  Britain,  this  concern  is  in  a  position  to  afford  such 
firms  the  assistance  they  require.  They  also  furnish  capital 
for  new  enterprises  with  valuable  resources  and  good  pros- 
pects. Both  members  of  the  firm  have  had  a  wide  and 
thorough  experience — Mr.  Younge  as  secretary  of  the  Can- 
adian Manufacturers'  Association,  and  later  as  general  sales 
manager  of  the  Canadian  Consolidated  Rubber  Company. 
Limited,  and  Mr.  O'Grady  with  the  Merchants  Bank,  and 
afterwards  with  Messrs.  Drummond  &  McDougall,  Mont- 
real, and  their  various  interests. 

N.  W.  Stiles  is  opening  a  boot  and  shoe  and  men's  fur- 
nishing store  at  Innisfail,  Alta. 

It  is  reported  that  Shaughnessy  &  Cleary  are  discon- 
tinuing their  boot  and  shoe  store  at  Castor,  Alta. 

It  is  reported  that  A.  MacLeod  &  Company,  Lloydmin- 
ster,  are  contemplating  the  disposal  of  their  men's  furnish- 
ings and  shoe  store. 

The  Gilbert  Company,  dry  goods  and  shoe  dealers,  Chil- 
liwack, have  sold  out. 

J.  Collister  has  sold  his  sporting  goods  store  at  Vic- 
toria, B.C.,  to  Peden  Bros. 

L,  T.  Blair  has  removed  his  men's  furnishings  and  shoe 
store  at  Kamloops,  B.C.,  into  new  premises. 

The  H.  B.  Hammond  Shoe  Company,  Victoria,  B.C., 
has  been  succeeded  by  W.  Cathcart  &  Company. 

Thompson  &  Gilchrist  are  opening  a  boot  and  shoe  de- 
partment in  connection  with  their  harness  business  at  Qu'- 
Appellc,  Sask. 

1.  B.  Brook  &  Son  will  shortly  open  an  addition  to  their 
harness  and  shoe  store  at  Melita,  Man. 

F.  Vickers  has  purchased  the  business  of  R.  Hicks,  shoe 
retailer,  at  Calgary,  Alta. 

Geo.  H.  Davis,  of  Montreal,  has  been  registered  to  carry 
on  business  as  a  leather  broker. 

Leo  Leclair  and  Hypolite  Chalifoux  have  been  register- 
ed to  carry  on  business  as  shoe  manufacturers  at  Montreal, 
under  the  style  of  Leclair  and  Chalifoux. 

Kirvan  Doig,  Limited.  Maisonneuve,  report  that  their 
new  factory  is  now  in  running  order,  and  that  they  are 
shipping  goods.  About  900  pairs  per  day  are  being  manu- 
factured. 

Mr.  Harry  Brewer,  an  employee  of  the  Hartt  Boot  & 
Shoe  Company,  Fredericton,  had  his  hand  badly  crushed  last 
week,  when  regulating  his  machine. 

The  Wilkinson  Shoe  Shop,  St.  Thomas,  Ont.,  has  re- 
cently been  renovated  and  many  improvements  added. 
Messrs.  A.  G.  Sanders  and  J.  G.  Cresswell,  the  proprietors, 
are  shoemen  of  experience,  having  each  been  in  the  business 
for  over  twenty  years.  They  handle  shoes  at  all  prices  from 
$1.50  to  $5.00. 

k  Hack  &  Sons,  Limited,  Toronto,  has  been  organized 
with  a  capital  of  $100,000.  The  purpose  of  the  company  is 
to  manufacture  and  sell  boots  and  shoes. 

We  have  been  informed,  upon  reliable  authority,  that 
there  is  no  truth  in  the  report  published  in  the  press  and 
certain  trade  journals,  to  the  effect  that  a  new  tanning  com- 
pany has  been  formed  which  will  erect  a  large  building  for 
tluir  plant  at  Fredericton,  N.B. 

A  by-law  to  raise  $15,000  of  a  loan  for  the  Gait  Shoe 
Company,  Limited,  was  voted  on  by  the  ratepayers  of  that 
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place  on  October  31st.  The  result  was  605  for  and  53  against, 
being  a  majority  of  552  in  favor.  Only  a  small  vote  was 
polled,  but  there  was  so  little  opposition  to  the  by-law  that 
a  large  majority  in  its  favor  was  easily  piled  up. 

Work  is  progressing  very  rapidly  on  the  new  tannery 
in  Woodstock,  N.B.,  owned  by  N.  J.  Dickinson,  and  machin- 
ery has_  been  purchased.  The  handsome  residence  of  Mr. 
John  Dickinson,  the  proprietor,  was  almost  totally  wrecked 
by  fire  on  October  10th.  The  firemen,  however,  managed 
to  prevent  the  fire  spreading  to  the  tannery  buildings  which 
are  on  the  opposite  side  of  the  street. 

The  new  building  to  be  occupied  by  the  Palmer-McLel- 
lan  Shoepack  Company  at  Fredericton,  N.B.,  is  completed 
and  the  machinery  is  being  installed.  The  company  expects 
to  have  the  plant  in  full  operation  very  soon. 

We  have  been  informed  that  the  Rawhide  Leather 
Goods  Company,  of  which  Mr.  T.  E.  Woodcock  is  the  man- 
ager, contemplate  building  a  tannery  in  Winnipeg. 

Mr.  E.  I  Brown,  of  Gait,  Ont,  has  invented  a  new  kind 
of  shoe  polish.  It  is  a  white  paste  and  will  shine  either  tan 
or  black  shoes,  the  polish  remaining  on  the  leather  longer 
than  is  the  case  with  other  preparations.  Mr.  Brown  claims 
also  that  there  is  nothing  injurious  to  leather  in  the  paste. 
He  has  been  working  on  the  formula  for  six  years  and  has 
just  succeeded  in  getting  it  to  the  state  of  perfection  he  de- 
sired. He  has  had  it  patented  in  both  Canada  and  the 
United  States  and  it  is  now  on  sale  at  his  store. 

The  John  Hallam  Company,  Limited,  Toronto,  has  been 
organized  with  a  capital  of  $500,000.  Their  charter  permits 
of  their  engaging  in  the  tanning  as  well  as  the  wholesale 
leather  business. 

Mr.  W.  S.  Louson,  sales  manager  of  the  Ames-Holden- 
McCready  Limited,  Montreal,  has  returned  from  a  journey 
to  the  West,  inspecting  the  company's  various  branches.  He 
reports  business  to  be  excellent. 

Mr.  H.  A.  Beatty,  of  the  Slater  Shoe  Company,  Mont- 
real, is  on  a  visit  to  the  West,  going  as  far  as  Vancouver. 

Mr.  T.  J.  King,  superintendent  of  the  Regal  Shoe  Fac- 
tory, Toronto,  visited  the  Brockton  Fair  last  month,  and  al- 
so many  large  shoe  manufacturing  centres  in  Brockton,  Bos- 
ton and  vicinity. 

Mrs.  A.  R.  King,  Inc.,  Philadelphia,  announce  that  they 
have  purchased  the  goodwill,  trade-marks  and  business  of 
Mrs.  A.  R.  King  Corp.,  formerly  conducted  at  Lynn,  Mass. 
The  management  of  the  business  remains  unchanged.  All 
orders  for  goods,  remittances,  correspondence,  etc.,  should 
be  sent  to  the  new  address.  Nineteenth  street.  Brown  to 
Parish  streets,  Philadelphia,  Pa. 

Arthur  Grant,  foreman  tanner  at  the  National  Leather 
Goods  Company,  Toronto,  and  Ernest  Broughton,  an  em- 
ployee, were  seriously  burned  when  a  drum  of  benzine  and 
chrome  which  they  had  just  opened,  exploded.  We  are 
pleased  to  say,  however,  that  they  are  nearly  recovered. 
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The  Berlin  Felt  Boot  Company,  Limited,  are  building  an 
addition  to  their  felt  shoe  manufacturing  plant  which  will 
be  three  storeys,  75  x  50  feet.  This  is  necessitated  by  the  in- 
creasing demand  for  Ber-Felt  footwear,  the  sales  of  which 
so  far  this  year  have  been  the  greatest  in  the  history  of 
the  company.  Their  samples  for  1913  will  include  many 
new  lines  of  willow  calf  Goodyears,  which  will  require  ad- 
ditional manufacturing  space,  giving  the  Berlin  plant,  al- 
ready the  largest  of  its  kind  in  America,  a  capacity,  ex- 
clusive of  "Kimmel"  and  "Elmira"  brands,  larger  than  all 
other  felt  factories  making  similar  lines,  in  Canada,  combined. 

H.  A.  Reed,  shoe  retailer,  of  Owen  Sound,  has  sold  out 
to  Wm.  Ewen. 

J.  B.  Weir  has  been  appointed  manager  of  the  Temple 
Shoe  Store  at  Brantford,  Ont. 

Mr.  R.  H.  Greene,  footwear  manager  of  the  Gutta 
Percha  &  Rubber  Company,  Toronto,  is  absent  on  an  ex- 
tended trip  through  Western  Canada. 

W  E.  Armstrong,  who  travels  for  McLaren  &  Dallas, 
was  injured,  not  seriously,  however,  when  a  train  on  which 
he  was  a  passenger,  was  derailed  at  Park  Hill. 

Arrangements  have  been  completed  for  the  opening  of 
a  shoe  factory  at  Barrie,  by  Underbills,  Limited,  of  Aurora, 
Ont.,  and  a  suitable  building  is  being  fitted  up  for  this  pur- 
pose. The  machinery  is  being  installed  and  the  cutting  and 
fitting  rooms  will  be  in  operation  very  shortly.  Mr.  C.  F. 
Hayes,  superintendent  of  the  Aurora  factory,  is  now  a  part- 
ner in  the  business  and  will  have  full  charge  of  the  Barrie 
plant.  The  firm  will,  of  course,  continue  to  operate  their 
present  plant  at  Aurora.  Their  orders  have  been  so  heavy 
for  the  last  six  months  that  the  Aurora  factory  has  been  un- 
able to  fill  the  orders  promptly,  but  they  hope  now,  with  the 
two  plants,  to  be  able  to  meet  the  increasing  demand  for 
their  goods. 

Mr.  A.  Wellwood,  a  prominent  Toronto  shoe  retailer, 
has  recently  improved  the  front  of  his  Bloor  street  store  by 
installing  a  glass  front  in  the  space  below  the  window 
floors  in  which  he  displays  footwear.  This  method  is  be- 
coming exceedingly  popular  with  the  up-to-date  retailers. 

Mr.  A.  C.  Clark  has  purchased  the  branch  store  of  the 
Roberts  and  Van  Lane  Shoe  Company,  at  Paris,  Ont. 

The  main  building  of  the  additional  extension  that  the 
Davis  Leather  Company,  Limited,  are  constructing  at  New- 
market, Ont.,  is  not  yet  completed.  Two  of  the  new  build- 
ings, however,  are  already  in  use. 

Legal  proceedings  have  been  taken  by  J.  &  T.  Bell,  Lim- 
ited, Montreal,  manufacturers  of  Dr.  Reed's  cushion  sole  in 
Canada,  against  the  Rideau  Shoe  Company,  Maisonneuve, 
to  prevent  the  latter  from  selling  the  "Wonder"  cushion 
sole,  patented  in  Canada  in  March  of  this  year  by  Dr.  A. 
Reed,  and  D.  A.  Reed,  of  St.  Louis,  U.S.A.  The  Rideau 
Shoe  Company  claim  they  have  a  right  to  sell  the  latest 
invention  of  Dr.  Reed. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

Snell  Bros,  have  succeeded  to  the  business  of  the  Ferry 
Point  Trading  Company,  Ferry  Point. 

Wilson  Bros,  have  succeeded  to  the  general  store  busi- 
ness of  A.  A.  Dickson,  at  Irma. 

The  Pioneer  Trading  Company,  Limited,  has  com- 
menced business  in  Edmonton. 

J.  C.  Bell  has  bought  the  general  store  of  Stanton  Bros. 
&  Tett  at  Hazel  Bluff. 

The  Wener  Trading  Company  has  opened  a  general 
store  at  Vermilion. 

Thrisk  &  Wettenberg  have  sold  their  general  store  at 
Banff  to  A.  M.  Anderson. 

P.  B.  Mortimer  has  opened  a  general  store  at  Consort. 

H.  Lipetz  &  Company  have  commenced  a  general  store 
at  Calgary, 


Jesson  &  Galloway  have  purchased  the  general  store  of 
Messervy  &  Company,  Lougheed. 

C.  R.  Paxton  has  succeeded  Tate  &  Paxton  in  their  gen- 
eral store  business  at  Delburne. 

British  Columbia 

W.  Nelson  is  starting  a  general  store  business  at  Sum- 
mit, thirty  miles  from  Carmi. 

Manitoba 

Doyle  &  Rockstead  have  opened  a  general  store  at 
Bromhead. 

Grant  Bros.,  general  storekeepers  at  Spy  Hill,  Sask., 
have  moved  to  Wellwood. 

Balfour  &  Balfour  have  purchased  the  general  store  busi- 
ness of  J.  S.  Kinnee,  at  Grand  View. 

P.  Wiesm  has  opened  a  general  store  at  Hazelridge. 

E.  Lewis  has  opened  a  general  store  at  Tropmore. 

A.   E.  Martin,  general  merchant,  Bradwardine,  is  re- 
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moving  to  a  new  townsitc,  twenty-five  miles  south  of  Rose- 
town,  Sask. 

E.  J.  Koen  has  re-opened  his  general  store  at  Emerson. 
Geo.  Vineent,  general  storekeeper  at  Selkirk  West,  has 
been  succeeded  by  M.  D.  McLean. 

Saskatchewan 

J.  A.  Evenden  has  opened  a  general  store  at  Leeville. 
A.  E.  Wanner  &  Company  has  opened  a  general  store 
at  Speyer. 

David  D.  Friesen  has  taken  possession  of  the  general 
tore  business  which  has  been  carried  on  at  Laird  by  John 
P.  Epp. 

A  new  company  is  in  process  of  formation  at  Ernfold 
and  will  be  called  the  Ernfold  Mercantile  Company.  This 
company  will  erect  and  operate  a  general  store  50  x  70  ft. 

M.  Rotstein  has  succeeded  to  the  general  store  business 
of  P.  Fedos  at  Yorkton,  Sask. 

Jones  and  Jones  have  purchased  the  general  store  busi- 
ness of  W.  W.  McRae  at  Balgonie,  Sask. 

Ross  &  Stewart  have  purchased  the  general  store  busi- 
ness of  J.  M.  Toombs  at  Kindersley,  Sask. 

M.  Bokofsky  has  sold  his  general  store  at  Foam  Lake 
to  C.  Orloff. 

The  R.  H.  Rostrum  general  store,  at  Success,  has  com- 
menced doing  business. 

The  Balgonie  Trading  Company  is  removing  its  general 
store  from  Balgonie  to  Regina. 


IN  CANADA 

A.  Wolochow  &  Son  have  opened  a  general  store  in 
Saskatoon. 

H.  C.  Leggo  has  opened  a  general  store  at  Keddleston. 
Korlein  &  Gelmon  have  opened  a  general  store  at  Preece- 
ville. 

W.  F.  Scarth,  general  storekeeper  at  Maryfield,  has  sold 
to  E.  B.  McRory. 

Hutchinson  &  Roberts,  general  storekeeper  at  Vandura, 
have  been  succeeded  by  William  Cheeseman. 

O.  A.  Dean  has  opened  a  general  store  at  Fort  Pelly. 

Cruickshanks  &  Schnell  have  opened  a  general  store  at 
North  Battleford. 

The  Reliable  Store  has  commenced  at  Saskatoon  in  the 
general  store  business. 

G.  N.  Dorland  &  Son,  Drinkwater,  have  opened  a  branch 
of  their  general  store  business  at  Hearne. 

Gregory  &  Company,  Frobisher,  have  sold  the  Fillmore 
branch  of  their  general  store  business  to  F.  Hurry. 

Haddad  Bros.,  of  Morse,  have  stated  their  intention  of 
opening  a  general  store  in  Herbert,  at  an  early  date. 

Holinaty  &  Ficych  have  opened  a  general  store  at  Wa- 

kaw. 

Jones  and  Jones  have  succeeded  to  the  general  store  of 
J.  A.  Chmelnitsky,  at  Canora. 

O.  L.  Davis  has  succeeded  to  the  general  store  business 
of  F.  J.  Whalley  at  Deckerville. 


Wanted  and  For  Sale  Department 


Publishers  Notice:—  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
advertisements  to  be  answered  care  of  a  box  number  in  this  office,  six  words  should  be  allowed  for 
address.    All  "Want"  advertisements  are  payable  in  advance  except  from  our  regular  advertisers. 


Agencies  Wanted 


SHOE  AGENCIES  WANTED  —  A 
Winnipeg  firm  of  shoe  manufacturers' 
agents  desire  to  handle  on  a  commis- 
sion basis  a  few  men's  and  women's 
medium  and  low  priced  lines  for 
Western  Canada.  The  Western  Dis- 
tributing Co.,  719-21  Main  Street, 
Winnipeg.  11 

Positions  Vacant 

SALESMAN  WANTED— TO  CARRY 
as  side-line,  a  legitimate  and  good  sell- 
ing article.  Good  commission.  See 
advertisement,  page  39,  this  issue.  The 
Oscar  Onken  Co.,  Cincinnati,  Ohio. 

1] 


For  Sale 


FOR  SALE— RETAIL  SHOE  Busi- 
ness, finely  located,  clean,  modern 
stock.  Established  ten  years,  cheap 
rent.  Will  show  books.  Guarantee 
accuracy  of  statements  as  to  volume 
of  business.  Address  Box  641,  Foot- 
wear in  Canada,  Toronto,  Ont.  llF 

FOR  SALE— ONE  LOT  OF  GENT'S 
wooden  shanks.  One  lot  of  Gent's 
raw  hide  counters.  One  lot  of  youth's 
raw  hide  counters.  One  lot  of  boy's 
raw  hide  counters.  One  lot  of  wo- 
men's heels,  complete.  One  lot  of 
women's  top  lifts.  One  lot  of  women's 
lifts.  Everything  to  be  sold  inside  of 
thirty  days.  The  O.  B.  Shoe  Com- 
pany, Limited,  Drummondville,  Que. 

11-3 


NOTICE— IN  THE  MATTER  OF  PA- 
tent  No.  126771,  being  for  a  detanning 
process. 

Notice  is  hereby  given  in  compliance 
with  the  Canadian  Patent  Act,  that 
Albert  O.  Trostel,  of  the  City  of  Mil- 
waukee in  the  State  of  Wisconsin, 
one  of  the  United  States  of  America, 
the  owner  of  Canadian  Patent  No. 
126771  for  a  detanning  process  is,  and 
has  been  prepared,  to  apply  the  said 
process  to  all  materials  submitted  to 
him  or  his  representatives  or  agents 
at  the  factory  of  the  Robson  Leather 
Company,  situated  in  the  Town  of 
Oshawa  in  the  Province  of  Ontario 
and  Dominion  of  Canada,  and  that  in 
addition,  the  said  Robson  Leather 
Company  has  been  licensed  to  apply 
the  said  process  to  all  materials  ten- 
dered to  it. 

The  said  Albert  O.  Trostel  is  also 
prepared  to  enter  into  agreements  with 
parties  desiring  to  make  use  of  the 
said  process, 

Dated  at  the  City  of  Ottawa  this  29th 
day  of  July,  1912. 

Ewart,  Scott,  Maclaren  &  Kelley, 
10-11  Solicitors  for  Patentee. 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T     I    FnWARHS      119  Summer  Street 
1.  J.  LtU  TT  rtlxUO,  BOSTON, Maw.,  U.S.A. 


LINES  WANTED  —  MEN'S,  WO- 
men's  and  children's  shoes  for  the 
Cuban  trade.  Commission  basis.  Ac- 
counts guaranteed.  Address  for  full 
information  Box  643,  Footwear  in 
Canada,  Toronto,  Ont.  llF 


Riemer's  Yoi°ed  Boots  and  Shoes 

Water-proof  leather  and  water-proof 
Best  for  wear  in  wet  and 
damp  plates.    Light,  dur- 
xble,  sanitary,  water- 
proof.   Special  Tann- 
Tpl  age   Oil  Grain.  High 
Cut    Buckle  Shoes, 
tongue  and  back  strap, 
per  pair,  $1.35.  Special 
""annage.  Oil  Grain 
Boots,  per  pair, 
$2.50.  Patent 
•  leel  Rails 
on  sole 
andheel 
25c.  per 
pair  ex- 

PATENTED         *L.JL^  tra- 
ALBERT  H.  RIEMER  SHOE  CO. 
Manufacturers  and  Patentees    Milwaukee,  Wis. 


We  want  to  BUY  for  CASH  all 
the  PIECED  HEEL  STOCK  you 
make 

Brockton  Heel 
Company 

BROCKTON,  MASS. 

:  •  hi  ■ 
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When  you  come  to  Rochester  you'll  be  made  welcome  at 

Hotel  Eggleston 

ROCHESTER,  N.  Y. 

EUROPEAN  PLAN 

Excellence  without  extravagance.  Splendid  rooms 
$1  00  and  upward.  Rooms  with  private  bath  and  toilet 
$1.50  and  $2.00  per  day. 

Moderate  price  in  restaurant. 

A.  H.  McGreal,  W.  G.  Gilbert,  Proprietors 


The  Champion  Ice  Creepers 

Here  is  a  footwear  specialty  you  cannot  afford  to  be  without.  The  demand  for  ice 
creepers  is  steadily  increasing  and  will  very  soon  be  at  its  height  for  the  winter  months. 

For  every  request  for  ICE  CREEPERS 
you  want  to  supply  the  best  procurable 
Here  it  is  THE  CHAMPION 

Made  of  the  highest  grade  materials  to  a  new  up-to-date  design  giving-  absolute  con- 
venience and  perfect  efficiency.     Fits  any  rubber  heel  on  the  market. 

We  can  supply  in  the  very  best  possible  way  all  your  ice  creeper  requirements  with 
THE  CHAMPION. 

Factory  in  full  running  order — output  2,000  pairs  per  day. 

If  your  jobber  does  not  handle  them,  let  us  send  you  samples — Our  prices  are  "right." 

The  Sherbrooke  Specialty  Co. 

Manufacturers,  The  Champion  Ice  Creepers 
A.  Z.  Pinsonnault,  Prop.  SHERBROOKE,  QUE. 


The  United  States  Hotel 

Beach,  Lincoln  and  Kingston  Streets 

Boston,  Mass. 

Only  two  blocks  from  South  Terminal  Station,  and  easily  reached  from  North  Station  by 
Elevated  Railway,  and  convenient  alike  tothe  great  retail  shops  and  business  centre,  and 
also  to  the  theatres  and  places  of  interest. 

American  Plan,  $3.00  per  Day  and  Upwards 
European  Plan,  $1.00  per  Day  and  Upwards 

TABLE  AND  SERVICE  UNSURPASSED 

TILLY  HAYNES,  Proprietor     JAMES  G.  HICKEY,  Manager 


Our  newest  shoe  for  children 
The 

"  FAIR 
PLAY  " 

May  be  had  in  all 
leathers  at  popu- 
lar prices. 

Jorolemoiv-Oliver  Co, 

ROCHESTER,  N.  Y. 


78 


FOOTWEAR    IN  CANADA 


ALPHABETICAL  LIST  OF  ADVERTISERS 


Agoos  Company,  L   38 

Ahrens  Co.,  Chas.  A   86 

Ames-Holden-McCready   4-81 

Ault  &  Company,  A.  W   86 

Boot  and  Shoe  Workers'  Union  . .  87 

Boston  Last  Company   94 

Brandon  Shoe  Company   19 

Brockton  Die  Company   88 

Brockton  Heel  Company   76 

Canadian  Blacking  &  Cement  Co.  . .  90 

Canadian  Consolidated  Rubber  Co.  .  40 

Chicago  Tanning  Company   83 

Clarke  &  Company,  A.  R   96 

Clatworthy  &  Son   92 

Corbeil,  A   31 

Cook- Fitzgerald  Company   6 

Cote,  J.  A.  &  M   88 

Daoust  Lalonde  &  Company   33 

Dominion  Die  Company   88 

Douglas  Company,  W.  L   35 

Edwards,  T.  J   76 

Fischer  Mfg.  Company  37-80 

Fortuna  Machine  Company   80 

Fraserville  Shoe  Company   82 

Genesee  Baby  Shoe  Co   92 

Guptill,  Hervey  E   36 


Harney  Shoe  Company,  P.  J   26 

Hanover  Heel  and  Innersole  Co.  ..  90 

Hitchings  &  Coulthurst   83 

Home   Comfort   Shoe   Company    . .  82 

Hotel  Eggleston   77 

Hurlbut  Company   2-3 

Humberstone  Shoe  Company   ..    ..  82 

Independent  Box  Toe  Company   . .  83 

Jackson  &  Savage  16-17 

Jorolemon  Oliver  Company   77 

Kaufman  Rubber  Company   18 

Kenworthy  Bros   89 

Kimmel  Felt  Company   8 

Kirvan-Doig   25 

Klipstein  &  Company,  A   80 

Lawrence  Leather  Co.,  A.  C   7 

Lynn  Last  Company   86 

Marden,  Orth  &  Hastings   88 

Mawhinney  Last  Company   34 

McDermott  Shoe  Company   95 

McLaren  &  Dallas   24 

McKellar  Shoe  Co   11 

Miner  Rubber  Company   1-9 

Minister-Myles  Company  22-23 

Moench  Sons  Co.,  C   38 

Nugget  Polish  Company   85 


O.  B.  Shoe  Company   21 

Oscar  Onken  Company   39 

Ralston  Health  Shoemakers   5 

Reed  &  Company,  E.  P   30 

Reliance  Shoe  Company   32 

Rice  &  Hutchins   10 

Rideau  Shoe  Company   27 

Robinson,  James  14-15 

Sherbrooke  Specialty  Company  ...  77 

Shoeman   89 

Sisman  Shoe  Company,  T   36 

Tebbutt  Shoe  &  Leather  Co  12-13 

Thompson  Shoe  Company   20 

Toronto  Brass  Company   80 

U.  S.  Hotel   77 

United  Shoe  Machinery  Co.  78-84-91-93 

Walpole  Rubber  Company   92 

Whittemore  Bros   78 

Williams  Shoe  Company   85 

Williams,  Hoyt  &  Co   83 

Worcester  Slipper  Co   32 

Wright  &  Co.,  E.  T   ..  28-29 

Wright  &  Wright   86 


WHITTEMORE'S  POLISHES 


FINEST  IN  QUALITY 

LARGEST  IN  VARIETY 


gSlt^Al-U  KINDS  OF^©>»V. 

*•»     BLACK    SHOES  S/VV 

[p  P  SHINE  § 

•\»        BLACKS,POLISHfrE      ~  < 


■*P.RI5Sing:- 
; fine  shoes* 
iiithmS&i 

bcOLOR/LUSTRE^ 

BLACKEST  COLOR 

.i"  UUSTRE" 
STMBrauniMaMa  \' 

1^»kTo"cTiv.'.;.|  I 

wHmnmTnbuS 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

'GILT  EDGE"  (  hi  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves. 
Imparts  a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity.  Finest  quality.  Polishes  without 
rubbing.    Retails  25c. 

'BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes, 

softens  and  preserves.    Contains  oils  and  waxes  to  polish  and  preserve  the  leather.   Also  Russet  Bully  Shine 

for  tan  leathers.    Large  tin  boxes.    Boxes  open  with  a  key.     Retails  10c. 
'SUPERB"   (a  paste)   for  polishing  Patent  and  Shiny  Leather   Boots  and  all   Shiny   Leather  Articles.  Boxes 

open  with  a  coin.    Retails  10c. 
'DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes, 

saddles,  bridles,  etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes 

(5  sizes  of  each  color). 

'ELITE"  COMBINATION.    For  those  who  take  pride  in  having  their  shoes  look  Al.    Restores  color  and  lustre 
to  all  black  shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size  )."ELITE"  PASTE  in  5  sizes. 
'BOSTON"  WATERPROOF  POLISH.    A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather 
shine  without  brushing.    Retails  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO., 
Boston,  Mass.,  U.S.A.    For  sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 

Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 

WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Brass  Shoe  Fixtures 
For  Your  Windows 

Make  an  Artistic  Showing 


Manufactured  by  experienced  work- 
men, who  have  a  thorough  know- 
ledge of  how  a  display  fixture 
should  be  made. 


Make  Your  Windows  Sell 
Your  Shoes 


Use  Our  Fixtures 


WRITE  TO-DAY  FOR  OUR 
CATALOGUE 


Toronto  Brass  Mfg.  Co. 


17-21  Temperance  St. 


Toronto 


Don't  tie  up  a  lot 


of  money  in  slow  selling 
freak  shoes.  A  very 
small  investment  places 
a  complete  stock  of 
Fischer  Bunion  Pro- 
tectors in  your  hands 
and  they  will  answer 
your  every  purpose. 

The 

Fischer 

is  made  in  Rights  and 
Lefts  and  in  only  two 
sizes.  The  smaller  for 
women,  the  larger  for 
men.  These  two  sizes 
meet  every  requirement. 


Th« 


Fischer  Manufacturing  Co. 

Milwaukee,  Wisconsin 

Sole  Owners,  Manufacturers  and  Patentees. 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street      -      NEW  YORK 
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Buy  the  Best  Brand 

GRANBY  RUBBERS 

"WEAR  LIKE  IRON" 


Send  Your  Sorting  Orders 

to  the 

Big  Rubber  House 

In  anticipation  of  your  requirements,  we  are  carrying  large 
stocks  of  "GRANBY"  Rubber  Footwear  at  all  our 
branches,  and  can  give  you 

IMMEDIATE  SHIPMENT 

"  Granby  "  Rubbers  are  unexcelled  for  fit  and  durability. 
They  will  help  to  increase  your  trade,  because  the  public 
have  learned  to  discriminate  when  purchasing  : 

"Granby"  Brand  is  First  Choice 


Ames  Holden  McCready 

Limited 

Montreal         Toronto         St.  John,  N.  B.  Winnipeg 
Edmonton  Calgary  Vancouver 
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Comfort" 


BOUDOIRS 


in  Stock 


Just  what  hundreds  of  your  women  buyers 
want    for   a  comfortable  and  attractive  house 
slipper. 

Made  in  many  colors, 
with  silk  pompoms, 
popiline  lined  to 
match   or  in 

Colors  «X  .  ccmbira- 

...  ^I^^HBHll^Hfe.  °f 

in  popiline         \^HL- -  iSBHPK-  , 

'   ^Hk      c  o  1 

Grey,  Tan, 
Blue.  Pink, 
Red,  Black. 

Colors  in  Leather 

Tan,  Blue,  Pink,  Red,  Black 

Price  75c.  per  pair.    Heels  10c.  extra. 

Discount  6  per  cent,  in  ten  daj  S. 

We  make  these  Boudoirs  in  popiline  as  well  as 
leather  and  with  bows  in  place  of  pompoms.  This 
line  is  a  great  seller  and  a  profit  maker. 

Our  Ca  nadian  t  alesman  is  now  visiting  the  trade.    Would  you  like 
o  see  him.    Jobbers  write  for  prices. 


aetfeuw  ztx  Home  Comfort  Shoe  Co. 

dozens    for  a 
trial  order. 


Haverhill,  Mass. 


A  Large  Stock  of 
Men's,  Women's  and  Children's  Shoes 

in  every  line  including  shoes  for  Late  Winter 
Wear   and    The    Newest    Styles    For  Spring 


Our  Special  Brands  of  High-Grade 
Shoes  the 

"New  York  Style" 

For  Men 

"TheAlbani  Shoe" 

For  Women 


are  always  in  stock  ready  to  ship  on  receipt  of 
order.    We  can  save  you  money  on  Shoe  Packs. 

See  Our  Prices 

Samples  of  all  Shoes  will  be  expressed  free  of  charge 
at  our  expense,  on  request. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 

Fraserville  Shoe  Co., 

LIMITED 

Manufacturers  and  Wholesalers 
FRASERVILLE        -        -  QUEBEC 


Offer  the  Children  Perfect  Comfort 


The  "Non  Rip" 
Sandal 

gives  the  comfort  and  ease  so 
necessary  to  the  perlect  and 
natural  growth  of  the  child's 
feet.  These  sandals  are  so 
healthy  that  their  sales  are 
fast  outstripping  all  other 
classes  of  children's  footwear. 
They  are  soft  and  pliable  and 


Will  Never  Rip 

They  are  so  soft  they  will  nev- 
er chafe  or  hurt  the  little  feet 
in  any  way.  Made  without  a 
tack  or  a  nail,  with  flexible 
oak  soles  and  soft  chrome 
tanned  upper  leathers.  The 
sandal  will  always  look  well 
and  wear  harder  than  any 
other  kind  of  shoe. 

Samples  Sent  on  Request 


The  most  practical  shoe  for  the  little  children.  If  your  jobber 
does  not  handle  them  send  his  name  and  address  direct  to 


Humberstone  Shoe  Company 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  84 
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BOX  TOES 


HEELS 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
—any  kind.  WE  BUY  ALL  OFFAL  FOR  CASH 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co,, 


102  Christophe  Colomb  Street, 
MONTREAL 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Cuts  and  Unlined  Shoes,  Tanned 
so   as   to  Wear   Well   and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents :  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS.  GLO VERS VILLE,  N.Y.  ST.  LOUIS,  MO. 
128  Summer  St.  11  ayadutta  St.  619  E.  Eighth  St. 


TRADE   MARK    R  EC.    U.    S,    AND  CANADA 

Staxa 


Best  for  Play — Best  for  School 
Best  for  Every  Day 

17  SIZES  IN  STOCK 

Sizes,  4-8  8A-12 


U00  Patent  Pla-Mate  .  .  Lace 
1403  Tan  Russ.  Pla-Mate  .  Lace 

1440  Patent  Pla-Mate     .    .  . 

1441  Dull  Calf  Pla-Mate  .   .  . 

1443  Tan  Russ.  Pla-Mate   .  . 

1444  Glazed  Kid  Pla-Mate  .  . 
H40  Patent  Pla-Mate  Hi-Cut . 
H41  Dull  Calf  Pla-Mate  Hi-Cut  Button 
H43  Tan  Russ.  Pla-Mate  Hi-Cut  Button 

1460  Patent  Pla-Mate    ....  Pump 

1461  Dull  Calf  Pla-Mate  .  .  .  Pump 
1463  Tan  Russ.  Pla-  Mate  .  .  .  Pump 
1140  Patent  Baby  Pla-Mate  .   .  Button 

1143  Tan  Russ.  Pla-Mate  .   .   .  Button 

1144  Glazed  Kid  Pla-Mate    .   .  Button 


Send  for  illustrated 
folder  and  Samples. 


1401  Dull  Calf  Pla-Mate  .  Lace 
1404  Glazed  Kid  Pla-Mate  .  Lace 
Button 
Button 
Button 
Button 
Button 


1441 
4-8  $1.25 
8^-12  1.45 


WILLIAMS,    HOYT  &  CO. 


No.  6  Commercial  St. 


ROCHESTER,  N.  Y. 


A  Few  Reasons  why  H.  &  C.  Glazed  Kid 
is  becoming  more  Popular  Every  Day 

1st  It  has  a  fine,  flat  grain 

2nd  It  has  mellow,  full  feel,  yet  tight 

3rd  It  is  uniform  in  weight  and  selection 

4th  It  makes  a  high  quality  shoe 

5th  You  can  get  the  same  selection  to-day,  to-morrow  or  next  year 

May  We  Send  You  a  Few  Sample  Dozens? 

Manufactured  by 

HITCHINGS  &  COULTHURST  CO. 

122  South  Street,  BOSTON,  MASS. 

Factory :  PHILADELPHIA,  PA.     Address  all  correspondence  to  BOSTON  OFFICE 
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YOUR 


CB*C 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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The  Standard  Staple  Line 

This  is  the  line  you  want  to  boost  your 
staple  shoe  trade  -  made  specially  to  give 
the  greatest  service  to  the  wearer  it  will 
do    your  business  the    greatest  good. 

Williams  Shoes 

are  made  solid  and  strong  and  nobody 
examining  these  shoes  can  deny  that  for 
men's  hard  wear  they  "fill  the  bill." 

Our  representative  will  show  you  the  largest  range  of  the  best  staples  ever  put  on 
the  market. 

New  Boys'  Lines  on  All  Men's  Lines 

New  Highi-Toed  Lasts  also  on  New  Lasts 

See  the  Williams  Staple  Line  for  the  Spring  trade — we  will  have  our  representative 
call  or  will  send  you  samples. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 


Absolutely 
Waterproof 

Get  in  your  stock 
NOW 

from  any  wholesaler 

Owing-  to  a  big"  increase  in 
sales  we  have  had  to  obtain 
larger  premises. 

New  Address 

The  "Nugget" 
Polish  Co.,  Ltd. 

9,  11  and  13  Davenport  Rd. 
Toronto,  Ont. 
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in  all 
Colors  and 
Weights 


Chrome 

Velvet 

Splits 


Fine    Stock    for  Shoes, 
Slippers,  Quarter  Linings, 
Toppings,  Button  Fly,  etc. 
Write  for  Samples 

Wright  &  Wright 

109  Lincoln  Street, 
BOSTON,  MASS. 

Tannery :  LYNN,  MASS. 


Also  General  Agents  for 

A.  B.  HOFFMANN  &  SON  Inc.,  Lynn,  Mass. 

COLORED  KID  and  MATT  TOPPING 


Pleasing  Styles  for 

Your  Spring  Trade 


'pHAT  are  dependable  for  their 
good  quality  and  long  wear. 
The  Ault  line  for  Spring  19 1 3  is 
more  attractive  than  ever  and  con- 
tains shapes  and  styles  that  will  be 
popular  favorites  wherever  shown. 

Do  Not  Fail  to  Order  Early 
Samples  Sent  on  Request 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa       ::  Ontario 


Solid  Shoes 
for  Sure  Sales 


The  Ahrens  line  of  Solid  leathtr  shoes 
comprises  a  complete  line  of  staples  and 
contains  the  very  shapes  and  styles  for 
which  there  is  a  constant  call  all  the 
year  round. 

Every  shoe  made  of  honest  solid  leather 
by  the  strongest  possible  manufacture 
and  is  guaranteed  to  give  good  hard 
wear  under  any  conditions. 


Get  Our  Samples  and  See 
Our  Prices 


{jjuifa  A 


*      and  (ompap 

BERLIN,  ONT. 


If  You  Are  a  Shoe  Manu- 
facturer, READ  THIS! 

New  Pump  Form 

This  season  we  have  made  a  form  especially 
adapted  for  pumps  from  hass  wood.  Weighs 
h  ounce,  others  weigh  about  3  ounces.  All 
shoe  manufacturers  have  been  looking  for 
this  style  form.  Can  be  used  to  display  pumps 
or  low  cut  shoes. 

Pyralin  Finished  Form 

Our  new  Pyralin  Finished  Form  is  fast  re- 
placing our  Satin  Covering.  Looks  neater 
and  guarantees  a  great  saving. 
It  can  be  washed  with  soap  and  water.  No  arid 
or  grease  ivill  affect  it.  Made  in  any  shades  to 
match  any  colored  shoes  you  make.  We  are 
also  making  17  shades  on  our  satinette  polish- 
ed form. 

Send  us  a  right  foot  last  with  innersole  pattern  and  we 
will  give  you  prompt  attention. 

We  see  no  reason  why  we  cannot  be  /a7'o>ed  with 
apart  of  your  business,  as  we  have  a  24  lathe  plant 
with  a  capacity  of  1200  pairs  per  day — latest  styles 
and  superior  workmanship, 

LYNN  LAST  COMPANY 

Manufacturers  of  Last  Patterns  and  I  VMM  lV^acc 

Hollow  Forms  of  Latest  Design  *■*  *  "''I  Wl«»». 
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IT  represents  an  extremely  large  increase  in  pat- 
ronage and  additional  profits,  factors  that  you 
cannot  afford  to  overlook. 

Members  of  labor  unions  are  to  be  found  in  your 
locality  in  great  numbers  ;  there  is  but  one  way 
to  appeal  to  them  directly,  and  that  is  by  hand- 
ling Union  made  goods.  Shoes  bearing  the  Union 
Stamp  not  only  protect  your  business  by  reason 
of  their  superb  quality,  but  in  addition  secure  an 
entirely  new  class  of  trade. 

Such  shoes  you  can  offer  to  your  customers  with 
every  assurance  that  they  will  give  the  utmost 
satisfaction  and  secure  a  permanency  of  trade 
that  will  add  to  your  prestige  and  to  your  bank 
account. 

Honestly  produced  shoes,  at  honest  prices,  can  be 
secured  from  progressive  manufacturers  who  are 
producing  extra  quality  footwear  that  bears  the 
Union  Stamp. 

If  you  would  like  to  know  to  whom  to  write, 
correspond  with  us  and  we  will  send  you  a  com- 
plete list  of  manufacturers  who  use  this  stamp. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street,  Boston,  Mass. 

JOHN  F.  TOBIN,  President  CHAS.  L.  BAINE,  Sec.-Treas. 
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"Yamaska  Brand" 

and  Big  Profits. 


"Yamaska  Brand"  are  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  back- 
bone of  your  business — let  it  be 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting  Dies 

of   Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.,  Montreal 


I 


I 


Cutting  Dies 


Being  without  question  the  lar- 
gest manufacturers  of  Cutting 
Dies  and  consequently  employing 
the  largest  force  of  skilled  work- 
men, enable  us  to  make  prompt 
deliveries  of  high  grade  dies  on 
terms  that  will  save  you  money. 


Brockton  Die  Co.,  Inc. 

Main  Office:  Brockton,  Mass. 

Factories:  Brockton,  Mass.      Chicago,  111. 


MOHLENE  "A" 


adds  the  Quality  that  makes  your  leather  a 
little  better  than  the  rest.    Ask  us  about  it. 


Marden,  Orth  &  Hastings 


ESTABLISHED  1837 


All  Oils,   Greases,   Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 


NEW  YORK  OFFICE: 
82  Wall  Street. 

SAN  FRANCISCO 
OFFICE   AND   WAREHOUSE  : 
340  Clay  Street 


BRANCH    STORES  s 

CHICAGO 

1030  North  Branch  Street. 


201-225  Purchase  Street, 
73  High  Street. 

BOSTON,  U.S.A. 
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Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  anaia  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer 


KfmWZLWt  PI rUNOAL. COMMERCIAL  8L 
41KUUI  TRADE  NIWifAPEjCy  Ofts  GRXtf  Wttl, 

Over  29  years  in  its  field 


11  CANADA'S    GREA  TEST   TRA  BE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL" 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most- useful- to  - 
the  -  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  And  elsewhere — send  in  for 
a  copy  and  find  out  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Co. 


183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Inc. 


FELT 

of  every  description  for 

Shoe 
Manufacturers 


We  make  a  specialty  of  Felt  for 

Hard  insole  Shoe  rack 

Cushion  insole  Shoe  roll 

Heel  pads  Slippers 

Lining  Fillers 


Piecing  vamps 

also 


Felt  Heel  Pads 

Cut  from  several  qualities  of  Felt  with  a 
large  assortment  of  patterns. 

FELT 


for  all  other  purposes. 

OUALITY  THE  BEST 
PRICES  REASONABLE 
Write    to-day   for  Samples 

Kenworthy  Brothers 

Company 
110-112  Summer  Street 
BOSTON  -  -  MASS. 


go 
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To  get  results,  YOU  must  have  the 
best  material. 


That  is  why   the  Wise  Foremen 


in- 


sist on  getting 


C  B»  C 


Inks, 


Dressings,  Waxes,  Toe  Gum 
and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 
Made  in  Canada  by 

Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


Hanover  Heel  &  Innersole  Company 

HANOVER,  PA.,  V.  S.  A. 


Quick  Deliveries. 


Carefully  Selected  Stock. 


Flexible  for  men's  and  women's  shoes. 

INNERSOLES 

OUTERSOLES     Close  fibre,   strong,  bark-tanned. 


BOX  TOES 


HEELS 


Cut  from  BENDS — something  new  and  specially  desir- 
able for  accurate  work. 

From  Oak,  Flexible  Harness  of  all  kinds  and  combina- 
tions. Leatherboard  heels  a  specialty.  Low  freight 
rates  to  Canada. 


Hanover  Heel  &  Innersole  Company 

HANOVER,  PA.,  17.  S.  A. 

Branches  throughout  Canada  and  United  States 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

—  If  there  is  anything   

you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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Metal  Shoe  Fixtures 


These  Represent  Our  Cheapest  Lines  of  Shoe  Stands 

will  always  be  pop- 
ular, they  have  so 
many  points  in 
their  favor.  There 
is  Strength,  Dur- 
ability, Multiplicity 
of  Adjustment  and 
Beauty  of  Finish 
all  combined. 

We  make  wood 
fixtures  for  those 
who  will  have  them, 
but  very  strongly 
recommend  the 
metal. 

  No.  747  Shoe  Stand,  price  per  doz.  $5.5(1 

Made  in  I  sizes,  ii  in..  12 in.,  18  in.,  24  in. 
hieh 

We  make  stands  from  $5.50  to  $48.00 
per  dozen 


Write  for  our  new 
supplement. 


Clatworthy  &  Son,  Limited 

161  King  Street  West,  TORONTO,  ONT. 


TFNFWF"  Soft-Sole  Shoes 
VjEillEitJ  LiLi   are    the  best 
made.     Let  a  trial  order  prove 
our  statement. 


C-51 


$4.50 


Pat. -Lea.— Any  Color  Kid  Top 

Genesee  Baby-Shoe  Co. 

Manufacturers 
ROCHESTER         -         -         NEW  YORK 

Ontario  Representatives 
HARDIE  &  MOORE, 


rm1 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightlv  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C  "  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 


Lagauchetiere  and  St.  Monique  Streets 

122  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

492  St.  Valier  Street,  QUEBEC 
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The  Revolution  ELECTRIC  HEATING  has  created  in  Shoemaking  was 
well  illustrated  at  the  recent  Boston  Electric  Show  by  our  machines.  If  you  did  not 
see  the  exhibit  let  us  tell  you  where  you  can  see  them   in  operation. 


We  Showed 


Goodyear  Welt  Stitching  Machine 
fully  equipped  and  running"  without 
steam  heat— all  ELECTRICALLY 
equipped.  Edge-setting  machine  run 
with  ELECTRIC  Heaters. 


ELECTRIC  heated  Ironing  Tools, 
Burnishing  Irons,  Steves,  Heaters 
for  creasing  machines,  Heaters  for 
edge-setting  machines,  stamping  ma- 
chines, crimping  machines,  and  for 
backing,  embossing  machines,  Expe- 
dite heel  burnishers,  etc. 


Boston  Last  Company 

MANUFACTURERS  OF 

Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 

Makers  of  Electric  Heating  and  Ironing  Outfits  for  Shoe  Factories 

(Simplex  System) 

Canadian  Factory    -     RICHMOND,  QUE. 

Charles  Campbell,  Manager 
Factories:   Boston,  Mass.,  44  Binford  St.,  Phone  Main  107  Richmond,  Que.,  Phone  82 
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Fashionable  Effects 

that  will  attract  the  attention  and  custom  of  the  women's  quality  trade  are  ex- 
emplified in  our  new  Spring  line  of 

Quality  Shoes  for  Women 

We  make  a  line  of  footwear  that  is  noted  for  the  new  and  artistic  designs  we 
offer  to  the  trade  for  each  successive  season. 

Our  salesmen  are  now  on  the  road.    We  have  a  new  Welt  Pump  Last — it 
is  exclusive.    Ask  to  see  it.    It  is  No.  66. 

The  McDermott  Shoe  Co. 

Women's  Shoe  Specialists 

Montreal  -  Canada 

Welts     -     Turns     -  McKays 


It  costs  no  more  to  buy 
Shoes   that   are  entirely 


New   and   Exclusive,  and 

of  Original  Design,  than  the 

regular  every-day  kind — If 

you  buy  The  McDermott 

Line. 
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Shoe  Factory  Talk 


"  I  have  told  you  there  is  no  advantage  in  cutting 
cheap  patent.  The  work  of  repairing  costs  more 
than  the  difference  in  the  cost  of  the  good  stock. 

You  Know! 


BRAND 


We  can  cut  the  Patent  made  by  A.  R.  Clarke  & 
Co.  to  better  advantage  than  any  other.  Now 
send  the  orders  to  the  firm  we  can  depend  on, 
and  cut  out  this  cost  of  repairing." 

A.  R.  Clarke  &  Company 

Toronto,  Ont.  Limited 


Toronto,  December,  1912 


What  About  Your 
Christmas   Sale  of 

Rubber  Footwear? 


We  are  ready  to  deliver  Sorting  orders  of 

Miner  and  Shefford  Brands 

of  Rubber  Footwear  at  a  moment's  notice 


The  Miner  Rubber  Co.,  Limited 

GRANBY       -       MONTREAL      -      TORONTO       -  QUEBEC 
 Selling  Agents  — 

Jackson  &  Savage  J.  M.  Humphrey  &  Co.  Blachford  Davies  &  Co.,  Ltd. 

MONTREAL  ST.  JOHN,  N.  B.  TORONTO 

R.  B.  Griffith  &  Co.  Coates,  Burnes  &  Wanless  Dowling  &  Creelman 

HAMILTON  LONDON  BRANDON,  MAN. 

The  William  A.  Marsh  Company  Western  Limited 
WINNIPEG  CALGARY  EDMONTON 


See  other  advertisement  page  33 

Alphabetical  Index  to  Advertisers  Page  70 
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City  Last 


Sales  Efficiency 
Produces  Results 
—Results  Mean 
Profit  and  Enough 
Profit  Means 


Success 


Fashion  Last  " 


C|  The  sales  efficiency  of  Rideau  Shoes  is  exemplified  in 
our  new  Spring  Styles — the  kind  of  efficiency  that  starts 
with  the  attraction  of  new  trade  and  doesn't  leave  off 
until  it  has  completed  quick  sales. 

<fl  From  Rideau  Shoes  you  get  results  from  the  moment 
you  display  them  in  your  store — good  results  that  mean 
not  only  sales  but  good  sales  at  good  profits. 

CJ  You  don't  have  to  sell  large  numbers  of  Rideau  Shoes 
to  make  profit  —  every  pair  sold  means  profit  because 
every  pair  sells  easily  at  its  top  figure. 

<fl  The  Rideau  fitting  will  help  you  also  —  three  widths  to 
a  size  and  a  narrow,  medium  and  wide  toe  to  each  width — 
the  fitting  that  will  save  for  you  many  a  customer  and 
make  for  you  many  a  sale. 

tfl  Stock  enough  Rideau  Shoes  and  you  will  make  enough 
profit  to  mean  success. 


Rideau  Shoe  Company,  Limited. 


Montreal,  Canada. 
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Send  for  a  Ralston  Catalogue,  it  is  free  for  the  asking 


Shoes  Especially  Adapted  to  the 
Requirements  of  Canadian  Trade 


CRESCOS 


Ralston  "  Crescos  "  (in  black  and  tan)  are  made  from 
French  Calfskins,  tanned  by  the  Creese  &  Cook  Co.,  by  a  sec- 
ret process  which  renders  the  leather  waterproof  without 
making  it  stiff  and  unwieldy. 

Cresco  is  a  truly  wonderful  leather,  for,  in  spite  of  its  be- 
ing waterproof,  it  will  take  an  excellent  polish.  Its  wear- 
resisting  qualities  are  remarkable.  It's  not  unusual  for  a  pair 
to  wear  two  seasons.  Every  pair  you  sell  makes  a  permanent 
customer,  for  we  have  yet  to  hear  of  a  single  pair  that  failed  to 
make  good  under  the  test  of  service. 


Here's  the  leather  which  will  most  satisfactorily  meet  the 
requirements  of  your  winter  trade.  Try  it  out  and  incidentally 
get  acquainted  with  our  Ralston  Stock  Department  by  ordering 
upon  either  or  both  of  the  styles  carried 


IN  STOCK 

1.IU1  ■EWaMMMMaMMMIM  III  WW— Bi«^WMW 

Churchill  &  Alden  Co. 

(Ralston  Health  Shoemakers) 

CAMPELLO,  (Brockton,)  MASS. 


BLACK 

STOCK  NO.  209 

Bluclier,  Hague  Last 
Double  Sole  $3.00 

TAN 

STOCK  NO.  616 

Blucher,  Hague  Last 
Double  Sole  $3.10 


Branded  Ralston  but  -without  price  stamp. 


We  shall  be  glad  to  have  our  Canadian  representative  call,  if  you  will  but  send  us  word 
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Canada's  Great  In> 


1068 —  Slocked  by  all'Branches 


840—  Stocked  by  all  Hranebe- 


In-Stock  Lines 

for  Immediate  Delivery 

A.  complete  range  in  each  line. 

Size  up  Your  Stock  Now 

Get  what  you  want  in  the  follow- 
ing lines  right  now— delivery 
guaranteed. 

Oil  Tans  —  Rubbers 
Lumberman's  and  Sheep- 
skins Socks 


3102— Stocked  by  all  Branches 


TI I  E  Ames-Holden-McCready  Shoes 
arc  the  product  of  the  largest 
shoe  making  organization  in  Can- 
ada— the  product  of  specialized  factories 
offered  direct  to  the  retailer  with  all  the 
advantages  in  service  of  dealing  with  the 
middleman — and  none  of  the  disadvan- 
tages in  price.  Tt  is  well  worth  your 
while — think  it  over  and  send  for  our 
catalogue — then  send  us  your  Xmas  order. 


3214  -Stocked  by  Winnipeg,  Toronto. 
Montreal 


We  now  offer  to  the  trade,  for  imme- 
diate delivery,  a  selection  of  lines  far  sur- 
passing the  usual  Spring  range  in  variety 
and  well  up  to  the  high  standard  of  qual- 
ity which  is  an  unfailing  characteristic 
of  our  shoes. 


2805   Stocked  by  Montreal,  Winnipeg, 
Edmonton 


Stocked  bv  Winnipeg,  K 
Toronto,  si.  John,  Montr 


eal 


Ames  Holden 

Montreal,  St.  John,  Calgary,  Toronto 
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Stock  Shoe  House 


THE  shoes  shown  on  these  pages  are 
just  twelve  of  our  in-stock  lines — 
there  are  300  more  illustrated  in 
our  catalogue.  You  can  have  any  portion 
of  any  of  these  lines  at  a  moment's  no- 
tice. Send  for  our  catalogue — you  can 
order  just  as  freely  from  that  as  from  the 
shoes  themselves.  Send  us  your  order  for 
the  holiday  season — you  will  not  regret  it. 
Remember  there  is  a  big  firm  and  a  big 
reputation  behind  every  pair  of  our  shoes 
you  handle. 


2130  —  Stocked  by  Winnipeg'.  Edmonton. 
Montreal 


119— Stocked  by  all  Branches 


In-Stock  Lines 

for  Immediate  Delivery 

A  wide  range  of  styles  for  Xmas 
trade. 

Size  up  Your  Stock  Now 

See  these  lines  or  select  from 
our  catalogue — 

Fine  and  Staple  Footwear 
High  Grade  Rubbers 
Felt  Shoes 


2189— Stocked  by  Montreal 
Toronto 


Winnipeg. 


The  perfect  service  we  give  with  our 
in-stock  lines  will  greatly  facilitate  all 
dealings  in  rush  orders  and  Ave  assert 
without  fear  of  contradiction  that  our 
combination  of  selection,  quality  and  ser- 
vice cannot  be  bettered  on  the  entire 
market. 


McCready 

LIMITED 

Winnipeg,     Vancouver,  Edmonton 
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Mr.  Retailer 


€J  Whe  n  a  workman  quits  his  bench 
remarking  "you  people  are  too 
particular  for  me"  it  is  significant. 

It  indicates  that  we  are  striving 
to  give  you  the  quality  you  buy 
and  expect  to  get  in  ASTORIA 
and  LIBERTY  shoes. 

CJ  Our  products  have  a  high  place 
in  the  affections  of  our  patrons 
and  we  mean  to  keep  them 
there. 


CJ  At  your  service — wire,  phone  or 
write. 


The  Cook-Fitzgerald  Company 

Limited 

London  -  Ontario 

Retail  at  $4.50  to  $7.00  and  higher. 
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All  Leathers  Bearing 
This  Mark  Are  Right 

in  Quality,  Appearance  and  Price 


THE  EMBLEM  OF  QUALITY  BEHIND  ALL  LAWRENCE  PRODUCTS 

Gun  Metal  Calf  Nubuck  (White,  Imperial,  Grey,  Brown  and  Red) 

Black  Diamond  Patent     Weilda  Calf  (24  shades) 


Sheep  Leather  for  every  purpose, 
Hub  Pigskin  Sole  Leather,  Reliable 
Welting,  Cut  Soles  and  Counters 

A.  C.  Lawrence  Leather  Co. 

56  South  Street,  Boston 
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The  Postal 
Card  Test 


Here's  Something  to  Think  About! 


1§  You  want  to  sell  more  shoes. 

<J  You  want  to  sell  them  quickly  and  as  easily  as  you  can. 

<I  The  quickest  and  easiest  way  to  sell  more  shoes  is  to  give  people  the 
kind  of  shoes  they  want. 

Cfl  If  this  is  true— your  business  sense  will  tell  you  whether  it  is  or  not — 
all  you  have  to  do  is  to  find  out  just  what  kind  of  shoes  the  people 
in  your  town  want,  and  let  them  know  that  you  are  prepared  to 
sell  them  that  particular  kind. 

€J  In  other  words  to  meet,  and  supply,  and  cater  to  a  ready-at-hand 
demand  is  quicker  and  easier  and  more  profitable  than  to  waste 
time  and  effort  creating  a  demand. 


1§  If  you  were  to  take  a  vote  of  your  town  as  to  what  kind  of  shoes  the 
people  liked  best,  knew  most  about  and  had  most  confidence  in, 
you  would  find,  beyond  question,  that  the  great  big  majority  of 
the  votes  would  be  for  the  Slater  Shoe. 


The  one  shoe  that  has  a  ready-at-hand 
demand  and  the  easiest-to-sell  shoe  in 
Canada  to-day  is  the  genuine  Slater 
Shoe. 


No  question  about  that. 

You  can  prove  it  in  twenty-four  hours. 
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<I  You  would  also  find,  beyond  question,  that  outside  of  the  Slater  Shoe 
go%  of  the  voters  would  not  be  able  to  name  a  "next  best"  brand. 

*l  Just  try  this  plan. 

<J  Find  out  for  your  own  information  and  profit  how  many  people  out  of  a 
hundred  in  your  town  are  favorably  inclined  towards  the  Slater 
Shoe. 

•I  Put  it  to  a  test.  It  may  throw  an  entirely  new  light  on  your  shoe  buy- 
ing for  next  year. 

<I  Mail  out  one  hundred  postal  cards  to  one  hundred  men,  asking  them 
to  name  the  brand  of  shoe  they  know  most  about  and  have  most 
confidence  in. 

<I  If  the  great  majority  of  your  answers  don't  name  the  Slater  Shoe  we 
will  pay  for  the  postage  and  all  expenses  attached.  We  mean  just  that. 

<J  We  would  like  nothing  better  than  to  have  you  make  this  crucial  test. 
It  will  prove  to  you  that  there  are  a  lot  of  Slater  Shoes  to  be  sold 
in  your  town. 

<I  And  if  we  are  right,  if  most  of  the  people 
in  your  town  know  about  and  prefer 
the  Slater  Shoe  to  any  other,  wouldn't 
it  be  easier  for  you  to  sell  the  Slater 
Shoe  than  any  other? 

<J  And  doesn't  it  look  as  the  Slater  Shoe 
would  be  the  best  asset  you  could  have 
on  which  to  build  up  a  permanent  shoe 
trade  in  your  town  ? 


Think  it  over. 

Make  the  test. 

See  how  it  comes  out. 


If  you  want  the  genuine  Slater  agency 
for  your  town  apply  to-day. 

Slater  Shoe  Co.,  Ltd. 

Montreal 
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Get  Your  Town  on 
the  Map 

of  localities  in  which  are  sold  the  SHOES  that  "allow 
room  for  five  toes"  Only  one  dealer  in  each  town  will 
be  allowed  to  sell  these  EDUCATOR  SHOES,  so  either 
you  or  one  of  your  competitors  will  occupy  the  unique 
position  of  giving  the  people  the  "comfort  that  Nature 
intended."  In  this  SHOE  proper  scientific  consideration 
is  given  every  foot-bone  and  muscle  with  the  result  that 
the  wearer  will  almost  forget  that  he  has  feet. 

Thousands  of  dealers  are  carrying  this  SHOE  for  its 
comfort-giving  properties  and  for  the  long  profits  they 
are  enabled  to  make  upon  it.  Isn't  the  verdict  of  thou- 
sands worthy  of  your  earnest  consideration? 

As  for  the  solidity  of  the  manufacturers,  just  listen  to  this:  forty-six  years  ago  a  small 
wooden  factory  was  sufficient  to  turn  out  the  product.  Today  our  plant  comprises 
eight  factories  and  two  tanneries!  That  is  pretty  conclusive  proof  that  we  are  found- 
ed upon  Honesty. 

We  shall  be  very  glad  to  send  a  sample  order  for  your  inspection,  and  to  give  you 
whatever  information  you  may  desire.    May  we  be  favored  with  your  correspondence? 

Rice  &  Hutchins,  Inc. 

Boston,  Mass.,  U.S.A. 

and  eight  other  Cities 


These  three  of  our  nine  distributing 
houses  are  nearest  you:- 

The  Rice  &  Hutchins 

Chicago  Co. 

The  Rice  &  Hutchins 

Cleveland  Co. 

The  Atlas  Shoe  Co.,  Boston 
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Prosperous  New  Year 

n  store  for  the  retailer  whose  selling 
icy  includes  the  offer  to  his  customer  of 

The  "Doctors"  Cock  o'  the  North  Shoe 

This  is  a  specialty  staple  line — made  with  a  definite 
idea  based  on  sound  business  principle,  to  fulfil  a 
particular  object — to  fulfil  something  more  than  the 
mere  objects  of  an  ordinary  staple  line — to  penetrate 
deeper  into  the  question  of  sales  and  to  solve  the 
difficulty  of  the  dissatisfied  customer. 

The  idea  is  the  manufacture  of  a  shoe  that  will  be 
absolutely  dependable  for  certain  special  qualities 
that  some  customers  always  demand. 


The  Doctors 


The  "  Doctors  " 
Cock  o'  the  North  Shoe 

is  a  neat,  high-class,  plain  design 
shoe — strongly  made  of  the  best 
grade  leatheronly — stylish  enough 
for  city  streets — strong  for  country 
roads.  A  patented  waterproof 
non-perspiro  shoe  made  on  hygie- 
nic lines  to  keep  the  feet  healthy 
— always  dry  and  comfortable. 


Let  our  good  business  help  you  to  prosperity. 

Tebbutt  Shoe  and  Leather  Co. 


Three  Rivers,  Quebec 


Limited 
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That 

Finishing  Touch 


of  style  which  gives  to  a  shoe  the  distinguished 

appearance   so  coveted   by  all  men  of  taste,  is 

shown  to  the  highest  degree  in  the  New  Styles 
of  the 


Cor  bet  I  Line  for  Spring 

The  oxford  shown  on  this  page  is  one  of  the  new  range  made 
on  the  recede  toe  last — this  shoe  is  designed  for  ease  and 
comfort  and  is  the  embodiment  of  neatness.  No  ugly  corners 
—all  smooth  curves  with  small  stitching  and  blind  eyelets. 
This  is  the  shoe  that  will  captivate  the  attention  of  all  men 
of  quiet  taste  and  will  secure  the  high  grade  trade  of  any 
retail  store. 

Are  you  looking  for  a  line  like  this  ?  Shall  we  send  you 
samples  ? 


A.  CorbeiL  Manufacturer 

Maker  of  Good  Shoes  to  Retail  at  from 
$3.00  to  $5.00 

Leader  and  handover  Brands 

WAREHOUSE  and  OFFICE 

71  St.  Paul  Street,  Montreal 
Factory,  63  to  71  y2  St.  Paul  Street 


We  believe  there  will 
be  a  real  mercantile 
advantage  in  your 
seeing  our  line,  and 
we  would  like  you  to 
say,  when.  We  will 
do  the  rest. 
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W.  L.  DOUGLAS 
The  World's  Greatest  Shoemaker 


Do  You  Want  the  Exclusive  Agency  for 
W.  L.  Douglas  Shoes  in  Your  Town  ? 

W.  L.  DOUGLAS  SHOES  need  no  introduction.  For  over  a  quarter  of  a  cen- 
tury they  have  been  the  most  extensively  advertised,  easiest-selling  shoes  in  the  world, 
and  to-day  they  are  the  standard  of  quality  everywhere.  They  are  sold  by  over  11,000 
shoe  dealers,  as  well  as  through  a  chain  of  78  Exclusive  W.  L.  Douglas  Retail  Stores, 
situated  in  45  of  the  principal  cities  of  the  United  States. 

If  interested,  write  us  and  we  will  give  you  full  particulars  relative  to  the  Exclusive 
Agency  for  W.  L.  Douglas  Shoes  and  also  make  arrangements  to  have  a  salesman  call 
at  your  store  with  our  complete  line  of  samples  for  the  coming  Fall  and  Winter  trade. 

W.  L.  DOUGLAS  SHOE  CO.,  201  Spark  St.,  Brockton,  Massachusetts 


FACTORIES  OF  W.  L.  DOUGLAS  SHOE  CO..  BROCKTON,  MASS.,  \J.  S.  A.,  CAPACITY  17,000  PAIR  A  DAY 
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Sell  Good  Rubbers 


The  Price 


The  interest  taken  by  every  retailer  in  the 
price  of  rubbers  is  actuated  not  so  much  be- 
cause of  what  they  will  have  to  charge  the 
consumer  as  on  account  of  the  profit  that  is  to 
be  made  on  the  sales. 


Sell  Good  Rubbers 


The  price  charged  to  the  consumer  is,  un- 
fortunately, regulated  to  a  large  extent  by  the 
price  being  charged  by  surrounding  competit- 
ors, and  regardless  of  profit  or  loss  many 
retailers  will  cut  Rubber  prices  till  the  margin 
of  profit  is  reduced  to  a  narrowness  that  makes 
the  sale  of  rubbers  practically  a  profitless  tran- 
saction. 

Considering  the  importance  and  magni- 
tude of  the  sale  of  Rubbers  during  Fall  and 
Winter  this  state  of  affairs  should  be  met  and 
faced  by  every  retailer  who  wishes  to  conduct 
his  trade  on  the  sound  business  principle  of 
doing  the  best  for  his  customer  at  the  most 
advantage  to  himself. 

The  retailer  who  will  cut  prices  in  order 
to  undersell  his  competitor  will  naturally  come 

"Kant  Krack" 

" ROYAL " 

These  are  the  lines  of  rubbers  to  he 
fair  price,  give  a  fair  retail  profit  and  e 

JAMES  F 

MONTR 
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of  Rubbers 

to  buying  cheaper  rubbers.  This  method  is 
suicidal  from  a  business  standpoint  and  only 
those  who  have  suffered  the  consequences  of 
reduced  trade  through  selling  cheap  rubbers 
know  and  realize  the  fallacy  and  danger  of  the 
cut  price  system. 

As  soon  as  the  retailer  commences  to  cut 
prices  the  conditions  of  all  his  transactions 
wear  an  entirely  different  aspect.  The  natural 
sequence  of  a  cut  in  price  is  a  cut  in  profits. 
This  has  to  be  made  up  by  a  cut  in  values  with 
the  result  that  in  the  end  you  are  selling  an  in- 
ferior make  of  goods  at  a  few  cents  less  to 
customers  who,  sensibly,  demand  and  are  wil- 
ling to  pay  the  price  of  the  best. 

When  Rubbers  split  or  wear  through  after 
a  little  use  the  wearer  does  not  consider  that 
he  has  paid  a  few  cents  less  at  your  store  than 
he  would  have  paid  at  the  store  next  door — he 
only  knows  he  had  made  a  bad  bargain  at  your 
store  and  will  not  be  inclined  to  do  more  busi- 
ness with  you — what  does  the  retailer  make  out 
of  such  sales — Nothing. 

"Dainty  Mode" 

"  BULL  DOG  " 

ild  up  a  good  solid  trade— they  sell  at  a 
*e  the  satisfaction  of  every  customer. 

)BINSON 

L ,  P.Q. 


Sell  Good  Rubbers 


Sell  Good  Rubbers 
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R&(2d*S  CY&&d  ^  Shoes  you  need—deliv- 

*  ered  when  you  need  them" 

GREAT  GUNS! 

Get  Them  From  Our  Stock 


F538.  Gun  Metal,  J  fox,  cloth  top,  15-8 
heel.  In  stock  Rochester  only.  Price 
$2.35. 


F549.  Gun  Metal,  f  fox,  mat  top, 
11-8  heel.    Welt.    Price  $2.35. 


F548.  Gun  Metal,  £  fox,  mat  top,  11-8 
heel  16  buttons,  Welt.    Price  $2.50. 


F521.  Gun  Metal,  f  fox,  mat  top,  14-8  F508.  Gun  Metal,  y  fox,  button, 
heel,  Welt,  Price  $2.35.  mat  top,  14-8  heel,  McKay.  Price 

$2.15 


F503.  Gun  Metal,  y  fox,  mat  top,  13-8 
heel,  Welt.    Price,  $2.35. 


STOCK  DEPARTMENTS 


E.  P.  REED  &  CO.,  Rochester,  N.  Y.  and  Chicago,  III. 
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Two  of  a  Kind 

is  quality  and  comfort,  but  they  are  designed  for  two  separate  uses  and  in  application  they  cover 
two  separate  fields. 

When  your  lady  customers  demand   a  high  grade  shoe  of  fine  manufacture  and  dainty  design 

The  Paris 

is  the  shoe  that  will  catch  their  fancy  every  time.  While  if  a  good  hardwearing  solid  shoe  is 
required  by  your  men  customers 

The  Rockbottom 

will  give  them  everything  they  want.  This  is  the  companion  of  the  Paris  in  quality  and  is  a 
well  made,  weather,  wet  and  cold  proof  shoe  that  has  stood  the  test  of  serviceability  and  has 
proved  its  genuine  worth.  Both  these  lines  are  shown  in  many  new  lasts  and  patterns  and  all 
the  styles  we  are  now  offering  will  hold  the  winter  and  spring  demand  and  satisfy  all  style  re- 
quirements right  up  to  Easter. 

Get  in  touch  with  us  right  away — these  two  lines  show  an  attractiveness  that  is  a  real  asset  to 
any  high  grade  retail  store. 

We  will  send  samples  or  a  salesman.    Let  us  hear  from  you  now. 

Daoust  Lalonde  &  Company 

Shoe  and  Leather  Manufacturers 

Montreal  «  Quebec 
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ARE  YOU  SHORT  OF 

RUBBERS  ? 


WE  HAVE  THE  GOODS 

and  can  ship  the  same  day 
your  order  is  received. 


ADDRESS  YOUR  ORDERS  TO 

The  Kaufman  Rubber  Co.,  Limited 

BERLIN  TORONTO 

Factory  and  Head  Office  76  York  Street 

OTTAWA  MONTREAL 

281  Wellington  St.  E.  310  Craig  St.  W. 

VANCOUVER         EDMONTON  SASKATOON 
WINNIPEG  ST.  CATHARINES  FREDERICTON 

TRURO  CHARLOTTETOWN 
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We  Prepay  Express 
Charges 

Our-get-acquainted-plan 


Now-please-don't  misunderstand. 
We  prepay  express  charges. 
But  on  your  first  order  only. 

Not  on  your  subsequent  orders  on  any  account.  Get  that 
through  your  head. 

Our  reason  for,  prepaying  Express  Charges  on  your  first  or- 
der is  by  way  of  introduction  to  you. 

It  saves  you  quite  a  few  dollars. 

It  gives  you  quick  service — which  you  want. 

But  it  puts  us  in  the  hole — to  the  extent  of  so  much  per  pair 
— to  get  you  acquainted  with  Thompson  values  and  the 
Thompson  Plan  of  selling  shoes. 

To  that  extent  it  is  a  good  "ad"  for  us  and  good  business 
for  you. 

But  don't  deceive  yourself — it  is  simply  our  "Introducing" 
plan  of  getting  you  acquainted  with  the  real  Profit  for  you 
in  buying  shoes  under  the  Thompson  Idea. 

Once  we  can  demonstrate  to  your  satisfaction  that  we  have 
the  right  shoes  to  sell  at  the  right  prices  for  you,  the  rest 
will  be  up  to  you  to  say  whether  you  like  the  Thompson 
Idea  or  not. 

The  first  shipment  is  at  our  expense. 
Subsequent  shipments  at  your  expense. 

If  we  didn't  have  the  "goods"  we  wouldn't  dare  to  make  this 
offer. 

No  other  shoe  seller  has  ever  made  it. 

It  is  simply  an  "Introductory"  offer — to  show  you  how  good 
the  Thompson  Idea  of  shoe  selling  is  for  you. 

Our  Instantaneous  Shoe  Service  is  laid  out  and  lined  up  for 
this  particular  purpose — to  serve  you  right. 

To  deliver  you  shoes  just  as  fast  as  you  sell  them  and  no 
faster. 

To  swell  your  profits. 

To  give  you  a  Quick  Turn-over. 

To  give  you  an  active  stock  from  month  to  month  and  to 
show  you  how  to. 


Wt^~     A  Post  Card  will  get  our  Catalogue  "^B 

Thompson  Shoe  Co.,  Ltd. 

38  St.  Genevieve  St.  -  MONTREAL 


Woman's  Dongola  Lace  Oxford,  Patent 
Tip.  Kushion  Sole — The  Thompson 
Shoe  Company.    No.  391. 


Woman's  Dongola,  Whole  Quarter  Lace 
Oxford,  Plain  Toe,  No  Box,  White 
Kid  Lining,  Kushion  Turn  Sole. 
No.  392 
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0.  B. 

2  of 
The  Greatest 


687 

Veleur  Blucher 

$2.95 
Retail  $4.00 


785 
Tan  Willow 
Blucher 


THE  O.  B.  SHOE  CO.,  LIMITED, 


$2.95 
Retail  $4.00 


DRUMMONDVILLE 
QUE. 


«R£s,  BEARDMORE  &  CO. 


B 


FLEXIBLE  SPLITS 


T 
A 
N 
N 
E 
R 
S 


We  have  one  or  two  lines  in  medium  and  heavy  weights  which 
are  extra  special  value  on  today's  market.  We  will  gladly 
send  sample  rolls  and  our  best  quotations  on  receipt  of  your 
request.  We  have  only  a  limited  quantity  to  offer  Let  us  hear 
from  you  at  once. 


TORONTO 
39  Front  St.  East 


WAREHOUSES:  Stocks  carried  at  all  warehouses 

MONTREAL  QUEBEC 
59  St.  Peter  Street  553  St.  Valier  Street 

Tanneries:       ACTON       -  BRACEBRIDGE 
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-ONKENz: 

INTERCHANGEABLE 
-  _WOOD  WINDOW  FIXTURE  ,  

YOU  NITS 

TRADE  MARK 

THE  WINDOW  FIXTURES  THAT  HELP  YOU  — 
PAY  YOUR  RENT 


Do  You  Cater  To  The  Transient  Trade 
That  Passes  Through  Your  City  Daily? 

— Do  you  cater  thru  your  show  window 
displays  to  the  people  that  make  weekly 
trips  to  the  city  from  surrounding  towns? 
—  Do  you  know  that  these  weekly  trips  often 
mean  the  buying  of  supplies  for  the  whole 
family  ? 

— Do  you  now  see,  Mr.  Shoe  Merchant,  how 

you  can  increase  your  business  thru  your 
show  windows  by  going  after  the  transient 
trade  ? 

My  YOUNITS  Fixtures  Will  Help 
You  Secure  This  Business 

— Do  you  know  that  many  of  these  visitors,  as  well  as 
people  living-  in  your  city,  make  purchases  on  impulse 
;ust  because  they  are  attracted  by  some  well-arranged 
window  displays  ? 

— Do  you  also  know  that,  to  many,  one  store  looks  as 
good  as  another,  and  that  in  nine  cases  out  of  ten  the 
character  of  the  window  display  determines  where  to 
purchase  ? 

—If  this  were  not  true,  why  do  houses  like  Marshall 
Field  &  Co.,  John  Wanamaker,  etc.,  spend  time, 
energy  and  thousands  of  dollars  yearly  on  proper 
window  displays? 


The  Full  Set 

The  above  illustration  shows  entire  set  of  No.  1  SHOE 
YOUNITS  comprising  220  YOUNITS  to  the  set.  There  are 
30  oval  display  slabs  made  of  well-seasoned  oak.  All  slabs 
are  fitted  with  tilting  metal  adjustments  on  back  and  front  for 
holding  them  in  different  positions.  The  remaining  190  YOU- 
NITS consist  of  BASE  BLOCKS,  UPRIGHTS,  CROSS 
ARMS,  and  EXTENSION  YOUNITS,  in  assorted  lengths  and 
sizes  which  will  enable  you  to  make  HUNDREDS  and  HUN- 
DREDS of  Window  Trims  and  as  many  odd  and  standard 
fixtures. 

You  Never  Need  A  Tool 


VANCE  SHOE  COMPANY 

Gadsden,  Ala.,  Sept.  5,  1912. 
The  Oscar  Onken  Company,  Cincinnati,  Ohio. 

Gentlemen— We  have  received  the  Set  of  "ONKEN  "  Wood 
Window  Fixture  "YOUNITS,"  and  beg  to  advise  that  we  are 
delighted  with  the  m. 

We  are  sure  we  could  find  nothing  in  fixtures  that  would 
give  us  the  satisfaction  your  fixtures  have.  Our  windows 
now  arc  attracting  much  attention,  which  will  bring  addi- 
tional trade. 

Enclosed  we  send  you  photograph  of  our  first  trim— we  will 
send  you  others.      Very  respectfully,  VANCE  SHOE  CO. 


No.  1 
No.  \  % 
No.  \  % 
No.  4 


Set 
Set 
Set 
Set 


$50™ 
*28.00 
$17.50 
*28.00 


net 
net 
net 
net 


SPECIAL  SETS  I  MAKE 

220  YOUNITS.  PRICE, 
For  2  large  show  windows 
110  YOUNITS.  PRICE, 
For  1  large  shoe  window 
55  YOUNITS.  PRICE, 
For  1  small  shoe  window 
110  YOUNITS.  PRICE, 
This  set  is  made  for  the 
general  store  trade  and  can  be  used  for  displaying  shoes,  dry 
goods,  groceries,  etc.   A  good  all  around  set. 

NO     18    S^f    72  YOUNITS.      PRICE,     $1  C  00 
O.    lO    Oet    For  any  size  window  10'  nel 

Freight  and  duty  allowed  to  Winnipeg  and  to  all  ports  of  entry  east 

of  Winnipeg  on  the  Southern  Canadian  Border. 
F"l  n  i  c Vi  Made  of  select  oak  in  3  stock  finishes,  Weathered.Golden 
t  ill  is II  or  Antique  Oak,  all  in  a  soft,  mellow,  waxed  finish. 
Cfnra  pnAat  Each  set  is  put  up  in  a  hardwood,  hinged- 
Oiurdge  UlieSl  m  storage  chest  (oiled  finish).  A  place  to 
keep  the  unused  YOUNITS.  Set  No.  18  is  put  up  in  a  corrugated 
carton . 

Dnn|f  nf  n<aaians  A  beautiful  book  of  photographs  show- 
uuulk       wwigm  ing  large  size  trims  made  with  my 
YOUNITS  sent  FREE  with  each  set. 
Shipments  made  at  once.    Every  Set  guaranteed  absolutely.  


Stock  carried  in  Toronto,  Canada,  by  PHILIP  JACOBI 

THE  QSCAR  ONKEN 

Established  32  Yei 

697  Fourth  Avenue 
Cincinnati, 
Ohio, 
U.  S.  A. 
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The  Just 


Our  purpose  in  open- 
ing a  factory  in  Can- 
ada is  to  better  serve 
the  Canadian  trade. 


Made  in 


E.  T.  Wright 


St.  Thomas, 
Ont. 
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Wright  Shoe 


We  now  offer  The  Just 
Wright  Shoe  with  all 
the  advantages  of  do- 
mestic manufacture  as 
the  most  popular  shoe 
in  Canada  to  retail  at 
$5.00-$6.00-$7.00. 


Canada 


&  Co.,  Inc 


Rockland, 
Mass. 
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Turned 
Footwear 
Only 


Do  You  Want  the  Dain- 
tiest Line  of  Turned 
Footwear  on  the  Market? 


^  Guptill  Slippers  have  been  the  answer  to  this  quest- 
ion for  a  great  many  years — and  to-day  they  are  the 
standard  of  quality,  style  and  workmanship. 

^  Guptill  Slippers  are  the  easiest  to  sell  because  they 
appeal  to  women,  on  appearance  when  shown,  on  dain- 
tiness when  on  the  feet,  and  qualities  of  comfort  and 
durability. 


THIS  IS  THE  SEASON  TO 
BECOME  A  GUPTILL  DEAL- 
ER.   MAY  WE  SERVE  YOU? 


Have  you  seen  our  Can- 
adian Representative, 
Mr  F.  P.  Beemer  ?  If 
not  write  us  and  we  will 
have  him  call. 


Hervey  E.  Guptill 


Haverhill,  Mass. 


Solid  Shoe  Success 

To  complete  your  stock  of  Spring"  lines  you  need  a  solid  shoe  that  is  sure 
to  make  good  sales  for  the  staple  shoe  section  of  your  trade. 

The  success  of  your  season's  business  will  be  greatly  increased  if  you  stock 
a  staple  shoe  that  is  really  popular. 

The  Everyday  Shoe  is  a  popular  priced,  good  quality  line,  that  shoe  re- 
tailers can  handle  with  the  certainty  of  securing  every  solid  shoe  demand 
that  is  made  in  their  store. 

T.  Sisman  Shoe  Company,  Limited 


Aurora 


Ontario 


Winnipeg  Representative:  Geo.  G.  Lennox 
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Not       (JO  per  cent. 

but    200    per  cen^ 

more  shoes  sold  in  September  and  October 
than  previously  sold  in  a  whole  year. 

That  is  the  record  of  our  salesman  W. 
E.  Gerrish  in  the  South  Eastern  provinces 
of  Canada. 


Stock  No.  903 
Price  $2.25 

Mat  Top  Gun  Metal  Button  Boot 


Stock  No.  902 
Price  $2.25 

Mat  Top  Patent  Button  Boot 


HIGH  GRADES  at 

MEDIUM  PRICES 

are  bringing  increased  business  to  us  and  to 
the  dealers  selling  our  shoes. 

Write  for  our  New  Catalogue  of  shoes 
in  stock  for  immediate  Delivery. 


P.  J.  HARNEY  SHOE  CO. 


LYNN, 
MASSACHUSETTS 
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"Firfelts" 


Order  NOW  for  Holiday 
Trade. 


No.  171  Juliette,  Firfelt  Trimmed. 
Felt  Bow  Ornament,  Flexible  Lea.  Sole. 
Lea  Heel.  Sole  Lea.  Counter.  Price 
.  75. 

No.  1  7 1  Green.  No.  I  72  Purple. 


Large 
Assortment 
of 
Styles 
not  listed, 
in  stock, 

for 
immediate 
shipment. 


No.  248  Juliette,  Satin  Ribbon  Trim- 
med. Satin  Ribbon  Bow  Ornament. 
Flexible  Lea.  Sole.  Lea.  Heel.  Sole 
Lea.  Counter.    Price  $  1 .00. 


Send  Orders 
at  once. 


241  Brown. 

242  Black. 

243  N.  Blue. 

244  Red. 


245  N.  Gray. 
546  Wine. 
247  Green. 


In  Stock  for  Immediate 
Shipment. 


No.  1143  Juliette,  Firfelt  Trimmed. 
Felt  Bow  and  Slide  Ornament.  Flexible 
Lea.  Sole.  Lea  Heel.  Rawhide  Fibre 
Counter.  Price  .65.  No.  1  143  N.  Blue. 
No.  1  146  Wine.  No.  1  147  Dk.  Green. 


No.  861  Fir-felt-O  Slipper.  Pom- 
pom Ornament.  Flexible  Lea.  Sole. 
Cushion  Insole  and  Heel.   Price  $  1 .00. 


85  1  Brown. 

852  Black. 

853  N.  Blue. 

854  Red. 

866  Olive  Drab. 


856  Wine. 
861  Pink. 
863  London 

Smoke. 
867  Old  Rose. 


Worcester  Slipper  Company 

J.  P.  Grosvenor,  Prop. 
360*370  Park  Avenue,  Worcester,  Mass. 
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To  Make  a  Few 
Leathers  and  to 
Make  Them  Well 


THAT  IS  OUR  AIM.  OUR 
VOLUME  OF  BUSINESS 
PROVES  THAT  WE  ARE 
SUCCEEDING  


DRYFUT  "        is    made    plain    or   dull    finish,    Mosco  Chrome. 

CHROME  A  waterproof  leather  that  will   give  you  perfect 

SIDES  satisfaction.     Prices  right  and   prompt  shipment. 


SPLITS 


FLEXIBLE 
FINISHED 
CHROME 


C.  MOENCH  SONS  CO. 

117  Beach  St.       BOSTON,  MASS. 


Gowanda,  N.Y. 
Salamanaca,  N.Y. 
Alpena,  Mich. 


Boston,  Mass. 
Chicago,  111. 
St.  Louis,  Mo. 


We  invite  you  to  get 
Quotations  and  Samples 


ESTABLISHED  1865 


"Kantbrak"  The  Perfect  Last 


New  Tube  Construction  eliminates  all  dropping  of  the  heel 
or  side  motion  on  the  Pulling-over  or  Leveling  Machine. 

We  are  the  only  Licensees  in  Canada 

Boston  Last  Company 


MANUKA!  TI  KKHS  OF 


Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 

Makers  of  Electric  Heating  and  Ironing  Outfits  for  Shoe  Factories 

(Simplex  System) 

Canadian  Factory    -     RICHMOND,  QUE. 

Charles  Campbell,  Manager 


Factories:   Boston,  Mass.,  44  Binford  St.,  Phone  Main  107 


Richmond,  Que.,  Phone  82 
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A  safe  line  of 
Positive  values 
offering  a  certain- 
ty of  sales  at 
Reasonable  Profits 


Ask  for  Catalogue 
or  Salesman 
we  will  send  either 
one  or  both 


Your 
Women's  Shoe 
Trade 


can  be  served  by  many  different  manufactur- 
ers— but  with  what  result  ? — A  variety  of 
makes  in  the  different  styles  and  shapes  that 
only  serve  to  perplex  a  customer  in  the  selec- 
tion of  a  single  pair  of  shoes.     In  the 

McDermott  Line 
of  Quality  Shoes  for 
Women 

your  customers  will  find  all  the  necessary 
variety  for  selection  without  the  confusion  of 
the  different  classes  of  manufacture.  More- 
over with  the  McDermott  manufacture  for 
your  entire  stock  of  Women's  Shoes  you  are 
certain  of  the  quality  of  every  pair  of  wom- 
en's shoes  in  your  store —you  are  also  certain 
of  being  able  to  satisfy  every  demand  in  this 
line  because  the  McDermott  range  is  com- 
plete and  embraces  every  style  in  vogue  that 
is  suited  to  the  good  taste  of  every  women 
requiring  quality  footwear. 

A  trial  order  of  our  shoes  will 
convince  both  you  and 
your  customers. 

The  McDermott 

Shoe  Company 

Women's  Shoe  Specialists 
MONTREAL,         -  CANADA 
Welts  -  Turns  -  McKays 
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Style  and 
Service  in  Boy  Scout  Shoes 


<J  Stylish  shoes  manufactured  to  give 
hard  service  are  among  the  very  live- 
liest and  most  profitable  stock  a  retailer 
can  carry. 

Boys  and  Young  Men  are  not  now 
content  with  just  ordinary  service  in 
shoes— the  demand  for  style  as  well  is 
becoming  more  and  more  insistent. 

<J  It  is  up  to  the  retailer  to  stock  a  more 
complete  style-range  in  serviceable  shoes 
for  his  men  and  boy  customers  and  the 
retailers  who  do  this  are  taking  advant- 
age of  an  opportunity  of  giving  greater 
satisfaction  and  attracting  more  trade. 

<]]  Why  not  get  into  line  with  the  pres- 
ent demand  ? 


Boy  Scout 
Girl  Guide  and  Scoutmaster 


combine  a  serviceability  that  will  satisfy 
the  most  exacting  requirements  with  a 
style  that  is  unexcelled  in  hard-wear 
shoes  and  is  an  undeniable  attraction 
with  every  class  of  wearer. 


Samples  Sent 
on  Request 


All  lines  carried  in  stock  for  im- 
mediate delivery  and  can  be  ordered 
from  our  new  Fall  catalogue  for 
holiday  sale  shipment. 


Jackson 

Agents  for 

Montreal, 
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Hyman's 
Metallic  Chrome  Sole 


Made  on  seven  different  lasts  in  sizes 
ranging  from  LittleGents'  and  Ghilds' 
7  to  lO'A  to  Men's  5  to  11  and  Wom- 
en's 1  to  7. 


&  Savage 


Miner  Rubbers 

Canada 


— the  sole  that  outwears  the  upper  is 
made  up  in  all  Boy  Scout  Shoes.  This 
sole  has  three  times  the  wear  of  any  or- 
dinary oak-tanned  sole  and  will  keep  out 
the  cold  and  wet  throughout  its  life. 

<J  Any  boy  knows  what  this  means  in 
the  wear  of  a  shoe  and  any  Retailer 
knows  what  it  means  to  be  able  to  give 
that  assurance  in  selling  the  shoes. 

<J  Hyman's  Metallic  Chrome  Sole  means 
comfort,  hard-wear  and  economy  to  the 
wearer  and  increased  sales  and  more 
satisfied  customers  to  the  retailer. 

q  Our  lines  of  "Boy  Scout,"  "Girl 
Guide"  and  "Scoutmaster"  shoes  are 
made  up  with 

Hyman's 
Metallic  Chrome  Sole 

q  Boy  Scout  and  Girl  Guide  Shoes  will 
make  profitable  and  numerous  sales — 
their  styles  will  attract  and  their  wear 
will  satisfy.  Every  retailer  should  have 
an  assortment  of  these  shoes. 


Write  for 
Catalogue 
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Upper  Leather  Tanners 
Back  Your  Thin  Skins 

BLACK,    WHITE,    TAN,    GRAY,  COLORS 


SHOE  FACTORIES  have  used  our  Acme  Backing  Cloth  for  many  years.  The 
Big  Tanners  have  found,  that  there  is  money  in  it  and  are  now  Backing  their 
skins  at  the  Tannery,  because  it  is  easier  to  sell  thin  skins  Backed.  The 
Shoe  Factory  man  does  not  hesitate  to  buy  them  Backed.  He  did 
hesitate  to  buy  them  Unbacked,  because  he  could  not  always  know  just  how 
the  Leather  would  look  and  feel,  when  Backed.  Now,  when  a  Tanner  shows 
the  Shoe  Manufacturer  a  lot  of  Backed  skins,  so  that  the  Shoe  Manufacturer 
can  take  them  in  his  hands  and  judge  them,  everybody  is  satisfied.  Also  the  Tanner 
can  sort  out  the  skins,  giving  the  Manufacturer  just  the  weight  he  wants. 

Backed  skins  can  be  cut  to  the  extreme  edges,  in  vamps,  whereas,  when  cutting 
Unbacked  skins,  the  Cutter  had  to  cut  his  Vamps  out  of  the  middle  of  the  back  of  the 
skin,  making  a  lot  of  waste.  This  is  very  important  to  the  Shoe  Factory  man.  He 
cuts  95  per  cent,  of  his  feetage  instead  of  83  to  85  per  cent. 

Backed  Vamps  hold  their  stitching  better  than  Unbacked  Vamps,  because  Cot- 
ton cloth,  woven  of  yarns,  having  tensile  strength,  is  stronger  than  Leather.  The 
Backing  cloth  reinforces  and  strengthens  the  leather. 

One  of  the  biggest  Department  Stores  in  New  York  City,  demands  that  all  Suede, 
Castor  and  Ooze  Leathers  must  be  Backed,  with  Backing  Cloth,  because  they  have 
fewer  comebacks.  The  shoes  do  not  tear  out  at  the  seams.  They  hold  the  fashionable 
shape  that  good  Lasts  put  into  them. 

Acme  Backing  Cloth  Is  Leather  Life  Insurance 

Boys  and  girls  can  apply  it  at  the  Tanneries.  It  is  easier  work  than  ironing  the 
family  wash  at  home.    All  that  is  needed  is  a  moderately  hot  iron. 

We  use  only  Pure,  new,  Live  Gum  in  our  Acme  Backing  Cloth,  because  it  sticks 
better,  lives  longer,  stays  soft  and  pliable  longer,  and  has  no  smell.  We  supply  all 
grades  of  Backing  Cloth,  for  various  purposes,  at  many  prices.  The  grade  of  Backing 
Cloth  required  by  the  Leading  Tanners,  costs  a  little  over  2c  per  square  foot.  Ex- 
perience has  shown  it  to  be  the  best. 

We  will  be  glad  to  send  sample  half  yards  without  charge  on  request.  We  will 
cheerfully  send  one  of  our  young  men  anywhere  East  of  the  Rocky  Mountains,  to 
teach  your  boys  or  girls  how  to  do  the  work. 

We  have  made  a  scientific  study  of  this  subject.  We  have  been  Specialists  in  Back- 
ing for  three  generations.  The  third  generation  has  studied  this  subject  in  the  Univer- 
sity Laboratory  and  has,  as  students,  visited  all  the  Leading  Industries  in  the  country, 
adding  the  latest  scientific  knowledge  to  our  35  years  of  experience. 


PETERS  MANUFACTURING  CO. 


304-310  E.  22nd  Street 
New  York  City 


43-53  Lincoln  Street 
Boston,  Mass. 
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When  Buying 

Your  Stock  of  Rubbers 

Remember  This 


Miner  and 
Shefford 
are  the 
Best 

Brands  of 

Rubber 

Footwear 


M 


INER 
EANS 
ERIT 


On  account  of  the  usual  winter  demand  for  rubbers 
you  will  have  during-  this  and  next  month  many  more 
customers  coming"  to  your  store — your  trade  for  the 
time  being-  will  be  considerably  increased. 

Here  is  Your  Opportunity 

to  turn  this  increased  trade  to  the  best  account— make 
each  new  customer  pleased  and  satisfied  with  their 
purchase  of  rubbers  and  you  will  have  them  coming 
back  for  shoes. 

Miner  &  Shefford 

Brands  of 

Rubber  Footwear 

will  please  every  customer — will  satisfy  every  require- 
for  every  kind  of  wear  and  for  every  condition  and 
and  class  there  is  a  Miner  &  Shefford  rubber  to  fill 
the  bill.  Take  the  opportunity  of  pleasing"  all  your 
customers  with  the  best  rubbers- — stock  up  with  Miner 
&  Shefford  Brands.  We  can  supply  your  entire  needs 
and  give  you  an  immediate  delivery  of  a  complete 
stock.     Send  us  your  order  NOW. 

The  Miner  Rubber  Co. 

LIMITED 

Head  Office  and  Factory,  GRANBY,  QUE. 

ONTARIO  BRANCH  MONTREAL  QUEBEC 

93-99  Spadina  Ave.,  TORONTO        72  St.  Peter  St.       21  Notre  Dame  St. 

For  list  of  Selling  Agents  see  front  cover 
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Men's  "  Red  Deer  Redman " 

A  Three-Eyelet  High  Laced 
Lumbermen's  Shoe 


The  Upper  is  of  Tan 
Duck,  rubber  re-in- 
forced. 


The  red  rubber  fox- 
ing extends  about  one 
inch  above  sole  and 
prevents  nagging. 


The  rubber  bottom  is 
of  "Redman  Tuff 
Foot  "  quality. 


This  Brand  on  the 
Sole  carries  our  guar- 
antee to  give  satisfac- 
tory wear. 


Sold  by 


Canadian  Consolidated  Rubber  Co. 

sales  branches  Limited 

ST.  JOHN,  Halifax,  Sydney,  Yarmouth,  Pictou,  Moncton,  Charlottetown,  MONTREAL,  Que- 
bec, Granby,  Ottawa,  Kingston,  TORONTO,  Belleville,  Hamilton,  Brantford,  London,  Port  Dal- 
housie,  Berlin,  WINNIPEG,  Regina,  Saskatoon,  Calgary,  Edmonton,  VANCOUVER,  Victoria. 
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The  charge  is  sometimes  made 
that  one  of  the  reasons  why  more 
retailers,  particularly  small  ones, 
do  not  make  more  money,  is  they  do  not  know  what 
they  are  doing.  In  other  words,  their  books  of  ac- 
count tell  them  little  or  nothing  in  regard  to  the  de- 


Know  What  You 
Are  Doing 


tails  of  their  business. 

What  is  the  result  of  such  a  condition?  They 
work  in  the  dark;  they  do  not  know  what  lines  are 
paying  them  a  profit;  they  do  not  know  what  percent- 
age of  their  sales  represent  their  "cost  of  doing  busi- 
ness";  they  have  no  accurate  means  of  finding  those 
small  leaks  which  eat  into  profits  so  rapidly,  and  there- 
fore no  way  of  stopping  them. 

Not  very  long  ago  a  retailer  in  a  small  town  was 
talking  to  a  Footwear  representative.  He  wished  to 
know  why  he  was  not  making  more  money.  He  told 
of  the  margin  he  was  figuring  on  his  goods  and  it  was 
such  that  he  ought  to  have  made  a  net  profit. 

When  asked  what  was  his  percentage  for  overhead 
expenses  or  "cost  of  doing  business,"  he  looked  up  in 
surprise  and  wanted  to  know  what  was  meant.  The 
proposition  was  explained  to  him  and  he  was  shown 
how  his  books  should  tell  him  what  proportion  of  his 
margin  went  for  expenses  and  what  for  profit;  the 
value  of  a  classified  expense  account  was  pointed  out 
and  various  other  things  indicated  that  his  accounts 
should  show  him. 

This  Jack  of  knowledge  may  not  be  general,  but 


that  it  exists  there  is  no  doubt,  and  needs  to  be  reme- 
died. Now  it  is  all  very  well  to  draw  attention  to 
faults,  but  this  one  can  only  be  remedied  when  mer- 
chants themselves  are  awake  to  the  necessity  of  ac- 
counts that  tell  something;  that  give  real  information 
to  the  owner,  not  only  for  the  year's  business,  but  day 
by  day,  week  by  week,  month  by  month.  Many  a  suc- 
cessful merchant  owes  his  money-making  power  to  the 
fact  that  he  knows  what  he  is  doing. 

A  shoe  retailer  recently  informed 
Turn  Over        us  that  he  turned  over  his  stock 

on  an  average  of  five  times  in  a 
year.  The  man  who  made  this  statement  is  in  rather 
a  large  way  of  business ;  he  is  up-to-date  in  many  re- 
spects, but  when  he  talks  about  turning  over  his  shoe 
stock  five  times  a  year,  he  must  be  mistaken.  If  he 
bases  his  calculations  upon  the  more  easily  moved  por- 
tion of  his  stock,  he  may  turn  this  over  some  seven 
times  in  a  year,  but  about  a  quarter  of  the  average 
shoe  retailer's  income  comes  from  the  slow  moving 
portion  of  his  stock,  which  he  would  do  well  to  turn 
over  three  times  a  year.  Take  for  instance,  riding 
boots,  old  ladies'  shoes,  or  many  other  items  which 
must  be  carried,  and  upon  which,  if  an  average  is  made, 
a  sale  in  each  item  for  every  two  weeks  would  be  do- 
ing well.  This  portion  of  his  stock  certainly  cannot 
be  turned  over  five  times  a  year  unless  the  retailer 
buys  by  the  single  pair.  In  figuring  your  turnover  be 
sure  to  reckon  in  the  slow-moving  stock  as  well  as 
that  portion  which  almost  sells  itself.  Unless  you  do 
this,  you  will  be  out  in  your  calculations. 

*      *  * 

Among  the  subjects  discussed  by 
Discounts         the  Ontario  Boot  &  Shoe  Section 

of  the  Retail  Merchants'  Associa- 
tion of  Canada  at  their  meeting  last  August,  was  the 
granting  of  special  discounts  by  manufacturer  and 
jobber  to  the  department  store  or  mail  order  house. 
This  was  looked  upon  by  the  retailer  as  unfair  dis- 
crimination and  it  was  pointed  out  that  the  combined 
members  of  the  Ontario  Retail  Shoe  Dealers'  Asso- 
ciation alone  purchased  many  times  the  amount  of 
any  individual  department  store  or  mail  order  house 
in  Canada. 

One  point  that  they  did  not  consider,  however, 
which  largelv  accounts  for  the  favors  shown  the  de- 
partment stores  and  mail  order  houses  in  this  respect, 
is  that  a  traveller  can  enter  one  of  these  institutions, 
interview  the  buyer,  and  sell  him,  say,  $10,000  worth 
of  goods  right  off.  In  order  to  make  a  similar  sale  to 
the  ordinary  shoe  retailers  he  would  probably  have  to 
cover  the  whole  of  his  territory  and  spend  several 
weeks  or  even  months  of  hard  work  in  the  endeavor. 

The  manufacturer  or  jobber  is  willing  to  give  spe- 
cial prices  or  rebates  for  special  consideration  shown 
to  him  or  his  business.  If  he  has  to  employ  a  shoe 
traveller  at  a  salary  of  $200  a  month  and  expenses, 
to  bring  him  in  $10,000  worth  of  orders  from  the 
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shoe  retailers  during  the  month,  and  he  can  walk  in- 
to a  department  store  and  obtain  a  similar  order  in 
twenty  minutes  without  going  to  all  this  expense, 
naturally  he  is  willing  to  offer  the  department  store 
special  inducements,  in  fact  they  are  entitled  to  them, 
as  they  save  the  manufacturer  all  this  expenditure  in 
salaries  and  expenses,  to  say  nothing  of  the  bulk  of 
the  order  and  the  certainty  of  payment. 

The  following  is  a  scale  of  discounts  allowed  by 
many  Canadian  jobbers  or  manufacturing  houses, 
which  enables  a  large  department  store  to  sell  a  pair 
of  rubbers  for  69c  for  which  the  ordinary  retailer  has 
to  pay  73c,  and  leather  footwear  about  in  the  same 
ratio.  The  terms  the  latter  gets  are  usually  two  per 
cent,  cash  or  ten  days.  The  scale  of  discounts  by 
which  the  large  buyer  profits  is  as  follows : 

1.  Cash,  two -  per  cent. 

2.  Prepayment,  one  per  cent,  per  month,  or  an  aver- 
age of  three  per  cent. 

3.  Guarantee  account,  2^  per  cent. 

4.  Trade,  six  per  cent. 

5.  Volume,  one  per  cent. 

In  this  way  the  large  buyer  gets  13  per  cent,  off 
instead  of  the  two  per  cent,  of  the  small  dealer. 

In  conversation  with  a  well-known  boot  and  shoe 
jobber  he  gave  it  as  his  opinion  that  in  order  that  the 
ordinary  shoe  retailer  may  receive  the  same  discount 
as  that  allowed  the  large  department  stores  and  mail 
order  houses,  it  would  be  necessary  for  them  to  es- 
tablish central  buying  agencies  for  cities  or  districts. 
In  this  way,  he  pointed  out,  large  orders  could  be 
obtained  by  the  manufacturer  and  jobber  at  little  ex- 
pense, and  the  retailer  would  benefit  accordingly.  It 
would  cost  something,  of  course,  to  establish  these 
agencies,  but  he  gave  it  as  his  opinion  that  the  shoe 
retailers  would  make  a  saving  of  at  least  ten  per  cent, 
by  adopting  this  method. 

We  would  like  to  hear  the  opinions  of  some  of  our 
readers  on  this  subject.  The  idea  has  been  mooted 
in  different  parts  of  the  United  States,  during  the  last 
year,  but  so  far  we  have  not  heard  of  its  being  put  to 
the  test. 

#  * 

If  you  want  the  largest  possible 
Serial  Windows    number  of  people  to  know  of  a 

special,  desirable  piece  of  mer- 
chandise, show  it  in  your  windows,  often. 

If  you  have  a  hundred  items,  a  view  of  which  you 
are  sure  will  prove  interesting  to  customers  and  profit- 
able to  you,  show  them  in  your  windows,  often. 

If  you  have  completely  stocked  departments,  it  is 
likely  that  no  one  of  your  regular  or  casual  customers 
has  a  definite  and  clear  idea  of  just  what  is  in  those 
departments,  or  just  how  complete  they  are.  It  would 
be  profitable  to  give  the  public  a  clear  idea  of  the  na- 
ture and  extent  of  your  stocks  through  the  windows. 
This  may  be  effectually  done  by  devoting  a  week  or 
ten  days  twice  or  three  times  yearly  to  a  campaign 


of  serial  or  continuous  window  displays,  exploiting  the 
goods  and  giving  a  clean  cut  idea  of  the  values  you 
offer  in  your  various  departments. 

Advertise  that  on  seven — or  more — succeeding 
days  you  will  display  in  a  specified  window  a  particu- 
lar section  of  your  complete  departments.  Decide 
what  shall  be  shown  on  each  day  and  then  advertise 
the  windows — one  at  a  time  is  enough  unless  you 
have  a  remarkably  large  stock — as  well  as  the  goods 
in  them  and  the  values  represented.  The  central  idea 
is  the  display,  an  all  inclusive  display,  somewhat  in 
the  nature  of  an  exposition  on  a  small  scale,  the  chief 
point  being  the  advertising  of  the  event  in  such  a  man- 
ner that  the  public  will  understand  the  purpose  of  the 
window. 

It  is  an  object  lesson  in  the  completeness  and  at- 
tractiveness of  your  departments.  AVhether  or  not 
special  price  "leaders"  are  offered  during  the  "Serial 
Window  W eek"  should  be  dependent  upon  the  mer- 
chandising policy  of  the  store.  In  general,  it  would 
be  more  effectual  not  to  combine  a  special  selling 
event  with  the  displays,  since  the  prime  object  is  dis- 
play, not  particularly  selling — although  the  latter  is 
the  indirect  object. 

"A  Week  of  Serial  Windows"  means  just  what  it 
says — a  week's  showing  in  new  specially  trimmed  win- 
dows each  day  of  a  particular  section  of  the  store's 
merchandise.  The  purpose  of  the  windows  should  be 
clearly  brought  out  in  the  preliminary  and  subsequent 
advertising  of  the  campaign. 

On  another  page  will  be  found 
Our  Competition  an  announcement  of  a  competition 
which  is  open  to  all  readers  of 
Footwear  in  Canada.  Prizes  are  offered  for  the  best 
letters  pointing  out  the  best-planned  and  worded  ad- 
vertisement in  this  issue.  You  know  a  good  advertise- 
ment when  you  see  one  ?  Then  pick  out  the  best  in 
this  number  and  write  us  a  letter  stating  why  you 
consider  it  such  and  pointing  out  its  strong  and  weak 
points.  There  are  three  prizes  which  go  to  the  writers 
of  the  three  best  letters.  Three  of  the  most  competent 
advertising-  men  in  Canada,  whose  names  appear  in 
the  announcement,  will  act  as  judges. 


THIS  is  a  law:  That  thought  with- 
out subsequent  action  is  useless. 
So— Do  the  thing,  iff  It  is  better 
to  be  partly  right  in  practice  than 
perfectly  right  in  theory.  €}f  Better, 
action  that  is  60  per  cent  right  than 
inaction  that  is  100  per  cent  perfect. 
<J|  Don't  think  too  long  without  acting, 
iff  Do  it.        ::        ::       ::       ::  :: 
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An  Appropriate  and  Seasonable  Trim  that  is  Simple 
and   Inexpensive — How   to   Make   Stand    and  Bells 


inaow 


First  cut  out  the  base  and  arch  shown  in  illustra- 
tion, out  of  shoe  cases.  These  are  usually  pretty 
smooth  and  about  the  same  thickness,  so  are  very 
suitable.  When  the  whole  is  completed  cover  with 
pure  white  felt.  The  holly  wreaths  at  each  side  can 
be  made  by  the  trimmer  by  first  making'  a  circle  with 
heavy  wire  and  fastening  the  holly  in  the  shape  de- 
sired. A  large  bow  of  red  ribbon  should  be  fastened 
to  each  holly  wreath.  Arrange  holly  around  the 
frames  of  the  window  as  suggested  in  the  sketch. 

We  suggest  holly  as  a  decoration  as  it  is  the  easiest 
to  be  had  anywhere,  although  any  other  decoration 
could  be  used.  Tf  the  trimmer  has  artificial  white 
holly  this  would  make  a  handsome  effect  on  the  white 
felt,  although  the  natural  holly  is  very  pretty. 

To  hang  the  bells  in  the  arch,  a  good  heavy  piece 
of  wood  should  be  nailed  across  the  inside.  Try  to 
get  large  heavy  chains  to  hang  from  the  bells.  These 
should  be  given  a  coat  of  gilt,  as  the  gold  with  t lu- 
red and  white  of  the  window  will  look  very  pretty. 
A  seasonable  card  with  painted  holly  should  be  used. 

To  make  card  holder  nail  a  small  one-inch  square 
piece  of  wood  on  a  base  about  five  inches  square  and 


one  and  a  half  inches  thick.  Fasten  the  card  to  this 
with  very  small  pins. 

Display  the  shoes  with  taste  and  try  to  avoid  over- 
crowding, as  nothing  spoils  a  display  so  easily  as 
trying  to  put  too  much  in  a  window.  If  the  trimmer 
will  spend  a  little  time  studying  the  sketch  he  will 
find  it  very  easy  to  execute. 

The  frame  of  the  Christmas  bell  is  made  from 
wire.  The  easiest  way  to  cover  this  is  by  using  strips 
of  red  tissue  paper  about  the  width  of  the  space  be- 
tween each  wire.  Stitch  paper  at  the  top,  at  the  bot- 
tom, and  on  each  side  as  you  go  along.  To  make  a 
satisfactory  bell  you  should  cover  twice  to  make  it 
double  thick,  when  this  is  done,  stick  crinkled  red 
tissue  paper  to  it.  The  wires  on  the  bell  should  be 
first  covered  with  narrow  strips  of  tissue  so  that  the 
wires  will  not  be  seen  from  the  inside  when  com- 
pleted. The  wire  frames  can  be  made  by  a  local  florist 
or  some  other  people  who  make  wire  lamp  shades,  etc. 
These  cost  usually  about  fifty  cents  each.  A  red 
electric  bulb  should  form  the  hammer  of  each  bell 
and  would  brighten  the  display- 
To  crinkle  tissue  paper,  cut  it  into  strips  about 
inches  wide,  fold  the  width  in  two,  stick  it  on  a  large 


An  Attractive  and  Inexpensive  Christmas  Trim 
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pin  and  push  the  paper  towards  the  head  of  the  pin. 
When  you  remove  the  pin,  you  will  find  a  nice  effect 
of  crinkled  paper.  A  little  practice  will  soon  show 
the  trimmer  how  easily  this  can  be  done. 

Another  way  to  make  the  bell  would  be  to  cover 


wires  with  small  baby  ribbon  wound  around  each  one. 
When  this  is  done,  sew  on  pieces  of  red  cambric  or 
some  other  red  cloth,  and  fasten  to  it  red  holly  leaves, 
when  the  bell  is  all  covered.  The  easiest  way  to  do 
this  would  be  to  stick  them  on  with  small  pins. 


Dodger's  Chrisitmas  Dimmer 

A  Natural  Narative— By  D.  W.  B. 


A  cold  and  frosty  morning  late  in  December  found 
Mr.  Artful  Dodger  sitting  before  the  blackened  re- 
mains of  what  had  once  been  a  fire.  But  a  week  re- 
mained to  Christmas  and  his  thoughts  wandered  to 
Mrs.  Dodger  and  three  little  Dodgers  who  were  in- 
considerate enough  to  expect  something  in  the  way  of 
a  Christmas  dinner. 

Artful  turned  out  his  pockets  with  thoughtful  de- 
liberation, but  all  that  was  revealed  was  three  pawn 
tickets  and  a  doubtful-looking  plug  of  tobacco.  He 
thought  of  Mrs.  Dodger  as  she  had  been  a  few  years 
previously,  a  buxom  country  lass  and  himself  a  re- 
spectable "  gentleman's  gentleman,"  till  one  day  he 
had  listened  to  "Flash  Bill,"  the  cracksman  and  expert 
safe  manipulator  who  had  succeeded  in  persuading  him 
that  no  one  ever  got  rich  by  working  for  anyone  else 
and  what  was  the  reward  of  honesty,  anyway?  Only 
a  pittance  while  you  could  work,  and  the  charity  of 
your  children  when  you  were  old ! 

Sequel. — A  rich  man's  home  despoiled  of  much 
valuables,  escape  of  "Flash  Bill,"  and  the  long  arm 
of  the  law  descending  on  his  accomplice.  Dodger  went 
into  retirement  for  a  period  of  two  years.  During  his 
incarceration  he  had  come  to  the  determination  that 
never  again  would  he  earn  his  bread  by  the  sweat  of 
his  brow,  while  there  remained  any  less  fatiguing 
means  of  obtaining  it.  He  had  been  liberated  just  a 
fortnight,  and  while  he  stared  moodily  at  the  pawn 
tickets  and  the  tobacco  plug,  racked  his  brains  for  an 
idea  that  would  provide  him  with  funds,  without  the 
accompanying  exertion  of  working  for  them.  To  be 
sure,  the  minister  had  said  something  about  a  "little 
assistance,"  but  he  had  also  hinted  that  there  were 
some  Christmas  trees  that  required  preparing,  but 
that  was  work,  and  therefore  out  of  the  question. 

Loud  laughter  and  the  jingling  of  a  piano  roused 
Mr.  Dodger  from  his  reverie.  The  sounds  proceeded 
from  a  nearby  hotel  where  a  football  party  were  cele- 
brating a  victory.  "Somebody  with  something  to 
spend,"  he  reflected,  "and  publicans  always  have 
money,  though  sometimes  strangely  suspicious." 

At  last  he  resolved  upon  a  scheme  that  might  bear 
fruit.    All  he  wanted  was  a  partner,  a  little  ready 
money,  and  the  bar-room  of  a  country  hotel. 
*      *  * 

It  was  a  fair  day  in  the  little  town  of  Puddleton, 
and  from  the  bar  of  the  Waverley  Hotel  came  sounds 
of  revelry  and  mirth.  All  the  sports  of  the  neighbor- 
hood were  congregated  there,  including  Mr.  Jinks,  the 
chemist,  who  was  held  in  great  respect,  and  universally 
regarded  as  the  village  oracle. 

Elijah  Freedom  Smith,  a  travelling  gypsy  show- 
man, was  holding  forth  on  his  favorite  subject  of  fairs 
past  and  present,  much  to  the  annoyance  of  the  worthy 
Jinks,  who  was  endeavoring  to  explain  to  the  company 
present  what  he  would  have  done,  had  he  been  .Mr. 
R.  L.  Borden. 

"Good  evening,  gents,"  greeted  the  landlord,  as 
two  strangers  entered  the  bar. 


"Ugh,"  grunted  the  foremost  of  the  pair,  "I've  got 
the  toothache,  got  it  awful." 

"Drop  of  whiskey  hot?  It  is  a  good  thing,  sir," 
said  the  landlord. 

The  sufferer  merely  nodded  and  threw  down  a 
coin  on  the  counter.  The  whiskey  having  been  served 
the  visitor  next  asked  for  a  spoonful  of  salt,  on  receipt 
of  which  he  carefully  rolled  it  up  in  a  small  piece  of 
paper,  and  having  warmed  it  by  the  fire  proceeded  to 
rub  it  on  the  outside  of  his  jaw.  For  a  minute  or  two 
he  rubbed  stolidly  and  then,  pulling  a  wry  face,  ex- 
pectorated on  the  floor. 

"Groo,"  he  said.    "Horrible,  rotten  salt." 

"Why,  whatever  is  the  matter,  sir,"  exclaimed  the 
landlord,  "it's  not  rotten  salt,  sir,  it's  the  best." 

"I  don't  mean  that  at  all,"  said  the  visitor  crossly. 
"I  mean  that  I  can  taste  the  salt  right  through  my 
cheek." 

"My  dear  sir,  impossible !"  said  Mr.  Jinks,  half 
rising  from  his  seat.  "Pure  imagination,  sir !  I  assure 
you,  sir,  that  such  a  thing  is  an  impossibility,  taking 
the  matter  from  a  scientific  standpoint."  A  yell  of 
laughter  drowned  the  rest  of  the  learned  chemist's  re- 
marks. 

"It's  all  very  well  for  you  to  laugh,"  said  the  suf- 
ferer indignantly,  "but  I  repeat  that  I  can.  My  mouth 
tastes  like  brine.    I'm  going  to  the  tap  to  wash  it  out." 

The  stranger  having  left  the  bar,  the  gypsy  turned 
to  the  company  and  said :  "Now  look  'e  'ere,  my  blessed 
gentlemen,  this  blessed  mush  thinks  as  's  a  wise  'tin. 
We'll  'ave  a  bit  of  fun  with  'im."  Taking  up  the 
packet  of  salt  which  had  been  left  on  the  counter  he 
emptied  it  into  the  fire  and  then  refilled  the  paper 
with  ashes  from  the  stove,  screwing  it  up  again  so 
as  to  look  as  if  it  had  not  been  touched. 

"I  dare  say  the  salt  has  made  him  thirsty,  gents," 
observed  a  needy-looking  individual  suggestively, 
passing  the  back  of  his  hand  across  his  mouth.  A 
general  smile  was  the  only  response  to  his  words.  The 
hint  having  failed  to  take  effect,  the  needy  one  began 
again,  "My  case  is  a  sad  one,  gents,"  he  said,  "willing 
to  work — " 

"But  won't"!  snapped  the  landlord  rudely. 

Further  conversation  was  interrupted  by  the  return 
of  the  stranger,  who,  taking  no  notice  of  the  apoplec- 
tic appearance  of  the  landlord  or  the  half-suppressed 
chuckles  of  the  rest  of  the  company,  took  up  the  little 
packet  and  again  warming  by  the  fire,  proceeded  to 
rub  his  face  vigorously  with  it,  In  another  minute 
or  two  he  began  pulling  faces  and  spitting  as  before. 
After  a  series  of  sniggers,  capped  by  a  loud  guffaw 
from  the  gypsy,  the  visitor  turned  around  and  enquired 
the  cause  of  the  general  mirth. 

"Can  you  taste  the  salt  now?"  inquired  a  horse 
dealer. 

"Of  course  I  can,"  was  the  reply. 
"Bet  yer  a  drink  you  can't,  my  blessed,"  said  the 
gypsy. 

"Bet  yer  five  dollars,"  echoed  the  horse  dealer. 
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"Bet  you  ten  dollars,"  chimed  in  the  landlord,  who 
had  reduced  his  merriment  to  a  mere  convulsive  heav- 
ing of  his  expansive  waist  line. 

The  sufferer  appeared  to  look  puzzled  for  a  minute, 
and  then  said,  "Well,  I'll  bet,  of  course,"  taking  out 
fifteen  dollars  in  bills  and  throwing  them  on  the 
counter. 

The  landlord  hastily  covered  the  ten  dollar  bill, 
as  the  horse  dealer  rushed  up  with  another  of  the  same 
denomination. 

"No  need  for  excitement,  I'll  bet  you  the  same 
amount,  too,  sir,"  said  the  stranger,  promptly  throw- 
ing down  another  liver. 

"Ha,  ha,  ha,"  came  from  the  corner.  It  was  old 
"Dad"  Higgins,  who  having  seen  some  eighty  odd 
summers  and  winters,  bore  the  title  of  "The  Oldest 
Inhabitant."  No  one  took  any  notice  of  the  inter- 
rupter, however. 

"Have  you  gentlemen  all  done?"  inquired  the 
stranger.  "Open  the  packet  then,  gaffer,"  passing  it 
over  to  the  old  man.  With  eyes  like  saucers  the  land- 
lord staggered  back.    "Why  it's  salt,"  he  gasped. 

"Yes,  of  course  it  is,"  said  the  stranger  affably,  as 
he  picked  up  the  stakes.  "You  all  thought  I  had  gone 
out,  didn't  you?  But  I  was  only  behind  the  door 
and  heard  every  word  you  said.  Here  is  your  packet 
of  ashes,  I  got  some  more  salt  and  changed  it  while 
I  was  warming  the  packet  by  the  fire." 

At  this  there  was  another  outburst  of  laughter  from 
the  old  man  in  the  corner. 


"Ha,  ha,  ha,"  he  chuckled,  leaning  forward  and 
rubbing  his  knees,  "he,  he,  he,  I  worked  that  trick 
varty  year  agone,  varty  year  agone  come  next  Christ- 
mas.   Oh  dear,  I  be  agoin'  to  choke,  I  knows  I  be." 

"Now  that's  what  I  calls  the  biter  bit,"  said  the 
horse  dealer.  "I  don't  mind  losing  my  ten  spot,  J 
don't." 

"There,  there,  my  blessed  gentlemen,"  remarked 
the  gypsy,  adding  insult  to  injury,  "my  pore  old 
mother  alius  learnt  me  as  honesty  is  the  best  policy. 
If  you  hadn't  tried  to  catcli  the  flat,  my  blesseds — " 

A  rush  from  the  irate  landlord  put  a  sudden  termin- 
ation to  the  gypsy's  observations  and  he  fled  precitate- 
ly ;  and  now  the  mere  mention  of  toothache  at  the 
Waverley  Hotel,  I'uddleton,  will  cause  the  unwary 
offender  to  be  hurled  forth  into  the  night,  for  the 
"chucker  out"  himself  had  lost  a  dollar  and  lie  meant 
"to  make  someone  sit  up  for  it." 

Mr.  Jinks  described  the  whole  affair  as  a  dastardly 
swindle,  but  the  Dodger  family  fared  sumptuously  on 
turkey  and  plum  pudding,  and  with  the  remainder  of 
the  ill-gotten  money  Mrs.  Dodger  paid  the  rent  and 
provided  the  children  with  new  boots.  Mr.  Dodger, 
between  puffs  of  his  favorite  briar  lectured  to  his  good 
lady  on  the  many  better  ways  of  raising  money  than  by 
the,  to  him,  undignified  method  of  working  for  it. 

In  the  Puddleton  lock-up  lay  the  gypsy.  He  had 
liquidated  his  share  of  the  spoils  at  the  next  bar  he 
had  come  to,  and  was  now  in  a  blissful  state  of  un- 
consciousness. 
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Commercial  Value  of  Window  Display 

Advertising  and  Merchandising  Windows — The  Window  Dresser  vs.  the 
Advertising  Manager — Comparative  Cost  and  Value  of  the  two  Departments 


There  are  two  kinds  of  window  displays,  advertis- 
ing and  merchandising".  The  advertising  window, 
which  is  put  in  by  the  manufacturer  to  advertise  his 
own  goods,  is  gaining  in  popularity  as  its  usefulness 
is  becoming  more  clearly  understood.  This  system 
originated  in  the  United  States,  with  a  certain  firm 
that  manufacture  knitted  goods.  They  hired  a  very 
competent  window  dresser  and  it  was  their  intention 
to  give  a  series  of  window  displays  in  different  parts 
of  the  city  of  Chicago,  in  shops  that  handled  their 
goods,  the  idea  being  to  present  to  the  public  in  some 
novel  and  striking  manner  and  with  very  attractive 
setting,  some  ok  the  good  qualities  of  the  goods  manu- 
factured by  the  company.  The  retailer  was  approach- 
ed and  told  that  the  company  would  set  up  its  display- 
in  his  window  without  one  cent  of  cost  and  that  it 
would  be  particularly  attractive  and  interesting  and 
laid  out  by  one  of  the  best  window  dressers  in  the 
country.  Several  retail  merchants  allowed  them  to 
put  in  various  trims,  which  were  not  the  same  in 
every  case,  and  the  result  was  such  a  surprising  in- 
crease in  the  stores'  sales  that  when,  after  the  lapse 
of  time  agreed  upon,  the  trim  was  removed,  the  mer- 


chants invariably  approached  the  company  and  asked 
that  similar  trims  might  be  consigned  them. 

This  system  resulted  in  increased  sales  not  only  to 
the  manufacturer  but  to  the  retailer  as  well.  Like 
everything  that  is  really  good,  the  idea  has  been 
copied  by  others,  till  to-day  many  of  the  leading  firms 
in  the  country  adopt  the  show  window  method  of  ad- 
vertising their  goods. 

The  other,  or  merchandising  window,  is  dressed 
by  the  retailer  himself,  with  a  view  to  placing  before 
the  notice  of  the  public,  goods  which  he  particularly 
wishes  to  draw  to  their  attention.  We  had  a  con- 
versation recently  with  the  head  window  dresser  in 
one  of  the  largest  departmental  stores  in  Canada,  who 
has  held  his  present  position  for  some  twenty  years. 
Previous  to  that  time,  he  was  with  a  very  large  con- 
cern that  had  a  chain  of  stores  all  over  the  country, 
and  the  United  States.  He  early  realized  the  possi- 
bilities of  window  dressing  and  saw  that  not  enough 
advantage  was  taken  by  retailers  of  this  excellent  way 
of  advertising  and  selling  his  wares. 

Windows  in  those  days  were  not  looked  upon  as 
one  of  the  best  aids  to  the  selling  power  of  the  store, 


Window  of  Geo.  G.  Gales  &  Company,  Montreal,  dressed  for  St   Andrew's  Ball.    Alice  blue  felt  was  used  to  cover  the 
bottom.    The  slippers  were  shown  on  satin.    The  lamp  shades  at  each  side  were  covered  with  tartan  silk 
Thistles  and  roses  were  used  in  the  vase  in  centre,  which  was  of  hammered  brass.    The  lattice- 
work was  gilded,  with  smilax  entwined  and  hanging  down  the  walls 
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but  rather  in  the  light  of  a  nuisance.  They  had  to 
have  windows  in  order  to  give  light  to  the  interior  of 
the  store,  therefore  the  retailer  concluded  lie  had  bet- 
ter make  the  best  of  a  bad  matter  and  endeavor  to  make 
use  of  the  space,  if  possible,  which  was  done  by  dump- 
ing a  lot  of  stuff  in  the  window  in  the  hopes  that 
the  passerby  might  see  something  lie  thought  he  re- 
quired. The  window  was  invariably  overcrowded  and 
the  dressing  of  it  was  left  to  some  junior  clerk. 

When  the  window  dresser  we  have  in  mind  entered 
the  employment  of  the  firm,  his  ideas  were  considered 
revolutionary,  and  he  was  not  expected  by  his  fellow 
employees  to  remain  very  long  with  the  firm.  How- 
ever, the  company  was  fair  enough  to  give  him  prac- 
tically carte  blanche  and  he  was  told  to  go  ahead 
in  Ins  own  way  and  that  he  would  be  judged  by  re- 
sults. 

In  one  of  the  small  sections  of  the  ample  show 
window  of  the  store,  a  large  number  of  odds  and  ends 
from  the  dress  goods  department  were  displayed,  and 
seemingly  the  only  idea  of  the  dresser  of  the 
window  had  been  to  see  how  much  he  could  crowd 
into  the  allotted  space.  Our  window  dresser  approach- 
ed the  manager  of  this  department,  asking  him  to 
clear  out  all  this  stuff  and  to  just  let  him  have  about 
five  different  samples  of  dress  goods  and  such  other 
material  as  he  should  select,  that  would  lit  in  with 
the  exhibit  and  make  it  more  attractive.  He  told 
the  department  manager  that  he  wished  to  avoid  fric- 
tion with  him  and  to  increase  his  sales,  but  he  would 
like  to  try  out  some  ideas  of  his  own,  in  order  to 
reach  a  desirable  conclusion.  That  personage  scoffed 
at  his  ideas,  and  said  "Oh,  this  may  be  all  right  for 
New  York,  but  people  have  different  notions  in  this 
country  and  are  not  to  be  attracted  by  any  new  fangled 
Yankee  ideas." 

However,  the  window  dresser  had  the  firm  back 
of  him  in  his  experiments  and  the  department  man- 
ager was  forced  to  give  way.  The  window  dresser 
then  obtained  a  number  of  forms  over  which  he  draped 
the  goods  as  they  would  appear  when  actually  made 
up,  while  near  at  hand  were  placed  hats,  parasols, 
hosiery,  etc.,  that  harmonized  with  the  goods.  The 
result  was  a  considerable  congestion  of  traffic  on  that 
particular  part  of  the  street  on  which  the  show  win- 
dow was  situated.  The  dress  goods  department  eas- 
ily cleared  out  the  stuff  that  was  shown  in  the  win- 
dow and  ever  afterwards  the  window  dresser  had  no 
difficulty  in  getting  what  he  wanted  from  that  par- 
ticular department  manager. 

It  is  the  firm  conviction  of  this  particular  window 
dresser  that  even  yet  this  art  is  not  recognized  to  its 
fullest  value.  The  window  dresser  should  be  an  artist 
and  have  many  other  qualifications.  He  should  be  in 
close  touch  with  all  the  merchandising  departments 
of  his  store,  know  what  the  stuff  is  being  bought  for, 
and  sold  at,  what  are  the  qualities  that  would  appeal 
most  to  the  public  and  so  increase  the  sales,  and  so 
forth.  All  this  knowledge  is  not  required  of  the  ad- 
vertising manager,  and  yet  the  latter  occupies  a  more 
dignified  position  in  the  store  and  draws  a  much  larger 
salary  than  the  window  dresser. 

Now  let  us  compare  the  results  obtained  from  these 
two  methods  of  advertising,  viz.,  newspaper  advertis- 
ing and  the  show  window.  What  is  usually  advertised 
in  the  newspapers  is  the  cheap  stuff,  popularly  known 
as  "bait"  which  will  entice  the  public  to  the  store, 
after  which,  it  is  the  hope  of  the  firm  to  sell  them 
other  goods,  the  profit  upon  which  will  make  up  for 
the  loss  on  the  advertised  bait.    The  window  dresser, 


un  the  other  hand,  seldom  deals  with  this  stuff,  but 
by  displaying  the  superior  qualities,  style,  and  so 
iorth  of  the  goods  of  the  store,  in  an  attractive  and 
forceful  manner  to  the  public,  induces  them  to  buy 
what  would  be  profitable  for  the  firm  to  sell.  Oi 
course  more  people  are  reached  through  the  newspaper 
advertisement  than  through  the  store  window.  At 
the  same  time,  only  a  small  percentage  of  these  are 
actual  buyers  of  the  articles  advertised. 

Look  at  it  in  another  way.  We  will  say  a  stranger 
enters  the  town  and  wishes  to  buy  a  cigar,  a  pair  of 
boots,  a  handkerchief,  or  what  not,  does  lie  first  pur- 
chase a  daily  paper  and  then  go  through  the  adver- 
tisements to  see  where  these  articles  are  tor  sale.'  No. 
He  goes  out  on  the  street  and  looks  in  the  show  win- 
dows which  soon  give  him  the  information  he  re- 
quires, when  he  enters  and  makes  Ins  purchases.  It 
is  a  known  fact  by  all  retailers  and  department  man- 
agers that  the  show  window  brings  better  and  larger 
results  in  every  way  than  newspaper  advertising. 

To  mention  one  particular  instance  in  point  re- 
cently, the  manager  of  a  department  in  a  large  de- 
partmental store  received  a  very  large  order  of  a  cer- 
tain class  of  goods  and  was  afraid  that  he  would  be 
left  with  some  on  his  hands.  It  was  arranged  that  on 
Thursday  a  certain  portion  of  this  order  would  be  ad- 
vertised in  the  daily  papers  to  be  disposed  of  at  a  re- 
duced rate  on  Friday,  "bargain-day."  The  order  was 
so  large,  however,  that  the  manager  was  afraid  that 
even  this  inducement  would  not  entice  the  people  to 
buy  heavily  enough  to  avoid  having  a  lot  of  stuff  left 
on  his  hands,  so  he  approached  the  window  dresser 
and  asked  him  if  he  could  not  put  a  display  of  these 
goods  in  the  window  and  help  him  in  that  way  to  dis- 
pose of  some  of  the  stock.  The  window  was  trimmed 
on  Monday  and  on  Wednesday  the  department  man- 
ager came  to  the  window  dresser  and  asked  him  "for 
the  love  of  Mike"  to  take  that  display  out  of  the 
window  or  he  would  have  no  goods  left  for  his  sale 
on  Friday.  On  other  occasions  in  the  same  way,  when 
over  ordering  has  occurred  and  a  sale  has  been  adver- 
tised, it  has  been  found  that  by  placing  the  goods  in 
the  show  window  for  a  few  days  or  a  week,  that  when 
the  day  of  the  sale  arrived  only  the  poorest  of  the 
goods  were  left  for  the  bargain  hunters. 

The  window  dresser  must  be  in  close  touch  with 
every  part  of  the  store's  management  and  so  gains 
an  insight  into  the  business  that  should  enable  him  in 
after  years  to  manage  well  a  store  of  his  own. 

It  is  always  well  to  have  co-operation  between 
your  advertising  and  the  window  dressing  department 
so  that  the  goods  advertised  in  the  newspapers  can  be 
shown  in  the  show  windows.  With  some  classes  of 
goods,  this  is  not  possible,  take  millinery  or  dress 
goods,  for  instance.  These  goods  cannot  be  so  de- 
scribed in  a  newspaper  that  the  reader  will  get  an  ac- 
curate idea  of  what  is  advertised  and  therefore  the 
show  window  is  the  best  means  of  advertising  them. 
Boots  and  shoes  however,  they  can  be  so  accurately 
described  in  a  newspaper  advertisement  that  the  read- 
er will  get  a  fair  idea  as  to  their  appearance  and  qual- 
ity. If  he  is  interested  enough  to  call  at  the  store  to 
investigate,  the  window  dressed  with  the  same  goods 
advertised  would  impress  him  still  further,  and  so 
help  the  salesman. 

In  regard  to  the  relative  cost  between  newspaper 
advertising  and  window  dressing,  it  has  been  found, 
by  a  big  department  store  in  Toronto,  that  their  w  in- 
dow dressing  department  does  not  cost  quite  one- 
tenth  of  the  newspaper  advertising  appropriation. 
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akers   of    Canadian  Footwear 


JOHN   T.   TEBBUTT  INVENTOR 


Mr.  John  T.  Tebbutt,  president  of  the  Tebbutt  Shoe 
&  Leather  Company,  Limited,  Three  Rivers,  P.O.,  is 
an  Englishman  who  has  made  good  in  Canada.  From 
the  day  that  he  landed  in  the  Dominion,  he  has  made 
material  progress  until  he  is  now  the  head  of  a  most 
important  industry  in  Three  Rivers,  with  one  of  the 
best  equipped  factories  in  the  country.  The  success  is 
due  to  practical  knowledge  of  the  shoe  business,  the 
manufacture  of  the  highest  class  of  goods,  and  to 
specializing  on  certain  boots  and  shoes  for  which  Mr. 
Tebbutt  holds  the  patent  rights  and  of  which  he  was 
the  originator.  It  is  clear 
from  the  big  demand, 
that  these  goods,  to  use  a 
hackneyed  phrase,  fill  a 
"long  felt  want,"  and  that 
they  are  built  on  attrac- 
tive and  solid  lines.  There 
are  many  specialties  which 
come  on  to  the  market 
and  are  eagerly  bought  for 
a  short  time,  they  are,  in 
fact,  a  mere  passing 
craze,  but  the  products  of 
the  Tebbutt  Shoe  Com- 
pany have  stood  the  test 
of  a  long  period,  and  are 
increasingly  purchased. 

Mr.  Tebbutt  comes  from 
the  centre  of  the  British 
boot  and  shoe  trade — 
Northampton,  and  has 
been  all  his  life  in  the 
footwear  business.  When 
he  left  in  1885  shoe  ma- 
chinery was  beginning  to 
be  freely  used  in  the  old 
country,  but  some  of  the 
manufacturers  still  clung 
to  conservative  methods, 
which  they  have  now 
been,  by  force  of  circum- 
stances, compelled  to  re- 
linquish. On  arriving  in 
Montreal,  Mr.  Tebbutt, 
who  was  then  an  operat- 
ive, went  into  the  factory 
of  the  Ames-Holden  Co., 
later  joining  Mr.  Richard 
Smardon,  at  that  time 
turning  out  some  of  the 
best  shoes  in  Canada.  Mr. 

Tebbutt  managed  the  factory  on  William  street,  and 
when  in  1888  Mr.  Smardon  decided  to  open  a  factory 
in  Three  Rivers,  Mr.  Tebbutt  was  made  manager.  In 
1893  he  started  with  his  brother,  Mr.  James  S.  Teb- 
butt, as  jobbers  in  Three  Rivers,  under  the  title  of 
Tebbutt  Brothers. 

Seven  years  later  the  firm  purchased  the  present 
factory — the  same  one  which  he  managed  for  Mr. 
Richard  Smardon — from  the  city  and  the  Three  Rivers 
Shoe  Company,  the  latter  concern  having  purchased  it 
from  Mr.  Smardon.  In  1905  the  business  was  turned 
into  a  limited  liability  company  as  the  Tebbutt  Shoe 


Mr.  John  T.  Tebbutt 


&  Leather  Company.  There  was  then  a  tannery  at- 
tached to  the  factory,  but  as  the  business  grew  the 
room  was  utilized  for  boots  and  shoes.  From  time  to 
time  additions  have  been  made  to  the  premises  and 
new  machinery  acquired,  and  to-day  there  is  not  a 
single  machine  which  was  in  use  when  Mr.  Tebbutt 
took  over  the  factory.  Trade  is  increasing  so  rapidly 
that  an  extension  will  soon  be  required,  and  it  is  likely 
that  a  building  will  be  put  up  next  year,  although  no 
definite  decision  has  been  made  on  this  point.  The 
factory  is  admirably  situated,  being  right  alongside 

the  railway,  and  there  is 
plenty  of  land  available 
for  any  extension.  The 
company  generate  their 
own  power,  and  have 
equipped  their  factory 
with  all  the  latest  devices 
for  turning  out  work  ec- 
onomically and  rapidly. 
Mr.  Tebbutt  believes  in 
securing  the  best  that  can 
be  procured,  as  it  pays  in 
the  long  run. 

As  already  intimated, 
the  company's  principal 
business  is  in  specialties. 
Mr.  Tebbutt  came  to  the 
conclusion  that  success 
could  be  achieved  by 
putting  on  the  market 
"something  different,"  and 
therefore  set  to  work  to 
"invent,"  if  the  term  may 
be  allowed,  classes  of 
shoes  which  would  appeal 
to  the  public  who  were 
willing  to  pay  for  first- 
class  work  and  which  had 
distinctive  qualities.  He- 
holds  six  Canadian  and 
three  United  States  patent 
rights  for  these  special- 
ties. The  following  is  a 
list  of  the  patent  rights  in 
the  order  secured:  1.  A 
laced  hockey  bal ;  2.  al- 
uminium steel  toe  protec- 
tor, for  which  Canadian 
and  American  rights  are 
held ;  3.  the  "Doctor's  An- 
tiseptic Shoe,"  Canadian 
and  American  rights;  4.  "Professor  Gold  Cross  Shoe"; 
5.  an  additional  patent  for  a  hockey  bal ;  6.  a  patent  for 
an  edge  trimming  and  edge  setting  tool.  In  addition, 
copyrights  are  held  for  the  titles  of  the  Professor  Gold 
Cross  Shoe,  the  Doctor's  Antiseptic  Non  Perspiro 
Shoe ;  the  Cock  o'  the  North  Shoe,  and  Two  in  One 
hockey  bal. 

The  Doctor's  Antiseptic  shoe  has  proved  the  best 
seller  of  the  company ;  it  is  absolutely  water-tight, 
and  is  treated  with  an  antiseptic  preparation  which 
preserves  the  lining  and  inner  sole  from  decaving 
owing  to  perspiration. 
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Beautiful  Store  Front — Practical  Interior — Customers  Get  Service 
Best  Lines  Carried — Repairing  by  Machinery — Good  Advertising 


The  Temple  Shoe  Store, -of 
Brantford,  <  >nt.,  until  recently 
known  as  the  Clarke  Shoe 
Store,  is  one  of  the  best  laid 
out,  htted,  and  managed  shoe 
stores  in  W  estern  Ontario.  It 
is  situated  in  the  Temple  Build- 
ing, on  Dalhousie  street,  in  the 
business  centre  of  the  town. 
The  store  front  is  modern  and 
beautiful,  the  windows  being 
"V-shaped"  with  large  tran- 
som of  prism  glass  over  the 
top.  The  window  glass  is 
copper-set  in  the  most  modern 
fashion,  which  provides  an 
equal  number  of  ventilating 
perforations  at  the  top  and  bot- 
tom, and  the  free  and  equal 
distribution  of  air  thus  afford- 
ed does  away  with  the  collec- 
tion of  steam  and  frost  on  the 
panes.  The  windows  are  al- 
ways dressed  in  a  very  tasteful 
and  attractive  manner,  which 
is  a  delight  to  behold  and 
which  compels  attention. 

The  interior  of  the  store  is 
spacious  and  well  lighted,  and 

is  divided  into  men's,  women's  and  children's  depart 
ments.  The  shelving  is  on  the  two  carton  system 
with  a  ledge,  and  bicycle  ladders.  The  ceiling  is  me 
tabic.    The  seats  for  fitting  are  placed  crosswise,  in 


Weir  is  the  man- 
new  store.    He  is 
in  the  trade  and 
qualifications  for 
e  has  had  very  ex- 


Imposing  Front  of  the  Temple  Shot-  Store,  Brantford,  Ont. 


An  up-to-date  shoe  store  interior 

-lead  of  lengthwise  as  is  the  usual  style.  The  pro- 
prietors claim  that  this  is  the  best  equipped  estab- 
lishment of  its  kind  in  W  estern  Ontario,  and  shoe 
travellers,  who  are  recognized  authorities  on  the  sub- 
ject, have  no  hesitation  in  en- 
dorsing this  view,  and  are  loud 
in  singing  the  praises  of  the 
store. 

Mr.  J.  S. 
ager  of  the 
well  known 
has  all  the 
the  post.    I  I 

tensive  and  practical  experience 
in  Guelph,  Owen  Sound,  and 
other  cities.  lie  has  gathered 
round  him  a  competent  staff  of 
assistants  who  co-operate  with 
the  manager  in  giving  the  pub- 
lic the  services  they  desire  and 
have  a  right  to  expect.  The 
manager  also  makes  it  a  point 
to  see  personally,  as  far  as  pos- 
sible, that  every  customer  is 
well  looked  after  and  has  his 
or  her  wishes  satisfied. 
A  Fine  Stock 
In  the  store  may  be  inspect- 
ed one  of  the  finest  stocks  of 
shoes  to  be  seen  in  the  city.  It 
has  been  carefully  selected  and 
a  perfect  fit  is  guaranteed  with 
every  shoe.    The  stock  in  part 
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consists  of  the  McPherson  Shoe,  for  everybody  from 
grandchild  to  grandparent,  and  every  price;  the  Just 
Wright  Shoe,  the  Dr.  Reed  Shoe,  the  Plaudit  Shoe, 
the  Monarch,  Frank  Slater  Shoe,  and  Bell  Shoe,  for 
men ;  the  American  Beauty,  Miss  Canada,  Relindo, 
Lotus,  Bell  Quality,  and  Queen  City  shoes  for  ladies ; 
and  the  Pla-mate,  Classic  and  Nursery  shoes  for  chil- 
dren. The  management  have  every  confidence  in  the 
stock  and  advertise  that  they  will  stand  behind  every 
shoe  sold  and  give  another  pair  cheerfully  if  it  is 
proved  that  anything  is  not  as  represented.  Some  of 
the  best  and  most  popular  brands  of  rubbers  are  also 
carried,  including,  Merchants,  Maltese  Cross,  North 
British  Miner,  etc.  They  have  just  received  a  choice 
selection  of  slippers  from  Europe,  which  are  proving 
a  great  attraction  to  the  seeker  of  Christmas  presents. 

Customers  Get  Service 

One  of  the  features  of  the  store  is  a  private  fitting 
room  for  ladies  in  which  everything  has  been  provided 
for  their  comfort  and  convenience.  Modern  enterprise 
is  displa}^ed  in  the  service  which  the  store  gives  for 
the  benefit  of  its  customers.  Not  only  does  the  man- 
agement make  a  point  of  selecting  the  best  stock  of 
merchandise  and  at  a  price  which  will  enable  them 
to  offer  the  same  in  successful  competition  with  its 
most  up-to-date  competitors,  but  the  store  gives  also 
the  best  facilities  which  can  be  provided  to  suit  the 
needs  and  wishes  of  its  patrons.  For  instance,  per- 
sons not  having  time  to  come  to  the  store,  will  be 
cheerfully  fitted  at  their  homes.  A  telephone  call  at 
any  time  will  bring  Mr.  A'Veir  personally  to  any  ad- 
dress in  the  city  with  a  full  range  of  sample  shoes. 

Modern  Repair  Department 

One  of  the  most  interesting  features  of  the  store 
is  its  modern  repair  department.  This  is  a  revelation 
in  the  modern  development  of  the  art  of  shoe  repair- 
ing and  as  an  educator  in  what  is  being  done  along 
these  lines,  is  well  worthy  of  a  visit.  This  depart- 
ment is  in  charge  of  Mr.  Geo.  Sutton,  an  Englishman 
who  has  been  two  years  in  this  country  and  has  had 
a  life-long  experience  in  the  repairing  and  making  of 
shoes.  A  specialty  is  made  of 
the  repairing  of  shoes  while  the 
people  wait. 

The  management  of  the 
store,  with  its  characteristic 
forethought  and  energy  have 
provided  for  the  comfort  and 
convenience  of  the  repair 
customers  by  tastefully  fitting 
up  a  waiting-room,  where  they 
may  sit  and  read  while  their 
old  footwear  is  being  convert- 
ed into  new. 

Another  specialty  of  this 
department  is  the  making  of 
shoes  to  order.  In  this  Mr. 
Sutton  is  an  expert,  and  a  per- 
fect fit  for  every  pair  is  guar- 
anteed at  prices  ranging  from 
$4.00  to  $6.00.  The  machinery 
installed  is  a  complete  outfit  of 
the  United  Shoe  Machinery 
Company,  and  is  of  the  most 
modern  type.  It  is  the  only 
plant  of  its  kind  in  Brantford, 
and  we  believe  can  be  only 
seen  in  two  other  cities  in 
western  Ontario,  viz.,  Toronto 
and  London. 


As  to  the  question  of  the  profit  to  be  derived  from 
shoe  repairing  and  what  prices  should  be  asked  in 
order  to  answer  this,  it  might  be  interesting  to  our 
readers  to  run  over  a  list  of  the  prices  charged  in 
this  store  for  repairing.  The  following  is  their 
schedule  of  prices : 

Men's  Half  Soles, 'sewn   85c 

Men's  Half  Soles,  nailed   65c 

Men's  Leather  Heels   25c 

Men's  Military  Heels   35c 

Men's  Rubber  Heels   50c 

Boys'  Soles  and  Heels,  nailed   50c 

Women's  Half  Sales,  sewn   65c 

Women's  Half  Soles,  nailed   45c 

Women's  Leather  Heels   20c 

Women's  Military  Heels  i.  .-.  50c 

Women's  Rubber  Heels   40c 

Girls,'  sizes  from  10-2,  nailed   65c 

Patches,  according  to  size   10c  up 

This  department  also  gives  the  customer  service  and 
studies  his  convenience.  A  telephone  call  will  bring 
a  boy  to  the  house  to  get  shoes  for  repairing  and  the 
firm  advertise  that  the  same  can  be  returned  in  an 
hour  if  desired. 

Like  all  modern  progressive  concerns  the  manage- 
ment of  the  Temple  Shoe  Store  believes  in  advertising 
and  we  saw  recently  in  a  copy  of  the  "Brantford  Free 
Press"  a  well-planned  and  laid  out  full  page  adver- 
tisement drawing  the  attention  of  the  public  to  the 
store  and  the  benefits  to  be  derived  from  trading 
there. 


Know  the  stock  from  the  front  door  to  the  back, 
so  as  to  be  able  instantly  to  put  your  hand  on  the 
shoe  wanted.  No  customer  wants  to  trade  with  a 
clerk  who  does  not  know  the  stock. 


It  may  be  necessary  for  a  man  to  dress  for  his 
work,  but  there  ought  to  be  no  work  in  the  store  that 
will  make  it  necessary  for  the  salesman  to  wear  dirty 
clothing'. 


Repair  department  fitted  with  modern  machinery 
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for  Christina! 


Make  the  Most  of  the  Season — Suitable  and  Sensible 
Holiday  Gifts  -How  to  Make  the  Cards  Illustrated 


There  is  no  merchant  whose  trade  is  not  affected 
by  the  Christmas  season,  and  fortunately  in  the  right 
direction.  Business  seems  to  just  drift  into  the  boom 
channels  and  goes  swimmingly  along.  Unfortunately 
this  extra  spurting  of  trade  causes  many  merchants 
to  not  make  the  most  of  the  holiday  season.  Let  us 
explain.  <  >n  account  Of  business  brisking  up,  many 
are  content  with  the  ordinary  extra  trade  without 
making  any  effort  toward  the  extra-ordinary.  A  little 
extra  buying,  a  little  extra  advertising,  a  little  extra 
display,  a  little  extra  help,  planned  for  weeks  ahead, 
is  sure  to  bring  extra-ordinary  results. 

It  must  be  admitted  that  many  lines  of  trade  do 
not  adapt  themselves  to  the  Christmas  trade  as  do 
others.  For  instance  harness  will  not  fall  into  the 
Christmas  sales  channels  like  toys  and  candy.  The 
shoe  merchant  will  find  his  lines  between  these  two 
extremes.  But  if  lie  is  careful  in  his  planning  lie 
may  introduce  some  features  that  will  materially  in- 
crease his  sales.  First  he  should  emphasize  in  his  ad- 
vertising, and  instruct  his  sales  people  (How  many 
merchants  instruct  their  sales  people?)  to  emphasize 
the  advantages  of  useful  presents.  The  various  lines 
of  shoes  come  under  the  head  of  useful  gifts.  In 
your  advertisements  suggest  a  line  for  the  children. 
Call  attention  to  the  fact  that  children  appreciate 
gifts  that  are  useful  just  as  much  as  those  that  will 

De- 


tage.  There  are  always  the  usual  greeting  cards  to 
use  in  the  store  and  in  the  window.  St.  Xich,  holly, 
and  bells,  and  the  new  poinsetta  Christmas  Mower 
afford  plenty  of  material  for  designs.  In  the  use  of 
cards  for  the  Christmas  trade  anything  we  have  said 
in  the  past  about  pricing  articles  is  applicable  to  the 
present  season. 

The  cards  shown  this  month  are  all  worked  with 
the  air  brush.  The  lettering  is  straight  brush  work 
with  no  air  brush  shading.  The  bell  card  is  made 
with  shield  backed  with  a  nice  brown  shade.  The 
bells  are  in  yellow  and  the  ribbon  in  red.   This  makes 


a  very  strong  card.  The  lettering  "Useful  and  Sen- 
sible Holiday  Gifts,  All  Xew  and  Up-to-Date,"  makes 
the  card  suitable  for  a  mixed  window.  This  empha- 
sizes the  "Usefulness"  idea  of  a  Christmas  gift. 

The  holly  card  is  a  similar  design  to  the  bell  card. 
The  holly  is  done  in  green  and  red.  The  idea  of  use- 
fulness is  also  brought  out  in  the  text  of  the  card. 

The  marble  slab  card  is  done  with  a  black  back- 
ground and  the  marble  with  a  bluish  tinge  and  the 
lines  in  a  darker  shade  of  blue.  The  large  letters  are 
in  red  with  subdued  blue  for  the  shading.  The  small 
letters  are  in  black. 

The  poinsetta  card  is  worked  with  the  flowers  in 
natural-colored  red,  with  background  in  brown.  This 


These  are 
dressing, 
greeting 


last  only  a  short  time.    Do  this 
scribe  each  line  well  and  mention 
ber  of  the  family  from  baby  to 
in  this  way,  for  even 
useful  presents. 

Another    resultful  method 
some  box  maker    a  line  of  pretty 
holly    cartons   and   put    up  some 
special    lines    in    these,   such  as 
slippers,  or   fine  shoes, 
very    effective  in  window 
Also    insert    a  Christmas 
card  into  each  box.  Some  merchants 
introduce    fancy    slippers,  buckles, 
etc.,   for   the   Christmas  trade,  and 
find  these  Very  profit- 
able.  A  "Shoe  Shine" 
set,  in  an  attractive 
carton  will  sell  very 
readily.      You  can 
make  these  up  your- 
self.      Include  one 
dauber,    one  brush, 
one  box  of  polish  and 
a  quarter  of  a  yard  of 
canton   flannel   for  a 
polisher.  Sell  the  out- 
fit at  a  little  less  than 
the      articles  would 
sell     for     if  bought 
singly. 

Of  course  this,  of 
all  the  seasons  of  the 
year,  is  when  you  can 
use  window  and  other 
show  cards  to  advan- 


with  other  lines, 
price.  Every 


mem- 
grandpa  can  be  covered 
grown-ups  delight  in  getting 


is  a  very  effeetiveh 
effect  is  lost  to  a 
The  large  letters  are 
The  Santa  card 


colored  card.    We  regret  the  color 
great  extent  in  the  reproduction, 
in  brown,  with  subdued  shading, 
could  be  utilized  either  a> 


design 


is    to    secure  fr 


i  'in 


a  greeting  card  as  shown  or  as  a  trade  card.    This  is 
a  rather  unique  design.    The  rounded  surface  effect 
is    made    by    cutting    the    ends    of    the  pattern 
concave  and  convex.      Santa  Claus 
done    in    rlesh    color   with  red 
cap    and    coat  and  white  fur.  Let- 
tering   in    red    and    shaded,  and 
the    background   is  in  a  nice  brown 
shade. 

Possibilities  Often 
Overlooked. 

The  increasing  care 


for.; ..... 


brought 


of  the  feet, 
about  by  "beauty' 
articles  in  the  news- 
papers and  the  gener- 
al desire  on  the  part 
of  the  average  person 
to  take  as  good  care 
of  himself  as  it  is  pos- 
sible to  do,  has  given 
the  findings  depart- 
ment a  chance  to  de- 
velop along  lines  that 
are  a  little  new.  For 
instance,  there  is  no 
reason  why  the  shoe 
store  should  not  be 
able  to  sell  corn  plas- 
ters, and  the  large 
number  of  popular 
brands  on  the  market 
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would  make  them  easy  to  dispose  of.  People  go  to 
a  drug  store  nowadays  to  get  corn  plasters  or  foot 
powder  and  other  articles  of  findings,  but  if  they  knew 
that  the  shoe  man  had  these  articles  for  sale,  it  would 
be  the  most  natural  thing  in  the  world  for  them  to 
buy  of  him. 

As  a  matter  of  fact,  the  shoe  dealer  who  studies 
feet  more  carefully  than  anybody  except  the  chiropo- 
dist, is  in  a  position  to  advise  more  intelligently  than 
anybody  else.  He  has  his  customer's  confidence  as  to 
the  character  of  shoe  which  should  be  worn  under 
certain  conditions,  and  could  also  create  the  same  feel- 
ing with  respect  to  the  use  of  powders  and  lotions  for 
the  care  of  the  feet.  Some  stores  have  small  lines 
which  take  hold  of  the  edge  of  this  possibility,  such 
as  ointments  which  are  to  be  applied  for  tired  or  per- 
spiring pedal  extremities,  but  the  field  of  possibilities 
has  hardly  been  entered. 


How  the  Boer  Buys  Boots 

A  writer  in  the  Boot  and  Shoe  Retailer,  of  London, 
Eng.,  thus  describes  the  purchase  of  a  pair  of  shoes, 
by  a  Transvaal  Boer,  in  a  general  store  in  that  colony. 

The  boots  are  all  stocked  away  under  the  medicine 
shelves,  as  is  invariably  the  case,  for  there  is  a  recog- 
nized place  for  everything  and  this  never  varies.  If 
you  know  anything  about  trading  you  can  enter  a 
strange  store  in  the  dark  and  know  where  to  lay  your 
hand  on  anything  you  require. 

The  trade  in  boots  and  shoes  in  the  Transvaal  has 
increased  by  leaps  and  bounds  since  the  war.  There 
are  reasons  for  this.  One  is  that  the  marching  and 
counter-marching  of  large  bodies  of  men  during  this 
unfortunate  time  has  driven  the  buck  all  out  of  the 
country ;  another  is  that  the  rinderpest  has  so  depleted 
the  stocks  of  cattle  that  killing  a  beast  is  seldom  done 
and,  as  a  consequence,  there  is  a  scarcity  of  material 
for  the  manufacture  of  the  home-made  "veldtschoen." 
A  third,  and  perhaps  more  important  reason,  is  that 
the  knowledge  of  how  to  manufacture  these  veldt- 
schoen is  a  lost  art  as  far  as  the  bulk  of  the  present 
generation  of  Boers  is  concerned. 

Buying  a  pair  of  boots  is  a  serious  matter  for  the 
up-country  Boer,  as  it  is  indeed  for  all  of  us  if  we 
only  realized  what  effect  the  comfort  of  the  feet  has  on 
the  general  health;  some  day  a  public  benefactor  will 
arise  and  expound  this  gospel  and  then  we  shall  learn. 

When  a  Boer  goes  to  the  store  for  his  boots  the 
trader  carries  out  a  couple  of  armfuls  on  to  the  stoep 
(verandah)  and  carefully  counts  the  number  of  pairs 
before  leaving  the  customer  to  himself.  He  does  this 
because — well,  I  must  not  stir  up  ill-feeling — anyhow, 
he  does  it.  Then  the  customer  sets  to  work.  He  has 
somebody  with  him,  perhaps  his  vrouw  (wife),  perhaps 
his  brother,  to  assist  him  in  his  selection. 

He  tries  on  pair  after  pair;  the  merest  glance  should 
tell  him  that  most  are  unsuitable,  but  he  is  on  the  hunt 
for  the  pick  of  the  basket,  so  to  speak,  and  he  is  going 
into  the  matter  thoroughly.  As  he  discards  each  pair 
he  places  it  on  one  side  to  swell  the  heap.  Sometimes 
he  goes  through  all  without  finding  a  pair  that  come 
up  to  his  ideal,  a  high  one  it  must  be  confessed,  and 
he  calls  for  a  fresh  supply  and  the  long-suffering  store- 
keeper brings  it  him.  He  makes  his  selection  at  last 
and  asksi  the  price,  and  almost  before  the  words  are 
out  of  the  storekeeper's  mouth,  says,  "It  is  too  much," 
and  his  companion  echoes  "Ja,  it  is  too  much." 

But  there  is  no  cutting  down  prices  here,  the  life 
of  the  trader  who  should  do  so  would  be  unbearable, 


and  bye  and  bye  the  money  is  paid  over.  No,  he  will 
not  have  the  boots  packed  up.  Boots  are  all  alike, 
and  it  is  possible  the  trader  might  substitute  an  inferior 
pair,  so  he  carries  them  to  his  spider  (cart)  himself 
and  then  goes  his  way. 


How  the  Southern  Shoe  Retailers'  Associa- 
tion Looks  Upon  Shoe  Journals 

The  Southern  Shoe  Retailers'  Association  of  the 
United  States  believes  in  shoe  trade  journals.  Here 
are  resolutions  passed  at  the  last  annual  convention, 
giving  expression  to  a  phase  of  this  view. 

WHEREAS,  there  is  apparent  a  tendency  on  the 
part  of  certain  manufacturers  to  influence  popular  de- 
mand for  their  product  through  the  medium  of  national 
advertising,  instead  of  through  shoe  trade  journals 
advertising  to  the  retail  trade,  and 

WHEREAS,  this  custom  tends  to  force  the  shoe  re- 
tailer to  stock  these  goods  in  violation  of  well-estab- 
lished usages,  it  is  against  the  fundamental  welfare  of 
the  retail  shoe  trade,  encroaching  as  it  does,  upon  the 
dealers'  independence ;  be  it 

RESOLVED,  that  the  Southern  Shoe  Retailers' 
Association  looks  with  disfavor  upon  this  practice, 
and  is  unalterably  opposed  to  it,  and  hereby  records 
this  tendency  of  the  manufacturers  to  exploit  their 
goods  "over  the  heads  of  the  dealer,  thus  curtailing  a 
volume  of  business  which  rightfully  and  legitimately 
belongs  to  the  retailer  himself. 


Electric  Machinery- 
Last  month  there  was  an  exposition  of  electrical 
science  in  Boston,  Mass.,  which  was  held  in  the  Mech- 
anics' Institute  Fair  Building,  and  is  said  to  have  been 
the  most  comprehensive  display  of  electrical  devices 
and  utilities  ever  exhibited  in  any  part  of  the  world. 
The  floor  space  was  completely  filled  with  all  forms 
of  electrical  machinery,  many  of  them  giving  demon- 
strations of  their  practical  uses. 

Among  the  most  interesting  of  the  exhibits  was 
that  of  the  Boston  Last  Company.  This  company 
makes  a  specialty  of  developing  electrical  devices  for 
shoe  factory  use,  and  showed  many  of  these  at  their 
booth,  among  which  was  an  electrically  heated  dryer 
for  buffing  machines,  by  which  it  is  possible  to  main- 
tain any  degree  of  heat  with  absolute  uniformity,  and 
with  the  heels  protected  from  the  heat.  A  welt  out- 
sole  stitcher  with  an  electrically  heated  wax  pot  was 
shown.  This  was  designed  with  an  overflow  device 
so  that  if  the  wax  should  boil  over  it  would  run  back 
into  the  pot  instead  of  on  the  floor,  though  with  the 
degree  of  heat  controlled  by  a  rheostat  there  should 
be  no  excuse  for  boiling  over  the  pot  or  overheating 
the  wax.  They  also  showed  a  new  method  of  filling 
the  bottoms  of  welt  shoes  by  which  the  filling  pre- 
paration of  cork  and  adhesive  was  treated  electrically. 
Over  the  receptacle  was  a  roll,  heated  also  by  electri- 
city, and  a  separate  heater  holding  two  knives  such  as 
are  commonly  used  in  filling  bottoms.  The  method  is 
to  fill  the  bottoms  with  the  warm  compound,  using 
the  hot  knife  in  so  doing,  and  then  levelling  and 
smoothing  it  by  passing  it  under  the  heated  roll.  The 
advantage  of  the  heated  process  is  believed  to  be  in 
having  the  bottom  ready  to  lay  the  soles  without  wait- 
ing a  considerable  time  to  dry. 


Every  cent  that  you  save  by  avoiding  mistakes  in 
handling  the  cash  figures  is  an  increase  in  the  profits, 
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Get  Your  Share  of  the  Holiday  Trad 

What  will  Sell  Readily  and  Bring  Big  Profits — Findings  and 
Accessories  Should  be  Pushed- -A  Source  of  Steady  Income 


With  the  winter  season  already  started  and  Christ- 
mas trade  in  view,  what  is  there  new  in  the  retail  shoe 
world  Id  appeal  to  the  C  hristmas  shopper  to  the  mu- 
tual benefit  of  both  customer  and  merchant?  What 
about  hosiery?  (For  all  first-class  shoe  stores  carry 
such,  now-a-days).  One  need  not  necessarily  display 
only  ladies'  $3.00,  $4.00  and  $5.00  silk  hose,  or  gentle- 
men's $2.50  to  $4.00  silk  half-hose,  for  not  every  shop- 
per cares  to  consider  such  prices,  but  if,  say,  ladies' 
$1.50  to  $3.00  black  silk  hose  were  set  to  the  front 
and  gentlemen's  $1.00  to  $2.50  black  silk  half  hose 
(as  all  young  men  know  that  the  latter  are  the  only 
correct  articles  to  be  worn  with  dress  pumps;;  these 
prices  will  catch  the  eye  of  even  the  average  buyer 
and  will  likely  appeal  strongly,  to  say  nothing  of  net- 
ting to  the  merchant  from  forty  to  sixty  per  cent, 
profit  providing  he  knows  his  business  and  chooses  fair 
"winners"  when  doing  his  buying. 

There  are  also  such  articles  as  skates  and  hockey 
boots,  snow  shoes  and  moccasins  which  are  always  an 
appealing  article  for  useful  gifts,  especially  for  child- 
ren, any  of  which  should  bring  the  merchant  a  very 
good  line  of  profit.  It  would  not  be  necessary  for  the 
retailer  to  stock  heavily  in  any  of  these  lines,  but 
only  to  correspond  with  the  demand  which  the  weather 
in  his  particular  locality  would  demand. 

In  all  departments  there  are,  of  course,  fancy  house 
and  boudoir  and  travelling  slippers,  which  are  suitable 
and  very  useful  as  gifts.  All  such  goods  as  these 
should  net  at  least  a  profit  of  from  forty  to  fifty  per 
cent.  Then,  referring  more  particularly  to  the  wo- 
men's department,  the  latest  and  perhaps  strongest 
line  is  the  trimming  for  slippers  of  all  kinds,  such  as 
chiffon  rosettes  with  either  satin  rosebud  or  rhine- 
stone  centres,  rhinestone  and  sterling  silver  buckles 
set  on  black  velvet  back,  and  buckles  of  black  rubber 
or  celluloid  composition  set  with  rhinestones  (the  lat- 
ter are  the  very  latest  novelty),  all  go  to  make  up  an 
enticing  show  case  and  in  these  should  be  a  greater 
profit  to  the  shoeman ;  say  from  fifty  to  one  hundred 
per  cent,  on  the  most  or  even  on  all.  Some  merchants 
even  claim  these  articles  should  net  as  high  as  two 
hundred  per  cent,  profit. 

Do  not  overlook  the  neat  aluminum  or  wooden 
slipper  trees  when  dressing  a  Christmas  "Silent 
Salesman,"  and  to  add  both  profit  and  display,  have 
a  number  of  pairs  covered  with  colored  ribbon  and 
with  a  neat  bow,  an  extra  cost  of  very  little,  but  a  good 
big  margin  of  profit. 

Let  no  merchant  think  he  can  handle  any  of  these 
Christmas  articles  to  advantage  and  not  have  the 
same  parcelled  in  a  different  manner  to  his  usual  "July 
bargain"  style.  To  get  the  customers  talking  in  one's 
favor  for  a  few  weeks  before  Christmas,  start  and  use 
a  neat,  but  not  necessarily  gaudy  carton,  for  slippers 
and  hosiery,  or  an  envelope  for  the  smaller  goods,  and 
be  sure  that  clean,  new  white  or  colored  tissue  paper 
is  used  for  all,  or  at  least  anything  which  looks  like  a 
Christmas  gift.  This  means  a  lot  to  many  folks  and 
like  a  meal  well  set  on  a  dining  table,  creates  an  appe- 
tite. Many  times  a  merchant  may  appear  to  have  a 
fine  Christmas  trade  when  all  the  ladies  are  perhaps 


busy  buying  slippers  and  hosiery  in  the  men's  depart- 
ment for  their  friends  or  husbands  (some  charging 
the  same  to  them)  and  the  men  are  likewise  in  the 
ladies'  department  in  a  hurry  to  purchase  fancy  even- 
ing or  moccasin  slippers  for  their  wives  or  children, 
hut  when  the  days  after  Christmas  come  and,  one  after 
another,  customers  come  into  the  store  with  a  parcel 
under  her  arm  or  in  his  pocket  and  probably  asks  for 
an  exchange  as  his  wife  got  a  pair  of  slippers  and  they 
are  two  sizes  too  large,  or  vice  versa,  when  the  lady 
appears  to  exchange  her  fancy  evening  slippers  that 
her  gentleman  friend  bought  her  in  size  2y>  for  per- 
haps a  size  5  or  6,  there  is  not  sometimes  even  a 
decent  variety  left  from  which  to  save  the  Christmas 
sale  in  the  exchange.  How  does  the  shoeman  fare? 
Only  one  more  reason  why  there  should  be  a  fair  or 
extra  fair  initial  line  of  profit. 

Give  Prominence 

Bringing  the  findings  department  from  the  back  of 
the  store  to  the  front  changes  the  appearance  of  the 
store  and  adds  to  its  general  attractiveness.  Often, 
wdien  the  findings  department  is  brought  out  in  this 
manner,  many  specialties  may  be  introduced. 

For  instance,  a  successful  shoe  dealer  has  placed 
directly  in  front  of  his  shoe  selling  space  a  most  at- 
tractive display  of  leather  goods,  suitable  for  winter 
gifts.  He  has  two  silent  salesmen  show  cases  filled 
with  a  variety  of  leather  novelties  of  high  grade. 
Moreover,  he  has  arranged  in  his  shoe  department  a 
display  of  leather  valises,  travelling  bags  and  shopping 
bags,  all  of  which  he  proposes  to  sell  for  holiday  gifts. 
This  retailer,  by  the  way,  has  been  several  years  in 
developing  bis  leather  novelties  department.  Fie  has 
found  it  so  profitable  that  he  gives  it  precedence  over 
his  shoe  department  this  season. 

The  variety  of  leather  goods,  which  a  retailer  may 
carry,  is  limited  only  by  his  capital  and  his  sales  field. 
There  are  now  carried  by  leather  goods  stores  and 
jewelry  stores,  in  large  cities,  such  seasonable  goods 
as  bill  folds,  pocketbooks,  leather  bound  memorandum 
books,  leather  fobs,  engagement  books,  pen  wipers, 
complete  sets  of  desk  furnishings,  magazine  covers, 
collar  and  cuff  bags,  toilet  cases,  sewing  boxes,  hand- 
kerchief cases,  leather  traveling  clock  cases,  wrist 
straps  for  watches,  hat  boxes,  playing  card  cases,  leg- 
gings, pillows,  leather  waste  baskets,  leather  letter 
cases,  music  portfolios,  medicine  cases,  jewel  boxes, 
trunks,  traveling  and  shopping  bags  and  motor  cases. 

A  shoe  retailer,  who  wishes  to  make  a  feature  of 
leather  goods  for  his  general  trade,  has  no  difficulty  in 
finding  an  abundance  of  tempting  articles.  And  there 
is  a  steadily  increasing  market  for  the  sale  of  them. 

Steady  Dividends 

It  is  not  only  in  the  holiday  season  that  the  find- 
ings department  pays  a  big  dividend.  If  properly 
handled  a  big  and  steady  profit  all  the  year  round  is 
the  result. 

Why  do  some  merchants  sell  a  larger  percentage 
of  findings  than  others?    Is  a  question  asked  by  Mr. 
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A.  E.  Edgar,  in  a  recent  number  of  the  Shoeman.  Be- 
cause they  recognize  the  value  of  little  things.  They 
know  that  an  up-to-date  shoe  store  should  carry  all 
these  little  footwear  accessories.  They  also  know  that 
there  is  a  good  profit  in  selling  them.  They  push  find- 
ings. 

That  is  the  secret  of  all  successful  selling,  "Push"; 
whether  shoes  or  findings. 

There  is  a  great  difference  in  shoe  clerks.  In  one 
store  they  will  be  alert  and  anxious  to  sell.  In  an- 
other store  they  are  listless  and  lazy  and  only  show 
the  lines  they  are  asked  for.  It  is  very  often  the  mer- 
chant's own  fault  that  his  clerks  are  not  progressive. 

To  be  able  to  sell  findings  a  salesman  must  have 
findings  to  sell.  He  cannot  sell  arch  supports  if  there 
are  none  in  the  store  for  sale.  It  is  the  same  with  other 
things. 

The  stock  need  not  necessarily  be  large,  but  it 
must  be  varied.  It  should  contain  an  assortment  of 
all  lines  that  go  to  make  up  a  good  stock. 

A  findings  case  well  trimmed  will  soon  earn  its 
cost,  but  a  case  is  not  necessary  to  build  up  a  trade 
of  this  kind.  It  will,  however,  help  tremendously  to 
do  so.    Goods  on  display  often  sell  themselves. 

The  clerks  in  a  certain  chain  of  shoe  stores  are 
expected  to  sell  a  certain  percentage  of  shoe  findings 
as  well  as  shoes.  Many  tales  of  forced  sales  of  find- 
ings are  reported  from  the  same  stores,  but  in  my 
opinion  forced  sales  are  usually  detrimental  to  an  es- 
tablishment. 

Sales  of  findings  can  be  forced  up  without  being- 
forced  upon  the  customer.  The  following  instances 
from  actual  experience  will  show  how  easily  this  can 
be  accomplished. 

A  customer  said,  "There,  the  tip  is  off  my  shoe  lace 
again.  I  can't  get  shoe  laces  any  more  where  the  tags 
will  stay  on." 

The  clerk  said,  "We  have  a  tagless  lace,  one  made 
with  the  tag  covered  up  so  that  it  can't  get  loose 
and  come  off.    I'll  show  them  to  you." 

Another  customer  said,  "Can't  you  give  me  shoe 
laces  long  enough  to  reach  to  the  top  of  my  shoes?" 

The  clerk  said,  "We  have  an  extra  long  lace  for 
high  cut  shoes,  or  for  large  ankles." 

The  customer  said,  "I'll  take  these  two  pairs." 

The  clerk  said,  "Do  you  use  shoe  trees  to  keep 
your  shoes  in  shape  when  you  are  not  wearing  them?" 

The  customer  replied,  "No,  I  have  never  had  a  pair 
but  have  often  thought  I  should.  The  toes  of  my  shoes 
always  turn  up  when  I  am  not  wearing  them.  Do 
you  think  shoe  trees  would  prevent  that?" 

People  have  money  to  spend.  The  shoe  merchant 
should  try  in  every  way  to  get  his  share  of  it. 

There  are  some  findings  lines  that  are  good  sellers 
during  certain  seasons.  For  instance,  corn  cures  and 
foot  powders  sell  best  during  hot  weather.  It  is  an 
easy  matter  to  introduce  these  things  to  customers 
who  talk  about  a  "pet"  corn,  or  hot,  tired  feet.  Sales 
invariably  result  when  the  introduction  is  made  tact- 
fully. 

A  department  store  in  Denver  one  summer  gave 
notice  to  e"ach  of  the  several  hundred  girls  employed 
there  that  they  could  have  foot  powder  in  their  shoes 
free  by  applying  at  the  shoe  department.  This  caused 
several  hundred  tongues  to  advertise  foot  powder. 

Perhaps  where  there  are  only  one  or  two  clerks  em- 
ployed, free  foot  powder  might  be  an  inducement  to 
increased  sales.  An  actual  demonstration  of  the  value 
of  an  article  like  foot  powder  might  be  worth  while. 

Push  findings. 
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Buy  a  varied  stock.  Enthuse  the  sales  force.  Talk 
over  ways  of  introducing  the  findings  lines.  Offer 
some  inducement  to  the  clerks  for  pushing  findings. 

One  merchant  gives  the  clerk  who  sells  the  most 
findings  during  the  year  a  "double  time"  holiday  with 
full  pay.  Some  merchants  pay  ten  per  cent,  on  the 
findings  sales.  A  good  method  is  to  offer  a  ten  per 
cent,  bonus  on  all  findings,  to  be  paid  the  first  of 
January.  This  will  be  an  inducement  for  good  clerks 
to  "stay,"  as  the  bonus  could  be  declared  forfeited  un- 
less the  clerk  remained  until  the  regular  time  of  pay- 
ment. Or  the  annual  payments  could  be  made  imme- 
diately before  vacation  time  and  be  a  help  to  defray 
expenses. 

Advertise  findings  when  you  advertise  shoes.  Three 
or  four  lines  in  each  advertisement  telling  about  some 
seasonable  article  will  do  the  "trick." 

Show  a  few  seasonable  articles  in  the  window  dis- 
plays. These  will  serve  to  remind  the  forgetful  ones 
that  they  need  laces,  polish,  etc.  New  and  novel  lines 
will  attract  attention,  and  that's  what  your  window 
display  is  for. 

It  is  easy  to  sell  findings  if  one  will  only  push  find- 
ings. 


Ten  Commandments  for  Young  Men 

Not  the  great  ten,  but  echoes  from  them,  which 
a  minister  gave  for  young  men : 

"Do  not  speak  of  the  'old  gent'  and  'old  woman.' 
Fathers  and  mothers  are  a  necessary  evil  in  the  pres- 
ent system  of  things.  They  have  spoken  respectfully 
of  you  when  outsider  s  could  not  see  anything  on  which 
to  hang  even  a  small  compliment. 

"Do  not  give  all  your  attention  to  the  education 
of  the  brains  on  the  outside  of  your  head.  Football 
hair  and  a  big  letter  on  your  jersey  are  not  a  sufficient 
training  for  life.  The  young  fellow  who  is  old-fash- 
ioned enough  to  go  to  school  for  study  still  has  a 
place  in  the  world. 

"Do  not  invest  your  nickle  in  a  glass  of  beer,  then 
afterwards  criticize  the  other  fellow  who  has  invested 
in  a  savings  bank.  Beer  checks  and  bank  cheques 
as  investments  are  not  in  the  same  class. 

"Do  not  put  the  money  of  your  tailor  and  your 
washerwoman  in  five-dollar  opera  seats  and  two-dol- 
lar theatre  tickets.  They  may  prefer  to  spend  their 
earnings  in  some  other  way. 

"Do  not  measure  your  job  entirely  by  the  size  of 
the  pay  envelope  and  the  length  of  the  vacation.  High- 
way robbery  is  an  ideal  vocation  measured  in  these 
ways. 

"Do  not  try  to  get  rich  quick  ;  smarter  men  than 
you  have  tried  it  and  lost  all  they  had. 
"Don't  speak  ill  of  women. 

"Do  not  defile  your  tongue  with  profane  and  vulgar 
speech,  revealing  ignorance  and  showing  the  coarse- 
ness in  your  soul. 

"Do  not  think  you  have  sounded  all  the  ocean  of 
truth  when  you  have  let  out  all  your  little  line.  The 
ocean  on  whose  shore  Newton  had  gathered  only  a 
few  pebbles  can  never  be  all  in  your  little  tin  cup. 

"Do  not  be  a  stranger  to  the  church  of  your  father. 
The  old  pew  looks  lonesome  without  you.  Your  father 
went  to  his  honor  and  prosperity  straight  from  the 
church  door.  The  path  is  still  there.  You  need  the 
church  and  the  church  needs  you." 


The  clerk  who  accomplishes  most  is  the  one  who 
makes  the  least  fuss  about  it. 


so 
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Pointers  For 


Trad 


Seasonable  Ideas  for  Catching  Trade  —  Useful  Hints  for  Retailer, 
Wholesaler  and  Manufacturer — Ideas  for  Saving  Time  and  Money 


Some  stores  advertise  that  any  purchases  made  will 
be  willingly  exchanged  after  Christmas,  while  others 
establish  rules  to  the  contrary,  stating  that  under  no 
conditions  will  holiday  merchandise  be  exchanged  or 
credited.  Still  others  adopt  the  plan — perhaps  the 
best  of  all — of  exchanging  for  similar  merchandise  in 
the  same  department. 

A  shoe  manufacturer,  who  does  a  large  business 
by  mail,  when  sending  out  several  sheets  in  one  en- 
velope fastens  them  together  with  a  paper  band. 
Upon  this  is  printed,  "Please  read  the  matter  in  the 
order  of  its  arrangement  here."  He  argues  that  the 
contents  of  such  a  package  should  be  read  in  the 
logical  order,  for  the  same  reasons  that  a  salesman 
usually  begins  to  tell  his  story  at  a  certain  definite 
point. 

*      #  * 

A  certain  English  retailer  who  has  had  considerable 
trouble  during  the  sloppy  weather,  with  customers 
returning  footwear  that  has  become  cracked  through 
drying  near  fire  or  steam  pipes,  hangs  up  the  follow- 
ing: card  in  his  store : 


CAUTION 

If  when  a  shoe  is  the  least  damp  you  put  it 
near  the  fire,  it  will  steam,  heat  and  destroy  the 
fibre  in  the  leather.  Although  you  may  not  notice 
it,  the  leather  will  then  become  crisp  and  brittle, 
soon  breaking  all  to  pieces — a  condition  you  call 
rotten.  It  is  just  as  impossible  to  make  a  shoe 
out  of  rotten  leather  as  it  is  to  build  a  house  out 
of  rotten  timbers;  so  the  shoe  must  have  come  to 
you  sound. 

Therefore!  if  you  find  the  above  symptoms 
some  time  afterwards,  it  is  fairly  good  evidence 
that  it  has  been  too  near  the  lire,  although  you 
may  not  recall  the  time  and  place.  While  accidents 
of  this  kind  are  to  be  deplored,  we  feel  sure  you 
will  agree  that  no  fault  should  be  laid  against  the 
shoe,  nor  any  claim  for  damage  be  made  against 
your  dealer,  who  delivered  you  the  shoe  in  good 
order  and  sound  condition. 

Don't  buy  a  light  line  shoe  for  field  service 
and  kick  if  the  wear  is  not  satisfactory. 


A  western  Ontario  shoe  store  prints  the  following 
guarantee  on  the  paper  with  which  it  wraps  up  its 
parcels : 

Our  Surety 

We  hereby  guarantee  the  contents  of  this  package 
to  be  in  every  way  as  represented. 

If  after  examination,  you  find  that,  for  any  rea- 
son, you  are  not  entirely  satisfied  with  your  purchase, 
we  stand  ready  to  right  any  error  that  may  have  oc- 
curred, yours  or  ours. 

We're  A  Safe  Store 

You  run  no  risk  whatever  in  trading  here,  for 
your  money  is  never  our  money  until  you  are  per- 
fectly satisfied. 

We  thank  you  for  your  patronage  to-day  and  trust 
that  we  may  always  have  the  pleasure  of  serving  you 
when  in  need  of  anything  in  our  line. 

Have  you  tried  us  for  repairing?  If  not,  why  not? 


The  shoe  department  of  a  certain  department  store 
is  making  large  sales  in  the  holiday  season  by  means 
of  suggesting  gifts  to  the  purchaser.  In  one  show- 
case is  placed  men's  bedroom  slippers,  in  another 
ladies'  bedroom  slippers  and  house  shoes,  and  in  still 
another  children's  slippers  and  babies'  footwear.  Even- 
ing shoes  are  shown  in  another  case.  Showcards 
trimmed  with  holly  and  berries  are  displayed  with 
these  in  the  cases  with  inscriptions  advising  the  custo- 
mer that  these  are  suitable  gifts  for  men,  women  or 
children,  as  the  case  may  be. 

*  *  * 

The  Dorothy  Dodd  Shoe  Store,  Hamilton,  give 
away  shoe  horns  with  the  firm's  name  and  address 
printed  on  them.  When  these  were  left  about  the 
store  people  used  to  steal  them  and  are  now  very  glad 
to  get  them  with  the  firm's  compliments. 

A  merchant  in  Western  Ontario  adopted  the  cash 
basis  when  he  started  in  business  thirty-four  years 
ago.  Wise  people  predicted  his  finish  in  six  month-. 
He  is  still  taking"  his  cash  discounts. 

*  *  * 

To  make  sure  that  the  four  page  circular  a  mer- 
chant was  getting  ready  to  distribute,  would  be  read, 
he  announced  that  on  the  last  five  off  the  press  a  cer- 
tain number  of  items  would  be  intentionally  under- 
priced.  He  pulled  the  nought  from  a  $3.50  shoe  so  that 
it  read  35c ;  a  five  from  a  five  fifty  shoe  so  that  it  read 
fifty  cents  and  so  on.  The  five  circulars  were  mixed 
with  the  others  and  the  sale  proved  to  be  the  best  ever 
put  on  by  the  store. 

A  buyer  for  one  of  the  largest  stores  in  America 
learned  the  capabilities  of  his  department.  In  work- 
ing out  of  the  mistake  of  his  first  buying  trip,  an  un- 
precedented sales  record  was  established  but  the  busi- 
ness was  done  at  a  loss.  The  department,  however, 
occupied  a  stronger  position  with  the  people  and  the 
succeeding  year  the  buying  fault  was  rectified.  The 
page  of  the  first  year  was  turned  over  and  the  buyer 
encouraged  to  begin  anew.  He  applied  the  lessons  of 
that  first  year  with  the  result  that  his  merchandising 
was  done  along  broader  and  better  lines.  The  cloud 
had  a  silver  lining.  It  is  a  disaster  indeed  that  has 
nothing  really  good  behind  it. 


Felt  Footwear 

We  have  just  received  a  neat  little  catalogue  from 
the  Great  West  Felt  Company  of  Elmira,  Out.,  which 
presents  the  merits  of  their  cold-proof  felt  footwear 
in  a  very  convincing  manner.  A  full  line  of  this  class 
of  footwear  is  shown  in  all  colors  and  styles.  Many 
of  the  dainty  slippers  are  trimmed  with  fur,  also 
buckles  and  other  ornaments,  and  are  a  most  desirable 
line  to  carry  at  the  holiday  season  when  people  are 
looking  for  something  attractive  and  useful  to  present 
to  their  friends. 


The  most  clever  man  is  the  one  who  surrounds 
himself  with  people  more  clever  than  himself. 
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Trouble 


A  Subject  Now  Exercising  the  Minds  of  Most  Retailers — Vari- 
ous Ways  of  Combating  the  Evil — Shoe  Retailer  Asks  Advice 


The  important  subject  of  keeping"  the  show  win- 
dows free  from  moisture  and  the  resulting  frost  is 
one  that  is  now  exercising"  the  minds  of  shoemen  all 
over  Canada.  Some  windows,  for  one  reason  or  an- 
other, persist  in  "sweating"  and  in  the  cold  weather 
this  moisture  is  bound  to  freeze  and  as  a  result,  the 
show  windows  are  practically  useless  for  the  purposes 
for  which  they  are  intended. 

We  received  recently  a  letter  from  Mr.  M.  J. 
Greene,  the  popular  shoe  retailer  of  Bloomfield,  Out., 
accompanied  by  the  floor  plan  of  his  show  windows, 
which  we  illustrate  below.  He  says  "My  windows  are 
seven  feet  high,  six  feet  deep,  three  feet  wide,  with 
glass  on  three  sides.  The  windows  are  as  near  air 
tight  as  I  can  get  them,  with  the  exception  of  the 
ceiling",  which  is  made  of  matched  lumber  and  has 
shrunk  a  little.  I  have  put  holes  in  the  bottom  of  the 
window  sash  slanting  downwards  and  as  near  the 
glass  on  the  inside  as  I  can,  also  two  big  holes  at 
the  top  of  the  sash  and  some  on  the  sides  of  the 
sash,  as  nearly  like  the  cut  on  page  34  of  your  April 
issue  as  possible.  Still  the  windows  frost  up  in  win- 
ter.   There  is  no  cellar  in  the  shop  which  is  heated 


The  ground-plan  of  show  windows  of  shoe  store  of  Mr.  M.  J. 
Greene,  Bloomfield,  Ont.    The  dimensions  are  3  ft.  wide, 
6  ft.  long  on  the  inside,  and  7  ft.  high.    Note  the  sliding 
doors    by  which   access  is  gained   to  windows. 

by  coal  stove  in  the  rear.  The  windows  are  lighted 
up  by  an  ordinary  coal  oil  lamp  at  night.  I  have  a 
small  door  in  the  rear  of  the  windows  by  which  ac- 
cess is  gained.  Would  you  think  taking  out  the  top 
row  of  glass  would  help  any?  I  am  using  the  old 
sash  and  glass  in  behind,  and  putting  in  new  ones  in 
front,  with  two  large  lights  in  front,  and  fifteen  small 
lights  in  the  back.  I  have  a  felt  curtain  half  way  up 
the  window  for  a  background.  Would  you  advise 
taking  off  the  doors?  Kindly  give  me  your  advice  as 
to_  how  to  remedy  this  difficulty.  I  like  to  see  a  nice 
window,  but  it  is  impossible  under  present  circum- 
stances to  have  one  in  this  shop." 

Looking  over  our  files  we  find  that  the  illustration 
in  our  April  issue  last,  to  which  Mr.  Greene  refers  is 
that  of  a  defective  store  window  sent  in  to  us  by  a 
Halifax  retailer,  asking  how  to  do  away  with  similar 
troubles  to  those  by  which  Mr.  Greene  is  bothered. 
Mr.  A.  J.  Rattray,  the  well  known  Toronto  architect, 
suggested  certain  remedies  which  would  fit  this-  case, 
and  we  have  since  learned  that  his  ideas  were  practical 
and  put  an  end  to  the  trouble  in  that  case.   We  have 


referred  Mr.  Greene's  case  to  the  same  architect  who 
states  that  he  would  not  like  to  give  an  absolute  opin- 
ion as  to  the  cause  of  the  trouble,  as  it  may  possibly 
arise  from  some  architectural  defects  not  enumerated 
in  the  data  given  him.  However,  from  what  he  can 
gather  from  Mr.  Greene's  letter,  he  is  led  to  think 
that  the  cause  of  the  "sweating"  is  that  the'  ventilators 
at  the  top  of  the  window  are  not  sufficient  to  let  the 
required  amount  of  air  escape  that  finds  its  way  in 
at  the  bottom  of  the  glass. 

The  moisture  is  not  absorbed  quickly  enough  by 
the  air  entering  the  window.  Also  by  opening  the 
doors  into  the  windows  a  certain  amount  of  dampness 
is  bound  to  get  in.  These  doors  should  fit  as  tightly 
as  possible.  Mr.  Greene  states  that  his  windows  are 
lighted  with  ordinary  coal  oil  lamps  at  night.  These 
are  utterly  unsuitable  for  this  purpose.  They  use  up 
the  oxygen  out  of  the  air  which  makes  the  windows 
more  liable  to  frost  and  also  heats  the  interior  at- 
mosphere, the  vapor  of  which  condenses  upon  meet- 
ing the  cold  draught  from  the  bottom  of.  the  window. 
The  moisture  then  settles  on  the  pane  and  freezes. 
Mr.  Rattray  states  if  the  window  was  properly  venti- 
lated and  air  tight  inside,  and  lighted  up  by  electric 
lamps  which  do  not  heat  the  atmosphere  and  raise  it 
above  that  of  the  outside  air,  the  windows  could  not 
freeze. 

With  the  lack  of  modern  facilities  in  the  way  of 
lighting  and  heating,  in  the  smaller  towns,  it  is  rather 
difficult  for  the  shop-keeper  to  keep  his  windows  clear 
in  the  winter  time.  It  is  of  great  importance  for  the 
country  retailer,  who  heats  his  store  by  an  ordinary 
coal  stove,  to  have  an  absolutely  air  tight  door  in  the 
back  of  his  show  window,  as  the  atmosphere  is  in 
such  a  foul  condition  as  the  result  of  primitive  heat- 
ing" methods,  that  it  is  full  of  water  vapor  which  con- 
denses immediately  upon  meeting  the  cold  glass. 

No  Universal  Preventative 

In  an  article  on  the  subject  of  frosted  and  steamed 
windows,  the  Boot  and  Shoe  Recorder  says  that  no 
merchant  of  experience  needs  to  be  told  of  the  sales 
lost  by  clouded  windows,  but  a  universal  preventa- 
tive has  yet  to  be  discovered,  because  the  condition 
arises  from  several  causes.  Insufficient  or  improper 
ventilation  of  the  window  is  the  common  trouble  with 
the  small  store.  The  warm  air  of  the  store  freighted 
with  moisture  that  is  usually  present  in  warm  atmos- 
pheres, enters  the  window  and  comes  in  contact  with 
the  cold  glass,  where  the  lowering"  of  the  temperature 
causes  it  to  deposit  its  moisture.  Two  obvious  meth- 
ods of  overcoming  the  difficulty  are  either  in  the 
warming  of  the  glass  so  that  it  does  not  chill  the  in- 
side air,  or  the  cooling  off  of  the  air  in  the  window, 
so  that  its  moisture  will  be  deposited  before  it  reaches 
the  glass.  The  first  might  be  arranged  by  extend- 
ing" a  steam  pipe  into  the  window,  running  it  around 
the  base  of  the  glass,  or  by  locating  a  row  of  incandes- 
cent lights  in  the  same  position.  Under  normal  con- 
ditions these  precautions  will  prove  sufficient  to  pre- 
vent sweating  and  frosting.   During  the  coldest  snaps, 
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however,  their  effect  is  likely  to  be  only  local  as  the 
heat  will  be  dispelled  within  a  few  feet  of  its  source. 

The  second  method,  while  presenting  a  few  diffi- 
culties in  some  cases,  sometimes  requiring  a  partial 
reconstruction  of  the  window,  is  by  far  the  most  prac- 
tical and  the  most  generally  employed,  proving  suc- 
cessful in  nearly  every  case.  If  the  air  in  the  window 
is  to  be  cooled,  it  must  be  prevented  from  entering 
the  store  and  the  warm  air  of  the  store,  in  turn,  must 
be  kept  from  the  window.  This  will  necessitate  build- 
ing the  window  background  up  to  the  ceiling,  and 
fitting  the  door  into  it  tightly,  thus  practically  seal- 
ing the  window  from  communication  with  the  interior 
atmosphere.  Then  the  atmosphere  inside  this  solid 
box  must  be  moderated  to  correspond  with  the  air 
outside.  This  may  be  done  by  inducing  a  current  of 
cool  air  to  flow  through  the  window.  A  row  of  holes 
somewhere  in  the  window  base  to  admit  the  outer 
air  and  a  similar  outlet  above  the  glass  will  establish 
the  current.  The  number  of  the  holes  is  immaterial. 
It  has  been  proved  by  experience  that  one  row  of 
%  inch  diameter  on  the  base  and  at  the  top  is  all 
that  is  needed  to  ventilate  a  small  window.  One  re- 
quirement must  be  adhered  to,  however.  The  holes 
in  the  top  and  those  in  the  bottom  must  be  equal  to 
insure  a  steady  flow  of  air.  This  method  of  ventila- 
tion is  perhaps  the  only  certain  remedy  for  the  ob- 
jectionable condition.  The  possible  re-arrangement  of 
the  window  fittings  does  not  entail  great  expense,  and 
once  finished  and  paid  for,  the  trouble  from  this  cause 
is  obviated  for  all  time. 

Frost  Dispelled  by  Air  Current 

One  of  the  simplest  and  best  methods  yet  found 
to  keep  frost  from  show  windows  has  been  discovered 
by  a  western  shoe  dealer  who  had  tried  all  known 
remedies,  but  found  some  flaw  or  other  in  each,  until 
he  tried  using  an  electric  fan.  He  says  "I  became 
wearied  with  using  glycerine,  alcohol,  and  other  things, 
and  one  day  discovered  by  accident  that  an  air  cur- 
rent circulating  through  the  window  would  keep 
down  the  frost  there.  The  constant  opening  and  shut- 
ting of  the  door  of  the  store  always  drove  the  warm 
air  into  the  show  windows,  and  as  we  had  no  double 
windows  frost  always  hid  our  goods  from  the  passerby. 
I  start  the  fan  when  I  come  down  in  the  morning, 
and  inside  of  an  hour  the  window  is  as  clear  as  in 
the  summer  time.  The  circulating  air  keeps  the  chilled 
air  from  striking  the  pane  and  in  order  to  always 


keep  the  air  moving  I  keep  one  door  of  the  window 
partly  open  all  the  time  which  also  aids  in  prevent- 
ing all  the  heated  air  from  being  pushed  against  the 
glass  window.  I  tried  my  fan  treatment  with  the  mer- 
cury at  5  below  zero  and  it  worked  beautifully.  Be- 
sides, there  is  an  advantage  to  it,  for  the  passerby, 
seeing  the  fan  at  this  time  of  the  year,  wonders  what 
is  up,  and  stops  to  examine  the  freak  idea,  seeking 
the  reason  for  the  stunt." 


Catalogue  vs.  Window 

When  a  customer — a  woman,  perchance — sees  an 
article  in  which  she  is  interested  illustrated,  described 
and  priced  in  a  mail  order  catalogue,  she  knows,  or 
ought  to  know,  that  in  giving  an  order  tor  this  style, 
she  is  taking  a  chance  of  not  receiving  what  she 
thought  she  was  ordering — the  quality,  the  weight, 
the  color,  the  style,  or  something  else  about  it  may 
not  be  just  what  she  anticipated. 

On  the  other  hand,  let  the  local  merchant  display 
the  wanted  article  in  his  show  window,  ticketed  at 
the  same  price  as  the  similar  article  advertised  in  the 
mail  order  catalogue,  and  the  customer  sees  the  thing 
itself  that  she  is  seeking,  actually  and  plainly  before 
her.  If  it  proves  to  be  what  she  wants,  she  can  step 
inside  the  store,  examine  the  article  as  to  quality,  size, 
color,  style,  etc.,  and  make  her  purchase  without  any 
chance  of  being  disappointed. 

With  this  opportunity  present  with  every  mer- 
chant, why  do  not  more  retailers  make  the  most  of 
their  advantages  through  their  window  displays,  not 
only  in  featuring  items  which  come  into  competition 
with  those  of  the  mail  order  houses,  but  also  in  so 
presenting  their  displays  that  the  merchandise  will 
appear  highly  attractive  and  alluring? 

Compare  a  window  display  of  almost  any  kind  of 
article,  prepared  by  a  skilful  window  dresser  who  un- 
derstands and  knows  how  to  execute  the  various  "arts" 
of  his  profession,  with  the  illustration  and  description 
of  the  same  article  as  it  ordinarily  appears  in  the  mail 
order  catalogue.  With  the  price  identical,  the  cata- 
logue presentation  is  not  to  be  compared  with  the 
window,  and  without  taking  into  consideration  that 
the  mail  order  purchaser  pays  the  cost  of  transporta- 
tion, the  window  presentation  is  sure  to  win  out  in  the 
great  majority  of  cases.  For  these  reasons  the  re- 
tailer need  not  fear  the  competition  of  the  mail  order 
houses. 


The  above  illustration  shows  the  japan  shops  and  part  of  the  sunning  space  of  A.  R.  Clarke  &  Company,  Limited,  Toronto. 
The  plant  covers  five  acres  of  land   and  the  firm  are  the  largest  patent  leather  manufacturers  in  the  British 
Empire.    In  this  illustration  over  $40,000  worth  of  patent  leather  is  seen  undergoing  the  final  process. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.    The  Opinions 
of  Experts  on  Bettering  Business  Conditions 


Department  Stores  Favored 

"It  is  not  right,"  remarked  a  shoe  retailer,  "that  I 
should  be  only  able  to  get  two  per  cent,  discount  for 
prompt  payment  on  my  goods,  while  the  department 
store  gets  ten  per  cent.  off.  This  is  a  question  which 
retailers  must  stand  together  on,  and  demand  our 
rights  from  the  manufacturers.  There  is  not  the 
slightest  doubt  but  that  all  the  retailers  in  Canada  or 
in  any  Canadian  province,  for  that  matter,  will,  com- 
bined, sell  several  times  the  amount  of  stock  that  the 
department  stores  dispose  of.  We  will  be  compelled 
to  inform  the  manufacturer  who  gives  these  depart- 
ment stores  special  terms,  that  unless  he  guarantees 
to  sell  to  all  at  the  same  price  and  terms,  that  the  re- 
tail shoe  stores  throughout  the  country  will  discon- 
tinue to  handle  his  lines.  Some  manufacturers,  how- 
ever, are  straightforward  and  independent  enough  to 
insist  that  their  product  shall  be  one  price  to  all." 

*  #  * 

The  Carton  Question 

One  prominent  manufacturer  recently  made  the  re- 
mark that  "If  T  was  not  making  a  saving  by  manufac- 
turing my  own  cartons  I  should  consider  the  fact  that 
I  am  able  to  get  my  cartons  when  I  want  them  amply 
repaid  me  for  the  small  investment  required  to  install 
the  plant." 

At  the  present  time,  when  scientific  management 
is  playing  such  an  important  role  in  shoe  manufactur- 
ing, a  saving  of  one-half  cent  per  pair  is  considered 
worth  looking  into,  and  that  is  what  can  be  done  by 
having  your  shoe  cartons  made  in  your  own  factory. 
Too  many  manufacturers  pass  these  opportunities  by, 
when  but  a  few  minutes'  investigation  would  mean  a 
saving  of  many  thousands  of  dollars. 

*  *  * 
Getting  the  Customer's  Mind 

Says  a  veteran,  who  has  sold  goods  on  the  road  for 
thirty-five  years : 

"When  you  want  to  convince  a  man,  talk  the 
the  language  that  he  knows.  This  statement  may 
sound  rather  trite  on  the  face  of  it,  but  many  a  travel- 
ing salesman,  when  he  goes  in  to  try  to  sell  a  man, 
talks  abstractions  and  generalities.  The  ordinary  re- 
tailer has  one  hobby, — -his  store;  and  one  thing  he 
knows  from  start  to  finish — his  stock.  You  have  often 
heard  a  retailer  say  to  someone  going  by,  as  though 
it  Avere  a  capital  crime,  'That  man  doesn't  come  in  any 
more.'  When  the  dealer  says  this,  he  is  only  think- 
ing in  terms  of  his  business. 

"I  applied  this  principle  of  talking  in  terms  of  the 
business,  to  the  stock,  and  now  when  I  am  selling  a 
man  a  bill  of  goods  the  first  thing  I  do  is  to  feel  him 
out  on  the  stock  he  has.  I  find  out  what  items  are 
good  sellers,  what  items  he  makes  a  big  profit  on, 
what  items  he  handles  at  a  small  margin,  and  then 
no  matter  what  objection  he  comes  at  me  with,  I  am 
ready  for  him.  If  he  says  the  house  makes  too  barge 
a  profit  I  grab  up  an  item  out  of  his  stock  and  say, 
'But  on  this  you  make  such-and-such  a  profit.  We 


make  say,  only  one-third  as  much  profit  on  this  same 
item  that  you  kick  on.  Seems  to  me  you  are  just 
three  times  as  bad  as  we  are.' 

"Then  if  the  dealer  says,  'I'd  handle  this  item  of 
yours,  but  it  gives  us  too  small  a  profit,'  I  go  to  the 
stock  again,  and  say,  'Here,  you've  handled  this  item 
for  the  last  twenty  years  and  it  doesn't  give  you  one- 
half  as  much  profit  as  the  one  you  are  turning  down 
on  me.' 

"These  are  specific  examples  of  how  to  get  a  man's 
mind  running  in  the  groove  that  it  is  used  to.  You 
can  prove  almost  anything  about  your  line  that  can 
be  proved,  merely  by  going  to  the  right  item  in  your 
prospect's  stock  and  using  it  to  illustrate  the  point  you 
want  to  make." 

*      *  * 

The  Small  Parcel  Delivery  Nuisance 

Customers  are  very  thoughtless  sometimes,  and  the 
amount  of  needless  trouble  they  put  the  shoe  retailer 
to  is  enormous,  and  must  run  up  merchandising  ex- 
penses considerably  in  the  course  of  a  year.  Take  for 
example,  the  lady  who  came  into  a  Toronto  shoe  store 
lately.  She  bought  a  small  rosette  for  a  pump,  and 
ordered  it  to  be  delivered.  It  could  easily  have  gone 
in  her  purse  without  any  inconvenience. 

In  this  connection  we  recall  an  incident  which 
happened  in  a  department  store  in  a  city  of  Eastern 
Canada.  The  management  of  the  store  were  consider- 
ably annoyed  by  customers  ordering  small  parcels  de- 
livered when  they  could  just  as  easily  have  carried 
them  in  pocket  or  satchel.  One  lady  in  particular  was 
a  transgressor  in  this  respect  and  the  department  man- 
agers after  talking  the  matter  over,  decided  to  try 
and  put  a  stop  to  it.  Shortly  afterwards,  the  lady  en- 
tered the  store,  and  ordered  a  small  spool  of  silk  thread 
to  be  delivered  to  her  residence,  which  was  on  the  out- 
skirts of  the  town,  some  two  miles  from  the  store. 
Imagine  her  surprise  some  time  during  the  afternoon, 
to  observe  a  truck  wagon  stop  in  front  of  her  door. 
The  carter  descended  from  his  seat,  placed  one  plank 
running  from  his  wagon  to  the  sidewalk,  and  another 
up  her  verandah  steps.  He  then  rolled  the  spool  of 
thread  down  onto  the  sidewalk,  up  the  path  through 
the  lawn,  up  the  plank  placed  on  the  steps  onto  the 
verandah,  and  rang  the  bell.  When  the  servant  open- 
ed the  door,  he,  with  an  enormous  effort,  lifted  the 
spool  onto  the  top  step  and  rolled  it  carefully  into  one 
corner  of  the  hall,  where  he  left  it.  Needless  to  say, 
this  particular  lady  did  not  order  any  more  small  par- 
cels to  be  delivered. 

^     ^  ^ 

The  Bargain  Fiend 

"I  have  never  known  a  man  who  was  incessantly 
shouting"  reductions  and  bargains,  raising  a  constant 
hue  and  cry,  picking  up  odds  and  ends  of  stock,  issuing 
flaring  dodgers  and  sensational  advertisements,  to 
make  a  permanent  success  in  the  shoe  line  in  a  small 
town  or  cit)Y'  said  a  A'Vestern  Ontario  dealer  in  a 
town  of  4,000  people.  "A  man  may  follow  this  sort 
of  practice  with  more  or  less  success  in  the  great  teem- 
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ing  centres,  where  he  never  expects  to  sell  a  customer 
a  second  bill  of  goods,  but  in  the  smaller  communities, 
where  you  want  your  patrons  to  return,  where  they 
must  have  confidence  in  you  and  your  wares,  such  tac- 
tics never  fail  eventually  to  accomplish  the  downfall 
of  the  practitioner.  Then  look  at  the  amount  of  hard 
work  that  a  fellow  does.  All  the  yelling,  spieling, 
hurrahing  and  auctioning  to  get  a  crowd.  It  is  far 
more  difficult  and  involves  a  greater  expenditure  of 
labor,  time  and  energy  than  to  follow  legitimate  mer- 
cantile methods.  Once  you  start  to  collect  a  crowd 
or  to  build  up  your  trade  on  the  principle  of  special 
sales,  clearing-out  sales,  round-up  sales,  forced-out 
sales,  manufacturers'  outlet  sales,  business  anniversary 
sales,  and  so  forth,  you  get  a  class  of  people  who  are 
always  on  the  lookout  for  something  cheap.  They  will 
transfer  their  patronage  instanter  to  the  next  'bargain 
Johnny'  who  can  make  a  louder  shout  or  put  up  a 
bigger  bluff.  I  know  one  retailer  who  has  held  so 
many  anniversary  and  other  special  sales  that  about  the 
only  occasion  he  has  not  put  on  a  'special'  is  the  anni- 
versary of  his  wife's  birthday.  So  far  he  has  over- 
looked this  as  an  excuse  to  clean  out  some  of  his  junk. 
That  is  the  class  of  goods  that  most  men  of  the  stamp 
I  have  described  generally  deal  in.  Patrons  get  ex- 
actly what  they  pay  for  in  such  establishments." 


Well  Known  Traveller  Dead 

Many  in  the  boot  and  shoe  trade  will  hear  with  re- 
gret of  the  death,  at  128  Bishop  street,  Montreal,  of 
Mr.  Joseph  A.  Laberge,  who  represented  Ames-Hold- 
en-McCready,  Limited,  in  Eastern  Ontario.  Mr.  La- 
berge, who  was  the  son  of  ex-Alderman  Laberge,  was 
injured  some  weeks  ago  in  an  accident  on  the  Bay  of 
Quinte  Railway,  and  he  died  from  nervous  shock  and 
the  injuries  he  received.  The  injuries  were  at  the 
back  of  the  neck,  and  for  these  he  was  operated  on. 
He  was  for  many  years  a  traveller  for  the  James  Mc- 
Cready  Company,  and  resigned  owing  to  ill  health. 


The  Late  Mr.  Joseph  A.  Laberge 


Later,  however,  he  joined  the  staff  of  Ames-Holden- 
McCready,  Limited,  and  represented  that  company  in 
Quebec  and  in  the  lower  districts.  This  year  he  was 
transferred  to  Eastern  Canada.  Mr.  Laberge,  who  was 
familiarly  known  as  "Gus,"  was  very  well  liked  by 
customers  and  by  his  fellow  commercial  travellers, 
lie  was  an  excellent  salesman,  and  in  him  the  company 
lose  an  energetic  member  of  their  staff.    Lis  brother, 
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Mr.  A.  J.  Laberge,  is  also  connected  witli  the  company. 
The  late  Mr.  J.  A.  Laberge  leaves  a  wife  and  two  chil- 
dren. 


Prominent  Vancouver  Shoe  Retailer 

Mr.  II.  E.  Endacott,  a  prominent  Vancouver  shoe 
retailer,  has  had  upwards  of  thirteen  years'  experience 
of  the  trade.  Mis  first  knowledge  of  boots  and  shoes 
was  obtained  at  Strathroy,  Out.,  in  the  retail  store  of 
Endacott  «.\-  Sons,  of  which  his  father  was  the  propri- 
etor. Mr.  Endacott  spent  four  years  altogether  at 
Strathroy,    afterwards     becoming    connected  with 


Mr.  H.  E.  Endacott 

Sterling  Bros.,  of  London,  Out.,  and  travelled  in  gen- 
eral lines  for  this  company  in  the  territory  between 
North  Bay  and  Fort  William,  Ont. 

After  remaining  three  years  with  Sterling  Bros., 
he  was  next  engaged  by  the  Brandon  Shoe  Company, 
of  Brantford,  Ont.,  whom  he  represented  from  Port 
Arthur,  Ont.,  to  Victoria,  B.C.  From  the  time  he  made 
his  first  trip  to  the  coast  Mr.  Endacott  was  struck 
with  the  splendid  opportunities  in  the  retail  trade  at 
Vancouver,  and  determined  sooner  or  later  to  locate 
there.  Severing  his  connection  with  the  Brandon  Shoe 
Company  in  May,  1911,  he  was  successful  in  securing 
the  exclusive  agency  for  Regal  Shoes  in  Vancouver, 
and  in  the  fall  of  the  same  year  opened  his  present 
store  at  1023  Granville  street. 

In  choosing  his  present  site  on  Granville  street,  Mr. 
Endacott  was  guided  by  the  fact  that  business  was 
bound  to  grow  rapidly  in  a  southerly  direction  on  this 
thoroughfare.  That  lie  showed  wisdom  in  his  choice 
of  a  business  location  is  freely  acknowledged  by  any- 
one familiar  with  the  city's  expansion  in  this  particular 
section  during  the  past  year. 


You  have  the  advantage  of  the  mail  order  houses  in 
so  many  ways  that  it  is  a  wonder  that  they  get  as 
much  business  as  they  do.  Show  people  the  advan- 
tages of  trading  at  home. 


When  you  write  an  advertisement,  write  it  to  fit 
all  of  your  readers  rather  than  a  few  who  can  com- 
prehend a  complicated  sentence  or  a  dictionary  style. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


Handbills  and  "dodgers"  often  are  so  poorly  got  up 
and  printed  that  they  are  of  little  advertising  value. 
The  system  of  distribution  usually  followed  with  this 
class  of  advertising  also  leaves  much  to  be  desired. 
Instead  of  being  delivered  one  to  each  person  or  one  to 
each  home  by  somebody  responsible  and  trustworthy, 
too  often  they  are  put  into  the  hands  of  boys  for 
promiscuous  distribution.  The  average  boy  soon  gets 
tired  of  going  carefully  from  door  to  door,  and  instead 
of  seeing  that  each  dodger  is  really  delivered — that  it 
really  finds  its  way  into  the  home — it  is  thrown  down 
somewhere  near  the  porchway  or  verandah,  to  be  car- 
ried away  by  the  wind  or  otherwise  to  be  "short-cir- 
cuited," Many  a  time  you  and  I  have  seen  advertis- 
ing circulars  of  this  kind  thrown  away  in  bunches, 
and  then  the  advertiser  is  inclined  to  wonder  at  the 

small  returns  that  his 
FOOTWEAR  FOR  WINTER   advertising  brings. 

Because  many  dod- 
gers are  poorly  pre- 
pared and  poorly  dis- 
tributed, is  no  reason, 
however,  why  this 
should  be  the  case, 
and  the  B  urnill 
handbill  that  we  re- 
produce as  our  first 
illustration  this  month 
is  an  unusually  good 
example  of  this  kind 
of  advertising.  The 
original  was  11  x  8}4 
inches,  and  well  print- 
ed upon  a  white  stock 
of  reasonably  good 
quality.  The  goods 
shown  are  distinctly 
well  chosen,  and  the 


BURNILL  Sh<*  Stort  and  Repairing  Work. 
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seasonable,  tne  cuts  used  are 

dodger  as  a  whole  is  well  thought  out  and  well  put  to 
gether.  The  only  important  criticism  we  have  to  offer 
is  in  reference  to  the  arrangement  of  the  cuts.  These 
are  so  good  that  it  is  a  pity  to  detract  in  any  way 
from  their  effect,  yet  this  is  just  what  has  been  done. 
In  each  case  the  cut  is  so  placed  as  to  lead  away  from, 
instead  of  directly  towards,  the  description  and  prices. 
We  have  called  attention  to  this  point  more  than 
once,  but  it  still  needs  emphasizing.  The  larger  cut 
should  have  been  carried  over  to  the  other  side.  This 
would  have  called  for  only  trifling  rearrangement  of 
the  type  matter,  and  the  effect  of  the  illustrations  and 
the  appearance  of  the  whole  dodger  would  have  been 
much  improved.  A  little  more  "snap"  and  suggestion 
might  also  have  been  put  into  the  heading  if  instead 
of  "Footwear  for  Winter,"  it  had  been  made  to  read 
"Good  Winter  Footwear." 

Results  Must  Determine 

The  advertisement  of  the  J.  Roston  shoe  store,  of 
Montreal,  is  designed  to  say  a  good  deal  about  a  good 
many  lines  of  winter  footwear,  and  to  say  it  in  small 


SALE 

of  the 

Better  Class 

Footwear 


space.  It  is  a  question  whether  bet- 
ter results  might  not  follow  if  fewer 
lines  were  featured,  but  in  large  city 
advertising,  where  space  soon  runs 
into  money,  a  good  many  points 
have  to  be  considered,  and  only  re- 
sults can  determine  for  each  adver- 
tiser what  is  best  for  his  business  on 
a  point  of  this  kind.  The  heading  of 
the  advertisement,  however,  is  dis- 
tinctly weak,  both  in  wording  and 
typograph ;  yet  the  idea  is  one  that 
lends  itself  to  effective  statement  in  a 
great  many  different  ways.  "High- 
grade  P'ootwear  at  Great  Savings," 
"Winter  Footwear  Lowly  Priced,"  or 
a  dozen  other  effective  headings  occur 
to  mind  at  once.  In  connection  with 
a  small-space  advertisement  in  par- 
ticular, it  is  hard  to  overrate  the  im- 
portance of  a  good  heading. 

A  Good  Advertisement 

.The  third  advertisement  we  repro- 
duce is  from  the  Foster  Shoe  Store, 
Medicine  Hat,  and  we  wisli  to  con- 
gratulate the  advertising  man — whe- 
ther proprietor  or  clerk  in  the  store 
we  know  not — upon  so  really  good  an  advertisement. 
The  heading  is  particularly  good,  but  the  wording 
throughout  is  businesslike  and  convincing.  We  are 
sorry,  however,  that  the  same  cannot  be  said  of  the  ar- 
rangement and  display.  Much  of  the  effect  of  the 
good  heading  is  lost  through  its  being  set  in  con- 
densed capitals,  which  make  it  difficult  to  read.  The 
cross  rules  would  be  better  left  out  altogether.  Space 
for  the  more  effective  display  of  the  heading  and  sub- 
heading might  be  gained  in  this  way,  and  by  cutting- 
out  the  unnecessary  words  "For  Women"  in  the  sub- 
head. The  advertisement  might  also  have  been  im- 
proved by  enclosing  it  within  a  simple  rule  border. 


m.tis  HuOTS  and  f-:\ENlNQ 
R  UPPERS. 

Ladiol'    and     Mon'a  Waterproof 

Boots,  tuada  of  heavy  winttr 
.  jjf.  heavy  \licotlz«d  soles. 
Goody**. ir  welled.  In  tan  and 
blufk.  Has-  tl  00  and  |8  00 

Social  84-95 

Ladies'  and  Man's  Evening  Slip- 
pers and  Pumps,  In  all  the 
newefl  leaihera,  hlffh.  medium 
.rml  low)  heela,  Hej  |G  L>0  mwl 
*«  00  Special  ..  ..  93  4,% 
Rubbers  —  Wc  only  carry  the 
uesi  gualli)  Rubbers,  every 
pair  jruar-anleed. 
Ladies'  Felt  Slippers,  with  felt 
and  leather  soles.  \ery  neatly 
mac-.  Reg.  Jl  00 

Sp*  dal  49c. 

Ladies'    Lamb's    Wool  Soles, 
Heeular  25c.  Special.  psUr  19c 

J.  ROSTON 

235  St.  Catherine  St.  W. 

Near  Blaury  Str«et. 
Prion.  Up.  3087. 


Planning  in  Salesmanship 

"My  method  is  simple/' 


ACTIVE  WOMEN  NEED  RESTFUL  SHOES 


Tind.  aching  feet  bring  weariness  of  body  and  un- 
strung nerves.  Women  who  are  on  their  feet  through 
the  day  ought  to  wear  a  shoe  that  i-elievee  the  deli- 
•  rtU  foot  nerves 


=  Florence  Nightingale  Shoe 
For  Women 


explained  a  salesman,  who 
is  ranked  in  the  high  class. 
"I  never  approach  a  cus- 
tomer unless  I  have  some- 
thing definite  to  say  to  him. 
I  study  his  business  until  I 
find  out  what  of  my  goods 
he  can  use  advantageously. 
Then  I  sell  him.  I  never 
ask  him  if  he  can  use  my 
goods.  T  tell  him  what  1 
have  that  he  can  use  advan- 
tageously. I  study  his  case 
so  thoroughly  that  I  usually 

feel  confident  that  I  will  make  a  sale  to  him." 
scientific  salesman  always  plans  his  campaign. 


-$5.oo 


FOSTER'S  SHOE  STORE 

A  noon  PLACE  TO  BIT  SHOES       MAIM  ST 


The 
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Facts  and  Deductions  on  Salesmanship 

A  Battle  of  Brains  between  Salesman  and  Customer — Re- 
sourcefulness Counts  —  Be  Natural  and  Use  Common  Sense 


The  following  is  a  digest  of  a  speech  given  before 
the  Ton  into  Ad  Club  by  Mr.  Bertram,  Advertising 
Manager  of  the  Canadian  Courier.  Although  his  re- 
marks arc  not  confined  to  the  shoe  trade,  yet  the  facts 
that  he  deduces  are  as  much  applicable  to  the  selling 
of  footwear  as  any  other  merchandise.  Mr.  Bertram 
said : 

I  have  chosen  my  subject  with  the  idea  that  as  far 
as  possible  I  would  try  to  stick  to  facts  or  experiences 
and  in  making  my  deductions  I  am  simply  expressing 
one  view  point  which  may  or  may  not  meet  with  your 
approval.  J  have  heard  many  theories  propounded  on 
the  question  of  salesmanship  and  I  have  a  dread  of 
being  accused  of  doing  the  same  thing  myself.  1 
think  you  will  agree  with  me  when  I  say  that  the 
principles  of  salesmanship  are  exactly  the  same  whe- 
ther the  article  sold  is  a  complicated  piece  of  machin- 
ery, advertising  space  or  merchandise  across  the 
counter. 

At  War  With  the  Customer 

Now  in  order  to  illustrate  some  points  I  am  going 
to  consider  the  salesman  at  war  with  the  customer. 
This  may  not  be  in  accordance  with  the  idea  that  we 
should  work  with  a  customer  and  not  at  him.  This 
idea,  of  course,  is  right,  but  the  game  of  selling  al- 
ways appeals  to  me  as  a  battle  of  brains,  and  when 
you  can  capture  your  order  by  working  with  your 
customer  and  not  at  him,  you  are  only  exhibiting  your 
good  common  sense  in  taking  the  easiest  and  straight- 
est  course  to  the  desired  end. 

The  following  is  a  case  that  will  illustrate  un- 
meaning. A  salesman  representing  a  machinery  com- 
pany  in  Vermont  walked  into  the  New  York  office  of 
the  concern  and  announced  that  he  had  come  to  New 
York  to  close  up  a  big  deal  involving  several  thou- 
sand dollars.  The  New  York  men  naturally  were 
quite  interested  and  when  their  man  returned  about 
eleven  a.m.  after  calling  on  his  customer,  they  were 
all  attention.  He  told  them  that  his  customer  would 
see  him  again  early  in  the  afternoon  and  that  he 
would  telephone  when  to  come  over.  Time  passed  and 
when  no  word  had  been  received  by  2.30  they  were 
all  for  their  man  going  over  without  waiting  for  any 
call.  He  was  perfectly  cool,  however,  and  said  lie 
would  wait,  and  that  they  were  not  to  worry  for  he 
would  certainly  get  the  order.  Even  another  half 
hour  did  not  phase  him.  The  call  finally  came,  when 
he  calmly  put  on  his  hat  and  left  them  all  waiting  in 
suspense.  But  it  was  less  than  an  hour  when  he  re- 
turned with  everything  signed  O.K.  I  lis  remark 
then  was  that  they  might  think  that  this  order  came 
very  easily,  but  as  a  matter  of  fact  it  was  the  result 
of  six  years'  work  on  his  part,  and  the  mere  closing 
of  the  business  was  no  effort  whatever.  This  is  a 
good  example  of  what  we  might  call  a  siege.  The 
fortifications  had  been  gradually  reduced  one  by  one 
and  when  the  end  came  the  besieging  army  just  walk- 
ed in  and  took  possession — of  the  order — not  the  cus- 
tomer. 

This  class  of  business  is  most  satisfying  to  secure. 
It  of  course  represents  hard  work  and  requires  the 


type  of  man  that  is  always  on  the  job.  This  business 
is  bound  to  be  permanent  because  it  is  secured  en- 
tirely on  the  merits  of  the  goods  and  it  will  continue 
as  long  as  the  quality  is  maintained.  The  mistake 
is  often  made  of  trying  to  take  by  assault  the  posi- 
tion that  requires  a  siege.  The  result  is  disastrous  to 
the  salesman  in  this  case.  Do  not  think  from  this  that 
J  do  not  believe  in  the  assault.  To  my  mind  a  sales- 
man should  always  start  out  with  a  firm  resolve  to  se- 
cure his  order  and  to  fight  to  the  very  last  ditch.  Cir- 
cumstances, however,  should  govern  his  actions,  lie 
should  not  foolishly  run  his  head  into  a  stone  wall. 
It  may  be  easier  to  go  round  the  end. 

Forcefulness 

Once  in  a  while,  though,  forcefulness  has  to  be 
used,  and  at  the  proper  time  the  nail  driven  home,  the 
sale  closed.  I  have  a  case  in  mind  where  the  victory 
was  won  by  what  seemed  almost  pure  brute  force. 
It  occurred  in  a  town  in  the  middle  west,  just  shortly 
after  my  arrival  there.  An  order  had  been  secured 
some  months  previous  and  the  date  of  shipment  was 
already  several  weeks  past  due.  Through  a  friend,  the 
manager  of  the  St.  Louis  office  heard  that  our  com- 
petitor had  got  our  customer  to  the  point  of  cancelling 
the  order  and  that  if  he  wanted  to  save  it  we  had  bet- 
ter get  busy.    W e  did. 

We  commenced  about  ten  a.m.  and  immediately 
found  that  our  customer  had  apparently  made  up  his 
mind  after  several  weeks  of  indecision  and  waiting, 
and  it  was  not  going  to  be  an  easy  matter  to  get  him 
round  again.  My  friend,  who  was  a  big  man,  and 
very  forceful,  led  the  assault.  We  talked  and  argued 
back  and  forth  all  morning  with  99  per  cent,  of  the 
talking  on  our  side  and  "no"  on  the  other.  We  ad- 
journed for  lunch  and  commenced  again  right  after, 
keeping  it  up  for  two  or  three  hours  until  finally  our 
customer  gave  in  to  our  man  to  man's  square  deal  ar- 
guments, and  we  returned  to  the  office  feeling  played 
out  but  happy.  You  can  easily  see  it  was  the  only 
thing  we  could  have  done.  It  was  too  late  for  any 
other  method  and  in  fact  no  other  method  would  have 
won. 

I  mentioned  a  few  minutes  ago  a  stone  wall,  and 
suggested  going  round  the  end.  This  might  be  called 
an  end  run  in  football  or  a  turning  movement  in  war. 
If  well  executed  nothing  is  better,  but  mistakes  can 
easily  be  made  here  that  will  result  in  a  loss  instead 
of  a  gain.  A  turning  movement  in  selling  calls  for  a 
certain  amount  of  ingenuity  and  is  not  simply  a  mask- 
that  you  pull  off  when  you  think  the  proper  time  has 
arrived. 

A  case  in  mind  is  that  of  a  salesman  who  visited  a 
plant  with  a  view  of  selling  rock  drills.  He  was  met 
with  the  statement  that  his  drills  had  been  tried 
and  were  not  satisfactory.  Questions  were  asked 
and  finally  the  salesman  became  convinced  that 
the  trouble  had  all  been  over  one  particular 
part  on  which  an  improvement  had  been  made 
some  time  ago.  Instead  of  trying  to  force  a  sale 
on  the  strength  of  his  explanation  he  simply  asked  the 
customer  to  allow  him  to  go  to  the  scrap  heap  where 
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the  old  drills  and  parts  had  been  thrown  and  select 
enough  parts  to  make  up  one  or  more  drills  with  the 
improved  parts  which  the  customer  was  to  buy.  The 
result  was  that  the  customer  by  spending  $20  was  able 
to  put  two  drills  to  work  which  would  have  cost  $400 
new,  and  the  salesman  working  with  his  customer  for 
his  benefit  as  well  as  his  own,  was  able  to  demonstrate 
that  this  drill  would  deliver  the  goods,  and  thereby 
he  paved  the  way  for  future  business,  which  came 
without  further  effort. 

Before  dropping  my  comparison  with  war,  I  just 
want  to  draw  your  attention  to  the  value  of  scout 
duty.  Forehand  information  about  the  individual  you 
expect  to  sell  may  bring  you  success  instead  of  failure. 
Most  salesmen  will  admit  of  the  advisability  of  scout 
duty  and  forthwith  neglect  it  the  next  day. 

The  Set  Canvas 

You  probably  all  have  heard  at  some  time  of  a  set 
canvas.  This  method  has  its  good  points  and  defects. 
For  instance,  a  concern  has  an  article  that  it  wants  to 
place  on  the  market  by  means  of  salesmen  direct.  The 
necessity  of  quantity  makes  it  impossible  to  secure 
enough  salesmen  of  individual  ability.  A  good  sales- 
man therefore  goes  out  and  tries  a  canvas.  He  goes 
over  it  carefully  afterwards  in  the  office  and  writes  it 
all  out,  eliminating  any  weak  features.  The  written 
canvas,  generally  a  work  of  art,  is  then  handed  to 
all  the  salesmen  and  committed  to  memory.  Slight 
variations  may  be  found,  but  as  a  whole  the  brains  of 
one  man  is  used  all  over  the  country  by  hundreds  of 
lesser  salesmen.  In  this  way,  quantity  is  secured 
which  is  the  result  desired.  Of  course,  it  is  easy  to 
see  the  defects  of  this  method.  Allow  the  salesman  to 
complete  his  canvas  and  you  are  just  about  sold,  but 
interrupt  or  throw  him  out  of  the  track,  and  unless  he 
has  that  one  great  quality,  resourcefulness,  he  is 
beaten. 

Resourcefulness 

Resourcefulness  is  one  of  the  greatest  assets  a  sales- 
man can  have.  I  remember  a  case  where  a  salesman 
had  brought  his  customer  to  the  point  of  purchasing 
a  piece  of  machinery  designated  by  the  symbol  Y8 
in  preference  to  any  other  type  of  the  same  manufac- 
ture or  that  of  any  competitor.  The  deal  was  prac- 
tically closed  when  the  customer  received  a  telegram 
from  a  second-hand  firm  in  Chicago  saying  that  they 
had  a  Y8  in  good  condition  which  they  would  sell  for 
a  very  low  figure.  The  customer  said  he  would  go 
to  Chicago  and  see  these  people  and  the  machine,  and 
the  salesman  asked  if  he  would  have  any  objection  to 
his  company,  and  that  if  he,  the  salesman,  could  point 
out  any  serious  defects  it  would  be  only  to  the  interest 
of  the  customer  to  have  them  brought  to  his  attention. 

The  salesman  knew  there  were  only  a  few  Y8's 
in  the  country,  as  they  had  only  been  manufactured 
for  a  few  years,  and  he  was  banking  on  the  machine 
in  question  being  a  Y,  an  older  type.  Again,  he  did 
not  like  to  let  his  man  get  into  the  hands  of  his  com- 
petitor, so  the  arrangement  was  made  and  the  trip 
made  to  Chicago.  The  result  was  that  the  customer 
examined  the  machine  with  the  first  salesman  at  his 
elbow,  instead  of  the  second  one,  and  it  was  not  hard 
to  show  him  that  the  machine  was  an  older  type  Y 
instead  of  a  newer  Y8.  Moreover,  the  shop  number 
was  noted  and  records  followed  up  in  the  Chicago 
office  which  showed  that  the  machine  was  fifteen  years 
old  and  that  it  had  already  changed  hands  two"  or 
three  times.  It  is  needless  to  say  that  the  contract  for 
the  new  Y8  was  signed  up  in  Chicago  the  next  day. 


Sometimes,  after  a  failure,  there  are  no  feelings  of 
regret  because  we  feel  every  means  has  been  tried 
and  that  you  have  to  acknowledge  a  fair  square  defeat. 
But  more  often,  we  feel  that  something  more  could 
have  been  done  and  that  we  were  lacking  in  resource- 
fulness. An  old  friend  of  mine  tells  a  story  of  a  fight- 
ing Irishman  who  was  taken  ill  and  the  doctor  said 
nothing  could  be  done  to  save  him.  The  Irishman 
called  the  doctor  to  his  bedside  and  said,  "Doctor,  is 
it  true  I  will  not  recover?"  The  Doctor  nodded.  "Is 
there  no  chance  at  all  for  me?" — "Not  more  than  one 
in  a  thousand."  "Then  why  in  h —  don't  you  get  busy 
on  that  one  chance." 

Be  Yourself 

In  conclusion  I  would  just  like  to  say  to  any  of 
you  here  that  are  starting  out  in  the  selling  game, 
"Be  Yourself."  Do  not  try  to  act  a  part  which  you 
are  told  will  bring  results.  It  will  only  end  in  failure. 
This  does  not  mean  that  you  should  not  strive  for  im- 
provement, but  that  that  development  must  be  within 
yourself  and  form  a  part  of  your  character. 

A  man  representing  a  Montreal  shoe  house  was 
sent  to  a  new  territory,  namely,  the  Maritime  Pro- 
vinces. He  was  a  great  talker  and  would  entertain 
you  by  the  hour  if  you  wanted  to  sit  and  listen  to  him. 
A  good  friend  of  his  who  had  travelled  the  Maritime 
Provinces  for  years  took  him  aside  and  in  a  friendly 
way  told  him  that  he  knew  the  Maritime  people  and 
their  ways  and  that  if  you  wished  to  sell  goods  to  these 
people  you  had  to  approach  them  quietly  and  in  a 
dignified  manner.  In  other  words,  he  advised  his 
friend  to  cut  out  the  talk  if  he  wanted  to  succeed. 
The  salesman  followed  his  friend's  advice,  but  in 
spite  of  this  fact,  he  failed  to  make  sales.  He  then 
gave  up  trying  this  new  method  with  his  next  custo- 
mer, and  became  himself  again,  closing  a  big  order. 
And  he  continued  to  meet  with  success  everywhere 
he  went.  You  see,  he  tried  to  act  the  part  of  another 
and  made  a  dismal  failure  of  it. 

In  spite  of  fencing,  the  majority  of  points  are 
scored  by  the  simple  direct  attacks.  A  quick  eye  and 
a  long  arm  will  generally  outwit  the  long  complicated 
attack  of  a  French  master.  This  principle  of  simple 
and  direct  attack  can  well  be  applied  to  selling.  I 
saw  it  illustrated  again  in  a  game  of  football  a  short 
time  ago,  where  R.  M.  C.  had  the  ball  just  three  feet 
from  the  Varsity  line.  The  R.  M.  C.  quarter  secured 
and  the  Varsity  line  stood  solid  to  resist  a  buck,  but 
a  little  quarter  took  one  side  step,  hunched  himself 
up  like  a  ball  and  then  shot  out  like  a  frog,  between 
the  legs  of  a  big  Varsity  man  and  over  the  line  for 
five  points. 

I  realize  I  have  been  talking  on  a  very  big  subject 
and  one  that  will  be  the  subject  of  controversy  for 
many  years  to  come.  I  have  only  attempted  to  throw 
some  light  on  certain  things  that  have  appealed  to 
me  personally.  If  I  have  expressed  common,  every- 
day truths  then  I  am  satisfied,  because  I  believe  in 
common,  straightforward,  simple  methods,  the  de- 
velopment of  character  in  the  salesman  and  quality  in 
the  goods. 

Emphasize  Price 

Another  speaker,  in  an  address  before  the  same 
club,  said  that  many  advertisers  devote  too  much  at- 
tention to  their  price.  He  advanced  three  reasons  in 
support  of  his  contention. 

First — That  the  great  successes  in  retailing  in  To- 
ronto, as  elsewhere,  have  been  made  by  constantly  em- 
phasizing price  advantage. 

Second — That  the  great  fortunes  of  the  world,  ex- 
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cepl  in  tin isc  won  in  speculative  adventures  such  as 
mining,  real  estate  or  stock  manipulation,  have  been 
made  by  selling  some  product  at  a  lower  price  than 
competitors. 

Third — That  the  high  cost  of  living  to-day  adds  to 
the  necessity  of  emphasizing  price  in  all  selling  cam- 
paigns, hence  in  all  advertising. 

To  illustrate  his  point  he  called  attention  to  An- 
drew Carnegie  and  ether  big  men  who  fought  their 

Benefits  of  Coece 

The  advantages  accruing  to  the  small  retailer  by 
concentrating  his  orders,  are  so  many  and  well  known 
that  one  would  think  they  did  not  require  comment- 
ing on.  There  are  a  few  merchants,  however,  mostly 
new  to  the  business,  who  think  that  they  can  buy 
to  better  advantage  from  many  firms  than  from  one, 
and  by  playing  off  one  salesman  against  another,  get 
benefits  in  the  way  of  reduction  of  prices,  dating,  etc. 
Sooner  or  later,  however,  these  are  bound  to  find  out 
their  mistake.  They  form  no  friendships,  and  are  con- 
sidered fair  game  by  all  shoe  travellers  who  try  to 
squeeze  as  large  an  order  out  of  them  as  possible, 
without  any  thought  as  to  the  salcability  of  the  goods 
to  the  merchant's  class  of  trade. 

The  advantages  are  all  in  favor  of  the  small  shoe 
retailer  buying  the  bulk  of  his  stock  from  one  firm. 
In  doing  so,  he  gets  the  benefit  of  better  treatment. 
The  jobber  or  manufacturer  who  sells  him  the  most 
of  his  stock  is  bound  to  take  an  interest  in  his  welfare 
because  he  wishes  him  to  exist.  He  is  one  of  the 
firm's  customers  and  a  useful  agent  in  disposing  of 
their  stock.  He  sells  their  goods,  and  they  wish  to 
keep  him  selling  them.  With  this  end  in  view,  the 
traveller  will  advise  him  as  to  what  and  how  much 
to  stock,  and  will  not  endeavor  to  load  him  up  with 
unsaleable  stock  as  that  would  be  detrimental  to  the 
interests  of  his  firm.  If  the  retailer  is  a  little  short  of 
money  at  times,  and  an  account  falls  due,  he  is  not 
unduly  pressed,  if  the  linn  knows  he  is  honest  and  re- 
liable. Again,  by  placing  the  bulk  of  his  business 
with  one  firm,  he  is  enabled  to  place  a  good  sized 
order,  and  so  take  advantage  of  whatever  is  to  be 
had  in  the  way  of  discounts  and  dating. 

On  the  other  hand,  if  he  splits  up  his  orders  among 
a  number  of  firms,  each  traveller,  as  before  stated,  is 
going  to  do  his  best  to  grab  as  much  of  the  trade  as 
possible,  and  unless  the  merchant  is  particularly  ex- 
pert and  cautious,  he  will  be  loaded  up  with  unsale- 
able stock,  or  at  all  events,  with  more  than  he  can 
handle.  Then  in  the  case  of  meeting  his  bills,  he  does 
not  meet  with  the  same  consideration.  We  will  say 
he  has  on  hand  $200  to  meet  a  note;  this  is  a  fair  pay- 
ment on  a  shipment  of  goods,  but  if  split  up  among 
several  firms  does  not  amount  to  much. 

On  the  other  hand,  if  the  retailer  is  in  a  large  way 
of  business  he  can  probably  split  his  orders  up  among 
three  or  four  firms  to  advantage.  In  any  case,  how- 
ever, the  retailer,  whether  large  or  small,  should  not 
deal  exclusively  with  one  firm,  but  should  always 
keep  his  eyes  open  to  see  what  other  houses  have, 
which  it  would  be  especially  advantageous  for  him 
to  stock. 

Examine  Every  Traveller's  Samples 

( )ne  of  Toronto's  most  prominent  shoe  retailers 
gave  it  as  his  opinion  that  it  would  prove  more  satis- 
factory to  the  retailer  if  he  made  the  bulk  of  his  pur- 


way  to  the  top  of  the  financial  ladder  by  always  talk- 
ing price  instead  of  quality.  He  instanced  the  high 
cost  of  living  as  an  incentive  to  the  live  advertiser  to 
undersell  his  less  enthusiastic  competitor.  Proof  of 
conditions  wherein  close  attention  is  given  to  price 
was  shown  in  the  matter  of  automobile  advertising, 
manufacturers  having  practically  abandoned  the 
theory  ol  quality  and  devoting  all  their  energies  to 
price. 
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chases  from  two  or  three  well-known  houses.  Me 
should,  however,  look  at  the  samples  of  all  travellers 
that  call,  and  if  there  is  anything  attractive  or  up-to- 
date  in  the  line  of  this  latter,  which  are  not  being 
shown  by  the  house  from  which  he  buys  his  stock, 
he  can  either  place  a  small  order  for  those  goods  with 
the  new  firm  or  else  have  his  regular  manufacturers 
introduce  these  lasts  or  patterns. 

In  buying  shoes,  the  bulk  of  the  stock  can  readily 
be  obtained  from  two  or  three  good  houses  and  there 
is  no  reason  why  the  orders  should  be  split  up  among 
a  good  many.  It  is  frequently  necessary,  however, 
to  get  your  novelties  and  freaks  from  new  houses, 
with  which  you  have  formerly  had  no  dealings,  and  it 
always  pays  to  look  over  the  traveller's  stock.  Most 
up-to-date  shoe  manufacturers  are  on  the  look-out  for 
anything  new  that  will  sell. 

One  Quebec  firm,  however,  is  a  little  slow  in  this 
respect.  They  are  a  big  concern,  make  a  good  re- 
liable class  oi  footwear  and  enjoy  the  confidence  of 
the  trade.  Their  one  fault,  is  that  they  are  usually  a 
year  or  two  behind  the  times.  Even  if  a  certain  shoe 
is  being  demanded  by  the  trade  for  the  reason  that  it 
is  having  large  sales,  this  firm  will  not  manufacture 
them  until  the  style  has  enjoyed  a  year  or  so  of  pop- 
ularity. Then  they  become  convinced  that  the  public 
wants  it,  and  they  put  it  in.  By  this  time,  however, 
the  shoe,  while  it  may  be  a  staple,  is  not  by  any 
means  up-to-date,  so  this  very  conservative  company 
is  always  just  a  little  behind  the  times  in  their  styles. 


A  Seasonable  Suggestion 


Women's  black  velvet  carriage  boot.    Same  style  made  in 
"Firfelt",  black,  alice  blue  and  pink 
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C®mm©nseinise  Footwear 


The  Secretary  of  the  National  Shoe  Retailers'  Associa- 
tion of  the  U.  S.  Writes  Footwear  on  the  Style  Question 


idled 


Philadelphia,  November  2nd,  1912. 
The  Editor,  Footwear  in  Canada: 

Dear  Sir, — We  are  one  of  the  conservative  houses 
who  have  always  opposed  the  high  toe  and  high  heel- 
ed monstrosities  which  appear  to  be  designed  rather 
to  shoe  the  imaginary  foot  of  a  Satyr  than  of  a  human 
being.  The  last  in  our  establishment,  from  which  we 
have  sold  more  shoes  than  any  other  in  the  last  twelve 
months,  is  a  last  we  have  run  continually  for  probably 
fifteen  years.  It  is  moderate  in  every  way,  smart  fif- 
teen years  ago  and  smart  to-day.  We  oppose,  and 
always  have,  the  extreme  in  lasts,  but  we  have  been 
pretty  careful  and  critical  in  the  matter  of  the  last  we 
have  engaged  manufacturers  to  make  for  our  trade, 
or  which  we  have  adopted  from  among  the  general 
lines  of  shoe  manufacturers  with  whom  we  trade. 

We  consider  as  the  first  requirement,  and  above 
everything  else,  that  a  last  shall  clothe  the  human  foot 
without  in  any  way  distorting  it  from  a  normal  posi- 
tion. That  it  shall,  upon  bending,  as  is  necessary  in 
movement  of  walking,  throw  several  small  wrinkles 
parallel  with  the  tip  line.  That  it  shall  amply  take 
care  of  all  the  bony  structure  on  the  outside  and  be- 


low the  instep;  that  it  shall  fit  snugly  at  the  heel,  and 
take  care  of  those  unfortunate  cramped  small  toes, 
which  all  shoe  wearers  have  come  to  acquire,  and 
that  in  walking  the  rise  of  the  body  shall  move  easily 
over  the  great  toe  joint  and  the  end  of  the  great  toe; 
in  short  that  the  inside  line  of  the  last  shall  have  re- 
ference to  a  right  line.  When  lasts  have  conformed 
to  all  these  requirements,  the  test  we  put  on  the  fit  is 
that  a  man  may  be  able  to  wear  a  shoe  made  over 
a  satisfactory  last  without  lacing  or  without  fastening 
the  buttons  and  without  any  friction  or  slipping  at  the 
heels.  When  we  have  satisfied  ourselves  as  to  the  fit 
of  the  last,  we  are  influenced  then  by  such  matters  as 
appeal  to  us  as  being  in  general  good  taste.  Now  it 
has  never  appealed  to  any  person  of  good  taste  that 
a  man's  shoe  made  with  a  toe  \l/z  inches  high  and 
with  a  heel  two  inches,  more  or  less,  has  any  con- 
formity at  all  with  good  taste  in  men's  footwear,  and 
while  last  makers  have  persuaded  shoe  manufacturers, 
who  have  not  had  a  discriminating  taste,  that  such 
things  would  be  regarded  by  the  wearing  public  with 
favor,  they  have  proved  themselves  all  along  the  line 
to  be  very  bad  judges  of  enduring  fashion. 


This  is  a  reproduction  of  a  very  striking  window  of  evening  footwear  at  Goodwins,  Limited,  St.  Catharine  Street 
West,  Montreal.     The  greater  part  of  the  goods  are  shown  on  draped  stands,  in  two  tiers,  and  com- 
prise a  big  variety  of  shoes,  in  leather,  cloth  and  velvets  of  various  shades.  The 
stockings  are  to  match.    The  whole  window  was  arranged  with  taste,  and  the 
colors  blended  so  as  to  form  a  very  attractive  and  unusual  display. 
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To  make  myself  more  clear,  a  gentleman  who  has 
been  out  of  close  touch  with  civilization  on  one  of 
your  ranches  in  the  northwest,  on  coming  to  a  border 
town,  may  have  only  such  monstrosities  available  as 
I  have  described.  He,  of  course,  must  be  shod,  and 
he  takes  the  train  for  New  York  or  Montreal  only 
td  find  himself,  long  before  he  reaches  there,  shod  in 
such  a  noticeable  manner  as  to  mark  him  a  man  from 
the  provinces,  and  when  he  arrives  at  his  destination, 
be  it  London  or  New  York,  the  first  thing  he  does  is 
to  divest  himself  of  the  noticeable  footwear  and  return 
to  a  conservative  style  of  shoe,  such  as  continues  in 
vogue  over  a  long  period  of  years. 

When  lie  returns  to  the  first  little  town  he  has  re- 
cently left  clad  in  such  conservative  habiliments  such 
as  men  of  affairs  are  want  to  wear,  he  is  in  marked  con- 
trast to  all  the  "smart  dressers,"  so  called,  of  the  new 
and  raw  country,  and  being  the  last  word  in  dress 
from  New  York  or  London,  his  style  is  much  observ- 
ed by  the  younger  men  of  the  town,  to  whom  correct 
dress  is  a  matter  of  deep  concern.  The  result  is  that 
an  increasing-  number  of  men  who  are  always  striving 
after  good  taste  in  wearing  apparel  demand  the  con- 
servative style  from  the  local  dealer,  in  consequence 
of  which  he  is  compelled  to  put  in,  in  addition  to  the 
freaks  which  have  served  no  good  purpose,  other  than 
to  increase  the  profits  of  the  last  maker,  the  modern 
low  heel,  wide  shank  and  low  toe  styles,  which  are  in 
vogue  and  have  been  for  a  long  while  in  London,  New 
York,  and  wherever  gentlemen  congregate  in  social 
life.  The  resulting  disadvantage  to  the  dealer  is  an 
increase  of  capital  and  with  the  manufacturer  the 
necessity  for  using  many  additional  styles  of  lasts. 

Perhaps  it  is  merely  an  expression  of  the  results 
of  competition  that  the  last  makers  have  sent  their 
agents  over  the  country  showing  shoes  made  on  what 


they  were  pleased  to  call  "newer  forms,"  and  what  I 
am  pleased  to  call  monstrous  forms.  They  have 
created  in  the  minds  of  small  shoe  dealers  the  idea 
that  there  is  an  active  demand  for  those  hideous  pro- 
ductions, and  having  created  an  inquiry  for  those 
called  "newer  shapes,"  the  manufacturer,  fearing  lest 
his  rival  should  show  one  new  thing  which  he  has 
not,  has  each  of  them  carried  in  his  line  of  samples. 

The  result  is  an  increase  in  the  cost  of  doing  busi- 
ness, from  the  necessity  of  increasing  the  manufactur- 
er's equipment  and  the  stock  in  the  dealer's  hands. 
The  net  result  will  be  a  very  great  loss  to  the  dealers 
who  have  on  their  shelves  these  monstrosities  to  get 
rid  of  as  a  declining  style,  and  at  a  loss,  and  as  for 
the  manufacturer  entire  changing  off  of  his  lasts  and 
patterns  for  these  undesirable  shapes. 

As  for  a  remedy,  I  could  not  suggest  anything  bet- 
ter than  an  annual  exhibition  of  European  and  Ameri- 
can styles,  such  as  tailors  hold  in  our  Atlantic  Sea- 
board cities,  but  since  this  suggests  the  possibility  of 
each  showing  to  his  competitor  the  improvement  he 
is  making  within  his  own  lines,  it  is  a  little  too  near 
an  ideal  economical  production  to  be  adopted  in  this 
competitive  era.  It  all  comes  down  finally  in  the  last 
analysis  to  the  matter  of  the  good  taste  of  the  pro- 
ducer. 

We  do  not  think  our  business  has  suffered  one- 
tenth  of  one  per  cent,  because  we  have  never  sold  a 
high  toe  monstrosity  and  we  think  our  reputation,  now 
that  the  tide  is  amply  turned,  has  increased  in  a  great 
percentage,  because  we  have  never  persuaded  or  offer- 
ed to  our  customers,  merchandise  we  regarded  as  in 
bad  taste. 

Yours  truly, 

J.  P.  TWADDELL, 
Secretary,  National  Shoe  Retailers'  Ass'n. 


The  Proper  Way 

The  right  way  to  figure  profits  is  a  subject  in 
which  every  retailer  is  vitally  interested,  says  the 
Shoe  and  Leather  Gazette.  Scarcely  twenty-five  per 
cent,  of  retailers  are  figuring  correctly,  and  for  that 
reason  the  following  letter  is  interesting.  A  retailer 
writes : 

It  is  a  problem  among  retail  merchants  as  to  the 
proper  way  of  figuring  "the  cost  of  doing  business." 
Some  say  you  should  figure  your  gross  sales  against 
your  gross  expense  to  get  your  percentage  of  cost  of 
doing  business,  and  others  say  you  should  figure  your 
expense  against  your  invoice  cost  of  goods. 

Now,  I  contend  that  you  should  figure  against 
your  gross  sales  and  not  on  the  cost  of  merchandise, 
because  it  is  on  the  selling  price  that  you  secure  your 
profit,  and  not  on  the  cost  of  an  article.  For  instance, 
if  I  buy  $100  worth  of  goods  and  it  costs  me  $10  to 
sell  those  goods,  and  I  sell  them  for  $200,  it  has 
cost  me  five  per  cent,  to  do  that  business,  where,  if  I 
figured  on  the  invoice  cost  it  would  have  cost  me  ten 
per  cent,  to  sell  them.  This  is  the  way  I  figure  costs 
and  profits : 

Invoice  cost  of  goods  $100.00 

Retail  cost   200.00 

Costs  me  ten  per  cent,  to  do  business. 
Figured  on  my  gross  sales  makes  actual  cost 

of  these  goods  $120.00 

The  difference  in  the  cost  and  selling  price  is  80.00 
or  a  profit  of  forty  per  cent. 


to  Figure  Profits 

Now,  bear  in  mind,  I  do  not  say  I  add  the  cost 
of  doing  business  to  the  actual  marking  up  of  goods. 
T  use  it  in  figuring  my  selling  price,  so  that  I  will 
know  what  profit  I  am  going  to  make  on  an  article. 

I  trust  I  have  made  myself  plain  to  you,  and  I 
would  like  to  see  this  matter  discussed,  as  it  is  a  vital 
subject  with  retailers  throughout  the  country.  If  I 
am  wrong  in  my  figuring,  I  would  like  to  know. 

A  Concrete  Case  Cited 

The  answer  to  the  above  may  best  be  conveyed 
by  citing  a  concrete  case.  It  relates  to  another  retailer 
who  had  practically  the  same  question  in  his  mind  as 
had  the  writer  of  the  above.  This  retailer  thought, 
until  a  week  or  so  ago,  that  he  had  made  a  good  profit 
last  year  in  addition  to  his  salary,  but  he  discovered 
that  he  actually  had  lost  $1,125. 

I  started  the  year,  he  writes,  with  $1,100  in  the 
bank  and  a  stock  inventory  of  $3,450.  Doing  a  cash 
business,  1  had  no  outstanding  accounts  and  my  ac- 
counts payable  amounted  to  only  $550.  Assets,  $4,- 
550.    Liabilities,  $550. 

My  business  for  the  year  aggregated  $40,000.  My 
stock  inventory  at  the  end  of  the  year  was  $3,250. 
My  bank  balance  was  $600.  Accounts  payable,  against 
me,  aggregate  $''75.  I  had  drawn  nothing  from  the 
business  except  my  salary  of  $100  a  month.  Assets 
$3,850.    Liabilities"  $975. 

I  found  that  my  cost  of  doing  business  was  22  per 
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cent.,  including  my  salary.  I  figured  that  I  should 
make  a  profit  of  ten  per  cent,  and  marked  all  my 
goods  for  that  profit. 

I  made  my  purchases  carefully,  so  that  my  stock 
did  not  pile  up.  I  handled  only  such  goods  as  I  was 
able  to  move  and  could  make  the  ten  per  cent.  on. 
But  I  find  my  inventory  smaller,  my  bank  balance 
smaller,  and  my  debts  bigger  at  the  end  of  the  year. 
I  expected  a  profit  above  expenses  of  $2,500.  I 
thought  I  had  that  profit,  but  my  year-end  statement 
shows  that  I  have  lost  $1,125.  Can  you  tell  me  the 
answer  to  this  puzzle? 

His  Mistake 

His  mistake  was  this:  He  took  his  cost  of  doing 
business  and  his  profit  from  the  cost  price.  He  should 
have  taken  both  from  the  selling  price. 

He  has  less  money  in  the  bank.  He  owes  more. 
He  has  less  stock.  He  has  not  made  ten  per  cent. — 
that  is  plain.  Instead,  he  has  lost  the  amount  of  the 
decrease  in  stock  and  cash  and  the  amount  of  in- 
crease in  debts. 

Why?  The  problem  was  figured  out  for  him. 
He  thought  he  was  adding  ten  per  cent,  profit,  but 
in  reality  he  did  not  add  anything  for  profit.  Sup- 
pose an  article  cost  him  $2.25.  Suppose  his  cost  of 
doing-  business  was  22  per  cent.,  and  it  was  desired 
to  fix  a  price  that  would  allow  10  per  cent,  profit.  He 
added  32  per  cent,  to  the  cost  price  of  $2.25  and  thought 
he  was  adding  10  per  cent,  for  profit. 

The  Difference  Shown 

He  had  estimated  his  cost  of  doing  business,  of 
course,  as  22  per  cent,  on  his  gross  business,  or  on 
the  selling  price  of  the  article.  Instead  of  allowing  22 
per  cent,  on  the  selling  price  for  cost  of  doing  busi- 
ness, he  added  49.5  cents  to  the  cost  price.  Instead  of 
allowing  10  per  cent,  on  the  selling  price  for  profit, 
he  added  22.5  cents  to  the  cost  price.  It  really  cost 
him  almost  73  cents  to  sell  the  article,  one  cent  more 
than  both  the  amounts  he  added. 

Here  is  the  difference:  The  article  was  sold  for 
$2.97  or  probably  $3.00,  when  it  had  to  be  sold  for 
$3.31  to  get  10  per  cent,  profit.  He  needed  a  gross 
business  of  over  $50,000  on  the  same  wholesale  cost 
to  make  his  10  per  cent,  profit. 

'  Prove  the  figures  :  Twenty-two  per  cent,  on  $3.31 


is  nearly  73  cents.  Ten  per  cent,  on  $3.31  is  a  little 
over  33  cents.  Adding  73  and  33  gives  $1.06.  Adding 
this  to  $2.25  gives  us  $3.31.  The  whole  problem 
hinges  here :  Figure  your  percentages  on  the  selling- 
price. 

Shoes  as  an  Instance 

Take  shoes,  for  instance,  at  $2.00  each,  and  sup- 
pose that  a  merchant  is  doing  business  at  a  cost  of 
22  per  cent,  of  the  selling-  price.  He  sells  them  at 
$3  each.    What  is  his  net  profit? 

The  overhead  expense  is  fixed  at  22  per  cent,  or 
66  cents.  Deducting  this  from  $3.00  there  is  a  bal- 
ance of  $2.34,  of  which  34c  (11  per  cent.)  is  net  profit. 

To  show  the  danger  of  figuring  profits  on  cost 
price,  let  us  take  the  case  of  a  merchant  who  buys  a 
shoe  at  $1.25  and  sells  them  at  $1.50  on  the  supposi- 
tion that  he  is  making  20  per  cent,  profit.  His  cost 
of  doing  business  will  be  approximately  22  per  cent., 
or  33  cents,  leaving  a  net  return  on  each  pair  of  $1.17. 
On  this  basis,  he  has  really  lost  8  cents  on  each  pair, 
or  about  5  per  cent,  of  the  actual  cost. 

Figures  to  be  Determined 

First  decide  the  fixed  cost  of  doing  business,  and 
then  decide  what  profit  should  be  obtained.  For  ex- 
ample, let  these  percentages  be  22  per  cent,  and  15 
per  cent.,  respectively.  At  what  price  must  a  shoe 
costing  $3.00  be  sold?  Twenty-twro  per  cent,  plus 
fifteen  per  cent,  is  thirty-seven  per  cent.  Let  the  sell- 
ing- cost  be  represented  by  one  hundred  per  cent. 

It  follows,  therefore,  that  $3.00,  the  cost  price,  is 
63  per  cent,  on  the  selling  price,  which  by  simple 
arithmetic,  will  be  found  to  be  $4.75.  This  is  a  very 
safe  way  of  figuring,  and,  if  the  percentage  of  cost  for 
overhead  expenses  is  correctly  fixed,  there  should  be 
no  uncertainty  about  the  year  end  statement. 


There  is  nothing  that  will  hurt  your  business  more 
than  to  let  the  stickers  remain  too  long  and  accumu- 
late too  fast.  Like  the  barnacles  on  a  vessel's  bot- 
tom, they  will  impede  the  progress  of  your  trade.  Put 
red  mate  marks  on  them. 


Regard  every  hint  and  every  suggestion  which 
you  can  pick  up,  every  bit  of  knowledge  you  can  ab- 
sorb, as  part  of  your  future  capital. 


jBBBb& 


New  Factory  of  the  Palmer-McLellan  Shoepack  Company,  Limited,  Fredericton,  N.  B. 
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The  Season's  Footwear 

Boots  and  shoes  have  changed  only  slightly,  but 
evening  slippers  rival  the  rainbow  in  coloring,  and 
brightly-colored  heels,  which  advanced  so  slowly  to 
popularity,  seem  to  have  arrived. 

The  black  patent-leather  dress  boot,  with  a  grey 
cloth  top,  pearl-buttoned,  retains  the  favor  it  won  last 
winter.  Dressy  afternoon  shoes  show  combinations 
of  black  patent-leather  and  black  and  white  striped 
silk. 

The  Colonial  shoe  is  as  popular  as  ever,  with  the 
addition  only  of  a  fancy  toecap,  still  buckles  are 
much  used.  Indeed,  buckles  are  larger  and  more  elab- 
orate than  ever  and  almost  any  amount  may  be  spent 
■  in  such  a  small  detail  as  a  pair  of  slipper  buckles. 
Gold,  silver,  rhinestones,  gunmetal,  pearl  (both  smoked 
and  white),  and  all  the  fashionable  leathers  are  seen 
in  the  various  modifications  of  the  square,  round,  ob- 
long, oval  and  diamond-shaped  buckles.  Chiffon  ros- 
ettes and  butterfly  bows  studded  with  gold  or  silver 
sequins  or  rhinestones,  are  extensively  used  on  even- 
ing slippers,  and  one  of  the  season's  distinct  novelties 
is  the  application  of  a  gold  or  silver  filigree  design  to 
the  Louis  Quinze  heel. 

For  formal  evening  wear,  Paris  features  the  use 
of  metal  brocades.  Black  and  gold,  and  black  and 
silver  are  the  favorite  combinations.  Shades  of  dark 
red,  blue  and  violet,  combined  with  gold  and  silver, 
are  also  worn  with  gowns  introducing  those  tones. 

The  harlequin  satin  evening  slipper,  with  its  rhine- 
stone  buckle,  is  now  seen  in  a  variety  of  color  com- 
binations, the  toe  being  of  one  color  and  the  back  of 
the  slipper  and  the  heel  of  another. 

One  satin  evening  slipper  shows  three  colored 
stripes  around  the  top,  the  same  color  being  used  for 
the  heel  and  for  the  backing  of  the  rhinestone  buckle. 


One  of  the  smartest  models  shown  at  a  recent 
opening  was  a  black  satin  dancing  slipper,  with  a  bor- 
der of  rhinestones  around  the  top,  a  rhinestone  buckle 
and  the  highest  type  of  Louis  heel  studded  with  tins 
rhinestone  nail  heads. 


With  the  Travelling  Men 

Men  on  the  road  report  a  good  volume  of  business 
for  both  spring  and  assorting.  Difficulty  is  experi- 
enced in  some  cases  to  persuade  buyers  that  it  is  neces- 
sary for  them  to  pay  higher  prices  than  last  year,  but 
speaking  generally,  most  of  the  merchants  are  well 
informed  on  this  question  and  are  giving  their  orders 
at  the  new  range  of  prices.  The  danger  of  postponing 
purchase  to-day  is  that  there  may  be  a  still  further 
advance  in  values  and  owing  to  the  congested  state  of 
most  factories  a  serious  delay  in, deliveries  on  orders 
that  are  not  booked  sufficiently  etfdy.  Travellers  re- 
port a  large  sale  of  tan  boots,  both  laced  and  button- 
ed; it  would  appear  that  the  button  boot  is  to  be  very 
pi  ipular  next  summer. 


Napoleon  Bonaparte  and  you 

W  ere  made  of  the  same  clay  through  and  through. 

With  the  same  sort  of  bones  and  the  same  sort  of  hair, 

But  resemblance  between  you  two  ceases  right  there. 

For  Napoleon  Bonaparte  figured  his  share 

On  this  earth  was  dependent  on  how  much  he'd  dare. 

Me  tried  hard  by  day  and  he  tried  hard  by  night. 

He  waded  right  in  and  put  up  such  a  fight, 

Such  a  whole-hearted  scrap, 

That  before  long  the  map 

Had  to  be  rearranged 

Why,  it's  ALL  UP  to  you  ; 

You're  the  one  to  decide  if  your  mark  shall  come  true. 


The  New  Toronto  Warehouse  of  the  "Nugget"  Polish  Company,  Limited. 
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Rapid  Growth  of  Business 

The  Maple  Leaf  Shoe  Factory,  of  North  Battleford, 
Sask.,  is  one  of  the  most  up-to-date  of  its  kind  in  this 
country.  Mr.  W.  H.  Butler,  a  very  enterprising  and 
progressive  shoemaker,  is  the  proprietor.  He  started 
business  two  and  a  half  years  ago  in  a  much  smaller 
shop,  devoting  himself  entirely  to  shoe  repairing. 
When  he  opened  up  he  put  in  his  windows,  which  at 


The  Maple  Leaf  Shoe  Factory,  North  Battleford,  Sask. 

that  time  were  very  small,  thirty-six  pairs  of  new 
boots,  which  found  such  a  ready  sale  and  created  such 
a  steady  demand  that  his  business  started  to  expand 
rapidly  from  that  moment.  He  shortly  found  that  he 
required  larger  premises  and  purchased  the  building 
he  now  occupies.  He  had  the  front  of  the  present 
store  removed  and  replaced  with  a  cement  block  front 
containing  plate  glass  windows  seven  by  ten  feet.  Mr. 
Butler's  business  has  increased  in  two  and  a  half  years 
from  $100  a  month  to  $1,500  a  month,  and  he  looks 
forward  to  doubling  his  trade  next  year. 


Selling  Shoes  at  a  Fixed  Price 

Shoe  retailers  and  shoe  buyers  have  been  accustom- 
ed for  years  to  buy  their  shoes  at  a  certain  fixed  price ; 
that  is,  fixed  in  their  minds,  as  it  were,  in  spite  of 
price  advances.  For  instance,  a  shoe  buyer  will  look 
over  a  line,  and  seeing  a  shoe  that  he  likes,  will  often 
say  that  he  will  place  a  good-sized  order  if  he  can 
get  that  particular  shoe  at  a  certain  price,  this  price 
being  the  one  that  is  "fixed"  in  his  mind.  Mr.  Shoe 
Manufacturer  will  then  go  carefully  over  his  costs 
again  and  often  find  that  by  closer  figuring  and  a  little 
manipulation  of  leather,  findings  and  supplies,  he  can 
afford  to  sell  at  the  figure  offered  by  the  buyer.  He 
then  takes  the  order  and  buys  his  stock  at  figures  to 
allow  him  the  necessary  profit.  A  little  later  on,  an- 
other shoe  salesman  comes  along,  is  shown  the  shoe 
of  the  fixed  price,  and  frequently  says:  "I  can  duplicate 
that  shoe  at  the  same  price,"  often  receiving  an  order. 
The  second  salesman's  house  must  then  secure  stock 
for  the  order,  buying  on  better  terms  or  possibly  worse 
than  the  first  shoe  manufacturer,  and  fills  the  contract. 
Now  even  allowing  a  profit  on  this  business,  would 
it  not  be  better  all  around  for  each  firm  to  sell  its  own 
goods  without  endeavoring  to  duplicate  or  copy  a  com- 
petitor's shoe,  made  to  sell  at  a  fixed  price  in  order  to 
secure  an  extra  order  or  two?  The  fixed  price  idea 
seems  strongest  in  the  mind  of  the  actual  consumer, 
however,  who  has  been  paying,  say,  since  five  years 
ago,  $3.50  per  pair  for  his  shoes. 

It  seems  as  hard  for  shoe  retailers  to  get  some 
customers  away  from  the  price  they  have  been  ac- 
customed to  pay,  as  it  is  to  take  a  bone  away  from  a 
dog.    Even  when  told  that  they  cannot  possibly  ob- 


tain the  same  shoe  or  the  same  value  for  $3.50,  as  in 
the  past,  they  will  not  pay  more,  but  accept  a  shoe 
much  inferior  to  the  $3.50  shoe  of  the  past.  Fixed 
prices  seem  to  be  fixed  habits  with  some  in  the  shoe 
trade. — Hide  &  Leather. 


Work  That  Counts 

Work.  What  is  it  and  how  do  we  do  it?  Is  it 
the  thing  we  have  to  do,  and  do  simply  because  if  we 
do  not  do  it,  we  will  starve?  Or  do  we  take  pleasure 
in  our  work  and  do  it  because  it  lies  before  us  and 
needs  to  be  done? 

When  a  man  does  his  work  because  he  has  to  and 
gets  no  pleasure  out  of  the  doing,  then  either  he  is  a 
pretty  poor  sort  of  a  man  or  he  is  doing  the  wrong 
kind  of  work.  One's  attitude  of  mind  towards  one's 
work  makes  all  the  difference  in  the  world.  It  means 
happiness  or  misery  ;  joy  or  pain.  The  man  who  is 
dissatisfied  with  what  he  is  doing  had  better  investi- 
gate himself  and  his  work  rather  carefully  and  see 
what  is  wrong.  Every  once  in  a  while  you  run  across 
a  man  who  has  a  permanent  "grouch"  with  himself 
and  with  everything  and  everybody  around  him.  In- 
quiry always  brings  out  the  fact  that  he  is  not  on 
good  terms  with  his  work. 

It  would  pay  those  of  us  who  are  dissatisfied  and 
unhappy  to  think  over  our  attitude  of  mind  towards 
our  work ;  to  study  ourselves,  our  faults  and  virtues ; 
to  think  a  bit  and  find  out  whether  or  not  we  are 
square  pegs  in  round  holes. 

We  have  each  of  us  been  given  a  brain  to  think 
with  and  we  should  use  it  to  try  and  discover  what  it 
is  that  is  out  of  place.  A  little  quiet  meditation  is 
good  for  all  of  us,  particularly  if  we  are  unhappy  or 
dissatisfied.  Maybe  an  hour  or  two  of  undisturbed 
communion  would  discover  the  fact  that  it  is  not  the 
work  that  is  the  cause  of  the  unhappiness  and  dissatis- 
faction, but  that  it  lies  within  ourselves  and  is  due  to 
a  mistaken  and  biased  attitude  of  mind  towards  our 
work  and  our  fellow  men. 


It  is  said  that  apples  may  be  kept  two  years  by 
wrapping  them  in  newspapers  so  as  to  exclude  the 
air.  The  newspapers  must,  however,  he  ones  on  which 
the  subscription  is  paid  in  full,  or  the  dampness  result- 
ing from  the  "due"  will  cause  the  fruit  to  spoil. 


The  Regal  Shoe  Store,  Vancouver,  B.  G. 
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These  windows  measure  6  feet  by  11  feet,  and  are  fitted  with  hardwood 
floors.  The  lighting  consists  of  32  60- watt  tungsten  lamps  so  arranged  to 
throw  into  strong  relief  the  blue  and  white  sign  of  the  Regal  Shoes  along 
the  top  and  sides  of  the  windows.  Mirrors  are  placed  at  the  sides  and 
back.  All  shoes  are  displayed  on  brass  shoe  stands  of  attractive  design 
which  are  arranged  at  different  heights.  Transom  over  the  window  is  of 
pebble  glass,  which  ensures  good  lighting  for  the  store  interior. 
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The  Founders  of  Rubber  Industry 

The  two  men  to  whose  efforts  the  rubber  industry 
is  mainly  due  are  the  late  Chas.  Goodyear  who  in 
1838  began  a  series  of  experiments  which  in  1842  re- 
sulted in  the  discovery  of  the  process  of  vulcanization 
under  which  crude  rubber  is  made  serviceable,  and  W. 
II.  Wickham,  art  Englishman  who  is  still  living-  in 
London  on  a  pension.  The  latter  is  the  man  who  ac- 
cumulated enough  seeds  of  the  Para  Rubber  Tree  from 
the  jungles  of  Brazil    to    start    the    great  cultivated 
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plantations  outside  of  that  country.  Me  gathered  75,- 
000  rubber  tree  seeds  in  the  face  of  a  Brazilian  law 
which  would  have  doomed  him  to  chains,  had  he  heen 
caught. 

In  1875  Clements  Markham  suggested  that  the 
same  moist  hot  climate  to  be  found  in  Brazil,  where 
the  rubber  tree  had  flourished  for  centuries  without 
care,  was  to  be  found  in  India.  The  Agricultural  De- 
partment of  East  India  took  kindly  to  this  suggestion 
and  Mr.  Wickham  was  chosen  to  gather  the  seeds  of 
the  Para  rubber  tree  in  Brazil.  He  lived  in  the  jungle 
with  the  natives  for  a  long  period,  won  their  con- 
fidence, and  slowly  collected  seeds  until  he  had  75,- 
000  of  them.  J  le  put  these  in  hags  and  smuggled  them 
on  hoard  a  ship  which  was  short  of  cargo  and  funds. 
The  Government  of  India  stood  all  the  cost. 

The  cargo  was  carried  to  London,  and  the  seeds 
cultivated  in  the  hot  houses  of  Kew  Gardens.  Some 
2,000  Para  plants  developed  and  these  were  sent  to 
Ceylon  for  cultivation.  This-  was  the  beginning  of 
the  rubber-growing  industry  in  India  and  now  millions 
of  dollars  are  made  annually  in  the  plantations  of  Cey- 
lon, Malaya  and  other  East  Indian  provinces.  From 
Wickham's  seeds  much  purer  rubber  was  grown  than 
Brazil  had  ever  seen.  To-day  it  is  worth  22c  more  than 
wild  rubber. 

Wickham  did  not  make  a  fortune  out  of  the  busi- 
ness. He  lives  modestly  on  a  very  moderate  pension 
paid  him  by  the  Indian  Government. 

Chas.  Goodyear  also  did  not  profit  much  financially 
hy  his  service  to  the  world.  Rubber  was  useless  un- 
til he  showed  the  world  how  to  vulcanize  it.  In  sum- 
mer it  was  a  soft  sticky  mass  and  in  winter  as  hard 
as  stone.  He  patented  his  process  in  1844  and  then 
began  that  memorable  suit  which  brought  Daniel 
Webster  a  fee  of  $25,000.  Goodyear  won  the  suit  hut 
did  not  make  a  fortune  out  of  his  discovery.  His  des- 
cendents  are  not  even  in  the  rubber  business,  although 
the  family  name  has  brought  millions  of  money  to 


others.  Goodyear  did  not  accumulate  money  but 
spent  it  as  fast  as  he  got  it  to  further  his  investiga- 
tions, lie  was  a  man  of  science  but  the  money  kings 
reaped  the  real  reward.  When  the  Legion  of  Honor 
button  was  presented  to  Goodyear  he  was  in  prison  for 
debt. 


Appreciate  Your  Business 

Never  depreciate  the  importance  of  your  vocation. 
If  you  are  a  shoe  clerk  and  talking  with  a  member  of 
parliament  or  the  governor  general  himself,  for  that 
matter,  do  not  say  "I  am  only  a  plain  shoe  clerk  and 
have  not  had  much  experience."  Do  not  apologize  for 
it  and  tell  him  that  if  you  had  had  a  chance  to  go  to 
ci  iMege  as  other  Ix  >ys  had,  you  would  have  made  suiin- 
thing  of  yourself,  and  have  done  something  worth 
while. 

Your  business  is  just  as  important  as  his.  No  mat- 
ter how  high  a  position  a  man  holds,  make  him  feel 
by  the  superb  way  in  which  you  do  your  work  and 
by  your  manly  bearing  that  you  have  made  a  profes- 
sion of  your  business,  that  you  have  lifted  it  into 
great  dignity  by  your  scientific  methods.  There  is 
always  some  lack,  some  weakness,  in  the  person  who 
is  always  depreciating  the  importance  of  his  work. 
These  are  the  ear-marks  that  show  the  man  is  an 
artisan  instead  of  an  artist  in  his  line — that  he  is  not 
making  the  most  of  himself. 

His  business  should  be  of  absorbing  interest  to 
him  because  it  is  really  a  part  of  himself.  The  atmos- 
phere which  surrounds  his  vocation  indicates  what  lie 
is  in  himself.  His  business  or  profession  is  but  a  self 
expression.  There  is  an  air  of  refinement  or  coarse- 
ness, of  harmony  or  discord,  of  order  and  system  or 
slovenliness  and  slip-shod  methods,  a  quality  of  hon- 
esty and  square  dealing  or  of  trickery  and  fraud,  just 
according  to  the  quality  of  his  ideal  which  he  has 
worked  out  in  his  specialty. 


Interior  of  Avenue  Shoe  Store,  Winnipeg.    This  store 
was  described  in  our  last  issue. 


It  is  a  poor  store,  indeed,  that  has  no  reputation 
for  being  the  best  place  to  buy  something.  Make 
your  store  the  best  place  to  buy  shoes  and  you  will 
win  a  warmer  place  in  the  esteem  of  the  people  than 
you  can  expect  to  obtain  otherwise.  You  cannot  ac- 
tually excel  in  every  respect,  but  if  yours  is  the  best 
place  to  buy  shoes  your  customers  will  be  apt  to 
think  as  you  do. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Mr.  F.  Nolinsky,  Ideal 
Shoe  Company,  Limited. 


The  Ideal  Shoe  Company, 
Limited,  Elmira,  Ont,  have 
moved  into  larger  quarters 
where  they  will  continue  to 
make  soft  sole  shoes  and  up- 
pers for  other  factories.  The 
floor  space  of  the  factory  is 
5,550  square  feet.  F.  Nolinsky, 
managing  director,  has  had  a 
quarter  of  a  century's  experi- 
ence in  manufacturing  this  line. 
He  has  with  him  workmen  who 
l  ave  been  under  his  care  for 
some  years  and  in  consequence 
the  work  to  be  turned  out  will 
be  first  class  in  every  particular. 

Under  the  letters  of  incor- 
poration of  Gale  Brothers,  Lim- 
ited, Quebec,  power  is  taken  to 
carry  on  the  business  of  manu- 
facturing boots  and  shoes,  to 
deal  in  all  kinds  of  merchandise 
necessary  to  the  business,  to 
assist  financially  firms  or  per- 
sons with  whom  the  company  may  have  business  relations, 
and  to  acquire  as  a  going  concern  the  business  carried  on 
in  the  city  of  Quebec  by  Herbert  V.  Gale,  of  Quebec,  and 
Benjamin  Gale,  Of  Woodstock,  Ont.,  under  the  name  of 
Gale  Brothers. 

A.  E.  Saucier,  of  the  Saucier  Shoe  Co.,  Montreal,  is 
visiting  the  principal  shoe  centres  of  Massachusetts  in  the 
interest  of  his  business. 

Paul  Galibert,  Montreal,  is  building  a  new  hair  wash- 
ing plant  with  facilities  for  drying. 

Daoust  &  Lalonde,  Montreal,  have  just  installed  a  well- 
equipped  analytical  laboratory,  which  will  be  in  charge  of 
Armand  Daoust. 

The  plant  of  F.  Galibert,  the  well-known  glove  and 
leather  manufacturer  at  Montreal,  is  being  increased  by  a 
cement  construction  to  be  used  for  the  beam-house  work. 

Mr.  D.  Lome  McGibbon,  president  of  the  Canadian 
Consolidated  Rubber  Company,  Montreal,  announces  that 
the  directors  of  that  firm  are  working  out  the  details  of 
plans  for  issuing  further  capital,  necessary  owing  to  the 
expanding  trade  of  the  company.  It  is  hoped  that  the  plans 
will  be  ready  at  the  beginning  of  next  year. 

A  Quebec  firm  is  removing  to  Maisonneuve,  P.Q.,  which 
is  rapidly  becoming  the  shoe  manufacturing  centre  of  Can- 
ada. A  factory  at  Aird  and  Ernest  streets  has  already  been 
commenced;  it  will  be  four  storeys  high,  and  the  site  is 
245  x  45.  The  firm  has  received  exemptions  from  taxation 
by  the  municipality. 

The  city  of  Three  Rivers,  P.Q.,  is  becoming  quite  an 
industrial  centre,  and  is  attracting  many  Englishmen.  The 
Tebutt  Shoe  &  Leather  Company  is  among  the  more  im- 
portant industries,  and  the  city  can  also  boast  several  nice 
retail  shoe  stores.  Some  of  these  have  good  windows,  and 
the  interiors  are  well  arranged. 

Mr.  M.  L.  Deschene,  of  Quebec  City,  has  been  on  a 
business  visit  to  Montreal. 

The  Star  Shoe  Company,  Ltd.,  St.  Catherine  street  east, 
Montreal,  have  decided  to  enlarge  their  factory  by  another 
storey,  making  the  building  three  storeys.  The  additional 
accommodation  is  required  owing  to  expanding  business. 

Mr.  John  Duggan,  who  represents  the  Rideau  Shoe 
Company,  Maisonneuve,  in  the  Maritime  Provinces,  has  been 
appointed  a  justice  of  the  peace  for  the  district  of  Montreal. 

John  F.  Mader,  the  popular  traveller  for  the  Canadian 
Arrowsmith  Limited  of  Niagara  Falls,  Ont.,  recently  re- 
turned from  a  trip  through  Ontario  and  Quebec.  He  re- 
ports business  as  exceptionally  brisk  and  the  number  and 
volume  of  his  orders  are  rapidly  increasing. 

A  fire  broke  out  in  the  shoe  factory  of  Gale  Bros.,  of 
518  St-  Valier  street,  Quebec,  on  November  17th,  but  for- 


tunately it  was  confined  to  the  cutting  and  fitting  rooms. 
The  loss  was  $17,000  on  the  stock,  $6,000  on  the  building, 
and  $6,000  on  machinery.  Repairs  are  well  under  way  and 
the  company  expects  to  have  everything  rebuilt  and  in  run- 
ning order  about  December  15th. 

At  the  invitation  of  the  United  Shoe  Machinery  Com- 
pany of  Canada,  Maisonneuve,  the  members  of  the  Super- 
intendents' and  Foremen's  Association  of  Montreal,  and  other 
superintendents  and  foremen  visited  the  works  of,  the  com- 
pany on  Nov.  12.  Mr.  F.  W.  Knowlton,  the  manager,  and 
Mr.  Algeo,  the  assistant  manager,  showed  the  visitors  round 
the  factory,  and  made  the  necessary  explanations.  The 
visit  was  made  in  the  evening,  so  as  to  enable  a  large 
party  to  accept  the  invitation.  After  the  inspection,  the 
visitors  were  served  with  dinner  in  the  dining  hall  of  the 
factory.  Mr.  E.  F.  Leonard,  the  President  of  the  Superin- 
tendents' and  Foremen's  Association,  in  expressing  appre- 
ciation of  the  courtesy  of  the  company  and  of  Mr.  Knowl- 
ton and  Mr.  Algeo,  spoke  of  the  difficulty  in  the  way  of 
organizing  the  association,  and  stated  that  they  were  now 
progressing  in  a  satisfactory  way.  Mr.  Knowlton  replied 
that  he  was  pleased  with  the  number  present,  representing 
the  various  departments  in  the  shoe  trade.  He  believed  the 
Superintendents'  and  Foremen's  Associations,  by  bringing 
the  members  together  frequently,  were  the  means  of  ma- 
terial assistance  to  the  shoe  manufacturing  industry  as  a 
whole,  and  his  company  were  always  willing  to  render  any 
assistance  possible  in  their  interest;  he  hoped  the  visit  was 
instrumental  in  retaining  mutual  co-operation.  Mr.  Allen 
spoke  on  behalf  of  the  shoe  salesmen,  expressing  his  ap- 
preciation of  the  courtesy  shown  by  the  company,  and  the 
up-to-date  manner  in  which  their  plant  is  laid  out.  Mr. 
Reed  said  that,  having  seen  several  manufacturing  concerns, 
he  had  seen  none  more  completely  equipped  for  the  benefit 
of  their  employees  than  that  of  the  United  Shoe  Machinery 
Company. 

The  "Nugget"  Polish  Company  Ltd.  held  their  annual 
banquet  recently  at  the  Merchants  Hotel,  Toronto,  where  a 
splendid  dinner  was  put  up  under  the  directions  of  Mr. 
Morgan  and  it  was  an  enthusiastic  success.  Mr.  W.  F. 
McNeill,  the  Canadian  manager,  made  a  brief  speech  thank- 
ing the  staff  for  their  loyal  service  to  the  company  and 
also  congratulated  them  on  the  finish  of  a  most  successful 
year.  Mr.  L.  R.  Howard,  in  replying  for  the  office  staff, 
commented  on  the  excellent  feeling  that  existed  between 
all  members  of  the  company  in  Canada.  Mr.  T.  W.  Hart, 
speaking  for  the  sales  department,  commented  on  the  good 
treatment  that  the  travellers  received  from  the  company 
and  assured  the  manager  that  the  coming  year,  if  his  en- 
deavors counted  for  anything,  would  show  a  still  larger 
increase  in  sales  than  ever.  Mr.  H.  W.  Parsons  and  Mr. 
F.  B.  Bollard  both  made  brief  speeches  commenting  on  the 
excellent  prospects  for  the  coming  season. 

Daniel  Mclntyre,  shoe  merchant  and  grocer,  of  Appin, 
Ont.,  suffered  loss  by  fire. 

Jacob  Roston,  boots  and  shoes,  etc.,  of  Montreal,  has 
sold  to  R.  Korschoff. 

D.  Frumpkin  has  opened  a  shoe  store  at  South  Porcu- 
pine, Ont. 

J.  K.  Holland,  shoe  retailer  of  Walkerville,  Ont.,  has 
removed  to  Wallaceburg. 

John  O'Sullivan  is  covering  the  territory  from  North 
Bay  to  Port  Arthur  for  the  W.  B.  Flamilton  Shoe  Company 
of  Toronto.  Fie  is  taking  the  place  of  the  late  Bruce  Mc- 
Kellar,  of  Ossian,  Ont. 

J.  Chauvin  has  opened  a  shoe  store  at  Tilbury,  Ont. 

The  Foster  Shoe  Company  of  Calgary,  have  opened  a 
branch  store  in  Edmonton. 

The  John  Agnew  Company  Limited,  who  have  shoe 
stores  in  Berlin,  Woodstock,  Brantford,  and  Hagersville 
have  purchased  the  store  in  Woodstock  lately  occupied  by 
J.  D.  McCrimmon. 

D.  Schell  has  purchased  the  shoe  store  of  Fred.  Sewell 
at  Listowel. 
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Mr.  J.  Linton,  of  Linton  &  Company,  Montreal,  re- 
cently returned  from  a  visit  to  Winnipeg. 

J.  Brodie,  shoe  dealer,  Toronto,  Out.,  is  dead. 

The  Thompson  Shoe  Company,  Ltd.,  Montreal,  are  mak- 
ing alterations  to  their  office  and  warehouse  in  order  to 
cope  more  efficiently  with  their  business.  The  company 
have  recently  added  some  specialties  to  their  stock,  and  re- 
port an  increasing  trade. 

The  United  Boot  Shop,  Limited,  has  just  been  incor- 
porated, and  will  work  in  harmony  with  the  United  Co- 
operative Stores,  Limited,  in  opening  a  chain  of  shops 
across  the  Dominion.  The  former  company  have  purchased 
the  business  of  Stark,  Limited,  Vancouver,  and  also  acquired 
stores  in  New  Westminster,  Victoria,  and  Nanaimo,  B.C. 

Mr.  Charles  E.  Slater,  of  the  Slater  Shoe  Co.,  Limited, 
Montreal,  is  on  a  visit  to  Ontario  opening  up  new  agencies 
for  the  company  and  also  visiting  existing  agencies.  The 
company  are  engaged  in  a  \igorous  advertising  campaign, 
ami  report  that  their  trade  shows  a  considerable  increase 
over  that  of  last  year. 

Mr.  A.  J.  Laberge,  of  the  Ames-Holden  McCready  sales 
staff,  is  suffering  from  pneumonia. 

J.  S.  Rose  has  opened  a  men's  furnishings  and  boot  ami 
shoe  store  in  Lethbridge,  Alta. 

F.  Slough  has  purchased  the  men's  furnishings  and  shoe 
store  of  R.  L.  Unwin,  at  Salmon  Arm,  B.C. 

Cornell  &  Company,  shoe  dealers  of  Ingersoll,  Out., 
have  been  succeeded  by  YV.  N.  Storey. 

Dowker  Mcintosh  &  Company  have  been  registered  to 
carry  on  a  wholesale   leather  business  in  Montreal,  Que. 

Geo.  W.  Sadler  &  Co.,  tanners,  Stanbridge  East,  Que., 
are  making  additions  to  their  tannery  that  will  give  them 
a  capacity  for  tanning  one  hundred  heavy  whole  hides  per 
day. 

A  recent  issue  of  the  Sydney  Daily  Post  contains  fur- 
ther information  respecting  the  shoe  factory  which  is  to  be 
established  at  Sydney,  C.  B.,  and  publishes  an  interview 
with  Mr.  B.  E.  Cough,  one  of  the  men  principally  interested. 
According  to  this  the  company  have  an  authorized  capital 
of  $100,000,  and  propose  to  locate  within  the  boundaries  of 
the  city,  although  no  site  has  been  settled  upon  as  yet.  They 
will  manufacture  leather  boots  and  shoes.  When  the  fac- 
tory is  first  put  in  operation  forty  hands  will  be  employed, 
but  when  fully  equipped  a  minimum  of  one  hundred  wil! 
be  given  employment.  Twenty  per  cent,  of  these  will  be 
women  and  eighty  per  cent.  men.  Wages  paid  for  the  first 
year  will  total  a  minimum  of  $30,000  and  may  run  to  $75,000. 
The  plant  will  cost  $20,000  half  of  which  would  go  towards 
buildings  and  half  to  machinery.  Men  employed  in  the 
factory  will  receive  $15.00  per  week  and  women  from  $10.00 
to  $15.00.  The  company  ask  from  the  city,  exemption  from 
taxation  for  twenty  years  on  lands,  building,  plant  and 
stock,  and  free  water  for  the  same  term.  A  committee  con- 
sisting of  the  mayor,  and  several  aldermen  has  been  appoint- 
ed to  report  to  the  council  on  the  proposition. 

The  Federal  Shoe  Factories  Limited,  of  Maisonneuve, 
Que.,  has  been  organized.    The  capital  stock  is  $500,000. 

H.  D.  Broderic,  manager  of  F.  E.  Atteaux  &  Company, 
Montreal,  recently  called  on  the  tanners  and  shoemen 
throughout  the  province  of  Quebec. 

R.  B.  Phillips,  of  Proctor  &  Gamble  Distributing  Com- 
pany, Cincinnati,  is  making  his  semi-annual  visit  among 
the  trade  in  Canada. 

On  account  of  the  increase  in  the  price  of  stock,  shoe 
repairers  have  advanced  their  schedule  of  prices  20  per 
cent,  and  25  per  cent. 

F.  E.  Atteaux,  Montreal,  who  makes  a  specialty  of  tan- 
ners' supplies,  report  that  tanners  are  buying  very  freely 
of  all  kinds  of  material. 

John  Webber,  demonstrating  salesman  of  the  Americ  in 
Dyewood  Company,  Boston,  has  spent  several  days  in  Mon- 
treal recently,  demonstrating  the  colors  handled  by  the 
company. 

The  Hudson  Bay  Company  contemplate  erecting  a  $500,- 
000  department  store,  in  Winnipeg. 

La  Duchess  Shoe  Company  of  Montreal  have  recently 
registered  as  shoe  manufacturers. 

Wallace   Bros,   have   opened   a   shoe   store   in  Guelph, 

Out. 

The  St.  Thomas  Board  of  Trade  have  unanimously  en- 
dorsed the  proposal  to  establish  a  Canadian  branch  of  E. 


IN  CANADA 

T.  Wright  &  Company,  shoe  manufacturers  of  Rockland. 
Mass.,  at  that  place.  The  by-law  will  be  submitted  to  the 
ratepayers  on  December  4th  and  there  is  not  the  slightest 
doubt  but  that  it  will  carry  with  an  overwhelming  majority. 

Mr.  Geo.  Cane,  general  salesinanager  of  the  Miner  Rub- 
ber Company  who  has  been  on  a  business  trip  to  the 
Pacific  Coast,  has  returned  to  Granby,  Que. 

Percy  C.  King  has  opened  a  modern  repair  shop  in 
Guelph  and  has  installed  a  22  ft.  Model  M  complete  Good- 
year outfit  with  stitcher. 

The  Solid  Leather  Shoe  Company  of  Preston,  Ont.,  in 
order  to  meet  the  demands  of  their  rapidly  increasing  busi- 
ness, have  decided  to  add  another  storey  to  their  factory. 

Wilber  E.  Smith  has  opened  a  shoe  store  at  290  Welling- 
ton street,  Ottawa.  These  premises  were  formerly  occu- 
pied by  the  Isaiah   Pratt  Shoe  Store. 

The  Northern  Shoe  and  Saddlery  Company  is  about  to 
open  a  store  at  Athabasca  Landing,  Alta. 

The  Maple  Leaf  Shoe  Manufacturing  Company  have 
registered  in  Montreal,  Que. 

J.  G.  Downton,  boot  and  shoe  dealer  of  Montreal,  is 
dead. 

Anton  Hanson  has  opened  a  shoe  shop  at  Kaslo,  B.  C. 

James  Sullivan,  a  Toronto  shoemaker,  died  last  month 
from  the  effects  of  a  dose  of  carbolic  acid,  taken  in  mistake 
for  medicine  for  a  cold.    He  leaves  a  wife  and  nine  children. 

Judgment  has  been  given  in  the  action  which,  as  re- 
ported in  last  month's  Footwear,  was  brought  by  J.  &  T. 
Bell,  Ltd.  Montreal,  against  the  Rideau  Shoe  Company, 
Maisonneuve,  for  an  injunction  restraining  the  respondents 
from  usiiif>  the  words,  "cushion  sole"  or  "cushion  shoes" 
either  alone  or  in  connection  with  the  name  of  Dr.  Reed. 
It  was  claimed  by  the  petitioners  that  these  words  or  their 
equivalent  have  been  patented,  the  patent  rights  being  the 
property  of  the  petitioners,  who  also  claimed  the  exclusive 
right  to  make  use  of  the  words  "Dr.  Reed"  and  "cushion" 
in  connection  with  a  special  felt  sole  which  they  manu- 
facture. The  respondents,  on  the  other  hand,  replied  that 
there  could  be  no  patent  governing  the  insertion  of  a  simple 
piece  of  felt  between  two  leather  soles.  In  addition,  they 
produced  letters  patent  covering  the  special  type  of  the 
sole  they  manufacture,  and  claimed  that  their  product  is 
an  improvement  on,  and  different  from,  that  of  the  petition- 
ers. Mr.  Justice  Beaudin,  in  the  Supreme  Court,  came  to 
the  conclusion  that  the  petitioners  had  failed  to  prove  that 
there  was  sufficient  justification  for  the  issue  of  an  injunc- 
tion. In  view  of  the  conflicting  patents,  the  Judge  decided 
that  the  matter  was  one  which  would  have  to  be  threshed 
out  in  a  hearing  on  merits,  and  hence  dismissed  the  appli- 
cation, reserving,  however,  to  petitioners  the  right  to  take 
an  action  in  damages  against  the  respondents. 

J.  Letellier,  shoe  dealer  of  Ottawa,  Ont.,  is  dead. 

The  Wood  Paige  Shoe  Company  of  Vancouver,  B.  C, 
have  dissolved. 

The  E.  V.  Donaldson  Shoe  Company  of  Brandon,  Man., 
expect  to  start  the  construction  work  on  their  three  storey 
boot  and  shoe  factory  in  the  coming  year. 

J.  W.  Watkins  who  has  been  in  charge  of  the  finishing 
and  packing  room  of  the  Parker  Boot  &  Shoe  Company, 
Jefferson  City,  Mo.,  has  accepted  a  similar  position  with 
the  Ames-Holden-McCready  Company,  of  Montreal.  For- 
merly he  was  foreman  at  the  Sunlight  Factory  of  the  Ham- 
ilton Brown  Shoe  Company,  St.  Louis,  Mo.,  U.  S.  A. 

Dupont  &  Frere,  of  Maisonneuve,  are  building  an  addi- 
tion to  their  factory.  It  will  be  of  brick  construction,  four 
storeys  high,  and  on  a  lot  34  x  35  feet.  It  is  proposed  to 
remodel  the  factory  arrangements,  part  of  the  new  building 
being   devoted   to   the   lasting  department. 

Mr.  Voyer.  trading  as  the  Mount  Royal  Footwear  Com- 
pany, is  starting  a  factory  on  Ontario  street  east,  Montreal, 
for  the  manufacture  of  turns.  The  factory  will  be  equipped 
by  the  United  Shoe  Machinery  Company  of  Canada,  with 
machinery  of  a  capacity  of  1215  cases. 

A  factory  is  being  started  at  Grand'Mere,  P.Q..  by  the 
Laurentide  Shoe  and  Leather  Company.  It  is  proposed 
to  make  standard  screws  and  McKay  staples,  the  machinery 
being  supplied  by  the  United  Shoe  Machinery  Company  of 
Canada.  Mr.  Gendron  is  president  of  the  company,  and  Mr. 
Langlois,  formerly  of  Langlois  &  Company,  Que.,  the 
superintendent. 

The  E-Z  Walk  Manufacturing  Company,  New  York, 
N.  Y.,  have  removed  to  33-35-37-39  Sixth  avenue,  where  with 
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greatly  increased  facilities  they  are  able  to  fill  their  orders, 
with  even  more  promptness  than  in  the  past. 

Dufresne  &  Locke,  Maisonneuve,  are  fitting  up  a  new 
department  for  women's  shoes. 

Isaiah  Pratt  of  I.  Pratt  &  Company,  boot  and  shoe 
retailers  of  Ottawa,  Ont.,  is  dead. 

W.  S.  Wyatt  and  J.  A.  Little  are  opening  a  shoe  store 
in  Saskatoon,  Sask.  The  manager  will  be  F.  A.  Robin- 
son, who  had  charge  of  the  shoe  department  of  Currie  Bros, 
of  that  city  for  some  six  years,  and  has  been  in  the  shoe 
business  for  twenty-two  years.  The  new  firm  will  be  ready 
for  business  the  middle  of  December,  and  will  stock  travel- 
ling goods  as  well  as  the  leading  shoe  lines. 

We  are  pleased  to  state  that  F.  Moisan,  soft  sole  manu- 
facturer of  Quebec,  who  recently  underwent  an  operation 
for  his  eyes  is  well  enough  to  be  about  again. 

The  Rannard  Shoe  Company  of  Winnipeg,  contemplate 
making  an  extension  to  their  premises  in  the  near  future, 
taking  over  two  adjacent  stores. 

Chas.  A.  Ahrens  &  Company  of  Berlin,  Ont.,  have 
changed  their  style  to  Chas.  A.  Ahrens  Limited.  The  cap- 
ital stock  of  the  new  company  is  $100,000. 

St.  Thomas  .has  certainly  decided  to  be  a  shoe  town. 
The  Board  of  Trade  and  Aldermen  of  that  place  are  now 
negotiating  with  a  large  Detroit  firm  of  shoe  manufacturers 
with  reference  to  establishing  a  Canadian  branch  at  that 
place. 

Sydney  Collis  has  resumed  his  duties  as  superintendent 
for  C.  Galibert  &  Sons,  after  a  vacation  spent  in  England. 

At  a  meeting  of  the  Montreal  Boot  &  Shoe  Section  of 
the  Canadian  Manufacturers'  Association,  held  at  Cooper's 
Restaurant,  on  November  21st,  Mr.  Joseph  Daoust  in  the 
chair,  the  officers  for  the  ensuing  year  were  elected.  The 
nominating  committee,  consisting  of  Messrs.  W.  Smardon, 


W.  Wayland  and  Alf.  Lambert,  suggested  the  following 
officers,  who  were  unanimously  elected:  Chairman,  Mr. 
Geo.  A.  Slater;  Vice-chairman,  N.  Tetrault;  reception  and 
membership  committee,  Messrs.  Ralph  Locke,  A.  Corbeil, 
and  Alf.  Lambert;  transportation  committee,  Messrs.  R. 
Lanthier,  N.  Macfarlane  and  R.  L.  Savage;  tariff  committee, 
Messrs.  Geo.  Slater.  ,W.  Smardon,  Oscar  Brunet  and  W.  S. 
Louson.  Prior  to  the  election,  the  secretary,  Mr.  H.  T. 
Meldrum.  gave  a  resume  of  the  year's  work.  The  chairman 
spoke  on  some  of  the  questions  and  problems  affecting  shoe 
manufacturers,  and  thanked  the  members  for  the  support 
they  had  given  him  during  the  past  year.  Mr.  Geo.  A. 
Slater  then  took  the  chair,  and  the  members  discussed  two 
or  three  matters  of  interest  to  the  shoe  business.  Before 
the  commencement  of  the  meeting  the  members  had  an  in- 
formal dinner. 

Chas.  McNeil,  of  the  Farbenfabriken  Co.,  is  demon- 
strating their  colors  among  the  trade  in  Montreal  and 
Quebec. 

Joe  Perella,  the  popular  salesman  of  the  New  England 
Blacking  Company,  is  calling  upon  the  trade  throughout 
the  Province  of  Quebec. 

The  Collis  Leather  Tannery,  Aurora.  Ont.,  contains  a 
modern  drying  equipment  consisting  of  3  large  fans  which 
convey  fresh  air  into  the  building  from  second  floor,  caus- 
ing the  same  to  pass  through  tiers  of  17  steam  heated  pipes, 
which  are  placed  close  to  the  front  and  rear  walls.  Trap 
doors  run  across  each  end  of  building  and  allow  the  air  to 
circulate  freely.  It  has  proved  a  great  success  in  heating 
the  building  and  drying  the  skins  in  a  much  shorter  time 
than  by  the  old  method. 

As  we  stated  in  last  month's  Footwear,  the  trade  of 
Ames-Holden-McCready,  Limited,  Montreal,  has  largely  de- 
veloped during  the  present  year.     Mr.  Clarence   F.  Smith, 


Wanted  and  For  Sale  Department 


Publishers  Notice: —  Positions  Wanted,  2  cents  a  word  per  insertion;  minimum  charge  50  cents. 
Advertisements  under  all  other  headings  3  cents  a  word  per  insertion  ;  minimum  charge  75  cents.  For 
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Positions  Wanted 


Positions  Vacant 


POSITION  DESIRED  —  AN  Ac- 
countant being  at  present  General 
Manager  of  a  shoe  factory  making 
Men's  Goodyear  and  McKays,  wants 
some  partners  with  small  capital  to 
start  shoe  manufacturing  on  a  small 
scale.  Other  details  given  on  appli- 
cation to  Box  650,  Footwear  in  Can- 
ada,  Toronto,    Ont.  12-2 

YOUNG  MAN  WITH  RETAIL  EX- 
perience  of  fifteen  years  in  boots  and 
shoes,  desiring  a  change,  wishes  posi- 
tion as  travelling  salesman,  or  in 
charge  of  boot  and  shoe  department. 
Can  furnish  best  of  references.  Age 
30.  Address  Box  656.  Footwear  in 
Canada,  Toronto,  Ont.  12 

Agencies  Wanted 

SALESMAN  WANTED— TO  CARRY 
as  a  side  line  a  legitimate  and  good 
selling  article.  Good  commission.  See 
advertisement,  page  21  this  issue.  The 
Oscar  Onken  Co.,  Cincinnati,  Ohio.  12 


HENRY  J.  WELCH  &  CO. 

CHARTERED  ACCOUNTANTS 
43  KINC  ST.  WEST,  TORONTO,  CANADA 

Audits,  Investigations 
Cost  and  general  systems 
Assignments  and  liquidations 


WANTED  —  ENERGETIC  TRAVEL- 
ler,  for  Quebec  and  Maritime  Pro- 
vinces. Must  talk  French,  To  handle 
shoe-store  supplies,  and  leather  and 
findings.  State  age.  References  re- 
quired. Apply  Box  660,  Footwear  in 
Canada,  Toronto,  Ont. 


For  Sale 


FOR  SALE— ONE  LOT  OF  GENT'S 
wooden  shanks.  One  lot  of  Gent's 
raw  hide  counters.  One  lot  of  youth's 
raw  hide  counters.  One  lot  of  boy's 
raw  hide  counters.  One  lot  of  wo- 
men's heels,  complete.  One  lot  of 
women's  top  lifts.  One  lot  of  women's 
lifts.  Everything  to  be  sold  inside  of 
thirty  days.  The  O.  B.  Shoe  Com- 
pany, Limited,  Drummondville,  Que. 

1 


Shoe  Stamp  Specialist 

Use  My  Up-to-Date  Stamps 
They  Help  Sell  Your  Shoes 

Distinctive  Designs 
Steel  and  Brass  Dies 


T     I    FnWARnS     H9  Summer  Street 

1.  j.  ww  Anuo,BOSTONiMa6g.iu.s. 


Riemer's  Yoi°d  Boots  and  Shoes 

Water-proof  leather  and  water-proof 
wood  sole.   Best  for  wear  in  wet  and 
damp  places.    Light,  dur- 
able, sanitary,  water- 
proof.   Special  Tann- 
age Oil  Grain,  High 
Cut    Buckle  Shoes, 
tongue  and  back  strap, 
per  pair,  11.35.  Special 
""annage,  Oil  Grain 
Boots,  per  pair, 
!,50.  Patent 
Steel  Rails 
on  sole 
and  heel 
25c.  per 
pair  ex- 

PATENTED       ><*£SZ3^5*"'^  tra. 

ALBERT  H.  R1EMER  HOE  CO. 
Manufacturers  and  Patentees    Milwaukee,  Wis 
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the  general  manager,  confirms  this  statement,  and  says  that 
the  six  months'  business  ending  October,  shows  an  increase 
of  sales  of  over  $750,000,  as  compared  with  the  same  period 
last  year,  and  very  largely  increased  profits.  The  joint  out- 
put of  the  three  factories  is  now  from  9,500  to  10,000  pairs 
per  day.  The  advance  sales  for  the  spring  trade  arc  con- 
siderably ahead  of  last  year,  and  reports  from  all  of  the 
branches,  from  the  Atlantic  to  the  Pacific,  indicate  a  heavy 
business  for  the  coming  spring.  Two  additions  were  made  to 
the  St.  Hyacinthe  factory,  and,  notwithstanding  this,  the 
company  is  crowded  with  orders,  which  will  keep  the  fac- 


tories at  full  capacity  until  next  March  without  any  addi- 
tional orders,  which  are  coming  in  daily.  The  company  re- 
cently erected  a  new  warehouse  in  Edmonton,  and  have  about 
completed  one  in  St.  John,  N.B.,  and  will  have  to  erect  larger 
warehouses  in  Winnipeg  and  Calgary  in  the  near  future  to 
meet  the  requirements  of  increased  business.  The  company 
anticipates  even  a  much  larger  showing,  both  in  sales  and 
profits,  during  the  next  six  months  of  the  fiscal  year. 

Mr.  John  1).  rainier.  President  of  the  (fartt  Boot  and 
Shoe  Company,  has  been  appointed  chairman  of  the  Pub- 
licity Committee  of  the  Fredericton  Hoard  of  Trade. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

A  Mr.  Peacock  has  opened  a  general  store  at  Car- 
mangay. 

The  Pocohontas  Trading  Company  Limited,  Entwistle, 
lias  opened  a  general  store. 

A  Mr.  Lipson  has  opened  a  general  store  in  Calgary. 

Hunt  &  Andrews  have  opened  a  general  store  at  St. 
Lambert. 

Genereaux  &  Viens  have  opened  a  general  store  at  Atha- 
basca Landing. 

Arial  Bros,  have  opened  a  general  store  at  Gleichen. 

British  Columbia 

A.  R.  Millard,  Coquitlam,  has  opened  a  branch  general 
store. 

Parkin  Bros,  have  purchased  the  general  store  of  Dun- 
can Bros,  at  Sandwich. 

Manitoba 

The  North  Transcona  Trading  Company  has  opened  a 
general  store  at  North  Transcona. 


A  Mr.  Perkoff  has  opened  a  general  store  at  Angusvillc. 
M.  Magilovkin  has  opened  a  general  store  at  St.  Boni- 
face. 

Saskatchewan 

T.  E.  Hahn  has  opened  a  general  store  at  Birdview. 
Fitzpatrick  &  RadlofT  have  opened  a  general  store  at 
Star  City. 

Sanford  Bros.,  general  storekeepers  of  Lemberg,  have 
moved  to  Neudorf. 

The  Vanguard  Co-operative  Supply  Co.  Ltd.,  has  incor- 
porated with  headquarters  at  Vanguard. 

M.  Rotstlein  has  opened  a  general  store  at  Yorkton. 

Kellic  &  Lawton  have  opened  a  general  store  at  Morse. 

P.  P.  Steeves  has  opened  a  departmental  store  at  Edam. 

Peters  &  Thiesen  have  opened  a  general  store  at  Wy- 
m  ark. 

D.  L.  McKcnzie,  of  Foam  Lake,  has  opened  a  branch 
of  his  general  store  at  Leslie. 

P.  M.  S.  Cole  has  opened  a  general  store  at  Winter. 


A  Big  Trade  in  Little  Sandals 


Take  advantage  of  the 
increasing"  popularity  of 
sandals  for  children's 
wear — be  in  a  postion  to 
supply  every  demand 
for  sandals. 

Some  of  your  customers 
have  not  tried  sandals 
for  their  children. 

Samples  sent  on  request 


Offer  the  Non  Rip  San- 
dal to  your  customer  for 
the  children — once  seen 
and  tried  they  will  prefer 
these  sandals  to  every- 
thing else. 

Give  them  a  good  trial 
— they  will  make  easier 
sales  and  more  profits 

for  your  store. 

Samples  sent  on  request 


The  most  practical  shoe  for  the  little  children.  If  your  jobber 
does  not  handle  them  send  his  name  and  address  direct  to 


Humberstone  Shoe  Company 


HUMBERSTONE 
ONTARIO 


or  phone  Long  Distance  84 
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Which  is  the  Best  Advertisement  in 
this  Issue,  and  why  do  you 
consider  it  such  ? 

Prizes  are  offered  for  letters  giving  the  best  reasons  why 
the  Advertisement  selected,  by  the  Contestant  should  be 
considered  the  best  in  this  issue. 

 Conditions  

1.  The  Competition  is  open  to  any  Retail  Shoe  Dealer  or  Clerk  who  is  a 
reader  of  Footwear. 

2.  Only  one  advertisement  is  to  be  selected  by  the  contestant. 

3.  No  competitor  may  send  in  more  than  one  letter. 

4.  The  Prizes  will  be  awarded  to  those  who,  in  the  opinion  of  the  judges, 
present  the  best  arguments  why  they  consider  the  advertisement  selected  to  be 
the  best  in  this  issue.  The  advertisement  chosen  should  be  criticised  and  its 
strong  and  weak  points  mentioned.  The  criticism  should  include  both  wording 
and  arrangement,  and  if  you  believe  either  or  both  could  be  improved,  show  how. 

5.  The  decision  of  the  judges  will  be  final. 

6.  Contestants'  letters  must  reach  us  by  January  2nd. 

1st  Prize,  $15™  2nd  Prize,  $10-00  3rd  Prize, 


THE  JUDGES 

The  Judges  in  this  Competition  are  Messrs.  C.  W.  McDiarmid,  Advertising 
Manager  of  Ryrie  Bros.,  Limited,  Toronto,  and  President  of  the  Toronto 
Ad.  Club  ;  A.  G.  Donaldson,  Advertising  Manager  of  the  Toronto  Daily 
Star  ;  and  R.  J.  Hart,  Advertising  Manager  of  Goodwin's,  Limited,  Mon- 
treal— three  of  the  foremost  advertising  men  in  Canada. 

Address  your  letters  to 

The  Editor,  Footwear  in  Canada 

220  King  St.  West,  Toronto 
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WHITTEMORE'S  POLISHES 


FINEST  IN  QUALITY 

LARGEST  IN  VARIETY 


BOSTONIAN 
CREAM 

FOR  P01ISHINC 
AM)  PRC! IRVING 
Pilent  ind  Enameled 
Lejthen 
auo  CLAUD  KID 


nmthtLeiiWDRYnJ  , 

tlMh.  Itj* 

n<  ■  tWMltl  ' 

CVIN  te 

•*T,  pthi 

ilUHK 

BOTTLt 

Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."    The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.   Always  ready  to  use.   Largest   quantity.    Finest    quality.    Polishes    without  rubbing. 

"BOSTONIAN"  CREAM.     Cleans  and  polishes.     Put  up  in  five  colors:   Black,  Russet,  Brown,  White  and  Red. 

Contains  no  acids.     Packed  in  cartons.     Retails  25c. 
"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.  Boxes 

open  with  a  coin.    Retails  10c. 
"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes, 

saddles,  bridles,  etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes 

(5  sizes  of  each  color).  .       ,   .     ,        ,    ,    A       ^  ,  .  , 

"ELITE"  COMBINATION.    For  those  who  take  pride  in  having  their  shoes  look  Al.    Restores  color  and  lustre 
to  all  black  shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size  ).  "ELITE"  PASTE  in  5  sizes. 
"BOSTON"  WATERPROOF  POLISH.    A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather 
shine  without  brushing.    Retails  25c.  w™,-,m«#%»v«  D  „n 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO., 
Boston,  Mass.,  U.S.A.    For  sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 

TRADE     ■     B^JP^W  MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting'  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging' 
Machines 


Heel  Protector,  Driving,  Heel  Compressing-,  Loading"  and  Attaching 
Machines,  Heel  Trimming",  Breasting,  Scouring  and  Finishing" 
Machines  ;  Loose  Nailing  and  Slug'ging  Machines  ;  Cementing  Buff- 
ing and  Skiving"  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 

122  Adelaide  Street  West,  TORONTO.  MONTREAL,  QUE.  492  St.  Valier  Street,  QUEBEC. 
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A.  Klipstein  &  Co.,  Ltd. 

of  Canada 

12  St.  Peter  St.        -  MONTREAL 


Butyric  Acid 

For  close  velvet  grain 

Chrome  Liquid 

Standardized   strength  tor 
one  bath  tannage 


WRITE  FOR  FORMULAE 


CANADIAN  AGENTS 

A.  Klipstein  &  Co.,  New  York 


Black  Chrome  Sides 

Blue  Black  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 

Heavy  and  Medium  Weights 

Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Leathers  for  High  Outs  and  Unlined  Shoes,  Tanned 
so  as   to  Wear  Well  and   Stand    Hard  Usage 


FRASER  RIVER  TANNERY,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents :  CHICAGO  TANNING  CO. 

MONTREAL,  QUE,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  :tl  Spruce  St. 

BOSTON',  MASS.  GLOVKKSVILLK,  X  V  ST.  LOUIS,  M<  1 
128  Summer  St.  11  ayadutta  St  619  E.  Eight  h  St, 


Brass  Shoe  Fixtures 
For  Your  Windows 

Make  an  Artistic  Showing 


Manufactured  by  experienced  work- 
men, who  have  a  thorough  know- 
ledge of  how  a  display  fixture 
should  be  made. 


Make  Your  Windows  Sell 
Your  Shoes 


Use  Our  Fixtures 


WRITE  TO-DA  Y  FOR  OUR 
CATALOGUE 


Toronto  Brass  Mfg.  Co. 


17-21  Temperance  St. 


Toronto 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arcb  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 
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Balanced  Rubbers 


Give  Equal 
Wear  Throughout 


GRAN BY  RUBBERS 

"Wear  Like  Iron" 

After  Quality  nothing- 
is  more  important  than 
service. 

If  you  haven't  checked  up  your  stock  for  "sizing''  order,  do 
so  now  !     Don't  wait  for  the  next  big  snow  storm. 

Rubber  Weather  and  No  Rubbers  means  lower  divi- 
dends.    Don't  forget  this  ! 


Send  your  order  to  the  House  that  can  and  does 
deliver  the  right  kind  of  business-building  goods 

Ames  Holden  McCready 

Limited 


Exclusive  Selling  Agents 

Montreal         Toronto         St.  John,  N.  B. 
Winnipeg  Edmonton 
Calgary  Vancouver 
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"Yamaska  Brand" 

and  Big  Profits. 


"Yamaska  Brand"  are  well  made, 
solid  leather  shoes,  no  extreme 
styles.  Back  of  all  your  fancy 
shoes  you  want  a  good  old  reliable 
line,  something  to  form  the  back- 
bone of  your  business  —  let  it  lie 
"Yamaska  Brand." 


J.  A.  &  M.  COTE,  St.  Hyacinthe,  Quebec 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting  Dies 

of   Every  Description 

For  Cutting 

Leather,  Rubber,  Paper, 
Cloth,  Etc. 


ALL  WORK  WARRANTED 


321  Aird  Ave.,  Montreal 


I 


I 


Cutting  Dies 


Being  without  question  the  lar- 
gest manufacturers  of  Cutting 
Dies  and  consequently  employing 
the  largest  force  of  skilled  work- 
men, enable  us  to  make  prompt 
deliveries  of  high  grade  dies  on 
terms  that  will  save  you  money. 


Brockton  Die  Co.,  Inc. 

Main  Office:  Brockton,  Mass. 

Factories:  Brockton,  Mass.      Chicago,  111. 


MOHLENE  "A" 


adds  the  Quality  that  makes  your  leather  a 
little  better  than  the  rest.    Ask  us  about  it. 


Marden,  Orth  &  Hastings 

ESTABLISHED  1837 

All  Oils,   Greases,   Tannins  and  Tanning  Extracts  for  Leather  Manufacturers 


NEW  YORK  OFFICE: 
82  Wall  Street. 

SAN  FRANCISCO 
OFFICE   AND   WAREHOUSE  : 
340  Clay  Street 


BRANCH    STORES : 

CHICAGO 

1030  North  Branch  Street. 


201-225  Purchase  Street, 
73   High  Street, 

BOSTON,  U.S.A. 
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Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada  Every  General  Merchant  selli  boots  and  shoes — there  are  no 
exceptions  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer 


oeaiau.  trad:  tnwrnpu^of*  onui  wtsi. 

Over  29  years  in  its  field 

"  CANADA'S    GREA  TEST  TEA  DE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising:  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL" 


Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most  -  useful  -  to  - 
the  ■  dealer  -  and  -  clerk  shoe  journal  in 
the  United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us  for 
a  specimen  copy  will  find  at  least  two  big  useful 
features  they  won't  find  elsewhere — send  in  for 
a  copy  and  find  oiit  what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request. 

Published  by 

The  Arthur  L.  Evans  Go. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Hanover  Heel  &  Innersole  Co. 

Hanover,  Pa.,  U.S.A. 

Quick  Deliveries 

Carefully  Selected  Stock 

FLEXIBLE 

for  men's  and  women's 

INNERSOLES 

shoes 

OUTERSOLES 

Close      fibre,  strong, 

bark-tanned 

BOX  TOES 

Cut     from  BENDS— 

something    new  and 

specially  desirable  for 

accurate  work 

HEELS 

From     Oak,  Flexible 

Harness  of  all  kinds 

and  combinations. 

Leatherboard  heels  a 

specialty 

LOW  FREIGHT 

RATliS   TO  CANADA 

Hanover  Heel  &  Innersole  Co. 

Hanover,  Pa.,  U.S.A. 

Branches  throughou 

t  Canada  and  United  States 

The  Largest  Assortment  of 

FELT 

of  every    description  for 

Shoe  Manufacturers 

— We   make   a    specialty  of   Felt   for — 

Hard  Insole  Shoe  Rack  Cushion  Insole 
Shoe  Roll   Heel  Pads  Slippers 
Lining  Fillers 
Piecing  Vamps 

Felt  Heel  Pads 

Cut  from  several  qualities  of  Felt  with  a  large  assort- 
ment of  patterns. 

We  manufacture  Felt  for  all  purposes  and  can  com- 
plete special  orders  at  a  moment's  notice.  Only  one 
quality — The  Best.    Our  price  will  interest  you. 

Is  there  anything  you  require  in  Felt?    We  have  it. 

Write  for  samples  and  prices 

Kenworthy  Bros.  Company 

110-112  Summer  St.,  BOSTON,  MASS. 
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A  Few  Facts  About 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same 
appearance  in  the  shoes,  there  may  be  a  world  of 
difference  in  the  wear.  One  can  resist  wear  only 
to  the  extent  of  its  none  too  reliable  coating  of  enamel ; 
underneath  is  the  inevitable  brass  of  the  brassy  eyelet. 
The  other  kind  (if  it  is  a  Fast  Color  Eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only 
one  kind  of  eyelet  that  is  Fast  Color.  They  are  all 
made  this  way,  with  celluloid  tops  of  solid  color  and 
nickled  non-corroding  barrels.  It  is  impossible  for  them 
to  wear  brassy.  They  preserve  their  bright,  new  ap- 
pearance throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establish- 
ing the  identity  of  those  two  classes  of  eyelets  and  there 
is  a  sure  way — Fast  Color  Eyelets  have  a  small  dia- 
mond trade-mark  slightly  raised  on  the  surface  of 
each  eyelet.  No  others  do.  Just  fix  this  fact  in  your 
mind,  and  you  will  be  able  to  avoid  mistakes.  No  dia- 
mond       trademark — no  Fast  Color. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 


122  Adelaide  St.  West,  Toronto 


492  St.  Valier  St..  Quebec 
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"Bilt  for 
Boys" 

"For  Healthy 
Exercise11 


From  the  manager  in  the  office  right  down  to  the  shipper  our  staff  has  been 
selected  for  their  job  on  account  of  their  experience  and  ability  to  produce  results. 

This  is  one  reason  why  "Canadian  Boy  Shoes"  are  selling  so  well. 

Are  you  selling  them,  or  are  you  satisfied  to  let  your  competitor  across  the 
street  get  the  boy's  trade  ? 

GET  BUSY      STOCK  CANADIAN  BOY  SHOES. 

Reliance  Shoe  Co.,  Ltd.,  122  Adelaide  st.  west  Toronto,  Canada 


Your  Customers  Will 
Thank  You 

When  your  customers  ask  you  for  a  shoe  that 
will  keep  out  the  wet  and  be  warm  and  comfort- 
able through  the  Winter  and  Spring  months, 
offer  them — 

Williams  Shoes 

Your  customers  will  be  pleased  with  the  re- 
sult and  thank  you  for  selling  the  shoes  to  them 
— you  will  be  pleased  with  the  profit  and  thank 
us  for  selling  the  shoes  to  you. 

We  can  supply  at  once  your  entire  and  immediate  requirements  in  staple  shoes. 

Our  representative  will  show  you  the  largest  range  of  the  best  staples  ever  put  on  the  market. 


New  Boys'  Lines  on 
New  HighnToed  Lasts 


All  Men's  Lines 
also  on  New  Lasts 


See  the  Williams  Staple  Line  for  Spring  Trade — we  will  have   our   representative   call  or 
will  send  you  samples. 

The  Williams  Shoe  Company,  Brampton,  Ont. 

Western  Selling  Agents  :  W.  G.  Downing  &  Co.,  Brandon,  Man. 
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What 
Glazed 

Kid 
Leather 
Do  You 

Use? 


H.  &  C.  Kid  is  becoming  more  popular 
every  day,  because : 

It  has  a  fine,  fiat  grain 
ft  has  mellow,  full  feel,  yet  tight 
It  is  uniform  in  weight  and  selection 
It  makes  a  high  qualil  y  ^ioe 
You  can  get  the  same  selection  to-day, 
to-morrow  <>r  next  year 

May  IVc  Soul  You  a  Few  Sample  Dozens?. 

Hitchings  &  Coulthurst  Co. 

122  South  Street,  BOSTON 

Factory:  PHILADELPHIA,  PA. 

(Address  all  correspondence  to  Boston  Off!cel 


Pleasing  Styles  for 

Your  Spring  Trade 


HpHAT  are  dependable  for  their 
good  quality  and  long  wear. 
The  Ault  line  for  Spring  1913  is 
more  attractive  than  ever  and  con- 
tains shapes  and  styles  that  will  be 
popular  favorites  wherever  shown. 

Do  Not  Fail  to  Order  Early 
Samples  Sent  on  Request 

A.  W.  AULT  COMPANY 

LIMITED 

Ottawa       ::  Ontario 


Now  Is  The  Time 
For  Solid  Shoes 


j^OLID  shoes  for  late  winter  trade  is 
the  present  demand  in  all  classes 
of  trade.     Now  is  the  time  to  test  the 
merits  of  our  truly  good  solid  shoes. 

Ahrens'  Solid  Shoes 

are  built  of  honest  solid  leather  through 
and  through,  and  are  made  for  hard 
wear  all  the  year  round.  These  shoes 
make  the  strongest  appeal  to  the  think- 
ing purchaser  of  winter  footwear — get 
to  know  them  now. 


(Wes  A 


y\M       and  (omparpj 

1/    BERLIN,  ONT. 


TWO  SPECIAL  BRANDS 


New  York 

Style 
for  Men 


OF 
HIGH 
GRADE 
SHOES 


The  Albani 

Shoe 
for  Women 


always  in  stock  ready  to  ship  on  receipt  of  order. 
We  also  carry  a  large  stock  of 

Men's,  Women's  and  Children's  Shoes 

in  every  line  including  shoes  for  Late  Winter 
Wear   and   The    Newest   Styles   For  Spring 

We  can  save  you  money  on  Shoe  Packs. 

See  Our  Prices 

Samples  of  all  Shoes  will  be  expressed  free  of  charge 
on  request. 

Our  up-to-date  Mail  Order  Department  is  at  your  disposal.    Write  us. 

Fraserville  Shoe  Co. 

alers 

QUEBEC 


LIMITED 

Manufacturers  and  Wholesalers 


FRASERVILLE 
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Are  You  Selling  Shoes 
Bearing  This  Stamp? 


i 


F  YOU  have  not  in  your  store  a  complete  line  of  men's 
women's  and  children's  footwear  bearing  the  Union 
Label,  you  are  missing  one  of  the  greatest  possible 
opportunities  for  business  growth. 


Practically  every  line  of  business  is  represented  by  Union 
Labor.  This  does  not  apply  to  any  one  locality  but  to  every 
section  of  the  country;  as  a  result,  Union  Made  goods  are  in 
demand  in  every  city  and  town,  and  every  retailer  should  cater 
to  this  army  of  buyers  by  selling  Union  Stamp  Footwear. 

The  Union  Stamp  stands  as  a  guarantee  of  honest  quality 
and  honest  prices ;  it  is  an  assurance  that  the  goods  are  made 
in  the  right  manner  and  under  proper  conditions. 

Here,  Mr.  Retailer,  is  the  opportunity;  this  large  field  of  pos- 
sible customers  is  before  you;  if  you  will  act  you  can  add  this 
desirable  trade  to  your  business  and  reap  a  harvest  of  profit 
that  can  be  secured  in  no  other  way. 

Let  us  send  you  a  complete  list  of  manufacturers  who  use 
this  stamp.     It  is  yours  for  the  asking. 


Boot  and  Shoe  Workers*  Union 

246  Summer  Street,  Boston,  Mass. 

JOHN  F.  TOBIN,  President  CHARLES  L.  BAINE,  Sec.-Treas. 
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Located  in  centre  of 
Shoe  and  Leather  District 


The  United  States  Hotel 

Beach,  Lincoln  and  Kingston  Streets 

Boston,  Mass.  

Only  I  \v<>  blocks  from  South  Terminal  Station,  and  easily  reached  from  North  Station  by 
Kleviited  Railway,  and  convenient  alike  to  the  great  retail  shops  and  business  centre,  and 
also  to  the  theatres  and  places  of  interest. 

American  Plan,  $3.00  per  Day  and  Upwards 
European  Plan,  $1.00  per  Day  and  Upwards 

TABLE  AND  SERVICE  UNSURPASSED 

TILLY  HAYNES,  Proprietor     JAMES  G.  HICKEY,  Manager 


o  r 
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So  Qosy 

TRADE  MARK 

SHOES 


Our  newest  shoe  for  children 
The 

"  FAIR 
PLAY  " 

May  be  had  in  all 
leathers  at  popu- 
lar prices. 

Jorolemon-Oliver  Co, 

ROCHESTER,  N.  Y. 


The 

Brandon 
Progress 
Policy 


WHERE 
QUALITY 
COUNTS 
WE  WIN 


The  great  success  of  the  Brandon  progress  policy  is 
shown  most  convincingly  in  the  greatly  improved  re- 
sults of  the  seasons  work. 

"  Monarch  "  and  "  Brandon  "  Shoes 

have  achieved  a  reputation  for  quality  and  style  which 
adds  prestige  to  the  House  of  Brandon  and  to  Brandon 
and  Monarch  dealers.  They  will  add  prestige  to  your 
store  and  help  new  husiness — try  them. 

The  Brandon  Shoe  Company,  Ltd. 

Brantford,  Ontario 


When  you  come  to  Rochester  you'll  be  made  welcome  at 

Hotel  Eg'gleston 

ROCHESTER,  N.  Y. 


EUROPEAN  PLAN 

Excellence  without  extravagance.  Splendid  rooms 
$1  00  and  upward.  Rooms  with  private  bath  and  toilet 
$1.50  and  $2.00  per  day. 

Moderate  price  in  restaurant. 

A.  H.  McGreal,  W.  G.  Gilbert,  Proprietors 
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BOX  TOES 


HEELS 


That  Come  Alike 

Made  in  leather,  cork,  waterproof,  felt,  combination 
leather  and  canvass. 

Men's  and  Women's  Goodyear  and  McKay  Shoes 
—any  kind.  W£  BUY  ALL  OFFAL  FOR  CASH 


A  Full  Line 

All  grades,  denominations  and  Heights. 
Send  patterns  for  quotations. 


Independent  Box  Toe  Co., 


102  Christophe  Colomb  Street, 
MONTREAL 


THE  CHAMPION  ICE 
CREEPERS 


Here  is  a  footwear  specialty  you  cannot  afford  to  be 
without.  The  demand  for  ice  creepers  is  steadily  in- 
creasing and  will  very  Soon  be  at  its  height  for  the 
winter  months. 

For  every  request  for  ICE  CREEPERS 
you  want  to  supply  the  best  procurable 
Here  it  is  THE  CHAMPION 

Made  of  the  highest  grade  materials  to  a  new  up- 
to-date  design  giving  absolute  convenience  and  perfect 
efficiency.    Fits  any  rubber  heel  on  the  market. 

We  can  supply  in  the  very  best  possible  way  all  your 
ice  creeper  requirements  with  THE  CHAMPION. 

Factory  in  full  running  order — output  2,000  pairs 
per  day. 

If  your  jobber  does  not  handle  them,  let  us  send 
you  samples — Our  prices  are  "right." 

1M  SHERBR00KE  SPECIALTY  CO. 

Manufacturers,  The  Champion  Ice  Creepers 

A.  Z.  Pinsonnault,  Prop.,  SHERBROOKE,  QUE. 


Chrome  Velvet  Splits 

in  Colors  and  Weights 

Fine  Stock  for  Shoes,  Slippers,  Quarter  Linings, 
Toppings,  Button,  Fly,  etc. 

WRITE  FOR  SAMPLES 

Wright  &  Wright 

109  Lincoln  Street       -      BOSTON,  MASS. 

Tannery :  LYNN.  MASS. 
Also  General  Agents  for 

A.  B.  HOFFMAN  &  SON,  Inc.,  Lynn,  Mass. 

COLORED  KID  and  MATT  TOPPING 


17  Styles  in  Stock 


Regular 

1440  Patent 

1441  Dull  Calf 

1443  Tan  Button 

1444  Kid  Button 
Button  and  Lace 


Hi-Cut 

H40  Patent 
H41  Dull  Calf 
H43  Tan  Russia 
Button  only 


Note— Other  widths, 
etc.,  to  order  only 
also  Extra  Hi-Cut. 


4-8— $1.25 
8J-12— $1.45 
"D"  width  only 


4-8— $1.40 
8|-12— $1.60 
"D"  width  only 

Goodyear  Welts 


Send  for  our  new 
stock  /older. 


WILLIAMS,    HOYT  &  CO. 

No.  6  Commercial  St.       -       -       ROCHESTER,  N.  Y. 


HAVE  UP-TO-DATE 
METHODS 

Nothing  gets  business  like 
being  thoroughly  on  the  job. 
Don't  stretch  the  new  try- 
on  all  out  of  shape  when 
fitting  a  bunion  deformed 
foot.  It  stamps  you  as  a 
"Has-Been."  Use  the  Fis- 
cher Bunion  Protect- 
or and  get  results  worth 
having. 

THE  FISCHER  MANUFACTURING  CO. 

Milwaukee,  Wisconsin 

Sole  Owners,  Manufacturers  and  Patentees 
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Metal  Shoe  Fixtures 

These  Represent  Our  Cheapest  Lines  of  Shoe  Stands 


will  always  be  pop- 
ular, they  have  so 
many  points  in 
their  favor.  There 
is  Strength,  Dur- 
ability, Multiplicity 
of  Adjustment  and 
Beauty  of  Finish 
all  combined. 

We  make  wood 
fixtures  for  those 
who  will  have  them, 
but  very  strongly 
recommend  the 
metal. 

Write  for  our  new 
supplement. 


No.  717  shoe  Stand,  price  per  doz.  $">..r>o 
Made  in  I  sizes,  6  in.,  I2in.,  18  in.,  24  in. 
high 

Wc  make  stands  from  $.">..">< I  to  $18.(HI 
per  dozen 


Clatworthy  &  Son,  Limited 

161  King  Street  West,  TORONTO,  ONT 


SNAPPY 
HOLIDAY  STYLES 


C-101 


$4.50 
Dozen 


Pat.  Lea.    Any  Color  Quilted  Satin  Top    Fur  Trimmed 

Our  new  attractive  "Quick  Service"  Cata- 
logue is  ready  for  you,  illustrating  27  Styles 
of  the  best  in  Soft-Soles. 

Write  for  it  to-day. 


irrrVfirvf 


Cat's  Paw  Rubber 

Heels  Will  Never  Slip 

From  the  day  they  are  first  put  on  until 
completely  worn  out. 

The  Patent  Canvas  Friction  Plug  prevents 
all  that,  even  on  the  slipperiest  surface. 

It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

Eastern  Townships  Bank  Building,  MONTREAL 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Plat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour^ 
ing  operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets  -  -  MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Stand  a  strain  of  /^^Z^&&J'/ 

200  Lbs.  to  the     s^^&Qffi/y         HTl         !>•       F\  II""1 

foot  without  Ihe  Big  Demand  ror 

break-  <^*, 

"N.  F.  10"  Shoe  Laces 

~S^<i^^^^^yb^6/^  ls         nitura'  result  of  their  high  quality,  our  steady  and  per- 

-  sistent  magazine  advertising,  our  6  months'  guarantee,  and  the  in- 

'w&y^  variable  satisfaction  "  N.  F.  10"  give  every  customer — the  best  value 

in  shoe  laces. 

That's  the  kind  of  laces  to  handle,  and  the  liberal  profit  and  easy  selling  make 
it  worth  while. 

"N.  F.  10"  Shoe  Laces  Assortment  Display  Packages 

In  Individual  Sealed  Cartons  _    t  r\"  *  a  en 

Black  or  Tan  N.  F.  10    $4.50  per  gross 

4/4  $4.00  per  gross  As4T l^ent  ^°a             ^  4?ch 

40  jn                    4.50  4/4,  40  in-  5  4-  6  4  Blaclc  or  Tan 

cia                           4*00    "    "  Assortment  No.  2 — 36  pairs  each 

Ifi]                           4          «    «  4  4,  40  in.  Black  or  Tan 

Terms  2% 
For  Sale  by  all  Canadian  Jobbers 

Manufactured  by 

The  Nufashond  Shoe  Lace  Company 

Reading,  Pa.,  U.  S.  A. 


To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  getting 


C#  B«  C 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 
made  in  Canada  by 

Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.,  Montreal,  Que. 
122  Adelaide  St.  West,  Toronto  492  St.  Valier  St.,  Quebec 
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GREETINGS 


To  Our  Many  Friends 


We  take  this  opportunity   of  wishing 
You  the  Old  Old  Wish 


Merry 


Christmas 


Happy 


New  Year 


May  your  sales  of  "Nugget"  never  grow  less 


9,  11  and  13  Davenport  Road 


TORONTO,  ONT. 
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A  THREE  IN  ONE  FELT  SHOE  GUARANTEE 


The  Tested 
Trade  Mark 


The  mark  of 
Felt  Shoe 
superiority 
stamped  on 
every  pair 


THE 


Ames  Holden  McCready 
Company,  Limited 


The  Most  Modern 
Felt  Shoe  Plant  in 
America 


of 

Canada's 
Highest  Grade 
Felt 
Footwear 


The 


Ames  Holden  McCready  Co 

Limited 

The  Oldest,  Largest  and  Most  Reliable 
Wholesale  Shoe  Jobbers  in  the  Dominion 

Exclusive  Selling  Agents  KIMMEL  FELT  SHOES  AND  SLIPPERS 

THE  PLANT  BEHIND  THE  PRODUCT 
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